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New ARISTO-MAT Mikes 
Display Merchandiser 


WILL TRIPLE YOUR PROFITS 


IAS Guoranteed by ™ 
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FREE TRIPLE PROFIT 
PD-1 MERCHANDISER 


With the No. 1951 Assortment which contains the '17 
inch by 19 inch size only. 


YOUR | FAIR TRADE | YOUR Fair trade prices, 
COST |RETAIL PRICE|PROFIT Chrome Queen $2.69 


1/3 doz. 401 Floral Queen $5.28 : 1 Floral Queen $1.98 


. Candy Stripe $1.19 
1/3 doz. 1010 Candy Stripe 3.17 of Slightly higher in 


1/3 doz. 1030 Chrome Queen 7.17 { states west of the 


Rockies. 
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CHECK THIS PRICE-BALANCED 
ASSORTMENT YOU GET WITH 
YOUR NEW A9 MERCHANDISER 


TOTAL LIST PRICE (All Items) 
PRICE TO RETAILER 


YOUR PROFIT 


IRVINGTON 11, NEW JERSEY, U.S.A. 
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P103-3S 
P103-3F 
P23-3F 
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P1-3F 
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Send for 


New 96 Page Cataleg 
No. 21. WRITE DEPT. HA. 


TOP 


Stiff Putty Knives occ 


Flexible Putty Knives 
Stiff Putty Knives 


Flexible Putty Knives . 


Stiff Wall Scrapers 
Flexible Wall Scrapers 
Flexible Wall Scrapers 
Stiff Wall Scrapers 
Flexible Wall Scrapers 
Stiff Wall Scrapers 


BOTTOM 


Sandpaper Holders 
Pkgs. Glaziers’ Points 
Razor Blade Holders 
Glass Cutters ‘ 
Refill Scraper Blades 
Refill Scraper Blades 
Cabinet Scrapers 
1%” Wood Scrapers 
2¥,” Wood Scrapers 
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Red Devil's 


List Each 


85 
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GREAT LOCKS 
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combine the Styling your customers demand.. 
with the Security they need.. 


Each outstanding in its class, these popular 5-pin tumbler Eagle Rim Night Latches and Dead Locks 
meet the highest standards of attractive appearance, dependable security and fine workmanship. . . Mg 
traditional Eagle values that have customer approval whenever displayed. gor yet 
ingle 
EAGLE NIGHT LATCHES . . . No. 3547, smart, sleek design, gold bronze finish . . . No. 3547N, HARE 
solid black case with nickel plated knob, cylinder and bolt . . . No. 3500BC, rugged cast iron latch ceeding 
with brass cylinder . . . No. 3532, rustless alloy, finished in gold bronze ... EAGLE DEAD LOCKS... reese : 
“Jimmy-proof” No. 3548B, rustless alloy, solid brass cylinder, steel bolt, metallic luster finish . . . oe 
No. 3539, cast iron case and bolt, black finish. — 
For complete details and prices, see your jobber or write... zine, 
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, CARDED HARDWARE 


Take a steady seller, package it for greater attention-value, 
easier identification, and added sales-appeal. Repeat the 
process on fifty-five of the most popular hardware items, and 
you have Stanley Carded Hardware—a colorful counter-full 
that wins the tricks. 


erro 


Cards serve as complete sales units (screws are packaged with 
each item) designed to stimulate impulse buying and save 

the salesman’s time. Mass-display Stanley Carded Hardware for 
volume sales and easy, extra profits. The Stanley Works, 

New Britain, Connecticut. 


A 
~ 
ge 


" a b ih % 
‘ t 5 
Remember . . \ a § 4 _ ye 
nn” aa © 


Three Hinges 
To A Door 


STANLEY 


Reg. U.S. Pat. Off. 
HARDWARE ® TOOLS ® ELECTRIC TOOLS © STEEL STRAPPING © STEEL 
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just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair, editor 


Happy New Year! 


We wish we could individually thank every one 
of our many readers who so thoughtfully sent us 
their Holiday Greetings. Your cards and notes 
stirred many pleasant memories and added greatly 
to our enjoyment of the holidays. 

Since it isn’t feasible to acknowledge each of 
these friendly cards, Len Rowlands, myself and 
the entire HARDWARE AGE staff take this means of 
thanking all of you for your thoughtfulness and 
extend to you our sincerest hope that the New 
Year will bring you a full measure of health, happi- 


ness and prosperity. 





A New Year's Forecast: 
Bigger Housewares Sales 


An attempt to appraise the year’s prospects is a 
customary activity at this time of each new year. 
But the tusk of appraising all the confused and 
uncertain factors that mark the horizon today is 
admittedly beyond our poor power to accomplish 
with any feeling of accuracy or authority. 

There is, however, one point of which we are 
certain, and that is that the housewares market is 
going to assume greater importance to the hard- 
ware trade this year. 

A characteristic of this market that makes it 
especially worth cultivating is that it has poten- 
tial for expansion, almost regardless of the trend 
in defense production, for it employs such a 
variety of materials and processes that a shortage 
in one line can usually be counteracted by the 
availability of another line. 

This $358,400,000 hardware market is one that 
every dealer will want to give special attention. 

The feature section of this issue, beginning on 
page 119 is devoted to a discussion of better meth- 
ods of selling housewares. You’ll find that the 
authors of the various articles have packed the 
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articles with helpful, practical ideas that can be 
worth real money to you. 

Particularly, you will want to read the outlook 
for various housewares products, as reported by 
the executives of leading héusewares firms. These 
men are in an ideal position to evaluate the out- 
look for their lines and their opinions, beginning 
on page 142, are worth careful reading. 

The hardware store has no monopoly on the 
housewares market, but it is in an excellent posi- 
tion to capture a major share, if the hardware 
dealer will do a real selling job, utilizing every 
modern merchandising technique available for the 
task. You'll find many helpful ideas in the 
Housewares Selling Guide on page 119 to aid you 
iu doing a better selling job. 





Digging Up Ruins— 
With Your Money 


While scanning through a newspaper recently, 
I came across an interesting report of the findings 
of an archeological excavation in Greece. The re- 
port explained that the expedition was digging up 
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remnants of an ancient Athenian culture. Then, 
to my astonishment, I read the statement that this 
work was partially sponsored by ECA funds. 

Unbelieving, I rubbed my eyes and carefully 
reread the news item. There it was, twice, in 
fact, the statement that the ruins were being dug 
up with ECA funds... with our tax money. 

In the name of everything that’s sensible, how 
can this be? Has Washington gone so completely 
berserk, that it throws our hard earned tax money 
into digging up ruins in Greece? 

How many other projects are there like this, 
that we don’t know about? 

Here is a nation, staggering under the greatest 
tax burden in its history, accepting this burden 
with the belief that it is helping war-ravaged 
Europe get on its feet again. Now we learn_that 
we have so much money that we can squandeF it in 
digging up ruins in Greece. 

Here, indeed, is an example of the complete dis- 
regard for the welfare of American tax payers 
that has developed among bureaucrats in Wash- 
ington today. 

When you make out your new, higher income tax 
return, March 15, we know you'll be happy know- 
ing that a part of it will likely be used in some 
such worthy project as digging up a ruin. 

How long are we going to tolerate such condi- 
tions? 

Note: For those who would like to read this 
startling news firsthand, we refer you to page 13 
of New York Times for Dec. 29. 





How to Lose Friends 
And Make Enemies 


It is difficult to understand why some manufac- 
turers will invest substantial sums in advertising 
to stimulate dealer interest, and then, in effect, 
dump everything down the drain by failing to set 
up facilities for taking care of inquiries arising 
from the advertisement. : 

We previously discussed this briefly (See HA, 
Dec. 13, p. 8), pointing out that failure to take 
care of mail from dealers does great damage to a 
company’s standing among dealers. 

Now we have another letter from a dealer who 
cites three companies that failed to send material 
which their ads said was available on request. 

One of these companies happens to be a power 
lawn mower manufacturer who ignores all in- 
quiries for service data, parts lists and prices. 
The result of this attitude, at a time when most 
power mower makers are attempting to develop 
better servicing of their products, is that this 
dealer now refuses to handle the servicing of 
mowers produced by this company. Incidentally, 
this is the second dealer who has written us about 
this company, complaining of their failure to even 
acknowledge inquiries. 

We suspect that a certain number of these un- 
answered requests arise from a manufacturer’s 
inability to read the name and address of the 


dealer. We occasionally receive letters, asking for 
information, which fail to give an address, or in 
which the signature is illegible. 

It would be helpful if dealers who do not write 
on their letterheads would get a rubber stamp 
with their name and address and use this on their 
letter. 

And perhaps we could prevail upon manufac- 
turers to allow enough space on their coupons to 
give a person enough room to write his name and 
address properly. 

Proper handling of correspondence is an impor- 
tant business function and we'd like to -aggest 
that it would probably pay many compaxies to 
check their system to see if a proper job is being 
done. 





More Trocar Experts 


Our list of trocar experts grows longer. The 
following readers also sent us accurate descrip- 
tions of trocars, but too late to be included with 
the list published in the issue of Dec. 27, p. 81: 
A. J. H. MeNeill, Monticello, Iowa; Charles J. 
Kuebler, Viroqua, Wis.; Reid W. Woods, Book- 
Davis Co., Grove City, Pa., C. R. Glaze, Chas. 
Glaze Hardware, San Jose, Calif. 





Words Without End 


Since OPS issued Ceiling Price Regulation No. 
22 last April, manufacturers have had to work 
with these additions: 34 amendments; 33 inter- 
pretations; 19 supplementary regulations; 24 
amendments to supplementary regulations; a 12- 
page guide, plus a fact-finding sheet and several 
forms and applications. 

And this is just one of 103 price regulations. 
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> BRINGS LOCKWOOD DEALERS 
CLOSER TO BUSY ARCHITECTS 


m No. As a service to architects, Lockwood again 
- work issues a 24 page builder’s hardware catalog 
i in Sweet's Architectural File with a guaranteed 
distribution to 17,000 of the most active archi- 
tectural offices in 1952. In addition to the listing 
of a complete line of finishing hardware and an 
explanation of a simplified 5 step formula for 
writing specifications .. . 


everal 


ns. 


LOCKWOOD FEATURES THIS YEAR INCLUDE: 
@ A new line of automatic exit devices 
@ A new “Bor-a-lign” lock with steel aligning feature 


@ Several new and improved functions in Heavy Duty Key’n Knob locks. 


Each year, more architects make greater use 
of this aid to quick, convenient selection of 
builder’s hardware. Lockwood dealers profit by 


having the complete Lockwood story told in the 
<— right places at the right time! 


2” This Brand Name SG 
¢ wes Awerded the 3 
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HARDWARE MANUFACTURING CoO. 


FITCHBURG, MASSACHUSETTS. U.S. A. 
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Armament Production Expected 
To Top World War II Records 


In Washington’s currently blurred picture of tight- 
ening controls, mounting taxes, and growing tenden- 
cies to regiment still further America’s productive 


might, only one future development stands out in clear 


focus for 1952. 

The next 12 months will go down in industrial his- 
tory as the turning point in the great transition to 
military production. 

For the second time within a decade, industrial 
America will be tagged for all-out production of arms, 
and unless mobilization officials decide unexpectedly 
to junk their present armament timetable, there is 
every indication that national output of military goods 
within the next 24 months will exceed nearly every 
production record of World War II. 

To informed businessmen, this is not news. But on 
the part of John Q. Public, now case-hardened to the 
almost constant cry of national emergency by the gov- 
ernment, there still, unfortunately, is a wide degree 
of apathy. The “crisis theory” of government, in 
which every minor dislocation in the national economy 
or in foreign affairs is bewailed in Washington as a 
“national emergency,” is beginning to wear thin. 


OUTLOOK—Once more the scales of the 
U. S. economy are about to be tipped in favor 
of guns. Manufacture of “butter’-—the auto- 
mobiles, refrigerators, and washers that long 
have been regarded by Americans as “es- 


sentials” rather than as “luxuries” is about to’ 


slip to its precalculated No. 2 position. 


More Essential Civilian Goods 
To Feel New Production Cuts 


Many types of civilian hard goods, including some 
hardware lines, will be forced into still lower produc- 
tion during the first half of 1952 for the simple rea- 
son that second-quarter controlled materials alloca- 
tions are due for another government cut-back. 

Controls Chief Fleischmann says the pinch will not 
be because of steel shortages. This metal will continue 
to be allocated on the first-quarter basis of from 50 
to 60 pct of base-period use. 

Both copper and aluminum shortages persist and 
defense and supporting needs are increasing, making 
it necessary again to cut consumer durables alloca- 
tions for both metals. Present DPA thinking is that 
it is impossible to reduce further the present “starva- 
tion ration” of 10 and 20 pct, respectively. for “less 
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ashington 
NEWS and Views 


By Washington Bureau of 
HARDWARE AGE 


essential” hard goods without putting scores of manu- 
facturers completely out of business. 

This means that coming cuts must be borne by the 
“more essential’? industries. It is not expected that 
some hardware lines such as tools and builders’ hard- 
ware will be affected materially. But cuts in copper 
and aluminum allocations will be imposed on manu- 
facturers of less important hardware lines. 

OUTLOOK—Duration of the current copper 
and aluminum shortage is squarely dependent 
upon the Defense Department and Congress. 
If the present defense program—particularly 

e the aircraft production schedules—is expand- 

ed, or broadened, and if Congress votes in- 
creased military appropriations, then no easing 
of the copper-aluminum-nickel scarcity is seen 
before 1954. 


Simplify Pricing Compliance 
For Multiple Unit Stores 


New retail outlets set up by existing stores should 
be simpler to operate — pricewise — as a result of 
changes in the government’s retail pricing order, 
CPR-7. 

Biggest alteration pricers made was to drop a re- 
striction forbidding new retail stores to take mark- 
ups greater than those under which three-fourths of 
all sellers operate. In general, the modifications are 
expected to insure use of centrally-set, uniform ceil- 
ing prices in a larger number of retail stores. 

Here is what the new pricing action permits: 

1. Centrally operated chain stores accustomed to 
uniform pricing may extend the pricing charts to new 
retail outlets. 

2. Those chains not pricing centrally or uniformly 
may, under some conditions, use the pricing chart of 
an existing store for a new retail store. 

3. If a non-central pricing chain wishes to price 
centrally and uniformly, it may utilize an amendment 
providing for preparation of a master pricing chart. 

4. An individual store opening a new outlet and 
wishing to price centrally, may like the chain, extend 
the use of its pricing chart. 


OUTLOOK—Creation of retail branches to 
cover thriving suburban areas may bring on 
a need for further amendment to CPR-7. Rep- 
* resentatives of expanding stores should find 
a sympathetic attitude toward their problems 
among pricers in the newly-created retail 
branch, who consulted with business spokes- 

men before drawing up the amendments. 

(Continued on page 216) 
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Quicker turnover means greater profits 
for you. That’s why it pays to “Make Sales 
Faster with Master!” 

The full Master line is a complete 
padiock department in itself, offering 
outstanding values in all price ranges. 
Cash in on Master's fast-selling 
padlocks, bikelocks and hasplocks — every 
one a sales pacemaker designed to insure 
extra value for your customers, 
extra profits for you! 
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Master Jock Company, Milwaukee 45, Wis. 
World's Leading Padlock Manufacturers 





LATEST 


Enameled Kitchen Ware 


Here is a new Lafayette 10-piece 
starter set of porcelain enameled 
kitchen ware, to be introduced at 


the Housewares Show. The set is 
white with red trim, and contains 
a dish pan, percolator, double boil- 
er with cover, a 2-qt. pot with cover, 
a l-qt. sauce pan, a 2-qt. sauce pan 
and a bake pan. Packed in a sturdy 
and attractive carton, and retailing 
at $6.95. The Moore Enameling & 
Mfg. Co., West Lafayette, Ohio. 


Steak Knives 


Here is a new line of Camillus 
cutlery to be introduced at the 


Housewares Show, the Luxuria 
line of stainless steel steak knives 
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in a handsome chest, with handles 
of silver overlay. There is also a 
matching carving set with silver 
overlay handles. Both sets retail 
at $34.50. Camillus Cutlery Co., 
Camillus, N. Y. 


Housewares Container Line 


Shown here are several items in 
the new houseware container line 
called “Blossomtime,” to be ex- 
hibited at the Chicago Housewares 
Show. The new design consists of 
red, yellow and blue blossoms with 
a polka dot background. This com- 
plete “Colorware” line includes a 
four-piece canister set in different 
sizes, match safe, dust pan, cake 


box, oval waste basket, oblong bread 
box, Tudor bread box, refuse re- 
ceiver and a large round waste 
basket. National Can Corp., 110 E. 
42nd St., New York 17, N. Y. 


Plastic Clothesline 


New Herculean plastic clothes- 
line, made of durable plastic over 
a core of fiberglas, will be shown at 
the Chicago Housewares Show. The 
line can be wiped clean with a damp 
cloth, and clothes will not stick to 
it in winter. Does not rot or crack 
and stays tight with practically no 


INFORMATION ON NEW PRODUCTS AND SERVICE 


stretching. There are 12 50-ft. 
‘sngths packed in a colorful counter 
display box, and a 50-ft. length has 


a suggested retail of 89¢. Hercu- 
lean Products, 12 W. 37th St., New 
York, N. Y. 


Rolling Pin Plaque 


To be shown for the first time at 
the Housewares Show is this No. 
610 plastic Rolling Pin Plaque, con- 
sisting of a salt and pepper set, a 
planter that can also be used for 


recipe cards, matches, memo pad or 
cigarettes, and three hooks for 
hanging hot pads or kitchen tools. 
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in hardware merchandise... 


3 FOR THE HARDWARE DEALER 


The unit is available in red, yellow 
and green, and packed in a protec- 
tive translucent bag. Retail is $1.00. 
Superior Plastics Inc., 410-430 N. 
Oakley Blvd., Chicago 12, IIl. 


Packaged Cutlery Set 


One of the new sets in the Burns 
packaged cutlery line to be shown 
at the Chicago Housewares Show is 
this No. 8095, consisting of four 
knives and a cook fork in an attrac- 
tive laminated maple block. There is 
a bread, utility, and paring knife, all 
with Burns serrated edges, a hol- 


low ground ham slicer, and the 
fork. The block holds them secure- 
ly, and it can be turned over for 
use as a bread slicing board. Set 
retails for $10.95. Burns Mfg. Co., 
1208 E. Water St., Syracuse, N. Y. 


Safety Fan 


To be shown for the first time at 
the January Housewares Show is 
this 12-in. Safe-T-Guard fan, new 
in the 1952 line of Handybreeze 
Fans. Strong wire mesh completely 
encloses the blades, making the fan 
perfectly safe. It is finished in 
gray with blue fan blades, and is a 
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12-in. oscillating model having an 
air delivery of about 1000 cu. ft. 
per minute. Retail price: $26.95. 


Chicago Electric Mfg. Co., 6333 W. 
65th St., Chicago, III. 


Laundry Scale 

Here is the new Avco King laun- 
dry scale, to be introduced at the 
Chicago Housewares Show, with a 
capacity of 25 lb. by 2 oz. gradua- 
tions. The scale is ivory finished 


with clearly visible red trimmings, 
and the base is broad for stability. 
(Continued on page 200) 





TO HELP YOU 


SELL 


AND OTHER DEALER 
SALES HELPS 


Brush Display 


This new Kellogg brush display 
assortment, No. 2944, will be on 
display at the Chicago Housewares 
Show. The brushes in the assort- 
ment have been balanced to provide 
more of the fastest selling items. 
The display itself emphasizes the 


brushes, and is topped with a four- 
color, laminated plastic display 
sign. Kellogg Brush Mfg. Co., 187 
Elm St., Westfield, Mass. 


Foam Cleaner Dispenser 


A new automatic Aerosol Mystic 
Foam dispenser will be shown at 
the Chicago Housewares Show. The 
foam producing dispenser operates 
at a touch of the spout, releasing 
Instant Mystic Foam, a _ handy 

(Continued on page 207) 











Wholesale 
Hardware 
Sales 


(add 000,000) 


$160 
Source: U. 8S. Dept. of Commerce 











Rising Costs One of 
Problems Faced by 
Dealers in 1952 


For the hardware dealer there 
is only one certainty about the 
new year and that is that it will 
be fraught with some new prob- 
lems as well as the perennial ones. 

On the bright side of the ledger, 
consumer demands are expected 
to increase this year. 

Probably the biggest problem 
for the individual dealer will be 
how to reduce the cost of doing 
business in a restrictive economy. 

The cost of operation was 
higher for hardware stores in 
1951 and margins of profit were 
consequently: slimmer, but in this 
respect hardware dealers were 
better off than some other retail 
outlets, the department store oper- 
ators, for instance. 

The latter have applied to the 
defense planners for relief, claim- 
ing that Governmental price con- 
trols have shaved their profits al- 
most to the point of uneconomical 
operation. 

Even in the face of threats of 
impending scarcities of some mer- 
chandise, particularly appliances, 
manufacturers are saying there 
will probably be enough goods 
available to make hard selling 
necessary. 

In spite of a Christmas season 
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> Some Price Declines Announced 


> Paint Market Bigger This Year 


> Linoleum Outlook Is Good 


that wasn’t as good, saleswise, as 
had been predicted, the records 
will show that 1951 wasn’t at all 
bad for the hardware dealer. 
Judged by, dollar volume, hard- 
ware sales for the year were the 
highest ever and even by unit 
volume, retail hardware _ sales 
were probably even higher than 
in 1950, the previous record year. 


International Raises 
Prices on 3 Freezers 


Prices were raised by Interna- 
tional Harvester Co., Dec. 13 on 
three home freezer models. Price 
increases on the home freezers 
range from $8 to $15. The revisions 
were made under OPS price regu- 
lations, said the company. 


Sales of Large Hardware Stores in 1950 Were 
4.2 Times the Cost Value of Inventories 


Sales of large hardware stores in 
1950 were 4.2 times the cost value 
of their inventories as of Dec. 31, 
1950. 

This estimate by the Bureau of 
Census, was figured on inventories 
at cost value and sales at retail 
value. The sales-inventory ratio 
for large hardware stores rose each 
year from 2.7 in 1939, to the high 
of 5.4 in 1946. In 1947 it was 4.9; 
in 1948, 3.7; in 1949, 4.3, and in 
1950, 4.2. 

The sales-inventory ratios, for 
various lines of trade in 1950 were 
estimated as follows: 


he ee rere 
Motor vehicle dealers 13.9 
Grocery stores, without meat 11.3 
Feed, farm, garden supplies. 10.6 
Lumber yards, bldg. mate- 
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Household appliance stores. 7.6 
Department stores 

Drug stores 

Book, stationery stores...... 
Furniture stores 

Hardware stores 

Shoe stores 

Jewelry stores 


Retailers Ask DiSalle 
For Relief on Ceilings 


Relief on ceiling regulations has 
been asked from the Office of Price 
Stabilization by department and 
other retail stores. Citing a drop 
of over 50 pct in profits, National 
Retail Dry Goods Association offi- 
cials told Price Stabilizer Michael 
V. DiSalle that 36 pct of its mem- 
bers had losses in 1951. 

Calling for effective “across-the 

(Continued on page 234) 
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fine names 








under one leadership 


Everhot and Manning-Bowman, long fine appliance 
names in their own right, now join with ‘‘Toastmaster”’ 
as members of the McGraw Electric Company family. 
Tested sales policies will direct their distribution. 
Aggressive merchandising methods will expand their 
popularity. Sound advertising strategy will help create 
demand. 

In short, what McGraw Electric Company has done 
to make the ‘Toastmaster”’ brand attractive and profit- 


Automatic Roasterette. Thermo- 


able to the trade, McGraw Electric Company ex- 
pects to do for Everhot and Manning-Bowman. 
r r t 
Both Everhot and Manning-Bowman give whole- 
salers and retailers a wider range of wanted items to 
sell— good products made more salable because 
‘“Toastmaster’’ experience helps guide their market- 
ing. You should investigate both lines—now. They'll 
fit right into your profit picture! 


Two-Heat Roasterette. A roaster, 


stat range from 150° to 500° F. Ex- 
terior is white heat-resistant enamel. 
Trim is black and polished aluminum. 
Five-quart aluminum inset pan has 
tarnish-resistant finish. 


Ray-Vector Heater. Polished alu- 
minum reflecting planes give maxi- 
mum distribution of radiant or 
circulating heat. Adjustable for vertical 
or horizontal use. Safety switch turns 
current “‘off’’ should heater tip acci- 
dentally. 


Two-Burner Rangette. Fries or 
boils fast on either burner; broils or 
toasts in drawer. Exclusive interlock- 
ing three-heat switches prevent circuit 
overloading; no special wiring needed, 
With aluminum griddle. 


Automatic Electric Blanket. Exclu- 
sive Comfortrol permits temperature 
adjustment in the dark by sight, sound, 
or touch! Soft, easy-to-launder Therm- 
O-Loom textile in Rose Petal, Dusty 
Blue, April Green, 


casserole, cooker, and food warmer, 
all in one. Acid-resistant inset pan is 
of heavy-gauge porcelain enamel steel 
—holds three quarts. Genuine Fiber- 
glas insulation. 


/ERHOT 


Air-Flo Fan Heater. Four-blade fan 
and moter are quiet. Circulates warm 
air over a wide area. Light-brown 
enamel finish with copper-plated grille. 
Light in weight, yet completely stable. 


Heater & Air Circulator. Remov- 
able base transforms cool-air floor 
circulator into fan heater. Exclusive 
Miracle Disc provides as much as a 
50-degree temperature range. Two- 
way switch for fan or heater. 


De Luxe Roaster-Oven. Cooks a 
complete meal at one time. Has ob- 
servation window, self-adjusting steam 
vent, adjustable lift rack, and remote- 
control cover lift. Smart in white, 
black, and gleaming metal. 


CGRAW ELECTRIC 
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"Waldorf" Waffle Baker. Has pre- 
seasoned grids to minimize sticking. 
Beautiful chromium-plated finish with 
contrasting black handles of always- 
cool plastic. Bakelite feet prevent 
marring. AC-DC. 
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Smokeless Table Broiler. Beautiful 
chromium finish. A smart table acces- 
sory. High heat for broiling chops, 
chicken, sausage; baking muffins; or 
toasting sandwiches. Low heat to 
keep foods hot. AC-DC. 


YOu 


tamily the iterwe 


Presold as no 


is or ever has been 


A merchandising magnet that pulls 


d helps you sell other 


I 


Carry 


“Regent” Automatic Combination 
Grill. Bakes waffles or toasts sand- 
wiches. Interchangeable waffle and 
smooth grids. Signal light shows when 
current is on and when food is ready. 
Chrome-plated; cool plastic handles, 


Manninc-Bowman > 


Long-Last Percolator. Modern, 
spherical styling in chromium with 
blonde maple handle. It is chromium 
lined and has a dripless spout. 8-cup 
size. 9%” high. AC-DC. 
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Kernel Korn Popper. It's auto- 
matic. Clear glass cover shows corn 
popping away inside. Insulated han- 
dles. Bright lustre finish. Nichrome- 
coil electric stove. AC-DC. 


Portable Food Mixer. Upright de- 
sign for easy use in deep pans. Three 
speeds. Enclosed 1%-qt. bowl pre- 
vents splashing. Two removable 
beaters. Stores in small space. 
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Since 1881 
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\ byder Control / 
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Large or small, light or heavy—you sell them al] 

when you handle the McKay line. ‘‘There’s a 
McKay Chain for every use” . . . from hoist, block 
and sling chains to dog, log and tie-out chains. 


Stock McKay. . 


THE McKay COMPANY 


440 McKAY BUILDING + PITTSBURGH 22, PA. 


. it's the complete chain line! 
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all transactions at the busy Pachak Hardware Store. 


A 6-DRAWER NATIONAL SALES REGISTER keeps an accurate record of 


“Our National Sales Register 





THIS NATIONAL SALES REGISTER provides a check on each sale and 
each individual salesman. 


saves us ‘1,980 yearly... 
__ also increases our profits!” 


‘“‘We are particularly pleased 
with the individual cash draw- 
ers and totals provided by our 
National Sales Register for 
each of our six salesmen. This 
has made a big difference in 
our volume. Sales have in- 
creased an average of over 
$2.00 per day for each sales- 
man. Daily cash shortages have 
been practically eliminated. 

“In our type of merchandis- 
ing the National System offers 
another valuable benefit. We now save over three 
hours weekly in bookkeeping and balancing cash. 
With our modern sales register we are able to obtain 
this information accurately and quickly; this means 
a substantial saving in time and money. 

‘“‘We estimate that our National saves us a total of 





MR. JOHN PACHAK, 
proprietor of Pachak 
Hardware & Furniture 
Co., Pueblo, Colorado. 
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THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 


$1,980 yearly in addition to increasing our profits by 
providing a better control over our entire business 
operation. For a hardware business such as ours we 
certainly do recommend the National System.” 

Here we have an evaluation by Mr. Pachak, one 
of many thousands of hardware dealers who knows 
the value of a National System. 

National equipment brings many advantages to 
hardware dealers. It means increased sales, accurate 
handling of all money and records, reduced expenses, 
and quick, low-cost record keeping. Why not call 
your local National representative? Ask him to 
survey your present methods, and show you how 
you can speed ser- 
vice, cut costs, and 
increase profits in 
your store! 


CASH REGISTERS * ADDING MACHINES 
ACCOUNTING MACHINES 













among all brands of screening—gets the benefit of 
all the testing and inspection procedures shown 
here. No spot checking! Every roll of Gold Strand 
is tested in our own plant under our own supervision. | 
That way, we make sure that Gold Strand Screen- 
ing will give your customers lasting satisfaction in 
strength and long-wearing resistance to corrosion. 


When you sell Gold Strand Insect Screening you 
have definite assurance that every roll is always of 
the same uniform high quality. 

Made by the largest producer of insect wire screen- 
ing, Gold Strand is subjected to testing and in- 
spection that are unrivalled in the industry for 
thoroughness and precision. Only Gold Strand— 


BR 
. 2. 


1 Testing for tensile strength of wire prior to weaving 
(Left) is done on the very latest type of machine designed for this pur- 
pose. Thus we have a constant check that wire used in Gold Strand 
Screening is consistently uniform in required strength. Wire is also 
tested for temper (Right) to assure proper stiffness of the finished screen- 
ing. Ten wires in the selvage of Gold Strand Screening further contribute 
to its extra strength, easy installation and ability to lie flat. 


2 Good quality plating demands that the com 
ponents of the plating bath be closely watched. Daily check 
using the most modern electro-chemical methods, enable u 
to quickly make any changes needed to keep our plati 
baths in correct balance, and eliminate any foreign substanct 
that might affect the quality of the plating. 


Long life of screen cloth is largely dependent on 
amount and uniform application of zinc placed on the clot 
after weaving. In the case of Gold Strand Screening, eve 
roll is carefully weighed before plating (Left) and the 
weighed again after plating (Right). This accurate check & 
the amount of zinc deposited, combined with controls thé¥ 
assure more uniform coating, assures long-lasting resistan¢ 
to corrosion and the effects of the weather. All weights 
automatically printed on cards attached to the rolls @ 
screen cloth, eliminating any element of human error. 





» benefit of 
res shown 
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“ Speed at which wire cloth passes through the elec- 


: j rolytic plating bath must be closely controlled to insure uni- 
Mormity of the zinc coating. With this machine (Left) we are 

mE able to accurately set and check the speed of our plating tanks. 
he Tachometer (Right) gives us an automatic, laboratory 
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After plating, the cloth is tight-wound into 
100-foot rolls ready for shipment. During this 
procedure experienced operators give it a final 
careful inspection for any possible defects that 
might impair its wearing qualities. 


Typical of the close control we maintain 
over the quality of Gold Strand Screening is 
the ‘‘Weatherometer’”’ test. As illustrated, 
samples of Gold Strand, together with samples 
of competitive cloth are placed in a large 
cylinder which rotates around two carbon 
lamps designed to give out the same actinic 
rays as the sun. The samples are sprayed with 
water for three minutes and then allowed to 
dry for seventeen minutes. This 20-minute 
cycle is automatically continued until the 
samples rust or corrode, thus providing an 
accelerated weather test and a constant check 
on the durability of our screening. 


THE COLORADO FUEL & IRON CORPORATION — Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION — Oakland, California 


WICKWIRE SPENCER STEEL DIVISION — Atlanta 
New York © Philadelphia 


Chicago * Detroit 


GOLD STRAND 


INSECT WIRE SCREENING 


PRODUCT OF AMERICAN WIRE FABRICS CORPORATION 
SUBSIDIARY OF THE COLORADO FUEL AND IRON CORPORATION 
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fo the HARDWARE 
WHOLESALERS’ SALESMEN 


.«- @ Vital Link in the chain of 


NATION-WIDE DISTRIBUTION 


The nation needs tools—good tools! Millions buy them from 
hardware stores. But the hardware stores don't make them. 
. .. So—how do they get them? 

They order them from hardware wholesalers’ salesmen— 
specialists who KNOW what's wanted—and how to supply 
it!. .. That these specialists depend upon ATKINS for a sure 
source of sure supply is important, but not too important. 

The really important fact is that ATKINS recognizes the 
vital part these wholesalers’ salesmen play —sees to it that they 
get what is wanted, when it’s wanted—that ATKINS appreci- 
ates their importance, works with them—CONGRATULATES 
them on the worth-while DOING of a worth-while job! 

It's one of the hand-in-hand operations that make 
American commerce the envy of all the world! 


E. C. ATKINS AND COMPANY 


Home Office and Factory: 402 South Illinois Street, indianapolis 9, Indiana 
Branch Factory: Portiand, Oregon © Knife Factory: Lancaster, New York 


Sales Offices: Chicago © Portland @© New York 


} = 
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You sold them Home-Utility 
Tools For Christmas... 

















W sell these accessories for repeat profits! 


BLACK & DECKER 





THE BLACK & DECKER MFG., CO. 
Dept. H653, Towson 4, Md. 
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HRISTMAS SALES have added thousands of new 

Black & Decker Home-Utility Tool owners— 
already numbered in hundreds of thousands. So 
there’s no better time to push accessory sales! Show 
your customers how much more useful these acces- 
sories make their tools. Get your share of this sky- 
rocketing “‘razor blade’’ business. Order your stock 
from your Home-Utility Distributor today! 

































aaa a a to originate the SWING-AWAY PRINCIPLE. ‘As essential 


as hinges on a door. 





to introduce SYNCRO-GEAR DRIVE and SHOCK-PROOF 
ASSEMBLY. “Rolling Pierce” action keeps cutting wheel 
ever sharp and cushions it against injury from damaged cans. 





with MAGNETIC “LID-LIFTER” ATTACHMENT—No 
fishing for lids. Can opener holds the lid for you. 





with ANGLE KNIFE-BLADE GUIDE, REVERSIBLE TWIN 
WHEELS ON KNIFE SHARPENERS. Insures sharpening 
precision, and so thrifty. 





in WALL MOUNTING WITHOUT SCREWS. Adhesive 
“Magic-Mount” puts Swing-A-Way appliances into kitchens 
that won’t take screws. 





in DELUXE PACKAGING with Metal-Fibre 4-Color Pack- 
ages. Boy, do they spur impulse purchasers! 





with 5-POSITION BRACKET. You can put your Swing-A- 
Way in wall spots that won’t take any other can opener. 





CABINET MODEL CAN OPENER. A modern kitchen 
decoration. The aristocrat of Can Openers. 








SELF-SERVICE VENDING DISPLAYS 


THESE COUNTER MERCHANDISERS 
SELL! STOCK! 
SAVE WORK! 








KING of the can openers 


For the £3 QUEEN of the kitchen Swing-A-Way manufactures a complete line of Onder from your 
Can Openers... Ice Crushers... Knife Sharpeners. . 


Jar Openers... Utility Racks : SWING -A- WAY] 
SWIN G - A-WAY a FG. co ® Comparison of dollar-for-dollar value proves Swing-A-Way 


4100 BECK AVE.+ ST. LOUIS 16, MO, your best buy! 
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Announcing the 


NEWEST | 
/ AODDIT ION ..to the R Family — 


An All-Stainless-Steel Whistling Tea Kettle 


tial 
A sparkling new tea kettle with famous Revere Ware styling, cool Bakelite 
; Ppistol-grip handle, and smooth trigger control Constructed for a lifetime of 
YOF service. Made of stainless, dent-resistant steel, polished to a mirror finish. # 
reel Says new-looking for years and years with little effort. it whistles when the 
— water boils. Bearing the famous Revere Ware name, this kettle is a sure-fire 
item for in¢reasing store traffic. Priced for fast, profitable sales. 


REVERE COPPER AND BRASS INCORPORATED 
VIN | ne Rome Manufacturing Company Division 


-No 


_—. mea 


: Rome, New York | 
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electric ranges 


|? 





MR. AMBROSE J. KELLY, owner of the Kelly Appliance 
Center, 654 Washington St., Norwood, Mass., knows what 
it takes to sell electric appliances. And when it comes to 
Electric Ranges, he says: 


“Any salesman knows that to tell a convincing story, you’ve got to 
know your product. I know Electric Ranges, because I’ve got one at 
home, and there’s one hooked up in the showroom. It’s so easy to 
let the homemaker see why the Electric Range is cool, fast, clean, 
completely automatic, accurately controlled . . . and believe me— 
seeing is believing!” 




















THE THREE “DO’S” 
FOR SELLING ELECTRIC RANGES 


qpo THIS: Have a “live” range on the 
showroom floor, so customers can see action 
when you flip the switches. 


4 


ia hr 
DO THIS: Have an> 2 cia f ~ 
Electric Range in 3S: 7 3) 


your own home, so 
you can get first- 
hand knowledge of 
how it works, what 
it can do. 


DO THIS: Always call back after a sale is made, 
to be sure everything is all right. An enthusiastic 
user can bring you more sales. 


Cash in on ———— 


the trend aa a= — 
SELL =———[ 
ELECTRIC 

RANGES — 


\ 
7 Wee 
... of course, it’s ELECTRIC! 











ELECTRIC RANGE SECTION 
National Electrical Manufacturers Association 
155 East 44th Street, New York 17, N. Y. 
ADMIRAL + COOLERATOR + CROSLEY + DEEPFREEZE ~- FRIGIDAIRE 
GENERAL ELECTRIC + GIBSON + HOTPOINT + KELVINATOR + MONARCH 
NORGE + PHILCO + UNIVERSAL + WESTINGHOUSE 
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Presenting... 


this unique and beautiful GOLD SEAL| 


.».@ more distinctive 
presentation of 

an honored 
trade-mark 


that now 


identifies all 


the principal 
floor and wall 
coverings made by 


Congoleum-Nairn Inc. 


GOLD SEAL Congoleum, GOLD SEAL Congowall, GOLD SEAL 
Nairn Inlaid Linoleum, GOLD SEAL VinylFlor and GOLD SEAL 
Asphalt Tile—every one of them is an outstanding example of value 
and quality in its field. They can be purchased with confidence and 
sold with pride because each bears the famous Gold Seal trade- 
mark and is backed by the famous Gold Seal warranty: ‘‘Satisfaction 


Guaranteed or Your Money Back.” 





See the complete GOLD SEAL 
line for 1952— 


NEW YORK 
Textile Building 


CHICAGO 


American Furniture Mart 


SAN FRANCISCO 
Western Merchandise Mart 


CONGOLEUM- NAIRN INC, scans, n... 


"Gold Seal,"’ **C ll'" and *'Nairn"’ are registered trade-marks. 
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(Gel he how flor cute 


with the complete Bruce line... 


It’s always good business to have customers come to you 
for expert advice—especially when you can solve their problems 
with profitable sales that repeat time after time. 

That’s why thousands of alert merchandisers have set up 
complete floor care departments in just 2% square feet of 
space with the Bruce “Salesmaker” display rack. 

With a “Salesmaker” full of the complete line of Bruce 
cleaners and waxes, they’re equipped to recommend the 
correct care for every kind of floor. And because every 
Bruce floor product is fair-traded at better-than-average 
mark-up, their recommendations pay-off in a steadily 
increasing volume of profitable sales. 

Check your own Bruce stock today. If it isn’t completely 
ready for the big Spring housecleaning rush, call your Bruce 
representative. Let him help you set up a profitable ““Salesmaker’ 
floor care department with the complete Bruce line. 


BRUCE “4. 


guaranteed by the world’s largest maker of hardwood floors 


Se. t. CRvVece €O., BERAPRIS,- FEUn, 
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DOUBLE TOP 


line 
with every wanted feature 


too). Can be adjusted to personal height preference, 
from low of 26” to high of 351%4”’ at the touch of a 


- finger. Strong and sturdy. Automatic 
safety lock prevents accidental collapse. $1 4 95 


Established retail price 


ee iM] 93 It’s the best all-metal ironing table because it’s 
SIT ne STA D easier to use, easier to operate (and easier to sell, 
oO 





ADJUSTABLE Quickly adjusts to seven different standing heights (3114" 
ns ep aap to 3514"’). All-metal, welded and riveted construction— 


Ln for a lifetime of service, satisfaction and $] 0? 5 


A 
=— s => convenience. Established retail price.... 


f = 
FRSA ’ iN 
\ jv 


i va 





Has same features as adjustable model $ 95 
NON-ADJUSTABLE (above) excepting height control. Estab- 9 


Rn UNE MONI can ok herein cine sciwss-es-4ies 


PAD AND COVER SET SLEEVE BOARD 


For ironing sleeves, shoulders, infants’ dresses, etc. 





Of long-lasting Sanforized material, tailored to fit all 
MET-L-TOP models. Another profit item for you. All-metal, ventilated, fire-proof, warp-proof. 


Manufactured by GEUDER, PAESCHKE & FREY CO., Milwaukee 1, Wisconsin 
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in the home — on the farm 
a Buy. word for over 70 years 


HERE ARE JUST A FEW ITEMS IN THE CREAM CITY LINE 
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in Plastic Toilet Seats 





STYLE 500 This is the 
PURITAN seat whose fame has never 
diminished from the first 


day it was announced. Ex- 





ceptionally sturdy in design and construction, the PURI- 
TAN “500” is an all enclosed solid type design that makes 
it completely SANITARY. Fully guaranteed . . . selection 


includes eight beautiful decorators marbleized colors. 


answer to the problem of selling a 


STYLE 700 Here’s the PERFECT 
raRocket 


quality toilet seat at low prices! The 

ROCKET “700” is... DOLLAR FOR DOLLAR... the BEST VALUE 

in the LOW PRICE FIELD! Its handsome design makes it a welcome 

addition to any home... and the smooth surfaces make it com- 

; a, pletely sanitary and easy to clean. Choice of five beautiful colors: 
¢ - we WHITE and marbleized black, coral, blue and green. 





STYLE 1000 Hereisthe 


L PURITAN | svvo'ontno sie 


design toilet seat in the 





field! The extended back 
hinge design is more beautiful, more sanitary and 
makes the back area as easy toclean as any flat 
surface. All enclosed, this solid type design is sturdy 
beyond any ordinary requirement! 


WHITE » BLUE » BLACK « ROSE + YELLOW « PEACH ) ae _ —_ 


GREEN * BURGUNDY dsc Sell F 
Rid-) 


comb 





WRITE FOR FREE DESCRIPTIVE LITERATURE . .. FREE newspaper mats and promotional material. paieeeret 
CENTURY PLASTIC PRODUCTS INC. * 8219 Almira Avenue, Cleveland 2, Ohio Rid fid: 


32 HARDWARE AGE, JANUARY 10, 1952 HARDWA 








e PERFECT 
of selling a 
prices! The 
JEST VALUE 
1a welcome 
ake it com- 


itiful colors: 





In LIFE and other big-circulation maga- 
zines ... women are reading about such 
popular Rid-Jid features as the ‘‘air con- 
ditioned top” and ‘‘comfort level ironing’’! 
Tie in...and cash in! Rid-Jid the world’s 
largest manufacturer of ironing tables 
offers a full line of all-steel, adjustable 
and wooden models in every price range. 


Here’s a natural for combination sales. 


Sell Rid-Jid Pad and Cover Sets—with 








) 
FAMOUS 
NAME 
IN AMERICAN 
HOUSEWARES 





Clothes Racks. Every style, 
every size for efficient 
clothes drying. Packaged 
KD in individual cartons 
for warehouse economy. 


For many years, Rid- 
Jid has been the leading 
name in extension and 
single ladders. Exclu- 
sive patented safety 
Steel-Truss construc- 
tion attracts custom- 
ers, builds sales. 





More Ri | Step Ladders 
are bought than any other 
brand. Naturally, there’s a 
reason...in fact, many 
reasons. Superior construc- 


" tion, extra strength, un- 


equalled eye appeal are just 
a few. Various types to fit 
different needs. 





Uw 
Ni,nb 
U. K ( KYL 


(om pany 


J 


Rid-Jid ironing tables—the matched SPRING PARK, MINNESOTA 


combination for matchless ironing. 




















d 2, oniegl Ridlid: 4 complete line of NATIONALLY ADVERTISED HOUSEWARES 
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THERMOMETER DEPARTMENTS 











delivered since August Ist 






































an 


( 
a 





























HOME 















































E knew that these self-selling ther- 

mometer merchandisers would be 
a hit, but we never guessed they’d go so 
fast! First we ordered 12,000 from the 
board supplier, then increased the order 
to 30,000! He had labor trouble for awhile 
and has been able to deliver only 21,000. 


The picture is brighter now . . . we have 
assurance of a continued supply and ex- 
pect to resume shipping orders soon. Bet- 
ter get your order in early and capitalize on 
the thermometer business boom these hard- 


hitting boards will bring to your store. 


Both permanent merchandisers are green 


\ 


Cooking Thermometer Dept. 
includes 11 — priced 
cooking he rmometers: 
3 Taylor “nee Meat, 2 
Candy-Guide*, 2 Frying- 
Guide*, 2 Oven-Guide*, 
2 Freeze-Guide*. 1 each on 
handsome merchandiser. 
Home Thermometer Dept. > 
with 13 wail, 9 window 
thermometers, $.75 to $2, 
and permanent display. 
































with cream trim, measure 12” x 15”, can 
be mounted on walls, doors, or pillars or 
set on coynters or tables. Both cost the re- 
tailer just $14.40 complete with stock, give better 
than 40% profit! 


FULL LINE THERMOMETER MERCHANDISER > 


Here’s a salesman for 13 high profit Taylor 
Instruments. The handsome, rugged 50” 
x 16” 
counters or tables: vertical model for walls 
and pillars. Hundreds of dealers report 
50 to 100% sales increase. Taylor Instru- 
ment Companies, Rochester, N. Y., and 


panel comes in horizontal type, for 


Toronto, Canada. 
*Reg. Trade-Mark 


Order through your wholesaler today / 
— INSTRUMENTS MEAN ACCURACY FIRST 
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NEW SENTINEL 
SPLAY DEAL 


(ePAL DI 


YOU’RE IN BUSINESS 


Ra, tiny SO Scored 


My Just unfold it and fold down 

a” the easel. . . . Four clocks 
come factory mounted, two 
more clocks and boxes tuck 
away behind the card. Put it 
on your counter where sales 
come easiest, without danger 
of shop lifting. 


NATIONALLY ADVERTISED ... 
NATIONALLY RESPECTED and fully guaranteed 


You SELL... 
3 Plain @ $3.95 
3 Radium @ $4.50 


HERE’S THE EASY WAY Mail 
ai 


TO TAKE ACTION +this coupon 
to your 
SENTINEL 
distributor 


4 


To My Sentinel Distributor 
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SHIP ME NO. 120 LITTLE PAL DISPLAY DEALS AT $17.10* EACH. 





Name 


c 





e 7 
Address 
City State 
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H . PIN WOMAN'S HOME COMPANION 
G 
GOOD OUSEKEE 
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Autoyre Fairfield—one of Autoyre’s complete matched 
lines— designed, priced and nationally advertised to attract 
more and more women to your bathroom and kitchen 
accessory counters: 

5000 Wall Soap Dish—Packed 1% dozen per carton; 
shipping weight, per dozen, 6 lbs. 

5004 Combination Tumbler & Toothbrush Holder— 

Packed 1% dozen per carton; shipping weight, per dozen, 6 lbs. 
5006 Robe Hook—Packed 1% dozen per carton; 

shipping weight, per dozen, 3% lbs. 





5009 Toilet Tissue Holder—Packed %% dozen per carton; ! 
shipping weight, per dozen, 6 lbs. 

5010 Towel Ring—Packed ¥% dozen per carton; 

shipping weight, per dozen, 5% Ibs. 

5011 18” Towel Bar—Packed 1% dozen per carton; 
shipping weight, per dozen, 14 lbs. 

5014 Twin Towel Bar—Individually packed in illustrated 
gift carton; shipping weight, per dozen, 24 lbs. 

.5017 24” Towel Bar—Packed 14 dozen per carton; 
shipping weight, per dozen, 17 lbs. 

5018 Glass Shelf Unit—Individually packed in illustrated 
gift carton; shipping weight, per dozen, 34 lbs. 


5019 All Purpose Rack—Packed 1% dozen per carton; 
shipping weight, per dozen, 7 lbs. 





5028 Shelf Brackets— Packed 1% dozen pair per carton; 
shipping weight, per half dozen, 6 Ibs. 





MANUFACTURERS OF AUTOYRE FAIRFIELD AND OTHER MATCHED ACCESSORIES 
FOR BATHROOM ® KITCHEN * CLOSET 








For a preview of new Autoyre developments, stop at BOOTH 380 
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GENUINE KITCHEN & X 


SCRAP-TRAP* 
AND DISPOSABLE GARBAGE BAGS 













These Central States items sell fost. . . 

because they make life easier and happier! 

Scrap-Trap bags eliminate messy handling of garbage; A ‘scatael A ae 

also for bathroom, other uses. Bags hold 6 quarts and : sot eg cme cache 
Ss na names; 










are disposable . . . moisture-resistant. Pressure-sensitive 

backing for affixing SCRAP-TRAP to tile, metal or pe prices.that create impulse sales. 
other surfaces without nails or screws; no tools required. You will find these 4 Central States items on 
Bags available in packages of 25 and 50. Scrap-Trap your re-order list month after month because 
sells on sight; builds repeat sales of genuine Scrap- they're fast-selling, fast-repeating top sellers 
Trap bags. ; everywhere. “The Fast Foursome” bring 








Pat mat maximum dollar sales per square inch of 
counter and shelf space. Show the 
“Fast Foursome” in ‘52. 





| ~PLASTI-MAT*@ 
TRANSPARENT WALL PROTECTOR 


Easy to put up... useful in kitchen, bath 
| or nursery. Protects walls from grease, 

water or finger-emarks. Two 30” x 40” 
sheets in each tube. Also single sheet 
25” x 40” in picture box. 
Display dispenser creates 
impulse sales. 



























PLASTICLOTH* @ 
ALL-PURPOSE CLOTH 




























| ALL-PURPOSE PLASTIC 
SHOWBAGS* and SHOW BOXES 









feeds 





Big 9’ x 12’ durable plastic dropcloth has 
hundreds of uses. Paint won’t stick . . . wipes 
clean with a damp cloth. Ideal for furniture 
cover, storage cover, many other home uses. 


SPECIAL PROMOTIONS 
OW ALL THESE ITEMS... 
WRITE FOR DETAILS 






















SHOWBOXES ... for use with plastic 
SHOWBAGS. 25 quart size or 25 pint 
Showboxes in eye-catching packages. om 
Die-cut “window” permits contents of f-—~* 
each Showbox to be seen. 

SHOWBAGS of polyethylene for home 
freezers and refrigerators in packages of 

. 25 pint, quart cal chicken sizes. 


“BIG 12’ PLASTISAKS* 
Self-Dispensing Display BAG CO 
container holds 12 packages RAL STATES PAPER & * 
of all most-wanted sizes for CENT 5. MO 

5221 NATURAL BRIDGE - ST. LouIS 15, . 


food storage, dozens of 
home uses. 
i i ipal cities 
Sales offices in principa ? 
e $T¥. LOUIS - SALT LAKE CITY « IRVINGTON, N. 
























PLANTS IN: SEATTLE 


SEE US AT 
BOOTH C-464 
AT THE HOUSEWARES SHOW 











"Trademarks of C.S. P. & B. Co. 
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NATIONAL CAN 


Blossomtime ...the new COLORWARE design — will grace the 
kitchens of countless homes this year. Blossomtime is modern in 
design—yet perfect in any kitchen. 


Stock—F eature—Display 


BLOSSOMTIME COLORWARE ENSEMBLES 


Available in red and yellow trim! 


Blossomtime is featured by leading distributors and wholesalers 
B, i=] 


throughout the country! Order Blossomtime ensembles now to 


assure your share of this profitable business! 





Housewares Division 


NATIONAL CAN 


CORPORATION 
110 East 42nd Street, New York 17, N. Y. 

















Steel pipe radiant panels provide ‘‘invisible heat’’ 


Parents whose questioning children persist- 
ently ask for answers to such stumpers as 
‘What keeps an airplane up?’’, may sometimes 
regard the conveniences of modern living as a 
mixed blessing! For what 6-year-old, snug and 
comfortable in a radiant-heated home, wouldn't 
wonder about and ask ‘‘where the heat 
is coming from?” 


“Invisible heat’’ . . . the spring-like warmth 
from radiant panels concealed in floors, 
ceilings or walls . . . is here to stay, and its 
growing popularity will soon make it as un- 
derstood by our children as was the polished 


parlor stove by our grandfathers. 


Reliable steel pipe, proved in over 60 years 
of service in hot water. and steam heating 
systems, is, of course, the first choice for these 
radiant panel heating systems. For it embodies 
every necessary characteristic—economy, 
formability, and weldability, and, durability 
that is satisfying beyond the life-span of the 
structure. 

That's why those who design, specify, sell or 
install steel pipe radiant panel heating and 
snow melting systems are assured satisfied 
customers! 


Write for a copy. A free 48-page color booklet "Radiant Panel Heating with Steel Pipe” 


Sreel Pipe 


COMMITTEE ON STEEL PIPE RESEARCH 


AMERICAN IRON AND STEEL INSTITUTE 


ALIGN 350 Fifth Avenue, New York 1, N.Y. 
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Whenever, wherever you display products used in clean-up jobs 
around the home, be sure to include galvanized ware from the J&L 
line. It’s good business to stock and display J&L Galvanized Ware 
because people want it .. . they buy it in preference to less well- 
known brands... you obtain good turnover. 


J&L Ware is priced to cover the big volume market and yield a 
healthy profit. It is distributed through 
Hardware Jobbers. See your jobber for 









Jal Steet Barret Co. 


Jal WARE 


MAMUEACTURERS ov STEEL COMTANNERS 
merits tenome 
new vosn 17 &Y, 


prices and delivery schedules. 





NEW YORK 17, NEW YORK 


Subsidiary of: JONES & LAUGHLIN STEEL CORPORATION 
galvanized ware plants: TOLEDO, OHIO and ATLANTA. GEORGIA 
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See the complete 
PRO-TEX Line at 


the National 


Housewares Show 


Booth Nos. 
870-872 


tel Meme lls @mttla-M olacliimeys| 


ASSORTMENT 1157 


























... featuring two of the Best Selling, Top Quality 
PRO-TEX ALL-PURPOSE 
STOVE TOP AND TABLE MATS 


Here’s a rare opportunity for you to get PRO- 
TEX mats in a wide variety of sizes and colors 
with a minimum investment. Assortment 1157 
contains Linen and Royal Anthurium mats—two 
of the newest and most popular patterns. You get 
five sizes of Linen in mixed colors—Apple 
Red, Sunny Yellow, Mist Gray. Royal Anthur- 
ium ... depicting Hawaii’s exotic flower in 
all its colorful beauty... 
sizes. Ask your jobber, or write for full infor- 














in four fast-selling With each assortment you get 


a “Mighty Mite” display rack 
absolutely free. Attractive and 


mation on this money-making PRO-TEX deal! aa cies Ge Gouin 


Mid iil sy y g \ 
f + 
\ cid: 
Di 
| ae 
. 3 Ballonofp 


errr) «2536 EUCLID AVENUE 


space. Mats are displayed in 
upright position, so they can 
be seen and bought! 


METAL PRODUCTS CO. 


CLEVELAND 15, OHIO 


In Canada; Canadian Housewares, Ltd., 20 Wellington St., Toronto, Ont. 






















é 


Are the finest—-bar none! 


HERE’S WHY— 

You carry a quality line with a quan- 
tity demand when you stock Kimble 
Glass Bars. ‘ 

Made by one of the world’s foremost 
makers of precision glassware. 18" and 
24" Kimble Glass Bars are a full %4" 


. are velvet smooth right out to 
vidually packaged with matching screws. 
Priced for fast sales . 


extra profits. Order from your whole- 
saler or write direct. 


A GLASS BAR FOR EVERY purpose-A VAI LA BL E N OW! ei 


Kimble Deluxe Glass 

> Bars—34"' crystal-clear 
glass with heavy, stream 
lined metal fittings 

‘ibe ‘ 18” and 24” lengths 

fittings. Indi- 


aah Sy 


. . priced for 


von 


RIT 








§ + 





Kimble Bent-End Glass Bars—!/)” crystal 
or opal glass with strong, modernistic metal 
fittings. 18” and 24” lengths. 








As 


Kimble Double-Purpose Glass Bars—crys- 
tal glass with adjustable fittings for partial 
or full-length use. 24” long. 


Kimble Button-End Glass Bars—crystal or 
opal glass with adjustable metal fittings. 


KIMBLE GLASS coco ui 


Division of Owens 


s Glass Company 
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ENTERPRISE (0-Cmo CHOPPER 


NOTE THESE SEVEN 
SELLING FEATURES 





t you get 
play rack 
ictive and 
e counter 
played in 
they can 


co. 


OHIO 
OCgpriND o, oa 
©" Guaranteed by © 
Good Housekeeping 


mS 
$F 45 anvenristo WHS? 


Approved by Good Housekeeping 
for its millions of readers. 


Fins are talking about the handy, 
handsome No-Clamp Chopper. They’re buying it for 
their own homes. And they’re giving it as the ideal 

ee gift. Stock up to satisfy your customers! Made by 

crystal-clear ENTERPRISE—the oldest manufacturer of precision 

— food chopping equipment—this revolutionary new 

("lengths kitchen appliance will earn you big profits, greater 
volume sales the whole year through. 


CASH IN BY STOCKING THE COMPLETE ENTERPRISE LINE! 


." ENTERPRISE 


 ~ 


NOS. 5, 10—Offer exclusive NOS. 422, 432—Furnished NOS. 12, 22, 32—Designed, ALL-PURPOSE PRESS—Stuffs 


Enterprise cutting principle in with gears for easier operation with Enterprise quality, for per- sausage, presses lard, fruits, 


home and commercial sizes. on tough cutting jobs. manent attachment and years vegetables, with maximum 
of satisfied use. Pressure and minimum effort. 
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on the floor...at home... feature-packed 


COLEMAN 
HEATERS 


| NEW low prices! 


Coleman prices are down—right across 
the board! 


NEW models! 


A profit parade headed by the style-setting 
Coleman shown at the right! 


NEW vromotion! 


Unites manufacturer, distributor and 
MODEL 873 


! 
dealer for steamroller sales push! Powertel style booty. $8,000 BTU ovtpet with 
exclusive Fuel-Air Control that saves up to 25% on fuel costs. 


BIGGEST ADVERTISING CAMPAIGN! 


Large space in The Saturday Evening Post, Better Homes 
and Gardens, American Home and other national magazines. 


SR: 





SEE YOUR DISTRIBUTOR for more details on Coleman’s 
nation-wide Promotion Program. 


COMFORT COSTS SO LITTLE WITH A 





AMERICA’S LEADER 
IN HOME HEATING 








The Col Cc y, Inc., Wichita 1, Kansas 


| 4 





ALL MODELS APPROVED BY NATIONALLY RECOGNIZED TESTING LABORATORIES 
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CONTINUING PROMOTION 











Modernize old 
table lamps this 
easy, low-cost way! 





You'd never think you could make 
an up-to-date lamp like the one 
above out of an old table lamp! But 
you can —in only a matter of min- 
utes and for under $3! 





All it takes is a Monowatt 
“I mprov-a-lite” lamp wiring unit 
and General Electric’s new R-40 | 
3-lite bulb. The new G-E bulb gives 
a pleasing balance of up and down 
light, and your choice of 150, 100, 
or 50-watts at the flick of the switch, 





Doing the job is easy. Remove 
old socket and wire, pull new wire 
through lamp, screw on 3-lite sock- 
et. Then slide wire into plug, press 
down lever, and it’s ready for use. 


Want a free booklet? “How to 
Wire Lamps” gives tips on bringing 
old lamps up to date. For booklet, or 
to learn where you can buy “Improv- 
a-lite” units if not yet available 
where you shop, write The Mono- 
watt Dept. of General Electric, 95 
Hathaway St., Providence, R. I. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 














To step up demand for this 
new 3-way indirect lighting 


MORE ADVERTISING SUPPORT 


Ads like these will appear in Better Homes & Gar- 
dens, American Home, Popular Mechanics and 
Popular Science, starting in February. 


PA: NOWAIT 


IMPROV-A-LITE 
converts table lamps 
for 3-lite bulb 
Approximately $ 1.69 


Easy, low-cost way to have 
3-way indirect lighting 
in your old table lamps 


ae 






In just minutes, you can convert your old table 
lamps to give you indirect lighting with three 
brightness levels! General Electric's new R-40 
3-lite bulb, plus Monowatt adaptor kit, trans- 
forms your lamps as shown above—gives pleas- 
ing diffused light and choice of 150, 100, and 
50-watts at the flick of a switch. 










@ 


R-40 
3-LITE BULB 
gives softer, brighter 
indirect light 
$1 _ 15 Plus Tax 


HOW TO DO IT 
















Using the special new Monowatt “Improv-a- 
lite” unit, you simply remove socket and wire, 
pull new wire through lamp, and screw on 
3-lite socket. Then slide wire into plug, press 
down on lever, and it’s ready for use! 

. To learn where you can buy “Improv-a-lite” 
units and R-40 bulb, if they are not yet available 
where you shop, write The Mono- 

watt Dept. of General Electric,95  wowvo - 
Hathaway Street, Providence, R.I., WIRE 
FREE BOOKLET—gives tips on modern 5 
izing table lamps. For your copy of 
“How to Wire Lamps”, write to 
address above. 


You can put your confidence in 


GENERAL @@ ELECTRIC 


Demand for General Electric’s new R-40 
3-lite bulb and Monowatt Lamp Wiring Kit 
keeps growing. And no wonder! With this 
combination, your customers can quickly 
convert old table lamps into modern, in- 
direct-lighting lamps—at low cost. 









Moreover, continuing promotion by the 
G-E Lamp Division and Monowatt Depart- 








ment is constantly creating demand. Be sure 
you have G-E R-40 bulbs and Improv-A-Lite 
Kits on hand. Take full profit-advantage of 
this advertising and merchandising support. 





BOOKLET, 


“How to Wire Lamps”, available. 
Tells how to convert old table lamps, 
how to adapt new ones. Converts 
readers into buyers, 


OTHER MERCHANDISING HELPS include point-of-sale dis- 
plays, newspaper mats, spot radio suggestions, and envelope 
stuffers. See your Monowatt or G-E Lamp Supplier. Or write 
Lamp Division, General Electric, Nela Park, Cleveland 12, 
Ohio; or Monowatt, Providence 7,R4 


Gu om pa yur eyo in 
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- the “Show Offs” of the Show- 


BRAND NEW- 




















Bissell Sweepers 
New Fashion Colors / 


Nothing as exciting as this has happened to 
these tried-and-true sellers since the girls 
parked their parlor brooms! 


Now Bissell® Sweepe:s blossom out in new 
home-furnishing colors— Marigold Yellow, 
| Spruce Green, Claret Red, and other hues. 


It’s a new look that brightens your whole 
selling picture, from store display to con- 
sumer demand. See these new Bissell “‘shop- 


per-stoppers’ at the show! The “VANITY” 
Mint Green 
Bissell Housewares Show Headquarters: Claret Red 
Booths 656-658, Navy Pier, Chicago Ebony Black 


January 17th through 24th 


The “APARTMENT” 


Spruce Green 
Marigold Yellow 
Iris Blue 

Poppy Red 


BISSELL SWEEPERS 


Bissell Carpet Sweeper Company 
Grand Rapids 2, Michigan 
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SAVE MONEY. . PREVENT NEEDLESS BLOWING 
because magic TIME LAG FEATURE 
SAFELY ABSORBS STARTING OVERLOADS 


Handy 
5-pack and 
display carton 


EVERY HOME A PROSPECT/ 











_ Motors on the many appliances in the modern home 

Merchandised for impose heavy but brief current surge when started, 

often blowing ordinary fuses needlessly. But, ROYAL- 

household use... and LAG “SHOK-ABSORBER” Fuses are especially designed 

PACKAGED TO SELL! to absorb these temporary overloads, yet protect 
on J against dangerous overloads and short circuits. 









Equally adaptable for home or industry, you'll find 
“SHOK-ABSORBER” your magic new link to larger 
fuse volume. 


WRITE FOR CATALOG SHEETS—TODAY 


DOYAL 


, EE: — " ” 
Lhd: seam By the makers of famous Crystal the original glass-top fuse 
ROYAL ELECTRIC COMPANY, Inc. +» PAWTUCKET - RHODE ISLAND 


New single pack 
in display carton 














x 
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With the B.F Goodrich Kiuoseall Phy Ponds 


~ 2 


You can make a 
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PRE-SOLD FOR YOU 


§ ge biggest advertising campaign ever put behind 
play ponds will appear this spring for B.F Goodrich 
Koroseal play ponds. Advertising will appear in Life, 
Saturday Evening Post, and Parents’. Newspaper ad- 
vertising will appear in the Sunday picture magazines 
of the Metropolitan Group (22 of America’s largest 
newspapers). 

There will be 27,000,000 sales messages in the next 
few months for Koroseal Play Ponds! 


For the backyard beach club set there is nothing 
quite as important as a play pond, and there is no 
play pond made that does a better job of bringing 
them fun than the one made by B. F. Goodrich of 
famous Koroseal flexible material. 
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profit selling fun / 


The Koroseal play pond is about as easy to inflate 
as a toy balloon—no air pump necessary. Just blow 
a little air into it and then turn on the water — the 
sides float—there are no rigid supports. 


You'll find the B. F. Goodrich play pond easy to 
sell because of the great public acceptance of Koro- 
seal, best known of all flexible materials. 


Last year there weren't enough Koroseal play ponds 
to go around, so be sure to order your stock early 
from your B. F. Goodrich distributor. If you don’t 
know his name write to B. F. Goodrich, Department 
0718, Akron, Ohio. 


Play 
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KOROSEAL PLAY PONDS 
3 POPULAR SIZES 


7 feet across 
—Retail $19.95 


70 inches across 
—Retail $14.95 


55 inches across 
—Retail $ 9.95 


Genuine Koroseal 
play ponds come in 
these three most 
wanted, easiest 
to sell sizes: 


All are marked B. F. Goodrich Koroseal. Point out this label to your 
customers and you'll find sales easier to make. 


Koroseal— Trade Mark—Reg. U. 8. Pat. Off 
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YOUR OPPORTUNITY TO BUY DOG ACCESSORIES 
DIRECT FROM THE MANUFACTURER — 100% MARK-UP 
“aba | ee 2, —-~FOR JUST $48.80 


YOU GET ALL 
168 ITEMS 


—SALES VALUE 
approx. $100 









YOU CAN MORE THAN 
DOUBLE YOUR MONEY 
THIS EASY WAY 





THIS CHROME-ALUMINUM LACQUERED 
DISPLAY RACK IS FREE!—VALUE $5.50 


THIS DOG KENNEL-RACK 







¢ this rack is your 





I n 
HAS BEEN TESTED AND PROVEN voi UE eve 
FOR ASSURED SALES PROFITS Ar: \"| a ‘a 


= 7 sales-catching 
prices 
THESE ITEMS BELOW CAN BE 


| PURCHASED AT ADDITIONAL COST. 


| CHROME LEADS 


v7 holds complete essentials 
for any dog 


dv makes inventory and 
| reorders easy 





al d encourages self-service 
— insures quick turnover 


All items come in a variety of colors. 
Red, tan, black and scotch plaid. 


No. 64CP 


No. 9446 


PA Ts ccccoes $4.80 doz. No. 64CP .... $4.95 doz. No. 944G....... $6.25 doz. 

Chrome Choke Chain, fine Chrome plated Choke Chrome Choke Chain, me- 

jewelry a on ‘Hinks. Chain, heavy gauge, weld- o—_ jewelry type welded 

Sizes: 12 3 18". ed chain. Sizes: 18''-20"- inks. Sizes: 14"-16"-18"'- 
“ 22"'-24"". 20''-22"'-24" 


Write for our complete catalogue. 


ob} Farin sates 


$12.00 doz. d $13.50 doz. 
po Chain — . Steel Cioome ae MANUFACTURERS OF DOG FURNISHINGS 
w ea av ea av 
a pmdied chain, welded welded Per a AND ACCESSORIES 
ee Hinks Lm ioe ar chain, 
= * erhandle, 48" 48" overall, % 443 Broadway, New York 13, N. Y. TRADE MARK 


overall, overall. 
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Boyt 5-Star Gun Cases quickly catch the eye of discriminating sportsmen. 
They can see the fine quality — the superb craftsmanship — the many 
fine features. Result: Dealers report large sales volume on these cases. 

Here are the 5-Star features that have made these gun cases the 
first choice of so many sportsmen: 


Durable, attractive covers of genuine leather, heavy-gauge cloth- 
backed plastic or water-proof canvas. 


New combination handle and adjustable shoulder strap, perfectly 
balanced for easy carrying. 


Extra long, smooth-working zipper plus special zipper guard. 


Expert stitching with nylon and linen thread. Soft, thick linings, 
quilted or laminated into place. 


+ ++ + 


Hanging thong allows gun and case to be hung upright for storage. 


At N.S.G.A. Show — Visit the Boyt display in Rooms 1027-28. And while you’re 
there, place your order for the 1952 season. That’s a smart move in view of today’s 
unsettled condit'‘ons. For further details, write: THE BOYT COMPANY, Dept. T, 


Des Moines, Iowa. 






Below: Semi-tooled Scope Case. Also available 
is a Semi-tooled Gun Case, 









SMThis same style case also avail- 

able in waterproof cloth-backed, 
leather-grained plastic and heavy- 
weight canvas. Wide range of sizes 
and many types of linings includ- 
ing wool felt fine pile cloth and 
genuine sheep woolskin. 


Boyt manufactures a very Also available — English 
complete line of gun slings and Western Riding Equip- 
in military, Whalen and ment. Pictured here is Boyt 
Carrying Strap Styles, hand-tooled show saddle. 
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It's 


GREAT 
to own 
an electric 
drill | 


IT’S A 


JACOBS CHUCK 


iT HOLDS 





















and you have a 


great selling-feature 
in Jacobs Chucks 


Make no mistake. The home shop customer 
knows tools! And a good part of the fun he gets out of 
his hobby is reading tool ads and literature. . .comparing 
features, sizing up advantages. ..and making decisions. 


Naturally, he knows a Jacobs Chuck is one of the 
finest recommendations any portable electric tool can offer. 
We’re careful to keep him reminded of that with ads 
like the one shown, which reaches The SATURDAY 
EVENING POST’s millions of readers. And tool 
manufacturers keep up the good work by advertising 
Jacobs Chucks as one of their chief selling-features. 


Which means they’re one of your most powerful sales 
assets, too .. Cash in on them, by making sure 
the power tools you buy have the Jacobs Chucks your 
customers are looking for. The Jacobs Manufacturing 
Company, West Hartford 10, Connecticut. , 


power tools. 





| a that 
RUBBER-FLEX COLLETS 





IF IT’S A 


JACOBS 


IT HOLDS... Business for You 


HARDWARE AGE, JANUARY 


10, 


JACOBS RUBBER-FLEX 
HEX-KEY CHUCK ... one 
of the famous Jacobs 
Chucks your customers 
recognize as proof of top 
quality in home shop 


1952 
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this sales policy 
“5 more important today 
THAN EVER BEFORE! 


LUMBIAN VISES 
IT GOVERNS ALL SALES OF co 
AND COLUMBIAN-STEVENS LEVELS 


1933 

Columbian Sales Policy, first published in 1 

is aad pamece today than at any previous time. 

It insures proper — . — fair -~ved he 
th ivery of top qua - 

iene — no and level users. 




















































COLUMBIAN SALES POLICY 

COMPLETE LINE ONE SOURCE. Columbian’s complete line offers to 
the distributor the advantage of concentrating his entire vise purchases 
from one strong source. This line includes Machinists’, Hinged Pipe, 
Combination Pipe, Woodworkers’, Patternmakers’, and Homeshop Vises. 
DISTRIBUTION. We believe that selling thru established distributors is 
economical and efficient. We adhere rigidly to this principle. 





PRICES. List prices with discount are used. These are such as to insure 
a reasonable profit. Prices are guaranteed to date of shipment. 


RESALE. We believe in fair resale prices. Our distributors are urged 
to respect our suggested prices and every lawful method is used to 
protect this policy. 


INQUIRIES AND DIRECT SALES. We refer to our distributors all inquiries 
from their territories, either from users or non-stocking distributors. 
Quotations or sales made direct, where we may have no distributor, 
are at our resale prices. 


eeu mmeel r TERRITORY. Where an exclusive territory arrangement is made, a 
=— - distributor is given every protection within that territory. Furthermore, 
we do not make direct shipments for one distributor into the territory 
assigned another distributor. 


STOCKS. We expect our distributors to maintain a stock sufficient to 
adequately service their trade. 


SERVICE. We ship all orders within 24 hours, unless otherwise specified. 


GUARANTEE. Our products are fully guaranteed against defects in 
material and workmanship. 


RETURNED GOODS. Returned goods are accepted only when authorized 
by our Cleveland office. 


COOPERATION. We actively cooperate with distributors in promoting 
sales, educating distributors’ salesmen, in furnishing sales literature, 
catalogs, etc., for distribution to their trade, and by advertising. = a-«7o 








Y/ (400 Toe Columbian Vise & Mfg. Co. 


CLEVELAND 4, OHIO 


MANUFACTURER OF COLUMBIAN-STEVENS LEVELS 
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‘The boys passed you up, Mayor... 
lucky | remembered... L 


EVERYTHING HINGES ON HAGER 


C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience *® 
ae 
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FLAT, PREAD x’ 


ene ne 


THE CHOICE 
OF BETTER 
DISTRIBUTORS 





OF PACKAGED FASTENERS 


A strong, attractively 

designed telescope-type package. 

Color coded labels. Finely fabricated 
products that generate quick, repeat sales. 


WOOD SCREWS © STOVE BOLTS © SEMS SCREWS 
leaf) TAPPING SCREWS e MACHINE SCREWS © THUMB SCREWS 

DRIVE SCREWS e¢ STANDARD SLOTTED AND PHILLIPS RECESSED 

WING NUTS © CAP NUTS e HEXAGON AND SQUARE NUTS e WASHERS 


CwicaGo, tit. KEENE, NLM, 


vu Con Depend on Central’ 


CENTRAL SCREW COMPANY 


350) SHIELDS AVE. CHICAGO 9, ILLINOIS 


3028 —€ ELEVENTH ST. LOS ANGELES, 23 CALIF. © 149 EMERALD ST. KEENE, NH 
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Here’s a real profit item that speeds your sales turnover and increases 
store traffic . .. Dowflake (calcium chloride 77-80%). Once tried... 
always satisfied. Customers will come back to your store again and 
again for Dowflake . . . a real repeat seller! 

When Dowflake is spread on icy surfaces, an immediate melting action 
begins to thaw the slippery surfaces. This prompt result provides safety 
and convenience to practically everybody. Especially useful for homes, 
schools, churches, all public institutions and buildings. Dowflake keeps 
sidewalks, steps, driveways and parking lots free from dangerous ice... 
providing greater all-around safety against dangerous accidents. 

Stock Dowflake in 25 and 100 Ib. bags. Display it prominently and get 
your share of sales from this fast-moving item. 


THE DOW CHEMICAL COMPANY e¢ MIDLAND, MICHIGAN 


White Dow for name of distributor! 


FREE NEWSPAPER MATS AVAILABLE 
This is newspaper mat No. 5173. 
Write Dow for the complete 
series of these sales-making 
newspaper mats. 


Consumer ads 
create demand for 
DOWFLAKE. 





Counter display and literature 
help you sell DOWFLAKE. 





DOWFLAKE 





DON'T BREAK A LEG! 
a> 





MELT SIDEWALK ICE 
with DOWFLAKE 


To melt dangerous sidewalk, 
step, or driveway ice, sprinkle 
DOW FLAKE sparingly on 
the surface. These clean, easy- 
to-handle flakes of Calcium 
Chloride act fast. . mele ice 
in a hurry. Come in and get 
an inexpensive 25-lb. bag of 
DOW FLAKE today. 





DEALER'S NAME 
MAT NO. 513 











' CHEMICALS 






- AND AGRICULTURE 





| INDISPENSABLE “Yo iNoUSTRY 
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our Jobber 


4 Y 4 
Then Swats 


to Show se 


. Plastic 


Pe . 
red Hose: 


Complet 
and Plastic cove 





NOTHING ELSE LIKE 17 1N THE (NOUSTRY / 





Swans bie 
the reinforced plastic garden hose... 


that’s guaranteed in writing tor JQ years! 





EELS, 





2 And Dont Forget Guar No. 150 


PLASTIC ... Guaranteed in Writing 
FOR & YEARS! 





(3) hery Soecial. .. Gware No. 160 


PLASTIC... BEAUTIFUL... and the Price?— 
better ask your jobber— you'll be delighted! 


So will your customers! 


(em cm ee ws re a ee es re a ss ee ee ee es es ne es ee we ee a a ee 


If you want to dominate 
the Garden Hose Business— 


SWAN RUBBER COMPANY 
BUCYRUS, OHIO 
World’s Largest Manufacturer of Garden Hose 
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with Millions of 


PENNSYLVANIA 


Advertising Messages 


Qines @ Popular magazines with twelve million 
{nh owe circulation will carry more than 50 mil- 

< lion selling messages on Pennsylvania 
Lawn Mower during the first half of 1952. 


@ Many of your own customers will be 


3,986,000 : ba ‘y \ 3, 562 ’ 5 00 reminded that Pennsylvania is the quality 
RE ADERS e Wa ‘es ae VY) 3 RS Ser mower—the best mower to buy for the 


DP y= years to come. These ads will tell them 
* Re to look for the store that carries Pennsyl- 
vania mowers. 















WV} : 


er A 


Ce 


2,812,200. 493,800 \> 247,500 BY 1,200,600 | 
READERS .. -_ wee READERS ~\ & READERS “a READERS ZN 







eS 


_ PROMOTION MATERIAL 


® You’re not all on your own when you feature Pennsylvania Quality Mowers. 
We help you tell your customers how good they really are. We help you sell with: 





WINDOW STREAMERS * WALL POSTERS * FEATURE TAGS * PRODUCT FOLDERS * OPERATING 
MANUALS °¢ “HOW TO CHOOSE A LAWN MOWER” BOOKLET ° EASY-TO-USE PRICE LISTS 


Pennsylvania provides you with material that helps you sell quality lawn mowers. 





tie a OA 
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PENNSYLVANIA 
Lawn Mowers 


@ “Old pals’’—‘‘That’s about the best way to describe a user 
and his PENNSYLVANIA LAWN Mow_enr. Year after year a 
Pennsylvania continues to cut grass in the same 
smooth way. A lot of old, very old lawn 
mowers bear this proud Pennsylvania 
name which is your guarantee of the best 
lawn mower that you can sell. 


Check with your wholesaler 
today for the supply is limited 
by allocation. 





PENNSYLVANIA 
POWER MOWER 
18” cut, 21” cut 


Patent Pending 


THE PLM LINE INCLUDES: 





GREAT AMERICAN 
15” cut, 
17” cut, 19” cut 


PENNA-LAWN 






QUALITY LAWN MOWERS SINCE 1877 





PENNSYLVANIA LAWN MOWER DIVISION 


PENNSYLVANIA, JR. AMERICAN CHAIN & CABLE 


10” wheels—17” cut 
8” wheels— 
16” cut,.18” cut 


METEOR (ALUMINUM) 
5 blades—16” cut, 19” cut , 
7 blades—16” cut 4 


Bridgeport, Conn. + Camden, N. J 





PENNSYLVANIA 
TRIMMER 

AND 

EDGER 









$s 4 Az one amp ee eee 
¥ Ee eco OR «BET a Ea 
Wek kas Sonia gle ON a eam veces 
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now it can be told 
about these WIZARDS wits WOOD 


. . . that demand for the three specialties illustrated is jumping ahead by 
leaps and boundst... that folks are “hungry” for them... that dealers 
who feature the displays we provide are astonished at the volume they can 
develop for Firzite, Satinlac and Weldwood Glue. Stock up on all three— 
order these wizards from your jobber today. 


UNITED STATES PLYWOOD CORPORATION 
Dept. 368, 55 West 44th Street . 


New York 18, N. Y. 





America’s Largest Selling Wood Glue 


WELDWOOD" 


PLASTIC L z 
RESIN 
For making things 
or fixing things, 
recommend Weld- 
wood Glue—for all 
wood - to- wood 
bonds. Makes joints 
stronger + atl the wood itself. Mixes 
easily with water. Stain-free, rot- 
proof, highly water-resistant! A fast 
selling item to hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c and larger sizes. 





Tame that wild grain with 


FIRZITE” 


Over 40 million feet 

of fir plywood are 

» sold every week! 

Here’s your market 

for FIRZITE, be- 

cause it’s a “MUST” 

when finishing fir ply- 

wood or any other 

soft woods. Used as 

an undercoat it “tames” unsightly wild 
grain on stain jobs.. . Virtually prevents 
grain raise or checking on paint jobs 
. readies the surface satin-smooth 
for stain, paint or enamel. (For blond, 
pickled or tinted effects, for that 
“woodsy” look, recommend White 
Firzite on either soft or hard woods.) 





A*Natural” for these modern “natural” finishes 


SATINLAC 


The big modern trend 

a is for light natural 
SATINLAC ® wood finishes. When 
: ‘} customers ask you what 

j to use, you'll make 

™ friends by recommend- 

== @ ing SATINLAC. It 
brings out and pre- 

serves the natural 

grain and color-beauty of any plywood 
or solid wood. Satinlac avoids that 
“built-up” look; yet will not turn yel- 
low or darken with age. “Water- 
white”; easy to brush or spray; dries 
ready for next coat in 3 or 4 hours. 


fn pints, quarts, gallons. 








= Zt 


*Trade Mark 


qf 


tStimulated by our accelerated ad 
campaign in Saturday Evening Post, 
Better Homes & Gardens, American 
Home, Living for Young Homemakers, 
Popular Science, and over 20 others. 
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The HEAD Duck... 


See een SENS 


among brand names 
with a pedigree, 
is. First. This is 


your assurance of completely 


ce 


sellable Hunting & Fishing 
clothing and equipment. 


Your Customers look for 





and value this label. 


a 





We will be looking for you at booths 1222 and 12235 at 
the January NSGA Show. Our new line of gun covers 
and cases alone will make you a RED HEAD enthusiast 
... they are new, startling in value, true headliners. Get ae- . 
quainted with our complete line of RED HEAD clothing 
and equipment for Llunting and Fishing. Head for bigger 


and better sales in 1952 by selling RED HEAD products, 


RED HEAD BRAND COMPANY 
4300 W. Belmont Ave. - Chicago 41, Illinois | 











Here is the Complete New Line of 
iSIMONDS[. 
F gall 


SAW AND STEEL CO, 








0 ele 
ot Sabin 





least c 





REGULAR 
carsipe CUT-OF 


ey a TIPPED 
(Up to 12 in diameter only) a baie 
Standard Specifications As Listed~-Only COMBINATION 
NO. 54 
COMBINATION 


EASY-CUT 
SAW 
PLANER 
SAW 
FLOORING 
CUT-OF 


NO. 52 
COMBINATION 


FINE TOOTH 
CUT-OFF 


Write or Wire Nearest Br 





FURNISHED WITH ANY TYPE OR SIZE CENTER HOLE FOR USE ON ANY TABLE 
RADIAL ARM, OR ELECTRIC HAND SAW MACHINE ON THE MARKET 


¢ 
i 
é 
: 


Pn 


REGULAR 
CUT-OF 





LIST PRICES 


SIMONDS . . . foremost makers of all 
types of Saws for lumber mills and 
woodworking plants, now offers a com- 
pletely new, high quality, popular price 
line of saws for home workshops, schools 
and building contractors. Made of 
Simonds own Electric Furnace Steel by 
experienced sawmakers using modern 
machinery and precision production 
methods, SIMONDS SI-CLONE SAWS 
are unexcelled for quality and perform- 
ance — give you the most value for the 
least cost. 


RIP SAW 


For ripping (cutting with the grain) only. Teeth set for cleeronce. 
Easily sharpened. For all type machines. 


Diameter Diameter Price 


REGULAR CUT-OFF SAW 


For general cross-cut work (cutting ocross the grain). Teeth set for 
cleorance. For oll type machines. 
Price | Diemeter Price 
| BY"-8'%"-9"-914"... $2.65 
9A" -9%" -10" 
11%"-12" 


Diameter 


6/'-7"-7'4"-7H".... 2.00 
7%"-8"-8%"-814".... 2.15 | 


EASY-CUT SAW 
8 Teeth Only 


New coarse tooth design for ripping er rough cut-off work. Teeth 
set for clearance. Minimizes kick-bock. For table or radiel arm 


Price | Diameter Price 


NO. 60 COMBINATION SAW 


For ripping ond cross-cut work. Fastest cutting combination sow. 
Easily sharpened. Teeth set for cleorance. For all type machines. 
Diameter Price | Diemeter Price 
5°-5I4"-6"-6%0"-6'4" . $1.75 | BY"-B'u"-9"-914".. . $2.65 
6A" -7"-7'4"-7H%".... 2.00 | 9A"-9%"-10"-10%".. 3.15 
74" -8"-8%0"-8%4".... 2.15 | 11%"-12" 


PLANER SAW (Combination 


Specially designed fer fast and very smooth cutting in ony di- 
rection of the wood. Eliminates sanding. Hollow ground for cleor- 
once. For oll type machines. 

Diameter Price | Diameter Price 
5° -5I"-6"-60"-6'4" . $2.75 | BY2"-B'%s"-9"-9'4"... 

6" -7"-7'%4"-7H%".... 3.15 | WA"-9%"-10" 

74" -8"-84"-8%".... 3.95 


(Subject to Change Without Notice) 


NO. 52 COMBINATION SAW 


Best sited for rodial orm mochines required to rip, cut-off ond 
mitre. Fost cutting. Teeth set for cleorance 


Diameter Price | Diemeter Price 


NO. 54 COMBINATION SAW 


For smooth, fost cutting in any direction of the wood. Teeth set for 
clearance. For oll types of machines 


Diemeter Price | Diemeter 


FINE TOOTH CUT-OFF SAW 


For cutting Celotex end similar soft type wallboord and com- 
position moterials without tearing. Teeth set for cleorance. For 
electric hand sow machines 


Diemeter Price | Diameter Price 


FLOORING CUT-OFF SAW 


For cutting old flooring, reclaimed lumber ond repair work where 
occasional nails are encountered. Teeth set for cleerance. For 
electric hand saw mochines. 

Diameter Price 
8A" -8'"-9"-9'%"... $2.65 


Diameter Price 
5°-SI%" -6" -64"-6'4" . $1.75 
6A" -7°-7'4"-7%".... 2.00 
7%" -8"-8%"-8%".... 2.15 | 
CARBIDE TIPPED SAW 

Fer Portable Electric Hand Saw Machines Only 
Stoys shorp many times longer thon regular sows. For fast, smooth 
cutting of wood, asbestos, cement boord, aspholt siding ond 
roofing, etc. NOT for use on concrete, masonry or cinder block 
Diem. Ne. Teeth Price | Diem. Ne. Teeth Price 
10 


DADO HEAD 


For smooth, clean-cut grooves in any direction of the wood. Furnished in sets of 2 outside sows and o number of inside 
cutters determined by width of groove desired. Outside sows occurotely scarfed for cleoronce. Inside cutters swaged 


ond accurately jointed. For oll type machines. 


SET NO. 2 


Cuts grooves up to 'Ys" wide. 


Price | Diemeter 


NON-FERROUS SAW 


SET NO. 3 


Cuts grooves up to "%s" wide 


For cutting soft, non-ferrous metals such as sheet and tube copper, 
bross and aluminum. Furnished hollow ground or with teeth set for 


cleorance as listed below. 


List Price 
Teeth Set Hollow Grow 


for Clearance 


nd 


High Speed 


$4.40 —s 


4.85 
4.85 
5.75 
6.05 
6.05 
14.10 
14.10 


10” (.062 thick) — 
10° (.093 thick) a 
Wrocssensevckssecsseves @ - 17.50 


21.50 
24.75 


SET NO. 4 


Cuts grooves up to 14s" wide. 


Price } Diameter Price 


or Wire Near est 
Write Am 


NEW EIBERAL DISTRIBUTOR’S 
DISCOUNT 


on Metal Cutting Sows 


FRICTION SAW 


For cutting light gouge flat or corrugated iron sheets 
such as roofing. Hollow ground for clearance. 


List Price 





Prices Subject to Change Without Notice 


FITCHBURG, MASSACHUSETTS 











only 
THE MART 
gives you all these 


advantages... 
2439 LINES UNDER ONE ROOF 





A 





| > 205 lines of furniture and bedding 
| 
>> 948 china, glass, pottery and gift lines 
>> 471 lines of housewares, appliances, radios and televisions 


>> 174 lines of curtains, draperies and fabrics 





| > 133 lines of floor coverings 
>> 125 lines of toys, games and wheel goods 
>> 224 lamps, shades and lighting fixture lines 
>> 159 linens, beddings and domestic lines 


52-WEEK MARKET CENTER 
| 30 EXPRESS ELEVATORS EVERY MINUTE 
EXCELLENT PARKING AND TRANSPORTATION FACILITIES 


ELEVEN AIR CONDITIONED MODERNIZED RESTAURANTS 


open Sunday, January 20, 9 A.M. to 5 P.M.—Ilunch served in the Club 
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HERE'S THE BACKING YOU GET! 


Eye-catching Saturday 
Evening Post ads like these 
tell the story of this new 
tool to your customers! And 
FREE counter cords carry- 
ing these ads give you a 
solid sales tie-in! 


FREE wall and window 
posters attract your cus- 
tomers ... tell them at a 
glance that you sell the 
new FleetWing Wall 
Coater. 


Sell this convenient paint 
tray to every customer buy- 
ing a FleetWing Wall 
Coater. Makes the new 
tool even easier to use . 
does away with cumber- 
some buckets. 





MADE TO SELL FOR ONLY 


8969 


BOOST YOUR SALES WITH THIS SURE-FIRE SELLER! 


paint and varnish brushes. This is your assurance 


Here’s the most amazing wall-painting tool ever 
created for homeowners! Covers walls faster— 
easier—better, with less fuss and muss... . gives 
a better-looking job! This new tool was designed 
for quick consumer acceptance by the same 
laboratories responsible for the outstanding 
quality of Pittsburgh Gold Stripe and Red Stripe 


66 


of complete customer satisfaction . . . repeat sales 
- more profits! — 

CALL OR WRITE the Pittsburgh Branch nearest 

you or write: PITTSBURGH PLATE GLASS 

COMPANY, Brush Div., Dept. C-1, 3221 


Frederick Ave., Baltimore 29, Maryland. 





OR ct 
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MADE OF NEOCETA 


the bristle specifically designed for 
painting, and painting only! 









REVOLUTIONARY DESIGN 


locked-in construction holds bristles 
permanently! 





UNBELIEVABLY LIGHTWEIGHT 


unique design provides featherweight 
brush, easy to handle, fun to use! 


ACTUAL SIZE- 


applies full 7” 
width...in one 
stroke! 


EASY TO CLEAN 


and clean brushes work better, 
last longer! 





DOES BETTER WORK 


insures a paint coating of proper 
thickness and color uniformity! 





via ING 


WALL COATER 


GJ] srusHes © PAINTS CHEMICALS e PLASTICS 















COMPANY 





et Re a 





PITTSBURGH 
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| First Step fo a Hiner Rope........ 


The world’s finest Manila hemp (Abaca) comes from the Philippines. 
Here, tropic sun, moist soil and heavy rains ericourage Abaca plants 
to grow as high as 25 feet. Natives chop down the stalks—strip the 
fibre from the broad leaf-stalks—scrape off the pulp—and hang the 
woody fibre in the broiling sun to dry. 
Columbian’s staff of resident buyers in 
our grading plants at Davao, Cebu, 
Tacloban and Tigaon select the choicest 
crops. It is this higher-quality Manila fibre 
, that is processed into Columbian Rope. 


_ Wiss, 
COLUMBIAN ROPE COMPANY 


SS 400-70 GENESEE STREET 
S— AUBURN “The Cordage City”, N. Y. 
Layers of stalk before 


pulp has been scraped off. 














Abaca — first cousin to the ba- 
nana plant — has been intro- 
duced into South America, the 
West Indies, Sumatra and Borneo, 
but it is cultivated most success- 
fully in the Philippines. 





Finer Grades of Manila hemp 
contain strands 6 to 12 feet long. 
Two natives cutting and stripping 
Abaca plants can produce from 
25 Ibs. to 250 Ibs. of fibre a day, 
depending on their equipment. 





Raw Manila Fibre is highly ab- 
sorbtive and can soak up to 40% 
of its weight in water. Columbian 
Pure Manila Rope, of course, is 
thoroughly water-proofed — by 
an exclusive process which seals 
it against decay. 





Ever Wonder what becomes of 
old, “retired” rope? Much of it 
becomes the familiar Manila 
paper used for wrapping. To 
keep your Columbian Rope from 
aging prematurely, store it in a 
well-ventilated place away from 
acids and alkalies, paints and 
oils, radiators and steampipes. 
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...with the complete==7 
Behr-Manning line, (~ \ 











A profit-full line of Sandpaper from 10c HANDY 
PACKS* up to finest quality ADALOX® belts, discs, and sheets in 
Retail Packs. Also popular RESINIZED SPEED-GRITS® Fioor Sending 
Papers. And ringing up record sales is the colorful SPEED-GRITS 
Hond Sander with repeat business on Refill Rolls. in addition, the 
largest line of sharpening stones that includes both natural and 
manufactured stones. Sell fast-moving INDIA®, CRYSTOLON® and 
HARD ARKANSAS* bench stones, knife sh and stone files. 
And profit, too, with BEHR-CAT* Maski ape in colorful 
displays. It's the homemaker's favorite ause it's right 
for so many jobs — masking, sealing, mending, labeling, etc. 


Get full information on your net prices, mag and mer- 
chandising aids all described in the handy DEALER GUIDE. 
Send for your free copy today. Address Dept. HA-1. 


*Trade Marks 






mS < : 


e 
wets anearcr 


A COATED ABRASIVES 
A SHARPENING STONES 
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lers, Pans, Covers 
T, Too! 


N 






with Small Roller 

and Pan Order, 
You Get... 

ALL THESE FREE! 


@ Floor Display Merchandiser 











| @ Five Paint Can “Toppers” 


@ Large Attractive Girl for 





Window or Counter Display 


| @ Two Small Girls for Window 
or Counter Display 


@ Colorful Display Card for 
Window, Counter or Mer- 
chandiser . . . with Sales 

| Literature and Dispenser 


Available Now .. . Through Your Jobber 


These completely new Thomas Sales Aids are easy- 
to-get, easy-to-use. All display items shown above 
(less table) are supplied FREE with an order of 
Thomas painters’ tools amounting to seventy-five dol- 
lars (retail value). One display set per Dealer. 


Ask your jobber about NEW THOMAS SALES AIDS 
NOW! *« * * your customers paint more when they 
ROLLER-PAINT °¢ ¢ * 


$0 EAS ast 30 sporessionAt ! 








° KEEP ROLLING... 
Promotion That Sells! 
Thomas Sales Aids furnish promotional material for bad oO Mw A & 
your window, floor and counter. Packed in single =a 0s os Um ome ee On 0) a - e 
corrugated carton with instructions for easy assembly. 8490 LYNDON AVE. - DETROIT 21, MICH. 





Sales engineered and colorfully attractive! 
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Eacrt PAT BES 














Customers are enthused from the start—the moment they see 
the big window display of Eagle-Picher’s take-home Giant 
Color Samples. This enthusiasm means more traffic in your 
store... better business with Eagle-Picher Interior Paints. 





You'll find the Giant Color Samples bring customers back to 
buy Eagle-Picher Interior Paints as well as other merchandise 
you display. And, in addition to creating immediate sales, the 
Giant Color Samples are good-will ambassadors that bring 
in the friends of your satisfied customers, r 


EAGLE Since 1843 


‘ 
i 
THE EAGLE-PICHER | 
COMPANY ! 
| 
l 


Cincinnati (1), Ohio 


Paint and Varnish Division General Sales Office: 

9107 West Ogden Ave., Brookfield, Ill. 

Plants and warehouses: Lyons (Chicago), Ill.; New York, N. Y. 
Oklahoma City, Oklahoma; Atlanta, Georgia 
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Samples build store 


traffic...increase paint sales 














Eagle-Picher Giant Color Samples end the problem of paint 
color selection. Every sample is 14 x 19 inches—112 times 
bigger than the usual paint chip. By arranging samples around 
the house, it's easy to pick the right paint colors without 
guesswork. 


When you sell 
Eagle-Picher Paints, 
you sell today’s 
‘most wanted”’ colors 





You'll find no deadhead dust catchers in the Eagle-Picher 
line of interior paints. Every color sells! This is true because 
every color is pre-harmonized . . . in step with the latest 
decorative trends as shown in leading national magazines. 
Each color was selected on the basis of 676,000 survey re- 
plies. You sell ‘em what they want when you sell ‘em Eagle- 
Picher paints | 


Mail this coupon... see for yourself why it pays 
to sell Eagle-Picher. ——<— 4 


THE EAGLE-PICHER COMPANY ‘ili 

Dept. HA-152, Cincinnati (1), 

mation on Giant Color Samples an 

-harmonized interior paints. | 
| 


d the 
Please send full infor 1 
Eagle-Picher line of pre 








——— 
NAME | 
ADDRESS__——_— | 1 
STATE__— aoe 
__ ZONE _ 
oq —__—__—_—_—_ 
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Easy to hold 























aay We WeWEST 
Shel: Ho Sales-producer 


WAT-R-JUG 


Here is uniqueness and utility in perfect harmony. 
Unusual and eye-appealing shape is attractive on 
any table. Stores and serves water, juices and soft 
drinks. Extra sturdy—no flimsy-flexing at any point. 
One dozen to a case—3 each of the four new colors 


No. 101 


easy to pour be- 
cause it fits the 
hand. Concave 
medalion, both 
sides, has non- 
slip ‘‘grid"’ sur 
face. 


design has flat 
sides that waste 
no space. Re- 
quires less width 
in refrigerator 
than a quart milk 
bottle. 


2 Pouring lips 











Takes ice cubes 











listed below. 


is an advantage 
gained by elimi- 
nating space- 
stealing handle. 
Always ready to 
pour left or right 
handed — and 
without dripping. 


with plenty of 
room to spare. 
Generous size 
neck makes it 
easy to clean in- 
side. 


Holds 44 ounces 











—almost a quart 
and a pint of liq- 
vid. For instance, 
several days’ sup- 
ply of breakfast 
fruit juices. 


Contents can be agitated 














by shaking with- 
out splashing out 
top—thanks to a 
snug fitting plug. 
Plug also keeps 
flavors in, odors 
out. 


BEAUTIFUL NEW COLORS 10 reip introduce the Wat-r-Jug. Char- 


treuse, Dove Grey, Coral, and Turquoise. We call them Shel-glo softones—perfect to sweeten 


Spring merchandising plans. 


IDEAL COMBINATION SALE - - - 


WAT-R-JUG ond Shel-Glo TUMBLERS 


. in the new colors! 


“PLASTIC 
AT THE 





Stt THE BIG Shel- 
+HOUSEWARES LIN 


NATIONAL HOUSEWARES SHOW 
Booths 909-9 


Be sure to get your free 
sample of the new colors 
at the show—a set of 
Shel-glo Measuring Spoons. 


(9 


VILLE > OHIO su s.A 





FACTORY OFFICES 


Room 14-102 
Mdse. Mart 


Suite 1050 
11 W. 42-St 
New York 





Chicago 
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colors 


a quart 
t of liq- 


eakfast 








ASK YOUR WHOLESALER 
SALESMAN ... 

(Upper) +8033 — $2.15 
(Lower) ==8133 $1.85 


Sugge 





price 


pn 14-102 
se. Mart 


hicago 








Effective September 1, 1951 






NO. 8100 


RETAIL 


| 


EACH TO © 


FLASHLIGHT OLIN 6 SPOTLIGHTS “= 


BATTERIES 
EXTRA 


PACKAGE 


DEALER COST........ 11.28 
DEALER PROFIT (34.01%) .. 5.82 


*& SEE FULL COLOR ILLUSTRATION OF 
' THIS SPOTLIGHT ON THE OTHER 
SIDE OF THIS PAGE. 





EACH TO 


NO. 8000 INDUSTRIES ar 


FLASHLIGHT = mG FLASHLIGHTS “= 


PACKAGE BATTERIES 


EXTRA 





TOTAL RETAIL VALUE .. $18.90 
DEALER COST........ 12.48 
DEALER PROFIT (33.96%) .. 6.42 


* SEE FULL COLOR ILLUSTRATION ON 
THE OTHER SIDE OF THIS PAGE. 


WINCHESTER 


OLIN 


trademarks of Quality ch oen 





s) ee a Se ee 





BRASS MiLis DUPETX : 


TOTAL RETAIL VALUE .. $17.10. 





from Switzerland, where precision craftsmanship is traditional, comes the world’s finest 


ff 


/ 


f’) 


| 


~, 


ay 


Nationally advertised 
in Field & Stream and 
Hunting & Fishing 


—— 
i 


STARO 4758, 
available with inter- 
changeable spools of 
two sizes and weights. 
Stainless steel and 
non - corrosive 
aluminum alloys. 


STARO 47N, 
as above but slightly 
smaller and lighter 


PRICED FROM $31.25 TO $39.95 
ORDER FROM YOUR JOBBER 


The Most Foolproof Reel of All! 


are made instantly. Return-stop works 
automatically. Cross-spooling winding 
regulator makes possible unrestricted 
line release. Automatic oiler is accessible 


There’s constant, positive backlash- 
control with Staro’s ingenious clutching 
and brake design! Automatic anti- 
reverse eliminates turning of handle 


when fish pulls out line. Spool changes from the outside. | 


STARO STARS FOR STEADY SALES! 


SPECIALTY IMPORTERS, INC., 11 WEST 42ND ST. e NEW YORK CITY 
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There is a Getty operator tor 
avery casement window — — 


GETTY OPERATOR 















4703AF. A de luxe 
operator for all metal or ‘ 
* casements. Superior “~ 
because of its power- 4 
ful internal gear 
—an exclusive GETTY OPERATOR 4706. A popu- 
Getty feature. lar priced operator for metal 


casements. Precision made, 
externally geared, angle driven. 











GETTY OPERATOR 4700. 


Heavy duty, rever- 





CErrY Grennees Sey. Por GETTY OPERATOR 4715. For 
celled in construction and wood casements. Economically ie ya 
functional design. Houses a priced and well constructed— sl a - wood case. 
powerful internal gear—an with an external gear and angle Tammaudener eee 
exclusive Getty feature. drive. Gunes Ged 



















GETTY OPERATOR 
4706H.The only oper- 

ator specially drilled 

to accommodate 
nearly all metal case- 

the type of operator ui 
being replaced. 

tors, those wit 
stay, bare or ‘other “obsolete 


In new construction or as 
On ally 7. [ pmodeling jol 








& C0., Inc. 


PHILADELPHIA 40, PA. 


H. S. 


3348 NORTH 10TH STREET 





Getty operators are found on more casement Canadian Representative: 
windows than all other operators combined. A. N. Ormsby Co., 23 Scott Street, Toronto, Ontario 
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Now's the time to push 





a 
= 






52 me 0 
If 2S mm 


Men 1 Be 


of 2 ee 






When the thermostat starts 
howling for heat... when 
4 bot. 2 pe . the fuel bills start to climb... 
Lis ij N 4 te aa 
fis NHB 
ya ay a 


\ lit be) 
N aT 


Gan gs eat 5 








ters. Be sure to display and push 





them now. Free display and sales helps 


——> available to build your sales and profits. Ask your 
DUST-STOP wholesaler. Owens-Corning Fiberglas Cor- 


poration, Dept. 38A2, Nicholas Bldg., Toledo 1, Ohio. 


It pays to promote and sell the original 


» SUeToP 


*FIBERGLAS and DUST-STOP are trade-marks of Owens-Corning Fiberglas Corporation for products made of or with fibers of glass. 


Vt 


FI BERGLAS 
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What to say toa 
water softener prospect 





TELL THEM face, hands and hair are soft, smooth 
and beautiful after being washed in soft water. 
With hard water it’s hard to work up a lather and 
the sticky soap curd doesn’t rinse off. It clogs 
delicate skin pores— can and does cause skin 
infections. 


TELL THEM cash savings on soap and fabrics in a 
home with a Myers Softener is as much as $92 a 
year. Just as important, there’s no gummy gray 
hard water curd (which is a fine culture for 
breeding dangerous germs) on clothes, dishes or 
glassware. Clothes wash snow-white too! 















SHOW THEM an actual sample of replaced pipe so 
they can see what hard water scale does to plumb- 
ing. Explain that in a hard water home a family ; 
of four spends $19 a year more for plumbing 
repairs and fuel to heat pipes caked with scale. 


Myers ‘“‘Autorinse” is semi-automatically regenerated. 
Myers ‘“‘Hydrochief" is same as ‘‘Autorinse’’ except for man- 
ually operated regenerating valve. Both offer 44% greater 
softening capacity than any comparable make. 


It’s profitable to sell softeners as a basic appliance. 
Get in on the ground floor with Myers — write for 
complete trade information. iff 


THE F. E. MYERS & BRO. CO. 
249 Orange St., Ashland, Ohio 
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Be a leader in Power-Mower Sales! 
Sell the Lawn Mower Everybody Wants! 


HURRICANE 


ARY POW MOWER 


Competitive brands fade out of the picture when Hurricane 
comes on the scene! Powerful, dependable, easy to operate, 
safe for even a child to use, the Hurricane iine meets all 
requirements of the most demanding customer. So get sure sales 
every time! Stock the power mower that’s engineered to 
outlast and outperform them all... HURRICANE! 
























oth § 
ter. 
and , 
rh SPECIAL ENGINEERING FEATURES 
- ® 4-cycle, 2 h.p. gasoline engine ® Automatic governor ® Full-floating friction 
drive ® Rust-proof silver-plated drive shaft ® Stay-level handle @ Hard, very sharp, 
a tempered steel-alloy blade ® Special safety guard ® Adjustable cutting height ® Turn- 
9g ing crutch for great maneuverability ® Non-slip rubber comfort grips ® Hurricane 
is for those who want the best, not the cheapest. 


Two Sales-Proved Models for Discriminating Buyers 


HURRICANE —a powerful, fast-cutting mower that's ideal for the 
suburban lawn. Cuts a 20-inch swath through tough weeds or 
high grass. Easy to store, ruggedly built. No Hurricane 

has ever been known to wear out! 


HURRICANE, JUNIOR 


a compact, lighter replica of 
the big Hurricane that’s de- 
signed for the small city 

lawn. The Junior's 
flyweight carriage 
and 18-inch swath 
make this machine 
ideal for neat trim- 
ming jobs around 
flower beds and 
walks. 





Hurricane Parts Always Available 


Dealers Bring in Additional Income 


From Parts and Service Business 7 
nace SEND THIS COUPON! 


Because of normal wear and breakage, owners will need replace. ~~" QqqRRR EAs 
ment parts and service. Genuine Hurricane parts are always availe 9 (7) een ee ~' 
able and they'll fit any Hurricane built! Assurance of parts and 
service is important to the power-mower buyer. Find out how you 
can feature this aid to new mower sales and steady repeat business. 


NATIONAL METAL PRODUCTS CO., INC 
Dept. HA, 2722 Cherry Street 
Kansas City 6, Mo. 


i 

| 

} 

| 
We'd like to take on the Hurricane line. Please send 
| us full particulars, including the profit story on parts and 
| service 

HURRI CA NE ; Name........ Si Company .... ee : 

ROTARY POWER MOWERS | Mai endatsnonicnsenininiinitinn, esis afieeemnseiuaaiesidaas 
J 


Made by NATIONAL METAL PRODUCTS CO., INC. 
Dept. HA, 2722 Cherry Street, Kansas City 8, Mo. 7 





i stcochavipircsivapbnaisineontiipseniiog BD istaessovpnnnee ovens 
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Chicago fingertip Displays 


emmen MAKE YOUR STORE HEADQUARTERS 


fower Tool 
Equipment! 


A complete transmission department—‘right at 
your finger-tips"—that sells more PULLEYS . . 
MANDRELS .. BEARINGS .. COUPLINGS . . COLLARS. 


No hunting thru shelves or in drawers. Every item in full 
view attractively displayed on red, white and blue dis- 
play boards. Get your share of this profitable year- 
around business. 








CHICAGO 





No. 80 MANDREL DISPLAY 


This attractive red, white and blue display 
features 7 of the fastest selling saw and grind- 
ing mandrels. Models for Farm, Home, and 
Factories. This display will require a wall 
space only 16" wide by 32” high. 


No. 60 PULLEY DISPLAY 


A complete assortment of the 57 fastest selling 
"A" section pulleys from 1'/2" to 10" in diam- 
eter . . . with standard bores of !/2"-54"-34". 
— a wall space only 16" wide by 36” 
ig 





No. 40 TRANSMISSION DISPLAY 


There's real profit in power transmission ac- 
cessories. Every Farm, Factory and Home- 
workshop uses bearings, couplings, collars, 
and pillow blocks. With this display you 
feature 75 of the following fast selling a 
accessories... 4 oo couplings .. . 24 
pillow blocks . . . 8 journal bearings . . . 35 
shaft collars . . a adjustable hangers ie 
which requires a wall space only 13" wide 
by 25" high. 





No. 50 PULLEY DISPLAY No. 70 MANDREL DISPLAY 





This compact, colorful display in red, white 
and blue will increase your pulley sales. You 
get 24 pulleys in twelve popular sizes from 
'/." to 5" in diameter . . . with standard 
/.""-544"" bore sizes. 


You sell more mandrels when you feature 
this silent salesman. Six popular saw and 
grinding mandrels, for Farm and Homework 
shops, attractively displayed on this colorful 
counter board. 


Chicago DIE CASTING MFG. CO. « 2510 w. Monroe st. * CHICAGO 12, ILL. 
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Lok 





4 


Take a good look at a Bethlehem Bolt... at the 
head ... threads .. . shank. In every detail, 
Bethlehem Bolts are quality bolts, made to ex- 
acting specifications from high-grade steel, by 
men with years of bolt-making experience. 
Bethlehem Bolts are good, dependable bolts in 
every way: good bolts for the user and for the 


dealer who carries them. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 
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SELL THE LOCK 
THAT BRINGS 


-.- THE SARGENT "4500” 


When you sell Sargent “4500” Line Locks, you can be 
sure that your customers will thank vou for a good turn. 


The Sargent “4500” Lock gives complete satisfaction 


... [t can be used in metal doors without reinforcing 
on every count! 


Yes, the Sargent “4500” Lock has so many quality 


features, it increases your reputation and profits every 
, time ‘you sell it! 
For maximum beauty, convenience and protection Ask your supplier or us for complete information 
—no other lock in its price class has so many features! Dept. 1A. 
Let’s take a few: 


The “4500” Lock is especially designed for both 
entrance and interior doors 


action people want. 






... and has the key-in-knob 





: ; he Peterboro 
...A full half inch throw of the latch bolt insures t 
positive locking in strike. 


: nce that oe 
We are proud to,annou a will produce 


‘anad 
. Ltd. of Cana 
. Mfg. Co.. 2 ae F nada. 
Loc a ul *4500 Line m ~ aleae of the 
~ a Peterboro Company § aa of the 
1e€ ° her recog ke 

escan” Line is furtaer © -. Sargent 
_ hee high standing of thi: © 
jority < 





. .. Separate spring for the latch bolt insures smooth 
forceful latching action—twin springs for the knob hub 
create balanced knob performance. 

.. It’s the most compact of bored-in locks. 


. - - Quick and easy to install, it requires only a 14” 
crossbore. 









super 
product : 





Sargent and Company new York- NEW HAVEN, CONN.- Chicago 


Builders Hardware and Fine Tools since 1864. 
82 
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Today’s discriminating buyers are not easily fooled. They shop care- 
fully, looking for the greatest value for their dollar. Those people buy Griffin 
products. When your customer is looking for quality, show him the Griffin 
line of fine builders’ hardware. He will quickly see the fine quality steel and 

excellent craftsmanship which have made Griffin a quality line for.more than 


a half century. 
Griffin makes satisfied customers . . . and that means greater profit for YOU. 


‘| 
(JRIFFIN fat Bram COMPANY 


ERIE © PENNSYLVANIA 


REPRESENTATIVES 


















—— Gai DUCTS 
q 








WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W. Fargo Avenue 1355 Market Street 4524East 60th Street 2611 Garrison Bivd. 
Chicago 26, Illinois San Francisce 3, Calif. Seattle, Washi Balti 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Read 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
THE B. S$. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
45 Warren Street 115 Brood Street 6637 Golf Drive 4638 Nichols Parkway 6954 Oleatha Avenue 
New York 7, N.Y. Boston, Massachusetts Dollos 5, Texas Kanses City, Missouri St. Louis 9, Missouri 
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\lertagreen 
Plant Food 


ARMOUR FERTILITER WORKS 
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WHEN THE RED, RED ROSES 
START BLOOMING 


... your customers will ask you for Vertagreen! 


This Spring it’s energized Vertagreen and 
the Big Red Rose—a sensational new selling 
theme designed to bring you more Vertagreen 
customers than ever before. Power-packed 
advertising in newspapers and leading 
national and sectional garden magazines, 
colorful displays and streamers, attractive 
direction folders—all feature this new ap- 
proach to bigger sales. Stock up on energized 
Vertagreen now. Build displays with related 
items. You’ll sell more Vertagreen, more gar- 
den supplies this season than ever. 














Jay THE 
" ARMOUR PLANT FOOD 


| THAT WILL ENERGIZE YOUR PROFITS! 


ARMOUR FERTILIZER WORKS, Atlanta, Ga. 
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FOR POWER MOWERS 
YOU CAN REALLY SELL 








ROTARY POWER MOWERS 






















TRADE MARK 


Yew IN GOOD LOOKS 


Notice the modern tear-drop design of the 
16” models, the smooth lines of. the self- 
propelled 20”, and the rugged simplicity of 
the 32” twin blade “professional” model. 


Yew IN SAFETY 


Guarded in front and rear and on both 
sides. 16” models also feature new “‘finger- 
flick” front guard that flips up when 
working on thick .growth or heavy weeds. 


New IN PERFORMANCE 


Scientifically designed to distribute cuttings 
evenly over lawn, with floating handle to 
increase maneuverability. Wheels are posi- 
tioned to prevent scalping and give close 
trim at both front and sides. New one- 
piece friction-free, tempered steel blade 
with double-lift action gives exceptional 
performance in maintaining a well groomed 
lawn, and is reversible for double blade life. 


COMPETITIVELY PRICED 


Ho wonder Kenamar Rotary Power Mowers 
are being used tn every state in the nation! 
















WRITE FOR NAME OF YOUR 
NEAREST DISTRIBUTOR 


KENMAR MFG. CO., Incorporated 


50 NORTH FIFTH, KANSAS CITY 18, KANSAS, U.S.A. 
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Easy to Cut 
Porfert t Threads 


with these 
Ribs.iDs 


and it’s just as 
easy to sell these 
small ratchet 
dies 





@ These handy threaders give your customers smooth 
perfect threads — extra fast-and easy! Quick get-ready 
—just snap in the size die head you want and start 


threading. Die heads snap in from either side—can’t | 


fall out. Dies are precision cut of fine tool steel. No 
special dies needed for close-to-wall work. Three sizes: 
RIFAID No. OOR, %” to 1”; No. 111R, %” to 14"; 
No. 12R, %”’ to 2’’— free carriers with sets. For satisfied 
customers it pays you to sell these RIFZAQ0ID worksavers. 


reitzaib 


Work-Saver Pipe Tools 
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*,-and to my son, John, | bequeath our 
family TROJAN JIG SAW BLADE’’ 


Trosan Saw Blades are still going 
strong when you'd expect them 
to lose their teeth 
and their usefulness. 
Blades are hardened and oil 
tempered. Teeth are 
individually filed and pre« 
cision set. Over 130 
different types for every 
hand and power opera- 
tion. Insist on Trojan 
by name. 




















 Paylhe | Parker |Ze 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S. A. 
and ACKERMANN-STEFFAN DIVISION 


Manvfacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
MARDWARE AGE, JANUARY 10, 1952 
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AS ADVERTISED in The Saturday 
Evening Post, Popular Mechanics, 
Popular Science, American Machinist, 
Machinery, The Tool Engineer, Mill & 
Factory, Modern Machine Shop, Indus- 
trial Equipment News, Industry, and 
Motor Service 


© UNIFORM PRESSURE 
© UNIFORM READINGS 


XK... improved ratchet stop mechanism 
built right into the thimble permits easy 
one-hand operation of the micrometer 

. insures uniform contact pressure on 
every measurement. Friction Thimble puts 
the ratchet stop mechanism “right under 
your thumb” where it’s easy to reach, 
easy to use... with the same sure accu- 


racy every time independent of “feel’’. 
Friction Thimble is an ideal feature for 


. $tarret 


SINCE 1880 
WORLD’S GREATEST TOOLMAKERS 
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Starrett 
FRICTION THIMBLE™ ~ 
MICROMETERS 








“SATIN CHROME” 
MICROMETER No. 231-F 


With Friction Thimble 
Range 0-1” by .0001”, 
shown above. 
Friction Thimbles also avail- 
able on other sizes and styles. 






inspection and quality control applica- 
tions and for all precision work requiring 
consistent accuracy. Cash in on Starrett 
advertising currently featuring Starrett 


Micrometers with Friction Thimble... 


plus 12 other big Starrett features includ- 
ing Satin Chrome Finish, Tapered Frame, 
Hardened Threads ground from the 
solid and stabilized and Hi-Micro 
Mirror-Lapped Finish on contact faces. 





THE L.S. STARRETT COMPANY ° ATHOL, MASS., U.S.A. 





STOCK AND SELL THE COMPLETE LINE 


MECHANICS’ HAND ee TOOLS AND PRECISION INSTRUMENTS 
_DIAL INDICATORS + STEEL TAPES + PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS and BAND KNIVES 
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“FASTEST SELLING 
ITEMS WE 
EVER CARRIED !” 


So easy to use. 
Applies just like 
toothpaste. Stays 
bright, white for- 














Easy to Use 
MIRACLE TUB-CAULK 


Squeeze bright, white Tub-Caulk right out of 
the tube—like toothpaste. Dries in one hour 
to tight waterproof seal that won’t shrink 
or crumble. Keeps its bright, white satin- 
smooth finish even after repeated use of 
harsh scouring powders. Your customers each 
will buy several tubes of Tub-Caulk to seal 
around bathtubs, to fill in cracks around Self-Selling Counter 
shower stalls and to seal cracks between sinks Display! 

and walls and between window or door frames. 


Packaged in Colorful, | 


“One large retailer reports: “$12,816 Miracle Tub-Caulk sales in 
30 days — Most successful promotion ever run! 












Solves toughest 
BD gluing problems. 





MIRACLE Black Magic ADHESIVE 


eRano | 


as described in Reader’s Digest 


The rugged waterproof adhesive for heavy 
duty jobs. Your customers will want Black 
Magic Adhesive to replace loose tiles .in 
walls, floors or mantels, to fasten rubber 
strips, gaskets, and bumpers on car doors or 
refrigerators; and to attach furring strips | 
directly to concrete or masonry walls with 
Miracle Anchor Nails. 


Join the profit parade. Order stock today, and watch 


sales come fast and easy — and your profits roll in! 
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Give YOU 


Give Your Customers: GREATER VALUE 








GOLDBLATT MASON TOOLS 


QUICKER TURNOVER 
‘> MORE PROFITS 
1 7 REPEAT CUSTOMERS 


H FINEST QUALITY 








1 LONGER WEAR 










STONE MASONS’ JOINTERS 








PLASTERING 
TROWEL 


BRICKLAYERS’ AND 





ee eee eae — se 





BRICK 
TROWEL 

































The 
SIDEWALK BRICKLAYERS’ as 
EDGER LEVEL t 
—— > —h fff _— and 
4 SPE: 
| Send TODAY for $4.9 
ATTRACTIVE H FREE upor 
DEALER DISCOUNTS H — 
Goldblatt sells di ae soncny sina ee 
° sells direct 

to dealers, is there- t CATALOG 
fore able to offer : © Uncor 
especially attractive i Write for your 1952 copy of © Direct 
dealer discounts. Goldblatt's illustrated cata- © Warel 

log describing the largest 

' and most complete line of TOP OU. 
i pong * . Wall brus 
H ee ee Stucco br 
Kalsomine 
brushes, S 
brushes, / 
FO! 

Goldblatt Tool Company 
1920 Walnut Street y/ 
KANSAS CITY 8, MISSOURI 2 
FIRST CHOICE OF THE TRADE FOR 65 YEARS BRUS' 
HARDWAI 
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largest 
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upplies. 


R 65 YEARS 
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The LINZER Banner Special Anniver- 
sary Line in 3”, 3%” and 4” sizes with 
4” trim made to sell for $7.25, $8.25 
and $9.25 ... available to the trade at 
SPECIAL LOW PRICES to retail at 
$4.95, $5.95 and $6.95. Your costs 
upon request. Contact our local repre- 
sentative or write direct. 











e Unconditional Guarantee against all factory defects. 
¢ Direct factory-to-retailer policy. 
e Warehouses strategically located from coast to coast. 


TOP QUALITY BRUSHES FOR EVERY PURPOSE 

Wall brushes, Flat Sash brushes, Oval Sash brushes, Varnish brushes, 
Stucco brushes, Flatting brushes, Household brushes, Dutch and Flat 
Kalsomine brushes, Paste brushes, Paper Hanger brushes, Bakery 
brushes, Stencil brushes, Special line of Hand-Cupped Craftsman's 
brushes, Artist's brushes. 


LINZER BRUSHES  - 


David Linzer & Sons, Inc. 
Linger 10-20 Astor Place—New York 3, N. Y. 


Comune MANUFACTURERS OF QUALITY PAINT BRUSHES: SINCE 1892 
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SPECIAL LOW PRICE “Anniversary” 
Line Of Job-Tested, Master-Blended 70-30* Brushes 


LINZER enters its 60th year with a parade of anniversary profit-making 
offers. Here is your opportunity to join with us in a Giant Celebration to 
bring you even greater profits than ever before. 
LINZER tradition . . . 
standards in workmanship and materials that have distinguished LINZER 
paint brushes for 60 years. *70°/ pure bristle and 39% flagged horsehair 
are expertly blended to give master painters a brush that is ONLY 10% 
LESS EFFICIENT THAN 100% PURE CHINESE BRISTLES. 
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br On A New 







In the time-honored 
the BANNER Line represents the same high quality 











Ya fn en, en, en, en, en, 












, @ "Navy Bureau of Ships cited > 
“an industry test which indicated 
that brushes with 70% bristle * 
# ond 30%, horsehair are only 10% & 
®) less efficient than 100% Chinese % 
#bristle brushes." , 
® BRUSHWARE, September, 195! * 
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DAVID LINZER & SONS, INC. 
10-20 Astor Place, Dept. 3 AB 
New York 3, N. Y. 












Gentlemen: 


C] We are interested in complete information and prices on the 
~ BANNER “Anniversary” Line. 
( Please have your local representative call. 


Name ; ovine i itceenenwee 
Firm 
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Get in the profitable clock business! 





...With the new G-E Clock Shopette 
..-A BIG money-back deal! 







For a limited time only, you receive this 
new mahogany-veneer display and one 


7H-192 Wink Alarm Clock, retail value $4.95* $ u * 
Both for only 


(Sell the Wink and get your investment back.) 








% Takes up less than 13 inches of valuable window or 
counter space. 


% Solid wood construction. Holds two clocks. 
% Easy to set up; simply attach legs. No nuts or bolts. 


Now, feature this traffic-building special... 


The G-E New Hostess Kitchen Clock 










Was $723 


NOW $549 


Make $2°2 profit! 


LOOK! You pay only $3.46 each, for 6 or more. ORDER NOW! 
Offer good for limited time only. 









Outstanding features of Hostess Kitchen Clocks: 
... Plastic case with unique scallop design 

... Large, easy-to-read dial 
. . . Four attractive colors: red, blue, yellow, or white 













we Your Advertising: 
k- The popular “‘Garry Moore Show’”’ NEVER FORGET —.11 G-E Electric Clocks are self- 
w a}, women rave about, 3 times a week, starting, never need winding . . . quiet . . . accurate .. . cost 
. CBS-TV, nationwide. Also 16 ads— less than a penny a week torun... give years of trouble-free 


big ads—in LIFE, plus an all-color service. General Electric Company, Bridgeport 2, Conn. 
schedule in WOMAN’S DAY. ; 


*Plus applicable taxes. Prices subject to change without notice. 


is 
GENERAL (6) ELECTRIC 


ORDER through your distributor NOW! 
These clock shopettes put you in the clock busi- 
ness in a big way. Ask him about General Electric’s 
DeLuxe, Junior, and Counter Clock Shops, too! 
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or fast-selling of 222 cooxers anv PARTS 


you'll want this... 


Dneslo 


raolo) 43.3 
Service 
Center 














Only 2' square feet 
of counter space! 


@ Durable cabinet 
construction of solid 
¥%," cabinet ash. 


@ Holds two PRESTO 
COOKERS, one 
4-quart and one 
6-quart, pressed 
or cast. 


@ Full color food 
pictures tell and sell! 


The Display....} ...The Dea 


You get: ' 
A fast selling assortment 


The Yresdo COOKERService Center | 2fPttst2Cooxtnrentace-¢ 4 (00 








a beautiful new sales-and-profit building Solid Ash Presto Cooker $ 2575 57 5 
Presto Cooker and Parts display. Service Center, valued at 
Be sure of your share of the highly profitable Presto COOKER 
replacement parts business! More than 18 million Presto T $6575 §75 
CooKErs have been sold in the past ten years. Many now need otal Value...... 


parts! Here they are in this new Presto Cooker Service Center. 
Compactly designed, beautifully styled, the Presto CooKER 
Service Center changes 214 feet of counter space into a big 


“sales-and-profit department” in your store. (J | fo fl 0 nl | y 


Plus a Stock of Fast-Selling Dresdo COOKER Parts! 





“) 8” 


Only $28.00 establishes a highly productive Presto Cooker 




















Thisdrawer, opening Department in your store! Display turns casual store traffic into 
from front or back, increased Presto Cooker and Presto Cooker parts sales. 
is sectionalized for . IP 
easy service to your Minimum investment and space! Maximum sales results! 
customers. A printed 
inventory guide See it at the PRESTO COOKER Booths, Numbers 268-270-272, 
mounted inside at the Chicago Housewares Show, January 17-24, 1952. Ask 
drawer tells sales your PRESTO COOKER distributor for complete details, or 
person which parts ite direct to the § . 
fit each cooker. : write direct to the factory! 

Only these fast selling Presto Cooker Parts are included: National Pressure Cooker Company 

13 Over-pressure plugs for all Presto Cookers and CANNERS; General Offices and Factory: Eau Claire, Wisconsin 

60 sealin rings of assorted sizes; 3 Pressure-Tru indicator Branch Factories: Los Angeles, California and Wallaceburg, Ontorio, Canada. 

weights. Total retail value, $40.00. Makers also of PRESTO VAPOR-STEAM IRONS ond PRESTO DIXIE-FRYERS. 
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The Lines Are Busy... 


Magic Maid and Son-Chief—both going great guns coast to 
coast. Why? Because each line has a distinct “edge” on competition. 






Magic Maid has the top-drawer features of the “top-priced” toasters. 


But it sells for considerably less. 


Son-Chief appliances have a solid reputation based on years of 
dependable performance. But the price tags they carry appeal 


to your most budget-minded customers. 


Some customers are quality minded. Others are price buyers. With 
Magic Maid and Son-Chief appliances you can sell every customer. 


SON-CHIEF 388 AUTOMATIC IRON 
A “just right’ 4% Ibs. Air-cooled, 
black Bakelite handle . . . highly 
polished sole plate, precision heat 
controls, chrome plated throughout. 
*Fool-proof fabric dial. Complete with 
cord and plug. 





SON-CHIEF 680-A TOASTER 


The value ace of low price toasters. 
Mica element, torpedo handles with 
cord to match. Designed and priced 
for fast sales, built to last for years. 





SON-CHIEF SPEEDOMATIC 

HEAT PAD 805 
Made for wet or dry applications . . . Sa 
3 positive temperatures, automati- r*| 
cally controlled. Deep-piled, soft, with 
luxurious cover. Packed in eye-catch- 
ing 4-color boxes. 


SON-CHIEF SUN-BOWL HEATER 
710U—10 inch 
Adjustable model with chrome-plated 
“swirl” pattern reflector and baked 





AUTOMATIC POP-UP TOASTER japanned, non-tip base. 
Fully Automatic, 2-slice toaster with adjustable color control... makes 
perfect toast every time. Brilliantly polished chrome finish, Bakelite panels SON-CHIEF AUTOMATIC IRON 334 
and handles, hinged crumb tray, smartly engraved sides, heavy duty Lower in price than many non-auto- 
heater cord, sturdy rubber plug, automatic shut-off. And it’s priced far si 1000 
lower than you’d expect! matic irons ...a watt stream- 
lined beauty. High chrome finish, 


precision thermostat, attractive wood 


$64 =€ ee a £ a Electrics, Jue. handle. 44 oz. of compact efficiency. 


WINSTED, CONN. SON-CHIEF AUTOMATIC TOASTER 


SEE US AT THE SHOW! 


World’s biggest selling popular-priced —— 
Ss 
NATIONAL HOUSEWARES & APPLIANCE EXHIBIT 


automatic . . . because it’s easy to 
JAN. 17-24, 1952 = wevy'Piee—chicoge 












sell and stays sold! Adjustable to any wee 
shade of toast. One stroke starter, a 
automatically pops up when toast is 

perfect. Sparkling chrome finish. 
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.| Sales Increase 


in 3 Months! 


= Are you getting your share of the dollars being spent for sensational KRYLON? 


REGULAR LARGE SPACE ADS IN SATURDAY EVENING POST, 
POPULAR SCIENCE, POPULAR MECHANICS, AND OTHER NATIONAL MAGAZINES 


4 

_& 
*Krylon-izing” is the new household word all 
over the country. For this fabulous Acrylic 
coating has more uses in home, workshop and 

= office than rabbits have baby bunnies! Krylon 


advertising reaches every nook and cranny of 
‘the land. And everyone who walks in your door 
is a prospect. Krylon seals, protects, beautifies 
most any wood, leather, paper, metal surface. 
Rustproofs metal. There’s never been anything 
like it. Don’t let your competition get the jump 
on you. Order Krylon from your jobber today! 


heres The + past moving 
STARTER ASSORIMEN 7 


e Potent counter display, small in space, big in sell 





»chtLic SPRAY 


natth P and Household 


PREStRves . pysrPnoo” 


e Good-humored, hard-hitting consumer folders 





e 4 12-oz. cans of crystal-clear Krylon (retail $1.95 each) 
e 4 12-0z. cans white Krylon (retail $2.25 each) 
e4 12-0z. cans aluminum Krylon (retail $2.25 each) 





ib} 
°, Waterproof, ocid-resitee 





YOUR COST... $17.20 
YOU SELL FOR... 25.80 
YOUR PROFIT... &.60 
(Open stock priced to bring regular 507%, markup) 
KRYLON, INC., Dept. 1801, 2601 N. Broad St., Phila. 32, Pa. 
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METALOID HOUSEWARES 
METALOID STEP STOOLS 








® 


Metaloid Step Stools with 
**Swing-Ezy”’ rubber 
treaded steps are the 
perfect answer to a com- 
mon problem in every 
home —a rugged step 
ladder that does double 
duty as a convenient 
household stool. Red, 
Yellow, Black or Blue 
baked enamel finishes in 
four handsome models. 
Deluxe models have 
chromium plated legs, step 
sides and back braces. 


HANDY HOSE HANGER 


Another Metaloid Exclu- 
sive — the Handy Hose 
Hanger. This fast-selling, 
inexpensive hanger pro- 
tects and holds garden 
hose neatly and securely. 
Heavy steel construction. 














METALOID 


“The Complete Line 


@ Put new life into your housewares department with 
METALOID’S complete line of NU-TOP Stove Pads, Step 
Stools, Dual Dispensers and Handy Hose Hangers. METALOID 
superiority in construction and design is apparent in high- 
grade materials and skilled workmanship. METALOID'S 
consumer preference means sales for you. 





National Housewares and Appliance Show 
Navy Pier — Chicago, Illinois 
Booths 926 - 928 « January 17 - 24 
















































































BRIGHT METAL CHROME MARGUERITE DAISY 


Bright, modern, handsome designs 
coupled with rigid construction make 


NU-TOP pads the housewives’ favor- 
ites. These extremely popular pads 
are available in bright metal, chrome, 
and lithographed in all popular sizes. 



























GINGHAM GARDEN 


The METALOID Co. 


5815 KINSMAN ROAD °¢ CLEVELAND 4, OHIO 
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Below: RC-38 33” high. 19%” 
x 42” top. A deluxe grill at a price 
that moves it fast, Polished tubular 
legs. Royaltex finish. Also RC-37 
same as RC-38 but with left firebox 














te A 
CHA ? 
SON? 


removed and sauce pans added. gies: ". nae 


on . . 


sé MARKET VALUES! 


a ® 


Extra Accessories can be added at shag tie 
extra cost such as motor driven spit SEE THE 
and upright firebox shown in insert. 
Accessories packaged separately. 











RC-27 31” high. 19” x 34” top. A 
roll away model with exceptional 
styling and features—plus the right 
price for volume selling. 








RC-26 31” high. 19” x 34 \ 


Collapsible tubular legs. j 


” top. 


UW 








Rosar* CHEF Gri ¢ 


To retail profitably from 47>, +44? 


y with accessories to +79 








Here is the new Royal Chef line 
of Barbecue Grills, now in volume 
production. Better order now to get 


Made by the manufacturers of the 
famous Royal Gas Heaters, Royal 
Fireplace Furnishings, famous for 


RC-22 30” high. 16” 











—~o— ae 


x 30” top. ) 











~— yours in time for Spring Selling. QUALITY aad VALUE since 1891. Collapsible tubular lege. y 
signs 2 7 ee 
make Also NEW! * 
GA 
avor- 4 «aa eta eee 
pads SPACE 1119-A weENT AND 
rome, MERCHANDISE MART HLSaa i oe 
sizes. Chicago, Illinois MANUF ACTURING . 
Permanent display of Royal Chef Grills, -— Tennessee ee aandenhalneiieltia 
Gas Space Heaters, vented and unvented, Chattanoos RC-14 14” x 16” fire box. Collaps- \ 
Vented Wall Heaters, Gas Logs, Range ible tubular legs. For picnics, camping. ) 
H10 Conversion Burners, Fireplace Furnishings. — 
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Superior Selling Features 
in America’s Finest Hose! 


WITH A 10-YEAR GUARANTEE 







rr o - 4 
reaTucemeient Jayla * 
GARDEN HOSE 














Has this non-rust Perma- 
grip Scovill coupling 
guaranteed to hold fast 
for the life of the hose. 







Lighter! Better! Stronger! 


@ Made of pure tough plastic (no scrap) 
@ Absorbs no moisture, assuring longer life AVAILABLE IN TWO 
@ Not affected by hot or cold weather CONVENIENT PACKAGES 


. P Each length mounted on attractive 
@ Will outwear rubber and scrap plastic hose Genter cand... 


@ Resists scuffing, cracking, peeling, grease, oil OR each “eer individually boxed for 
. F [ easier handling in reshipping. 

@ Can be twisted without kinking Twelve 50 ft. lengths; Twenty-four 25 ft. 

@ Made to withstand city water pressure 





lengths; Eight 75 ft. lengths to 100 Ibs. 
All sizes packed six lengths per corru- 
gated carton. 








BRIGHT GARDEN GREEN OR CRIMSON RED 


Free newspaper mats and mailing enclosures upon request. 





Distributed by Better Wholesalers 


PLYMOUTH RUBBER COMPANY, Inc. 


Originators of Plastic Garden Hose 
Canton, Mass. 
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88 Toro Distributors, coast-to-coast, offer you un- 
matched convenience, speedy repair work and parts 
delivery . . . the finest in the power mower industry! 





Find your store location on that map? See 
how close you are to a Toro Distributor! No 
wonder you can count on Toro for dependable 
service in the shortest possible time. 


This network of Toro Distributors gives 
you a service system that’s unique in the 
mowing machine industry. Mowers, parts and 
repair work by trained mechanics almost at 
your doorstep! 


No more lost sales when your inventory is 
low—when you haven’t the exact Toro mower 
a customer needs. No more waiting for factory 
shipments. No delays for repairs or overhaul- 
ing. Here’s a service.system as efficient and 
dependable as the Toro mower itself. 

Write for information on dealer service- 
franchises. Get the facts today! 





PARTS QUICKLY AVAILABLE. Most Toro Dis- REPAIRING AND OVERHAULING are done in 
tributors are equipped to provide 24-hour your nearby Toro Distributor’s shop by men 
delivery of any part for any Toro mower. specially trained in maintenance work. Spe- 
No other mower manufacturer gives you cialists handle Toro mowers from factory to 
service like this! distributor to you! 
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Minneapolis 6, Minn. 





e 


and popular 1952 Toro Power Mowers, call 
your nearest Toro Distributor or write: Toro 
Manufacturing Corp.,' 3086 Snelling Ave., 
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Sell em Together 


for Emergency Use = for Outings 


Backed by the Greatest 
Advertising Program 
in Coleman History! 
74 million sales messages 
in LIFE, the POST, and 
leading outdoor maga- 
zines are pre-selling Cole- 
man Camp Stoves and 
Lanterns for you. This, 


plus FREE point-of-sale 
displays, gives you the 
most powerful advertis- 
ing in Coleman history. 
Ask your Coleman repre- 
sentative for details. 
























They Go Together... 


They’re a perfect match ... these 
famous Colerhan Pals... an ideal 
combination that produces two sales and two profits when shown 
and demonstrated together. Every customer that buys either 
a Coleman Lantern or a Coleman Camp Stove is a natural 
prospect for the other. 


DOUBLE SALES APPEAL— Unsurpassed for emergency use; for 
light, heat and cooking in any disaster or power failure. Most 
popular outing pals for hunting, fishing, picnics, vacations. 

Coleman Model 200 Lantern—Most popular all-purpose 
outdoor light on the market. Compact; sturdily built for longer 
service. 8 to 10 hours lighting service from one filling. Flood-* 
lights 100-ft. area. 

Coleman Camp Stove-— Fastest selling stove of its kind. 
Streamlined with round corners. Lights instantly. Cooks like 
a city gas range. Folds up and carries like a suitcase. 

Display ’em together ... demonstrate ’em together ... and 
you'll sell ’em together! 
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BRONSON PRESENTS 


the finest reel 


money can buy 





-+ + BACKED BY THE BIGGEST ADVERTISING 
IN BRONSON HISTORY 


Here comes the biggest advertising barrage ever to back 
one reel—the already-famous Coxe 25-C Coronet. Here's 
a campaign that’s reaching fishermen all over the country 
—in eleven of the nation’s leading magazines—selling | 
this reel and all Coxe and Bronson reels in every territory. 

Despite material shortages, Bronson brings you the pick 
of the line—the reels we know fishermen want. And you 
get them at the same low prices, the same high quality 
you've always associated with Bronson. 

Clear your counters for action. Get ready for a really 
big Coxe and Bronson season. 


BRONSON REEL COMPANY - BRONSON, MICHIGAN 


Division of the Higbie Manufacturing Company 


Bronson 


WORLD’S LARGEST MANUFACTURER 
OF FINE FISHING REELS 
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MAXIMUM OF 
TWO DEALS PER DEALER 





SHIPPED TO YOU COMPLETE — 
Assortment and Display in a Single Carton 


ORDER DISPLAY DEALS FROM YOUR JOBBER TODAY! 
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See Your Distributor or Write Us 


Manufacturer of the Famous Monark Bicycles 
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Complete Line 





Mmonoar SILVER KING, inc 
6501 W. GRAND AVE. 
CHICAGO 35, ILL. 








of Rotary Mowers 


16-INCH ELECTRIC 
U.L. approved, 3 H.P. Delco motor. 
Delco safety switch. Offset, solid-bar 
type, Swedish spring steel blade. Five 
cutting heights. Slip clutch, outboard 
bearing and other quality features. 
Attractive yellow, baked enamel fin- 
ish with black trim. 


16-INCH GASOLINE 

Easy starting, 1.2 H.P. Roto-Power 
engine. Ball bearing crankshaft, out- 
board bearing, slip clutch, automatic 
governor and on-off safety switch. 
Offset, solid-bar type, Swedish spring 
steel blade. Five cutting heights. Yel- 
low and black. 


18-INCH ELECTRIC 

All the features of 16-inch electric 
model, but cuts an 18-inch swath, so 
mows about ten percent faster. Same 
big, easy-rolling steel wheels with 6 
by 1.5 inch rubber tires to protect the 
finest lawn. Smart peacock blue fin- 
ish with yellow trim. 


18-INCH GASOLINE 

Full 1.5 H.P. Roto-Power engine with 
needle bearing connecting rod and 
all features of 16-inch gasoline model. 
Cuts 18-inch swath, so mows faster. 
Same big, easy-rolling steel wheels 
and 6G by 1.5 inch rubber tires. Pea- 
cock blue and yellow. 


22-INCH TWIN CYLINDER 


3 H.P. twin cylinder Roto-Power gas- 
oline engine with ball bearing crank- 
shaft, slip clutch, outboard bearing, 
hand throttle, on-off switch and other 
quality features. Oilite bearing, steel 
wheels; 8 by 1.75 inch tires. Red 
with gray trim. 


Modern design, Light weight and 
easy to handle. The best buy for 
both YOU and YOUR CUSTOMERS. 


mt) 
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The GREEN SPOT, of course. 

For now America’s most complete, high quality line 
of garden hose accessories is broader than ever, with the 
right product at the right price for every customer. 

And you get a great new ’52 Promotion Kit (no fixed 
assortment or minimum order required) featuring the 
“related sales” window display shown at right, give- 
away booklets on lawn care, counter card, dealer news- 
paper ad service, etc. Every GREEN SPOT item is promo- 
tion-packaged with silent salesmen, product displays and 
colorful cartons. 

Heading the line is the WEATHERMATIC, queen of auto- 
matic sprinklers . . . with free-spinning arms mounted 
on ball-bearings . . . distance-marked, adjustable noz- 
zles. There are three brand-new volume items. . . Dura- 
Seal hose coupling and mender, both with king-size 
shanks and wider, dip-shaped clinching fingers that seal 
stronger . . . new, compact Quick Connector machined 
from brass rod for easier hose connections. 

See your GREEN SPOT wholesaler now (merchandise 
available in accordance with metal limitations). 


Gren 
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GET THIS POWERFUL, 3-PANEL DISPLAY 
that boosts all garden goods, not just one line. This window is one of 
hundreds in which the GREEN SPOT display has helped increase related 
garden sales up fo 100%. Consists of full-color, easel-mounted backdrop; 
two matching side panels, listing lawn care items; diagrams for window 
set-up, inside-the-store counter display. .. .See your wholesaler or write 
Merchandise Division, Scovill Manufacturing Company, 36 Mill Street, 
Waterbury 20, Conn. 


GARDEN HOSE ACCESSORIES 


Sprinklers © Hand Sprays « HeseNozzies + Quick Connectors 
““"¥" Connectors © Couplings » Hese Menders + Clamps « Geesenecks 
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DEALERS, JOBBERS AND HOUSEWARES BUYERS 


THE SENSATIONAL SALES YOU EXPERIENCED IN 1951 
ON WONDER-WAND WILL BE DOUBLED IN 1952 
WITH TWO GREAT NEW WONDER-WANDS! 


Wew — Wender-Wand 











; Ee 


$4.95 


DER-WAND users. 





with WONDER-FLOW CONTROL VALVE 


WONDER-WAND brings you two great new values. The SUPER WONDER- 
WAND which you sold at $4.95 will now feature the WONDER-FLOW CON- 
TROL VALVE at no extra cost. A twist of the wrist turns the water on or off 
and controls the flow of water. New feature exclusive with WONDER-WAND 
will attract many new customers and will mean repeat sales to old WON- 


NEW Sicndard Wonder-Wand 








$3.95 





WONDER-WISK inTERIOR BRUSH 
OF 100 USES 











Retailers report sales on tnis 
equalling WONDER-WAND. 
Brush converts to three sep- 
arate brushes that can be 
used with two foot — four foot — six foot 
handle. For walls, ceilings, door tops, radia- 
tors,valances, stair wells, bric-a-brac shelves, 
books, cabinets, venetian blinds and drawers. 


To assure you of doubling your sales in 1952, we are offering a new stand- 
ard WONDER-WAND model at $3.95. This new low price will attract even 
the most budget conscious customer. At this price we are offering the same 
indestructible plastic head with a new combination of natural and DURO- 
STYRENE bristles, three foot aluminum handle and brass hose nut. 








Two New Spring Sellers Which Are Already Matching 
Wonder-Wand Sales Appeal 


COMFY cutivator 


Feature COMFY 
Cultivator and reap 
a harvest of happy 
customers. Its per- 
fect design, quality 
ond appearance 
sell it on sight. Made of tempered chromed 
steel with indestructible plastic handles for 
comfortable grip. Adjustable nylon band 
positions tool for perfect fit. Nationally ad- 
vertised. Featured editorially 

by America's leading home $2 95 
magazines this spring. bd 





TM dliamol ime iielulolelce Mole) (aM ol-1il-ImiilolimohZ-leclel-Meolhiaeltliiemels)o) hel Mel Mirus 


VISIT US AT BOOTHS D1123—D11T25 DRILL HALL—NATIONAL HOUSEWARES EXHIBIT 


WESTERN HOME PRODUCTS, ALLENDALE, N. J. 
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READY FOR PROFITABLE SELLING RIGHT NOW 
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° SMALL INVESTMENT 

© QUICK TURN-OVER i 

TA) a i \ rN 
IN RICH BURGUNDY | 

... YELLOW LETTERING 

eo SIZE, 163x125 x42” 

e NO CHARGE FOR BOARD 

WITH THE ASSORTMENT 

° YOU PAY ONLY COST 

OF APPLIED HARDWARE 





THE NEW eon . Sah NO. 729 
DISPLAY BOARD AND ASSORTMENT 


@ A short line of fast-moving cabinet hardware that’s long on 
AVAILABLE customer appeal and long on profit. Requiring minimum-investment 
PROMPTLY and minimum counter space, it includes the very best items that 
en NATIONAL LOCK has to offer. Materials are Steel and Die 
SUPPLIER Cast. Finish is Bright Chrome. Get this splendid new 


board and assortment and let them work for you. 


DISTINCTIVE HARDWARE... ALL FROM | SOURCE 


NATIONAL LOCK COMPANY 


MERCHANT SALES DIVISION 











ROCKFORD @ ILLINOIS 
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7s THERMOMETERS 


LEM LUAF 












All Larson Household Hard- 
» » » ware packed in plastic bags 
on colorful cards for quick counter sales. 


See Your Jobber 








Refrigerator & 
Freezer 
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AND 





Oven 


pull 
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Thermometer 




















: . % Thermometer 
| > eae SEE US AT 
Swe | BOOTH 835 
| ganjo wan” ~”s« J HOUSEWARES 
| Thermometer SHOW 


: 
¥ 


The finest, moderately priced line of household \ "eq 
thermometers available today . . . COOPER \ # @tiricag 
De LUXE offered by the world’s largest manu- /3 MEAT 
facturer of bi-metal thermometers! 
| They're accurate — they're dependable — they 
sell on sight and go on selling, day in — day 
out, in any season. To add profits galore to 
every business day — order, display and you 


will SELL and SELL Cooper thermometers. Roast Meat 
Thermometer 





These smartly packaged Cooper Thermometers 

are available in open stock or in the A-1 Dis- . 
play package containing two dozen assorted 
thermometers — a complete thermometer de- 

partment on only 11 inches of counter space. 

Inquire about Cooper’s other fast selling items 

including Cooper’s Roast Meat Thermometer 
display. 


DON’T DELAY — FOR INCREASED SALES — ORDER COOPER 
THERMOMETERS FROM YOUR HARDWARE OR HOUSEWARE 
JOBBER TODAY! 


THE COOPER THERMOMETER COMPANY 
* ESTABLISHED 1885 * 
PEQUABUCK § CONNECTICUT 





CHAS. 0. LARSON CO. 


STERLING, ILLINOIS 
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poor et, 107/3” More Profit 
Robesons Frozen Heat” Cutlery! 


It’s true! Robeson’s direct-to-retailer selling gives you 
50% profit on every sale... 1624% more than the 
usual 33443% you get when a ‘‘middleman’’ is involved ! 


This is a mighty important ‘‘plus’’... one that no 
good business man would overlook, especially when 
you consider that Robeson Cutlery practically 

sells itself! And here’s why! 


First, it’s the only cutlery made by the ‘‘Frozen Heat*’’ 
process ...a process which produces a knife that starts 
sharper and stays sharper than any knife made. The 





“Frozen Heat*’’ process consists of exposing the 

metal first to intense white heat, then to a temperature 
of 100 degrees below zero, thereby hardening 

the metal to a razor-sharp edge that lasts and lasts! 


Secondly, your customers know the ‘‘Frozen Heat*’’ 
story, and are conditioned by consistent hard-selling 
advertising in magazines like Time, Good 
Housekeeping and Better Homes & Gardens, to 

ask for Robeson knives. 


And last but not least, Robeson’s unconditional guarantee 
gives you the final, sure-fire sales-clincher that 


Loge 


“Frozen Heat*” 
Cutlery 







*Suarantee: We unconditionally guarantee every product 

we make. Should any customer, FOR ANY REASON, be dissatisfied 
with the performance of any Robeson knife, it will be replaced 

or reconditioned without charge. 

"Reg. U.S. Pat. Off 
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just can’t miss. Your customers know that if they are 
not satisfied, for any reason, with the Robeson 

knife they buy, it will be replaced or reconditioned 
without charge. They just can’t lose... and 

neither can you! 


So why be satisfied with a less profitable line, when 
from every point of view, Robeson Cutlery gives 

you so much more. Mail in the coupon below today 
...and make the most of Robeson’s direct-to- 
retailer selling and Robeson’s sure-fire sales appeal. 





Robeson’s “Cutlery Corner” , 
Here’s a 5-foot showcase that's 





a whole warehouse in itself. 
All the items your customers 
will want with eye-appeal that 
helps sell knives every minute 
of every day! Other floor 

and counter displays to fit 
every retailing need. 


Robeson Cutlery Co., Perry, New York 

| want to know how | can handle the Robeson line in my 
community on a direct-from-factory basis. 

Please send me details about 


Displays 
Dealer Mats and Helps 


Complete line 
Gift Sets only 
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107 







as 
TRADITIONALLY 


AMERICAN 


as the 


BALD EAGLE 


This lock set prac- 
tically settled American frontiers because of its high-quality iron 
and is still doing yeoman service casting which resists rust far bet- 
in a thousand and one ways and __ ter than steel. The ground-finish- 
places. From Canada to Texas’ ed bolts and latches; the snappy 
it is the answer to inexpensive, long-wearing action of doubly- 
adequate, and easily installed inspected parts make it the old 
locks. For over 71 years it has American standby in Skillman’s 

‘ beenthebest long line of readily available, 
made reasonably priced hardware. 








* PROMPT SHIPMENT 


* RIGID INSPECTION | 
* HIGHEST QUALITY PARTS SKILLMAN HDW. MFGYCo. 


* FOR 71 YEARS THE BEST MADE TRENTON-4 ° N.J. ° U.S.A. 
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THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD e 





1 
- 


“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 

bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95,000-110,0 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 

95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specified, 
with flat and chamfered machined 
poe. Nut end, oval point. Land 
tween threads shiny, bright, 
mirror finish. Carried in stock. 


7 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
tod bolts by the cold upset process. 


e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000-160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the col 
upse og ene Cup points machine 
turned. Carried in steck. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve con et adjusting screws — 
Ronsass ead style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, wit th oil holes and 
grooves of different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental! purposes. Steel in- 
- — steel cover Finish: plain, 

c plated, cadmium plated. Size: 
o/1er , 3/4",18/16 canoes the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 





j 
Vi 
| 
f 
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Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 
carried by 
LEADING 
DISTRIBUTORS 









% 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATIONS 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 





Reproduction of Our New Vy, / 7 


\ KY Counter Display Box = // yy ey Az, Z 
VE 2 @ONIAL’S NEW 


N BO Dae Bait ZA ~ PRIZE-WINNING 






WS 


F pnt RUM, 






Az COUNTER 
——— DISPLAYS 


"RETAIL 10c TO $1.98 


Keone OR , REFUND rR 












N $" Guaranteed by 
uae Good Housekeeping 
M ; a, / | +} \ 
Ve dad : ie \\\ by 
7 +601 SINGLE THICK VARNISH BRUSHES #511 DOUBLE THICK VARNISH BRUSHES 
BLACK CHINESE BRISTLES BLACK CHINESE BRISTLES 
RETAIL 15¢ to 39¢ Retail 35¢ to 59c 
Quantity Size Bristle Length Retail Quantity Size Bristle Length Retail 
1 Doz. y/," 11,” 15 1 Doz. x 115{6" 35 
3 Doz. 3 16" .20 1 Doz. 11,” 11546” 5 
2 Doz. 14" 11/6" -29 1 Doz. - 2 11546” 59 
1 Doz. id 1146" 39 3 Doz. Totai 
7 Doz. Total 
#601 WwW SINGLE THICK VARNISH BRUSHES ##511W DOUBLE THICK VARNISH BRUSHES 
Same as +601 with WHITE BRISTLES Same as #511 with WHITE BRISTLES 
Retail 10¢ to 29¢ Retail 29¢ to 50c 
Quantity Size Bristle Length Retail Quantity Size Bristle Length Retail 
1 Doz. Vp” 114,” -10 1 Doz. 11546” -29 
3 Doz. % 1146" 1S; 1 Doz. 11” 11546" .35 
2 Doz. 14,” 111/76" -25 ] Doz. if 11546” -50 
1 Doz. 2" 1146" -29 3 Doz. Total 
7 Doz. Total 
#650 7/,” THICK WALL BRUSHES 
PURE BLACK CHINESE BRISTLES 
RETAIL $1.49 to $1.98 
Quontity Size Bristle Length Retail 
If not available Yy Doz. 3” 2%" $1.49 
at your jobbers, — ay a by 
write us giving 1 Doz. Total 
name of jobber. 














COLONIAL BRUSH MANUFACTURING COMPANY, INC. 


160 WASHINGTON STREET, NORTH 
BOSTON 14, MASS. 


NEW YORK Telephone: Richmond 2-2515 CHICAGO 
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YOU CAN SELL WITH PRIDE aad PROFIT 


CHAMPION DEARMENT 


Yessir, you can be proud to sell Channellock 
pliers . : . besides putting profits in your cash regis- 
ter. Channellock pliers are produced by Champion 
DeArment, a company known for more than 65 years for 
their highest quality tools. Pick up a Channellock plier 
—it even looks like the company that made it—strong, rugged, 
dependable and efficient. Look at the features—Longer Wear- 
ing, No Wear on the Joint Bolt, Closely Spaced Adjustments, Self 
Cleaning—You'll immediately know why Channellock pliers are the 
finest. When your customer friend asks you—‘‘Are these Channellocks 
good?’ You can proudly say—"'Yessir, they're the finest.’ And remem- 
ber, Channellock pliers are made ONLY by Champion DeArment Tool Co. 


CHAMPION DEARMENT TOOL CO. 7 Meadville, Pa. 
Send for Catalog Dl Today. 


a 
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Channellock pliers are listed in the 
Yellow Pages of most Telephone 
Dwectores under “‘Tools’’ 
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One of the five 


top dollar-volume 






Housewares Lines... 


Rubbermaid! 
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Dealers all over the country are 
building big volume profits with 
Rubbermaid. And the average 
hardware store has set new 
Rubbermaid sales records year 
after year. 


Little wonder that Rubbermaid 
is one of the five top dollar-volume 
housewares lines in the country. 
Rubbermaid is the sales-tested 
line that is a basic ‘‘must’’ in 
your store. Rubbermaid replaces 
nothing you now sell . . . and it 
sells all year round. Rubbermaid 
is the matching line of kitchen 
and bathroom items that builds 
profitable multiple sales. And best 
of all, 8 out of every 10 of your 
customers are being pre-sold by 
consistent, large-space, colorful 
Rubbermaid ads in national 
women’s magazines. 


Now you can set up a complete 
Rubbermaid Department in your 
store with this attractive, com- 
pact Rubbermaid Display fixture. 
It saves space, provides colorful 
mass display of the basic Rubber- 
maid assortment at eye level, 
creates multiple sales of matching 
items, makes your Rubbermaid 
sales boom. 


The Rubbermaid Display unit is 
sales-tested, measures 52!'' in 
length, 28"' in width and is 3814" 
high. Fits on any store counter 
or table. 


Available to you immediately 
at $30.00 (far less than cost) 
from your Jobber. Call him 
today. 


Riablermaid @rousewarre 


The original. . . complete . . . nationally-advertised line of rubber housewares 


THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 
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SVa-WAY 


WEATHER STRIP 


for doors and windows! 

















Any clerk, regardless of his experience, can sell Nu-WAY 
Weather Strip quickly and intelligently. And, any customer, re- 
gardless of his inexperience, can install Nu-WAY with perfect results. 
What could be sweeter? We know that’s why you won’t want to 
miss any sales of this all-time favorite. It’s easy to sell because it’s 
the easiest strip in the world to put on! Be ready, order your stock 
of Nu-WAY Weather Strip now! 





COLORFUL DISPLAY CARTON 
MAKES SALES EASIER! 





This handy, attractive display carton 
really sells the goods! Contains one in- 
dividual 20 ft. roll of Nu-WAY, with 
sufficient nails and instructions for easy 
installing. Stock up today! 


ORDER NOW — Your order will be shipped same day received! 


MACKLANBURG 


DUNCAN CO. 


OKLAHOMA ciTrty 1, OKLA. 











Here's the stove pad that will bring 
Springtime into your housewares department. 
This beautifully designed multi-color 
lithographed pattern will prove to be a volume 
builder as a companion piece to the 

National Can Corporation ‘Blossom Time’ 
kitchenware ensemble or as a highly 

salable item by itself. In two sizes: 

17x19” and 14x17”. 


we METALOID CO. 


5815 KINSMAN RD. © CLEVELAND 4, OHIO 





% ® 








Designed to Match 

National Can Corporation 
BLOSSOM TIME 

Kitchenware Ensemble 








ON DISPLAY! 
BOOTH 926 - 928 
NATIONAL HOUSEWARES SHOW 

Navy Pier, Chicago * Jan. 17-24 
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wonderful new traffic item! 
sells on sight! 
every home a potential user! 
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3 simple steps 





to replace 
old-fashioned 
one-bulb 
fixtures 


The Creston MODERNIZER is 
the perfect lighting fixture re- 
placement. Commended by 
Utility Companies and R.E.A, 
Available in a wide selection 
of colors and motifs to beau- 
tify any room in the home. 





Write for FREE literature 
describing Special Package 
deal — Selection #2 











PURITAN LIGHTING FIXTURE CO. 
21 Boerum St., Brooklyn 6, N. Y. 
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FEATURING: 


Order from 
Your Wholesaler, 
or Write Us 
for Reference 





Attractive assortment of pictures lithographed on 
metal blanks permanently clenched into the face 
of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. 


Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 
#3 Ivory 8-17/64" 6” of7” 3ibs.70z. 43 Ibs. 
#8 Ivory 9-3/4” 7” or 8” 5 Ibs. 62 Ibs. 
Packing — | dozen per carton, | gross per case 


J. L. CLARK MFG. CO., Rockford, Ill. 
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HARDWA 


Stock the FLIT LINE! 


This famous product with its great, new guarantee 
will mean bigger volume of ‘profitable sales for you! 





Big Profit Margin on FLIT Aerosol Insect Spray with 
DDT. Push-button action — 12-ounce container. 


FLIT with 5% DDT — kills on contact — leaves 
invisible DDT film for long-lasting action. 


FLIT with Pyrethrum — powerful, quick knock- 
down, sure kill — especially against roaches. 


FLIT Sprayers — sturdy, all-metal, 10- and 
12-ounce sizes for every household use. 


Flit products in new Red, White and 
Blue containers, are featured in an 
intensive advertising campaign 

that tells the famous FLIT story ~ 
in eye-catching sales-building 

words and pictures! 


Traffié-stopping point-of-sale 
support. Colorful displays, 
streamers and cards! 

*To secure refund under this 
guarantee, your customers just 
mail empty original container to 
the address on the package, 

with a letter stating where 
purchased, price paid, and 

teasons for the return. 


Wii MKKKSSS K 


eassy28 yew BQ, BL OS B® , 
REMEMBER, MORE PEOPLE WORLD-WIDE WANT FLIT THAN ANY OTHER 
aphed on “hh oda INSECTICIDE! 
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Laboratory Tests Prove Even Low- | ¢ 
Far Better Than Any Other | Gi 


Ps FIRST IN ALL FOUR 
FIRST IN FIBER GLASS CONTENT 


=a 4 This most important test showed Wonderods have 36% more actual glass fibers 
than the average of all other rods! Here’s the real “inside story” of glass rod 
uality—because strength, action, power and ability to stay straight, depend, 
P ae and foremost, on the percentage of fiber glass strands a glass rod con- 
tains. And remember, too, Wonderod’s hundreds of thousands of parallel 
ee fibers are strung under tension and double bonded. This contributes to 

fonderod’s superior quality and performance. 


FIRST iN HEAT STABILITY 


&n Another important, highly practical test! All rod sections, bent in an identical 
az arc, were placed in an oven and heated to 150° for 24 hours—like jamming a 
rod in the trunk of a car and leaving it out in the baking sun. Seven rods broke 
eee in less than one hour; one in 1% hours; one in 6 hours. Of those that came 
through, the Shakespeare Wonderod showed, by far, the /east distortion—only 
wy ¥ 100ths of i. inch—barely enough to see, 60% better than the next best rod 

at survived. 


FIRST IN CASTING POWER 


cae I This “catapult” test simulates actual casting. (All rod sections were of nearl 
identical measurements. Some were /arger than the Wonderod, none poche ny 
This test proved that Wonderod led all others in: Power to cast farther, easier, 
more accurately (no floppy stick)—Backbone to give those short, sharp twitches 
for fishing top-water bait— Power to land the scrappiest fish. More parallel 
gore fibers strung under tension and double bonded, give you this extra power, 
aster tip action. 





© 


FIRST iN ELASTICITY | NOV 


This fourth scientific, but practical, easily understandable test showed, first of 
all, Wonderod’s higher modulus of elasticity, and once again demonstrated 
that no rod, no matter how it’s made to look like a Wonderod, can equal its Mail C 
backbone, power and “freedom from set.” Under strains that would break 


or cause permanent “set” in steel, bamboo or inferior quality glass rods, 
Wonderods hold up far, far better—and snap right back into place, as these 
tests prove beyond question. : 


FOR THE FIRST TIME! You Can Offer Genuine Wonderods 
with 1-2-3 Zone Action in ALL PRICE RANGES! Prices Begin at 





Now you can offer a genuine fiber glass Wonderod at the Wonderod 1-2-3 Zone Action! This means: 1—Fast tip 
price of an ordinary glass rod! The new Shakespeare action for bullet-like casts; 2—Power to set the hook; 
“Favorite Series,” full length, first quality rods at $7.95, give 3—Accuracy made easy with Tru-Aim double offset han- 
your customers all the superior features of Wonderods, dies. The Wonderod line is complete—with rods for bait 
as explained above, PLUS the design advantages of casting, spinning, fly and salt water fishing. 
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Report of Tests on Fiber Glass Fishing Rods 
PITTSBURGH TESTING LABORATORY PITTSBURGH, Pa. 


| a Eee OTHER MANUFACTURERS: 









YPE OF TEST 





RODs 


Oo FIBER GLass 
CONTENT 
(%) 









RESISTANCE To 
HEAT DISTORTION 
(IN INCHES) 







CATAPULT TEST 
(IN FEET) 





LOAD DEFLECTION 
(IN INCHES) 
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all prices include Federal Tax 


Shakespeare Company 
2, Michigan 
O THE LEADER FOR ALL THAT'S NEW! Dept. HA-1, Kalamazoo 
Cele) Ges 


Send Your Free 1952 Catalog, Price List and Cutaway 
" * 
Wonderod Sample Section to: 
Name. 
Address = 
Zone 
a ieee 


WONDERODS « REELS + LINES + BAITS State 
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Sell 
MPBELL 


CHAIN 


Campbell provides a single source for all kinds of chain—dog 


leads and log chains, tie-outs and sling chains, halter chains and 
binding chains . . . chain for every need. And Campbell Chain 


is packaged for profit—easier to stock, display, and sell. 


Ask your wholesaler—or write direct—for complete information. 


» CAMPBELL ™ 
“See 


CAMPBELL CHAIN Company 


Main Office—Y ork, Pa. 


Factories—York, Pa., and West Burlington, lowa 
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Housewares Selling Guide 


—CT—oS 





owner on page 130. 


A small town dealer tells how he successfully competes 
with big city stores in selling gifts and housewares. Page 
133. 


Here is an unusual lay-out story, showing how a small store 
in a high rent area gets the maximum selling opportunity 
from every bit of space, without sacrificing eye-appeal. 
Page 138. 
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The Outlook for the 


HOUSEWARE’ 
MARKET 


by J. R. KEAGY 


Associate Editor, 
Hardware Age 
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There will be substantial quantities of housewares 
for the hardware dealer to sell in 1952, but some lines may 
be shortened. 

Consumers will have ample funds to buy merchandise, 
but it will probably take more aggressive selling to get 
them to buy. 

While manufacturers are attempting to hold the line on 
prices, higher costs due to higher raw material costs and a 
continuous rise in labor wages and operating costs, will 
probably force some increases in the price of consumer 
goods. 

That, in brief, is the outlook for 1952 as most housewares 
authorities see it. Nothing is certain; rarely have so many 
conflicting forces been at work on the nation’s economy. 
But judging by the situation as they can see it now, that’s 
how 1952 looks. 

Outlook for specific items or lines varies from too much 
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to too little. Goods made of rubber, plastic, some 
wood, will be in good supply. Other lines using 


_ steel, copper, nickel, zinc, etc., will be in much 


shorter supply. 

The outlook for metal supplies appears like 
this: A growing tightness in the first quarter, 
reaching a peak in the second and third quarters; 
possibly some easing by the last quarter as new 
producing facilities come into production. 

However, the supply of goods on dealers’ shelves 
may not follow this pattern. Fairly heavy stocks 
in manufacturers’ plants, in wholesalers’ stock 
rooms and in dealers’ hands will tend to carry 
over well into midyear at the present rate of buy- 
ing—excepting some metal merchandise which 
has never quite caught up with demand. 

The argument of guns versus butter is still 
far from settled in Washington and will proba- 
bly continue to be straddled this year, an elec- 
tion year. But a reversal could come overnight, 
and dealers’ plans should be flexible enough to 
be adjusted to such a condition very quickly. 

Many manufacturers are planning enlarged 
and more aggressive merchandising programs for 
this year, with the feeling that despite threats 
of shortages, it may well take real selling effort 
to keep production lines going. They don’t want 
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to get caught short on selling plans. If raw ma- 
terials tighten up, it is far easier to slow down 
selling than it is to speed them up in the event 
that more raw material is available than had 
been expected. This is a good tip to hardware 
dealers. 

Some lines, especially those requiring copper, 
nickel, zinc, brass, lead, and similar very short 
metals, will probably be shortened and redesigned 
to permit wider use of substitutes. Ingenuity in 
this effort will probably make available many 
more units than would be otherwise expected. 

To obtain more specific and helpful informa- 
tion on the outlook, HARDWARE AGE editors asked 
a number of leading manufacturers of house- 
wares for their opinions on prospects for 1952. 
You’ll find these interesting and helpful com- 
ments on page 142 of this issue. 

While viewpoints of the future vary consider- 
ably, two opinions are shared by all the author- 
ities we interviewed. Those two facts are: (1) 
The housewares market in hardware stores is a 
rapidly expanding market and a profitable mar- 
ket: (2) to take advantage of this market will 
require that a dealer use to the utmost every 
modern method of selling—merchandising and 
promotion—available to him. 


(Continued on page 142) 


What do manufacturers see for 
1952? The answer is on Page 142 
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Housewares 
Show 


To thousands of housewares buyers across this nation, 
January is “show time’—the time of the big Chicago Show, 
the National Housewares and Home Appliance Show. 

Each year the show has been growing, both in the way 
of exhibitors and buyers, and there’s every indication that 
this one will be the greatest in the 16 years of the exhibit. 

There are more exhibitors, and, because of the supply 
situation that is developing, there will probably be a greater 
attendance of buyers. 

Some 8,000 buyers are expected to attend the Chicago 
show during the week from Thursday, Jan. 17, through 
noon of the following Thursday. They will be there not 
only to see, feel and talk about the newest in housewares, 
but also to learn directly from the manufacturers what their 
plans are at this time in regard to any alterations in their 
lines; pricing policies; advertising and promotion and sim- 
ilar matters of mutual interest. 

Some 600 leading manufacturers of all types of tools, 
utensils, decorative wares and appliances will make exhibits 
in more than 900 booths in the huge Navy Pier, and also, 
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Officers and directors of the National Housewares Manufacturers Assn.—(directors, except where 
otherwise specified—left to right); C. M. McCreery, Revere Copper & Brass, Inc.; W. E. O'Brien, 
Toastmaster Products Div., McGraw Electric Co.; Ralph M. Fawcett, Republic Stamping & Enameling 
*Co.; treasurer, J. R. Caldwell, Wooster Rubber Co.; vice-president, S. L. Hanssen, Hanson Scale Co.; 
president, Joseph A. Kaplan, Joseph A. Kaplan & Sons, Inc.; executive secretary, A. W. Buddenberg; 
George Fritz, Jr., F. H. Lawson Co.; E. M. Grable, Aluminum Cooking Utensil Co.; J. W. Alsdorf, 
Cory Corp. 


this year for the first time, there will be more than 120 
exhibits in the adjacent University of Illinois Drill Hall. 

The Drill Hall, situated only 200 feet west of Navy Pier, 
is owned by the city of Chicago and has been leased to the 
University of Illinois for use as a gymnasium. The build- 
ing is 100 feet wide and 400 ft. long and has no pillars or 
other obstructions, which makes it ideal for exhibition 
purposes. 

Everything will be done to make the Drill Hall a vital 
part of the Navy Pier Show, according to A. W. Budden- 
berg, executive secretary, National Housewares Manufac- 
turers Association. 

The Drill Hall will have its own registration desk, check- 
room and restaurant facilities. Because of its proximity to 
Navy Pier, buyers will have little difficulty in covering both 
sections of the exhibit. 

Both halls have a combined space of 360,000 sq. ft. 

Demand for space at the coming show hit a record high, 
according to Mr. Buddenberg. 

“We began the search for additional exhibit facilities as 
soon as we filled Navy Pier, for the fourth consecutive year, 
and realized the large number of applicants who would have 
to be turned away for lack of space,’ Mr. Buddenberg ex- 
plained. (Continued on page 124) 





“There is no doubt in my mind that our exhibits 
have grown to mean more than mere trade shows to 
the industry. They are an integral part of the industry 
for which there is no substitute. 

“They are today recognized as the national meeting 
places of the nation’s buyers and manufacturers of 
housewares and appliances. They are the only avenues 
by which the segments of our varied industry, with its 
common interest, can gather to discuss mutual prob- 
lems and policies at the top personnel level.” 

Growing steadily since the first one in 1939, the ex- 
hibits have keep pace with the industry and are now 
among the largest in the country. 

“That both manufacturers and buyers heartily en- 
dorse these exhibits is attested by the enthusiasm and 
record attendance which are marked up at each suc- 
ceeding exhibit,” Mr. Buddenberg stated. 

He explained that it was a spirit of cooperation 
which prompted two existing organizations in 1940 
to forget their differences, caused by a disagreement 
over administrative policies, and to combine into a 
single association for the good of the industry. 

Again, in 1946, Mr. Buddenberg explained, it was 
the same spirit of cooperation which brought the Na- 


tional Housewares Manufacturers Association and the 
New York organization together to become national in 
scope as well as in name. 

“This merger,” stated the N.H.M.A. executive sec- 
retary, “was endorsed by all segments of the industry 
because, for the first time, it created a single national 
manufacturers’ organization with the responsibility 
and experience necessary to sponsor non-profit exhibits 
which were representative of the entire housewares 
industry. 

“Both buyers and manufacturers who strongly rec- 
ommended such merger action realized, that with the 
return to peacetime production and so-called normal 
markets, there was a definite and paramount need for 
the best possible exhibits for the industry—sponsored 
by a single, truly representative national manufac- 
turers’ association.” 

The show’s dinner-dance again will be held at the 
Palmer House, on Tuesday, Jan. 22. Evelyn Knight, 
popular songstress, will headline the entertainment 
revue. She will share the spotlight with Peggy Ryan 
and Ray MacDonald, young comedy dance team of the 
movies, stage and television. 








National Housewares and Home Appliance Show Exhibitors 











The following is a list of exhibitors at the 16th such exhibit 
operated by the National Housewares Manufacturers Association. It 
was complete as at press time. Every effort has been exercised to 
make it complete and accurate, but HARDWARE AGE assumes no respon- 


sibility for omissions or errors. 


Over 525 exhibits will be found in Navy Pier and another 100 or 
more will be in the adjacent University of Illinois Drill Hall. Manu- 
facturers exhibiting in the Drill Hall are indicated in the list below 
by the letter “D” preceding the booth numbers. 


300th No. 
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Booth No. 
ABB Bile: Co. 5sscciews 880-882 
Abco Metal Products, Inc..620-622 
Bee Products Co... ..6..200% C-513 
Aladdin Industries, Inc.. .521-523 
Alladin Plastics, Inc........ 1011 


Allied Basket Co... D-1233, D-1235 
All-Luminum Products... .C-1009 


Allura Products, Inc........ 165 
Aluminum Cooking Utensil 
Oe sida see eesiied 715-717-719 


Aluminum Goods Mfg. Co. 
156-158-160-162 


Aluminum Specialty Co...... 801 
American Casserole & 
Specialty Co., Inc....... D-1124 


American Family Scale Co... 921 
American Plastic Products 


WN 5 ees cancieraia 849-851-853-855 
American Sponge & 

Chamois Co., Inc........ D-1227 
American Tack Co., Inc...... 463 
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Booth No. 
American Windshield & 

Specialty Coe. ....0..0.. 845-847 
Asmertime, INC. 2.5. -0060ss. D-1121 
Ames Mfe. Co. Ine..:.....: 480-482 
Amsterdam Broom Co. ...... 833 


Anchor Hocking Glass Corp. 
D-1216 D-1218 
Appliance Corp. of America. 780 


Ardmore Products Co....... 528 
Aristocrat Clock Co......... 673 
Arlington Mfg. Co., Inc...... 755 


Armor Bronze & Silver Co. 
D-1154 D-1156 
PNG! COs, THE... dicccccncaaes 
Artcraft Wire Works ....... 1009 
Artistic Wire Product Co., 

EES ee ctr eae D-1153 
Artsam Co., Inc. .....294-296-298 
Artwire Creations, Inc. ..... 330 
Arvin Industries, Inc. .473-475-477 
Associated Plastic Cos., Inc. 

512-514 


Atlanta Stove Works, Inc..D-1229 


Atlantic Sponge & Chamois 


NEO ccbcihaic als qisvrtnienie S550 C-452 
Atlantic Tubing & Rubber Co. 269 
Atlas Tool & Mfg. Co....... C-517 
Auerbach & Co., T. H....... 170 
Automatic Wire Goods Mfg. 

ee ae 478 
PUTEE TOG b.Scdisiassdencws 380 


BW Molded Plastics ..... 976-978 
Babcock & Preuss .......... 411 
Bailey Mfg. Corp... . .989-991-993 
Ballonoff Metal Products 


Ny sae a ta seiaet eg cd 870-872 
Barry Importing Co. ........ 263 
Basic Products Corp........ 417 
Bates Art Creations Inc... 704-706 
ES re err 889 


Beacon Plastics Corp.....469-471 


(Continued on page 183) 
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The key to successful housewares pro- 
motion is an appealing theme. Here 
are some good, practical ideas from a 
man who handles advertising for six 


stores of the Warner Hardware Co. 


By EDWARD W. RHODES 


Advertising Manager 
Warner Hardware Co. 
Minneapolis 


Housewares, more so than any other goods carried in 
hardware stores, lend themselves to seasonal and holiday 
promotions, and nothing that dealers can do will make their 
cash registers ring more frequently than to tie their house- 
wares promotions to seasonal themes. 

Certain national holidays, the four seasons, and numerous 
gift-giving occasions can all be used as basic themes for 
housewares promotions. 

In promoting the sale of housewares through newspaper 
ads or store-wide display, seasonal themes are important 
factors. The theme, or heading, lays the ground work for 
the promotion and gives it direction. 

Taking St. Valentine’s Day as a starting point for a late 
winter campaign, items should be featured that a man might 
buy for his favorite girl or his mother. The theme that we 
developed last year to headline this promotion was, “Your 
Valentine Desire.” 

The National Valentine Council has some fine point-of- 
sale display material, plus newspaper ad helps. For those 
interested in obtaining help from this source, the address 
is: 350 Fifth Ave., New York 1, N. Y. 

After Valentine’s Day spring cannot be far behind, and 
housecleaning time presents numerous possibilities for pro- 
motion themes: “Let Our Household Helpers Do Your 
Spring Cleaning,” “Start Spring With a Clean Sweep,” 
and with this tyne of slogan such items as mops, brooms. 
garbage cans, cleaners, waxes, shelf hangers, pails, and 
moth-proofing accessories can be featured. 

A different approach for the same category puts the em- 
phasis on time and work saver devices. A phrase such as 
“Modern Housewives Use Modern Methods” introduces the 
standard articles of an up-to-date hardware store and 
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Housewares Promotion Click 











appeals toa smart woman: The new 
sponge mops, autowash brushes, 
the new easy-to-use no-rub polishes 
and cleaners, waxes, window spray- 
ers, carpet sweepers and applica- 
tors, clothesline hangers, adjustable 
ironing boards, steam irons, iron 
holders, handy hampers and stor- 
age hangers. 

Mother’s Day brings the next op- 
portunity on the calendar for a 
housewares promotion. Usually in 
this type ad the bigger ticket luxury 
items are _ highlighted. ‘Make 
Every Day a Holiday for Mom” 
could be the theme for an advertise- 
ment of fine cookware, electric ap- 
pliances such as toasters, irons and 
griddles, or quality earthenware. 

June and wedding time offers 
other strong promotional possi- 
bilities. “Shower the June Bride 
With Gifts From Blank’s” or “Wed- 
ding Bells Call for Home Furnish- 
ings.” Bridal showers demand 
gadgets and simple kitchen uten- 
sils: knife sharpeners, food mills, 
knives, cookie jars and can open- 
as. The gifts that the wedding 
bells would call for would be the 
more expensive household articles, 
such as a waffle iron or a carving 
set. 

As summer approaches, hard- 
ware stores have a unique chance 
to push canning supplies. They 
are the logical headquarters for 
jars, blanchers, large kettles, pres- 
sure cookers and a promvtion could 
be headlined “The Fruits of Your 
Garden Can Be Preserved With 
Supplies From Blank’s” or ‘“Can- 
ning Haven for Gardening House- 
wives.” 

A new and _$fast-blossoming 
housewares section contains freez- 
ing supplies. At Warner’s, last 
year, we developed the testimonial 
technique, using the picture of a 
good customer, with a quote, “I 
Buy My Frozen Food Packaging 
Supplies at Warner’s. It’s So Easy 
to Shop at Their One-Stop House- 
wares Centers.” Another theme 
for a special promotion on freezing 
supplies might be “Your Freezer 
Can Be the Horn of Plenty Next 
Winter.” 

As summer leads into fall and 
housewives take renewed interest 
in baking, the situation might call 
for a “Good Old-Fashioned Baking 
Utensil Sale,” or “Take Inventory 
of Your Kitchen . . . Get Your Bak- 
ing Needs at Blank’s.” Besides the 
usual baking pans and dishes there 
are bun warmers, cookie sheets, 
oven broilers and timers. 

“Prepare for Thanksgiving With 
Efficient Kitchen Helpers,” is a 
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heading that could herald one of 
the best seasons of the year for the 
sale of housewares. Besides the 
usual values in roasters, basters, 
nut dishes and choppers, there is a 
good chance to push the sale of 
knives. Other headline suggestions 
might be: “Our Kitchen Aids Will 


There are many housewares pro- 
motions that adapt themselves to 
any season of the year. One of the 
oldest and yet traditionally success- 
ful is the “Housewares Fair Begin- 
ning Monday. Fun and Bargains 
for All... Demonstrations .. . De- 
licious Food Samples, yes, be 
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Mrs. William Martin 
4231 Salem Ave. 

St. Louis Park 
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\{I BUY MY FROZEN FOOD PACK. 
JAGING SUPPLIES AT WARNERS. 
IT’S SO EASY TO SHOP 
AT THEIR ONE STOP 
HOUSEWARE CENTERS. 


LILLY NESTRITE CONTAINERS 


Ideal for packaging fruits and berries in sugar 
I Also for vegetables, chopped meat 
many cooked foods. Simply fill, snap in 
g disc lid and place in quick freeze 3 a 
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A testimonial technique was used in ads such 
as these for a Food Packaging Promotion. 


Help You Stuff ‘Both the Turkey 
and the Family,” or “Even a Tender 
Turkey Calls for a Sharp Knife . 
See Our Fine Selection of Carving 
and Kitchen Cutlery.” 

Finally to complete the cycle, 
Christmas comes with the hun- 
dreds of possibilities: “Let Our 
Housewares Department Play Santa 
to Her,” or “The Bright Stars Un- 
der Any Tree Come From Our 
Housewares Department,” or 
“Santa’s Helpers Have Been Work- 
ing Overtime in Our Housewares 
Department.” The gift sugges- 
tions are unlimited and because 
men often do the purchasing of 
housewares at this season, gift 
wrapping should be featured: “Get 
Her Wanted Housewares Gift From 
Blanks .. . and Let Us Help You 
Gift Wrap It.” 


sure to come to the fair.” “See 
the grandstand values and the bar- 
gain homemakers midway.” The 
circus motif easily lends itself to 
colorful and easy store or depart- 
ment decoration. Of course, you 
would want to have at least a few 
“fair specials” a value in alumi- 
numware, mixing bowls, or a two- 
for-one paring knife special. 

Sometimes just a simple heading 
such as “Housewares ... Tre- 
mendous Assortments . . . Thrifty 
Prices” will give you the proper 
impetus. In a recent successful 
popular promotion this headline 
was used, “Housewares in All Six 
Stores, Something to Crow About.” 
Any and all houseware items can 
be featured. 

Sometimes it is fun and profitable 
to pinpoint the promotion with a 
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rodhonan Blanks.” An ad of this type gives 
ante. you a chance to show a good assort- 
ind ment of matching canister sets, 

De breadboxes, salt and pepper and 
es, be match sets, step-on cans and waste 


baskets. 


Play Up Anniversaries 






Many times your store anniver- 
sary or birthday gives you a good 


excuse to push housewares. In ei PO es 

Warner’s last anniversary ad we ee SN 
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knives, step-on cans, alarm clocks, 
and french fry sets. The topper 
read “Our 76th Anniversary Sale, 
One of Our Greatest Sales”... “a 
gigantic celebration to save you 
money ... our annual opportunity 
to say ‘thanks’ to our old cus- 
tomers, and ‘hello’ to our new 
friends with planned bargains for 
every budget.” 
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| Then there is the ad which ex- y BRIGHT STARS . roughs . 
> ploits just a single item. “Another emes suggest- 
2) Homemaker Helper Ka-Na-Ba for UNDER THE i a by ~ au- 
/ a sparkling home .. . a bright and Ee FROM UR thor. Lower 
j shiny car... ete.” COM three themes 
One of the oldest of the tested were used in 
houseware headings is “Take Your HOUSEWARES DEPT ae 
Pick of Housewares for One Dol- iin. year. 
lar” or “Just Look What $1 Will 
Buy at Blanks Housewares - De- 
partment.” It is simple to find 
dozens of houseware items that fall 
into this category. In making up 
the list of items it is possible to 
offer combinations that equal a dol- 
lar, two waste baskets for $1.00 
or glass vases, 3 for $1.00. 
” “See Feature Departments 
the bar- 
” The Finally one of the best ways to 
itself to advertise housewares is to show the 
depart- actual department by the use of 
rse, you photographs. (Particularly apropos 
st a few when the department is either a 
1 alumi- new one or has been modernized). 
r a two- “We’re Proud of Our New Face”; 
al. ; “Announcing an Addition to Our 
heading Family ... a Gleaming New House- 
POR wares Department,” “Something 
New Has Been Added .. . and Are 
Bevan We Proud.” 
uccessful e sroud. 
headline Whatever the promotion, be it 
All Six large or small, whatever the head- 
- About.” ing or theme decided on, it is only 
ems can the beginning. The merchandise 
follow through is, of course, the 
yrofitable most important of all and is another 
1 with a story in itself. 
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* « ¢ Good housewares volume takes planning . . . in win- 
dow trim, in interior displays, in merchandising practices, in 
salesmanship. In this candid photo sequence the HA camera 
demonstrates how alert merchandising at the Charles Librett 
Hardware store, New Rochelle, N. Y., has built profitable sales 
volume. In developing these successful merchandising methods, 
Charlie Librett draws heavily on the advertising, promotion and 
merchandising services of Masback, Inc., New York wholesaler. 
A. C. Ewert, Masback sales representative, is occasionally 

asked to address store meetings 


Librett's eye-catching window attracts the eye 
of Miss Anita Mincello (photo at left), a 
bride-to-be, on a shopping trip. Alert dealers 
recognize that a window is a store's first point 
of direct selling contact. The window brought 
Anita into the store (lower left), where an 
attractive open display of related housewares 
reminds her of things she needs and lets her 
see and feel the merchandise. Price tags en- 
courage self-selection, especially important 
when a sales person is not immediately avail- 
able. Courtesy and a pleasing appearance 
are vital in selling women. Here (below) 
salesman Joe Panico greets the bride-to-be- 
shopper and offers his assistance. 
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Mrs. Nettie Acocella, in charge Ceo eae 
of Librett's housewares depart- i 4 - 4 
ment, takes charge of the bride- ; 4 ca a 
to-be shopper and immediately | ff fi b e 
has the customer handling a idl oa. ult 
cooker, the first step in making ee 
ao sale. Mrs. Acocella's product SG Ree 
knowledge enables her to give i 
the shopper an interesting and 
instructive description of the mer- 
chandise. A good assortment in 
a line is also important in Lib- 

rett's merchandising policy. 


Never overlook the impulse pur- 

chase, Librett's believes. After 

purchasing a pressure cooker, the 

customer's eye was caught by this 

nearby cutlery display and an- 
other sale is made. 


Know your merchandise, is a 
good motto for any store. Here 
the sales woman has the cus- 
tomer interested in a mixer and 
she is explaining its sales points 
in detail. If the customer doesn't 
buy this time, she knows where 
she can buy it when she wants it. 
Note again the effective use of 
open displays. 








Credit is an important selling tool in overcoming buying & 

resistance. The sales woman's discussions with the customer 

has revealed that she and her husband-to-be have steady 

jobs and would be good credit risks. Here the customer is 

encouraged to fill out a credit application. Here is a 
repeat customer in the making. 


Follow through is us important in selling as in golf. Mrs. 
Acocella, the saleswoman, pleasantly helps the customer 
leave the store with her several purchases . . . more than 
she had originally intended to buy . . . with the reminder 
that she would be glad to help the bride's friends avoid 
duplication in their purchase of wedding gifts. She believes 
that a sale well closed is another sala wel! begun. 
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Since women purchase’ most partme! 
housewares it is especially im- Try t 
portant that any store attempting or dar] 
to do a profitable business must and of 
give special attention to its dis- color. 
plays—both in its windows and in Meta 
its interior displays. ored m 
Window displays give the clue to Marval 
what the shopper can expect when rich tor 
she enters. It is most important royal b 
that the store takes special efforts or light 
to make a favorable impression. enough 
The hardware dealer should not go 
be afraid of “art” in his window retin 
or interior displays. It helps sell ARM ASSEMBLY & 
to the modern woman who sees 
what she likes in her magazines, 
or on television. Public taste is Soft 
turning toward style. With mini- black a 
mum equipment, but maximum hued cz 
originality, your store will be kitchen 
equipped to give it to them. . ; Intro¢ 
Sinee cena shoves cammet afford - Mop may be pretty corny, her designer confesses, but whenever atau 
. she's used by Rye, N. Y., store she creates lots of interest, Many 10r 
the service of trained display men, variations of such comical creatures, can be made from regular gated p: 
the owner or one of his employees hardware store merchandise. direct f. 
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must undertake the task of trim- 
ming tue windows. 

however, tnere are many ways 
of creating such displays, even in 
smali haraware stores, which have 
the ieast time and display area. 

A alspiay which appeals to the 
feminine sense of color and style 
often results in more sales than 
one merely accenting utility or low 
price. 

Color is one of the best tools in 
building any display. Used wisely 
it attracts the customer’s eye while 
showing off the merchandise to ad- 
vantage. 

Red and yellows have the strong- 
est eye-catching power and the 
most psychological sales appeal in 
themselves. However, the color of 
the merchandise to be shown is the 
most important thing to consider. 

Color should be handled for good 
visibility first; eye appeal second, 
and good taste third. 

For good visibility use light 
backgrounds for dark objects, and 
dark backgrounds for light objects. 
Contrast textures in the same way, 
shiny against dull, dull against 
gloss. 

A medium blue-green, neither 
dark nor light, and greyed enough 
to be almost neutral is a good color 
for hardware store fixtures be- 
cause almost any color shows up 
well against it without clashing. 
However, areas of gay colors be- 
hind or under merchandise help 
feature various individual items 
and glamorize the housewares de- 
partment. 

Try to pick grounds either lighter 
or darker than your merchandise 
and of a pleasantly contrasting 
color. 

Metalwares go well on solid col- 
ored material such as oil cloth, 
Marvalon, or display paper in deep 
rich tones of green, red, pink or 
royal blue. Avoid the pale blues 
or light yellows which do not give 
enough contrast to the bright re- 
flecting surfaces, but use these pas- 
tel tones under wooden wares and 
wrought iron. 


Best Colors to Use 


Soft medium grays and shiny 
black are best used with bright 
hued cannister sets, pottery and 
kitchen equipment. 

Introduce color in window and 
interior displavs by using corru- 
gated paper. This may be bought 
direct from display houses, or sal- 
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vaged from the discarded displays 
of local drug or liquor stores. 
Watch the windows of stores in 
your localities for signs of a pro- 
fessional window trimmer at work, 
and when you find one, ask the 
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CORRUGATED PAPER 


Display accessories can easily 
be made from corrugated paper, 
from instructions in text. 


( CARDBOARD DISC 
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owner what he does with the old 
displays. If he merely throws them 
away, he will probably be glad to 
let you carry them away for him. 

Liquor stores usually change 
their window displays most often, 
and are most likely to have dis- 
plays still in good condition when 
removed from the windows. 

Go over these displays carefully 
to salvage such small treasures as 
king size display pins, metallic or 
pebble grained paper, bits of dis- 
play velvets and rayons, stone ef- 
fect paper and artificial grass. 
Throw away what you do not want 
and roll the rest neatly for storage. 

Keeping a list of what you ac- 
quire this way saves time later on. 

Corrugated paper comes in rolls 
up to five feet in height. If the 
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roll is stood on end, the corruga- 
tions are vertical. ‘hese corruga- 
tions make it possible to bend the 
paper into rolls, cylinders, flutes 
and curves. It will take on the 
shape of any form about which it 
is tacked. 

This paper will not bend in the 
other direction (with the corruga- 
tions in a horizontal position), but 
folds nicely for different effects. 

The back is marked oil into mea- 
sured squares which makes it pos- 
sible to cut straight lines, scallops 
and fancy shapes with equal ease. 
The only tools needed for working 
with this paper are a pair of scis- 
sors, a small office stapling ma- 
chine, and a paper of pins. 

To make a display pillar or 
column from corrugated paper, 
place the roll so that the corruga- 
tions run up and down the height 
of the pillar. Cut off a piece the 
height you want the pillar to be, 
and wide enough so that it forms 
a cylinder of the desired diameter 
when rolled into shape. Staple or 
pin the edges together to form the 
cylinder. Then band the ends with 
strips of cardboard and cap with a 
cardboard disc. (Another card- 
board band placed on the inside 
makes the column stronger, and 
helps it hold its shape). 

For showing heavier merchan- 
dise, stretch the corrugated paper 
around cans of paint or garbage 
cans. Professional window trim- 
mers use wooden frames on which 
to construct the pillars. These are 
easily made by nailing squares or 
discs of scrap lumber together 
with wood strips of the desired 
length, and tacking corrugated 
paper over this frame. 


Displays Are Reusable 


Corrugated paper is made in 
every rainbow color and the me- 
tallics. It may also be obtained in 
a form called “half-curve” which 
has larger flutings, and is especi- 
ally nice for tall architectural ef- 
fects. With care, the same display 
paper may be used over and over. 
When it becomes faded, touch it up 
with showcard colors and _ chil- 
dren’s chalks. 

Small pieces of this renewed 
paper may be combined with bits 
of crepe paper to form interesting 
landscape backgrounds for garden 
tool, lawn furniture, or paint dis- 
plays. Hang a light blue Marvalon 
sky first, then staple the corru- 
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gated paper into place below it. 
Leaves, grass, branches, all add a 
realistic touch if used in the show 
window. Flame-proof cotton clouds 
floating across the sky make the 
whole scene quite convincing. 

Marvalon is a plastic coated 
paper sold in many department 
stores. It comes in shelving width, 
or 42 in. and 46 in. widths. It cuts 
and pastes like ordinary paper, but 
it has a thoroughly washable sur- 
face which will not peel or crack, 
even when folded. All solid colors 
and many attractive prints are 
available. Since the surface of 
Marvalon is less shiny than oil 
cloth, it is more desirable as a dis- 
play medium. 

Marvalon may seem expensive 
as display material, but if it is 
purchased at the wholesale rate, 
and if it is rolled carefully when 
not in use, it proves very economi- 
cal. The same Marvalon may be 
used over and over because dirt can 
be washed off without harming the 
color. 

Children’s chalks or showcard 
colors mixed with soap take well on 
Marvalon, as does India ink. These 
media may all be washed off when 
a particular display is to be 
changed. 

For quick, easy color in a win- 
dow or on a fixture, merely stretch 
a strip of bright colored Marvalon 
across the surface and hold in place 
with thumb tacks or staples. For 
a really tailored job, fold the edges 
under for about two inches to give 
the Marvalon more body where the 
tacks go in. 

Staple Marvalon over cardboard 
mats of various shapes, or over 
cardboard cartons to make step-ups 
for quick changes in the house- 
wares department. 

Marvalon will not fade even 
after months exposed to direct sun- 
light, but avoid letting light strike 
through from the paper side, as 
this tends to yellow the material. 

Next to color, the best display 
tool is novelty. We find that an ex- 
cellent eye-catcher in any window 
is a human figure made from the 
various items of merchandise we 
carry in regular stock. 

Our favorite is Miss Mop. Con- 
struct this lovely blond by setting 
an iron garden rake, head upward, 
firmly into a Christmas tree stand. 
Tie the handle of a yellow dust mop 
to the rake so that the mop head is 
about a foot above the rake teeth. 

Stuff a paper bag with rags for 
the head, marking the features 
with Listo pencil, Scotch tape, or 
whatever you have on hand. Pin 
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or wire this head under the mop. 
Pad out the figure with newspapers 
wrapped around the mop and rake 
handles and caught in at the waist 
with twine. 

The arms are tightly rolled 
newspapers or cardboard mailing 
tubes. 

Dress the lady in fancy dish 
towels, cheesecloth, oilcloth, bur- 
lap, or whatever you want to dis- 
play. Pins or large basting 
stitches which can be removed later 


startling enough in itself. For ex- 
ample, work gloves stuffed with 
paper and wired to dowels of vari- 
ous lengths which are then stuck 
through holes in an inverted cone 
shape mop wringer. This gadgei 
is especially effective if used on a 
small electric turntable, and any 
small objects placed on the palms 
of the gloves show to perfection. 

Hanging merchandise in mid-air 
is another way to call attention to 
small scattered objects. Wire, 





FINGERS FOLDED 
IN AND PINNED 


This trick display unit can easily be constructed from regular store 

stock. Invert a cone-shaped mop wringer; stick dowels in the holes; use 

wire to attach white work gloves, stuffed with paper. Small items can 

be placed on the palms or hung on the fingers. It will attract more 
attention if placed on a small electric turntable. 


for sales purposes hold her gar- 
ments in place. | 

Each sleeve is a dish towel 
pinned into a cylinder form and 
caught in at the wrist with the 
same rubber band you use to hold 
the hands to the arm. The hands 
are rubber or work gloves stuffed 
with paper and placed over the ends 


of the arms, held on with rubber 


bands. 

Many fashionable variations in 
her dress can be made with kitchen 
gadgets. 

Old and trite as this mannequin 
idea seems, it is still a favorite 
with our customers. They like 


. Miss Mop in the role of barbeque 


chef as well as cleaning lady. Many 
stop in to ask how to construct 
these figures for their own parties 
and bridal showers. 

Sometimes showing an _ item 
away from its usual setting is 


string, or dog leashes may be used 
for this. Chicken wire stretched 
across a display area holds many 
small kitchen gadgets and shows 
them off individually. 

In hanging merchandise against 
a wall or display back-drop, it is 
often well to merely tie wire or 
string around the merchandise 
itself and then staple this loop to 
the wall. This avoids marring the 
merchandise, and the large staples 
used with a screen stapler will hold 
many pounds of weight. 

Another handy product for fast- 
ening price tags to merchandise 
and making unruly small items lie 
in the desired position in the show 
window is two-way tape, a Scotch 
tape product which resembles mask- 
ing tape, but has adhesive on both 
sides. This is invaluable in stick- 
ing the edge of Marvalon mats to 
the floor or fixture. 
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for small town store 





A view of Haydon housewares section. 


e used 
etched 
many 
shows 
gainst Just about as soon as new and 
, His popular housewares and gift mer- 
ire or chandise comes on the market it 
andise makes its appearance in the win- 
0p “0 Small town customers demand big town service, dows and in the attractive store 
ng the " S isple ’s Hardware, of 
~ oom Haydon Hardware believes, and its housewares ene ge pve — ged 
ll hold trade proves it right — Here’s how they find 8,000. ; 

8 # $ A a Ss The people of Rushville, and 
. fast- and maintain this profitable business in an thousands of others for miles 
andise . : around have discovered for them- 
ms lie Indiana town of 8,000 population. selves, and have been told by their 
_ show friends, that they will get a wider 
Seotch variety of carefully selected, new, 
mask- top-brand merchandise at Haydon’s 
1 both than if they travel about 25 miles 
stick- to Indianapolis, or about 40 miles 
ats to to Cincinnati. 


Early in his fairly short busi- 
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ness career, Dick Haydon realized 
that unless he developed a strong 
merchandising policy to keep his 
trade at home, he was going to lose 
a substantial percentage of this 
business to the big city stores. 

The foundation stones to his mer- 
chandising program are: 

1. Getting the very newest items; 

2. Providing wide variety; 

3. Stressing quality numbers; 

4. Presenting it with modern dis- 
play techniques, and 


feel that it is our duty to visit each 
room where merchandise is on dis- 
play. 

“After all, the manufacturers 
and manufacturers’ agents spend 
their good money to help us through 
this medium of exhibits. Many 
buyers go to the market and see 
only the highlights of the shows, 
but over a period of years we have 
found that it definitely pays divi- 
dends to check each line. 

“Each order,” continued Mr. 





Brightly lighted window displays give 
a picture of the merchandise inside. 


5. Creating store traffic through 
consistent advertising and frequent 
promotions. 

Mr. Haydon does not wait until 
the big city stores have found and 
promoted new lines before adding 
them to his stock. He goes right to 
the sources, seeking out new mer- 
chandise. He visits trade shows 
and watches trade publications for 
new items. 

Once he has found new and in- 
teresting merchandise he loses no 
time in telling his trading commu- 
nity about it, not only by advertis- 
ing, but also by window display. 

Big city store operators might 
well travel to Rushville to take a 
few tips from Dick Haydon on dis- 
play and merchandising techniques. 
His store is one of the brightest 
and most colorful to be found for 
miles around. 

“In my opinion,” Mr. Haydon ex- 
plains, “it is most important for 
buyers to attend the various trade 
shows such as the Chicago house- 
wares show; the Pittsburgh glass 
and china show; the two Chicago 
gift shows, and the various exhibits 
in the up-and-coming California 
market. 

“It has always been our policy 
to go and see what is being offered 
and to check on all merchandise and 
lines. We go to the market with 
the idea of seeing every line that is 
being exhibited since we definitely 
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Haydon, “is placed on a bona fide 
order form and at the time orders 
are placed, shipping instructions 
and/or hold for confirmation in- 
structions are given. 

“As soon as merchandise begins 
to arrive in the store, lines are 
checked with the salespeople, who 
in turn have been given informa- 
tion regarding trends, promotion, 
etc., of new items in the lines of 
the larger stores in surrounding 
towns. 

“Appropriate displays of these 
new items are made as quickly as 
possible in order to let the people 
of our community and trading area 
know that Haydon’s always has 
new merchandise. 

“We frequently have customers 
come in and ask ‘What’s new?’ and 
we are happy to give them the 
names of brand new sterling or 
chinaware patterns. It is a pleas- 
ure both to me and the people in 
my organization to be in a position 
to offer currently popular items.” 

Mr. Haydon says it is absolutely 
necessary, in merchandising, to 
keep all displays in good shape and 
bright and shining. 

“Our personnel,” he boasts, “are 
very fine about helping to keep the 
merchandise and shelves in excel- 
lent condition at all times. 

“Naturally, we find it difficult, 
particularly during the _ holiday 
season to do this, but we continu- 


ally receive compliments on the con- 
dition of our store. 

“Unless displays are properly 
maintained and well stocked, they 
are no drawing card, and it is ex- 
tremely important in my opinion 
to see that all tables, and wall shelv- 
ing are well stocked. 

“The angle at which items are 
placed on these displays is impor- 
tant and only in a few sections, 
such as the Pyrex table, do we allow 
stacking of merchandise; here we 
do know that mass display is most 
important.” 

This store recently added an- 
other Monarch printing machine 
for use in its housewares depart- 
ment and these uniform labels have 
helped in adding to the attractive- 
ness of such commonplace items as 
pie plates, etc. 

These gummed labels provides 
the store with a uniform marking 
system throughout the store on 
which is coded the month of pur- 
chase, cost, size, etc., and retail 
size. 

This Indiana store was recently 
redecorated from front to rear and 
beautiful soft colors were used. The 
colors are plum, chartreuse, jet, 
Alamo brown, Great Lakes navy 
blue and bottle green. 

“People actually come into the 
store to see the color scheme and 
displays, and much to our delight 
they consider our store a necessary 
stopping point in our community, 
especially when they have out-of- 
town guests.” 

Four women are normally em- 
ployed in the Houseware’s depart- 
ment and during the holiday season 
three additional women are re- 
quired on the sales floor in addition 
to three more in the store’s Wrap- 
ping Center. 

This Wrapping Center, since it 
was started several years ago, has 
become one of the store’s_ best 
drawing cards. 

The Haydon store advertises 
with large space in the local news- 
paper which has a low rate, and an 
ad of some sort is used daily. 

The store also uses direct mail, 
such as provided by some manufac- 
turers on a cooperative basis in 
mailing circulars to all rural box- 
holders and for city distribution. 

For the past two years the store 
has used some billboard advertis- 
ing, which has proved very satis- 
factory. 

The window displays are always 
tied in with advertising so that 
they work as an effective team. On 
days when the store is using an 
active or “live” demonstration, full 
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cooperation is given the factory 
representatives in the way of com- 
plete window display treatment and 
proper placement of the demonstza- 
tion within the store. 

Mr. Haydon is quite interested 
in cooperating with manufacturers 
in active demonstrations, which are 
held frequently. 

Each of the store’s salespersons 
are instructed regarding the sale 
of various types of housewares, 
glass and china, and then through 
the medium of trade publications, 
information furnished by manufac- 
turers, and personal discussion, 
further information is attained. 

Store promotions are used regu- 
larly by Haydon’s. One of these, 
known as a “Basket Sale” is held 
twice a year, and is popular with 
both the store management and 
customers. 

These “Basket Sales” are used to 
clear out obsolete and slow-moving 
merchandise. 

Mr. Haydon explains, “We used 
to feel that we had to clear our 
tables, set up attractive displays, 
make signs and clean all such mer- 
chandise before offering it for sale. 
Then, one day, we hit on the idea, 
due to the fact that we did not have 
room on our fixtures, of using gal- 
vanized tubs, clothes baskets, etc., 
for this merchandise, and called it 
a ‘Basket Sale.’ 

“People came from miles around 
for the bargains. They mill around, 
take their own sweet time, which 
they love to do, and sometimes have 
friendly arguments over the last 
19-cent item in the basket. 

“Honestly,” says Mr. Haydon, “it 
beats anything we have ever tried 
and we are sold on it 100 pct. Our 
last sale was in mid-July and ran 
from Thursday morning through 
Wednesday noon of the following 
week. We cleared over $12,500 in 
that short period of time. When 
the sale was over the remaining 
items were put in ‘cold storage’ for 
the next sale in mid-January.” 


Two large wrapping units are the 
center of store activity (Upper 
right). Frequent visits to the mar- 
kets keep the store in newest prod- 
ucts. (Second right). Gift wrapping 
is one of the important factors in 
the store's success. (Third right). 
Utility as well as style are of equal 
importance. (Bottom right). 
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Display is one of the keys to 
successful merchandising of house- 
wares. 

While there are many efficient 
factory-built display units for the 
specialized display of housewares, 
some dealers, for one reason or an- 
other, prefer to build their own fix- 
tures, or convert old ones. 

The sketches shown on _ these 
pages are offered for those who 


want to build their own household 
goods display units. The features 
of these fixtures conform to the 
present day concepts of good dis- 
play technique. 

Dimensions have been purposely 
eliminated so that dealers may 
adapt these drawings to make them 
conform to present fixtures in their 
stores. 

Housewares can be built up into 


in Your Housewares Displays 


a very profitable line in any hard- 
ware store, providing they are at- 
tractively displayed with all the 
various sub lines and related items 
grouped together so that a cus- 
tomer can make a quick and easy 
selection. 

The number one glamour line, in 
any housewares department are, 
electric toasters, mixers, irons, etc., 
and their beautiful chrome finish 
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lends itself to special display treat- 
ment. 

Figure 1 shows a standard type 
hardware tier island unit with the 
step up shelf sections removed. The 
base table top is equipped with 
metal uprights so that suitable 
sized plate glass shelves can be in- 
stalled as shown. 

A good display unit should show 
the maximum amount of merchan- 
dise and the minimum of wood fix- 
ture, and for this reason plate glass 
shelves are especially suitable for 
the feature display of these attrac- 
tive chrome finish appliances. 

Another good idea to further en- 
hance the goods, is to place suit- 
ably sized mirrors on the table top, 
so that the gleaming chrome finish 
on the items will be reflected in 
them. 

Copper base cooking utensils may 
be well displayed on these mirrors, 
and part of the copper base around 
the edges will be reflected and made 
visible to customers looking at the 
display. When a customer lifts any 
one of the samples the entire cop- 
per base will be reflected in the 
mirror. 

This sketch (Fig. 1) shows how 
a pine board shadow box (A) can 
be installed in the center of the 
table. This unit, with the concealed 
light shining up through the sheet 
of frosted glass on to the chrome 
finish of the merchandise, will add 
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much to the entire display. 

The easy-to-build pine board unit 
(B) provides a place for a sign list- 
ing the store’s featured advertised 
brand of electrical housewares, and 
two extra toasters, irons, etc., can 
be displayed on the two small 
shelves. 

Some stores do not have enough 
floor space to devote an entire 
island unit to electrical housewares 
and must relegate it to a wall sec- 
tion. A sketch (Fig. 2), shows a 
housewares wall section, set up with 
glass shelves supported on metal 
brackets held in lengths of stand- 
ard key hole strips. Here again, a 
suitable number, depending on the 
length of available wall section, of 
the (A) shadow boxes, can be in- 
stalled and they will dress up the 
entire wall display and materially 
enhance the chrome goods. 

A one step plywood riser (H) 
can be used on the table base and 
these should be built in four or 
five-foot lengths so that they can 
be easily removed when required. 

The table base, set flush to the 
wall, can be equipped with 14-in. 
plywood sliding doors, set in lengths 
of hardwood track, or with open 
front shelving as shown. 

The addition of a baffle (see F), 
built over the wall sections, com- 
plete with a fluorescent light strip 
(G) is one of the most effective 
methods of modernizing any store. 


Letters cut out of wood can be at- 
tached along the edge of this light 
strip to identify the various de- 
partments in the store. 

The wall section devoted to 
brooms, mops, etc., has an open 
front base section and the top can 
be binned as shown to hold an as- 
sortment of brushes, and many 
other small household items. (B) 
indicates how this table base should 
be set away from the wall a few 
inches so that the handles of the 
mops and brooms on hooks, attached 
to the wall, will drop behind it. 

These’ metal keyhole strips (see 
C) carry cross arms so that the 
hooks to hold the goods can be 
moved both up and down and side- 
ways, which makes it possible to re- 
arrange the position of the items 
displayed on the walls without re- 
moving a number of screwed-on 
hooks. 

Standard 9-in. hooks (D) are at- 
tached to the wall with screws. 

Ironing boards are awkward 
items to display, and this sketch 
shows an _ easy-to-build plywood 
unit (E) with a pine board cross 
member to hold the boards in posi- 
tion and to hold the metal tack-on 
card holder as shown. 

Any required number of these 
units can be built along a wall sec- 
tion, depending upon space avail- 
ability and the importance of the 
line. 
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A housewares store, as fresh as 
tomorrow morning’s milk, has just 
opened its double glass doors on 
New York’s fashionable Madison 
Avenue. 

The House of Wares, Inc., as will 
be seen by study of the pictures 
on these pages, incorporates scores 
of original ideas for displaying 
housewares under the most favor- 
able conditions. 

What these pictures fail to re- 
veal, however, are the beautiful 
colors and lighting which combine 
to provide the most attractive back- 
ground for the merchandise. 

The House of Wares, which was 
opened on Nov. 26, is the second 
housewares and hardware store of 
two brothers, Cecil and Simon 
Feldman, who have been in busi- 
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"HOUSE OF WARES 


e e e designed for selling 


This ultra modern showroom for housewares and 


hardware, newly opened in New York, incorporates 
scores of novel ideas for display and merchandis- 


ing of household necessities 


ness for 16 years at 93rd St. and 
Madison Ave. 

The Feldman brothers boast that 
there isn’t a single fixture or fea- 
ture of their store that has been 
copied from any other store, al- 
though, naturally, many of these 
have been adapted from others of 
modern store design. 

The new store is the creation of 
Richard Bellamy, one of New 
York’s leading store designers. The 
store combines functional efficiency 
and artistic appearance and reflects 
the early department store back- 
ground of Mr. Bellamy. 

He explains that his primary 
purpose was to utilize every pos- 
sible square foot of space without 
destroying the aesthetic quality of 
the showroom. 


Since the store is in one of the 
highest-rent zones of the world’s 
biggest city, the store had to be 
designed to sell. 

The store is only 20 ft. wide and 
about 35 feet deep on its longest 
side, but is visible throughout from 
the street. 

The striking front and interior 
of the store are seen by thousands 
of New Yorkers who ride the Madi- 
son Ave. buses every day. The 
Feldmans are counting on these 
bus riders to provide them with a 
sizable share of their trade. 

There are only four island dis- 
plays to cut down visibility from 
the street. 

Two of these island display fix- 
tures are of the step tyne, with 
four shelves, and are utilized for 
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cooking utensils and similar large 
items of merchandise. These mea- 
sure 8 ft., 6in. by 3 ft. The large 
bottom shelf is 32 in. wide. 

The other two display fixtures 
are of the table top variety and 
are the same length and width as 
the step-up fixtures but these have 
two lower shelves and a divider 
which runs the length of the table 
top. 

One of the outstanding features 
of this store is that every display 
fixture in the store can be adapted 
to accommodate any type or size of 
merchandise. 

This has been accomplished by 
the use of sheets of perforated 
Masonite, backed by %4 in. sheets 
of plywood. Merchandise can be 
fastened to these backboards by 
screws which leave no marks when 


Displays are kept below eye 

level so as not to disturb the 

spacious appearance of the 

small store. A shallow stor- 

age room is built between 

the closet and bath shops in 
the rear. 
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removed. In this way merchandise 
can be quickly and easily changed. 

The store name shows boldly in 
large block letters of green enam- 
eled steel which are set out from 
the white marble facade of the new 
building. 

The existing window display 
area of the new store was altered 
by making the main window curve 
inward toward the double doors, 
in order to increase the display 
area and also the selling area of 
the small store. 


Motion in Window 


The outstanding feature of the 
larger of the two display windows 
is a turntable display which pro- 
vides motion to attract attention. 
This turntable is powered by a 
motor under the window platform. 
A post runs from the platform to 
the ceiling. Attached to it are four 
strips of adjustable standards to 
which the display shelves are at- 
tached. 

This revolving display can be 
used in several ways. At present 
a circular staircase arrangement is 
being used. Several items of mer- 
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Continued 


chandise can be displayed on each 
of a number of steps. 

Another way in which this dis- 
play fixture will be used will be 
three round platforms, or six half- 
circle platforms, spaced evenly up 
the 5 ft. post. 

Color and light are combined to 
achieve a striking yet pleasing 
effect. 

The lighting is a mixture of 
fluorescent and incandescent. A 
cool white fluorescent light was 
chosen since it gives the best color 
rendition to metallic and enameled 
surfaces. 

The main light source is several 
overhead fluorescent fixtures. Sup- 
plementary light is provided by 
fluorescent tubing which is con- 
cealed in a wooden trough attached 
to the wall fixtures, which bathe 
the side displays in light. This 
lighting trough is open top and 
bottom. 

About 30 incandescent ceiling 
spotlights are used to provide 
bright highlights to the merchan- 
dise, on the floor as well as in the 
window displays. These are adjust- 
able. 
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These spotlights are painted a 
canary yellow and provide an in- 
teresting color accent against the 
dark plum colored ceiling. 

The ceiling was painted in this 
dark color to minimize the irregu- 
larities of the ceiling. 

The architect explains that since 
the store is designed primarily for 
the sale of housewares he at- 
tempted to give the store a modern 
homelike appearance by using pop- 
ular decorator pastel colors. These 
are chartreuse, grey, aqua green, 
rose and plum. 

The name of the store is re- 
peated on a wide expanse of var- 
nished natural redwood, across the 
rear of the store. The name, 
“House of Wares” and the depart- 
ment sections will have white cut- 
out letters. 

Hardware dealers who are con- 
fronted with the problem of what 
to do about overhead displays on 
modern store wallcases will be 
greatly. interested in the unique 
solution to this problem. 

Even such ungainly merchandise 
as large galvanized tubs and wicker 
washbaskets are attractive as dis- 
played high on the walls of this 
store. Large items of merchandise 
appear to be featured in these over- 
head displays, which is not the 
case in most new hardware stores. 

These overhead display spaces 


are backed with wallpaper that has 
a white brick wall pattern. Artifi- 
cial ivy is used in profusion on the 
top of the displays which gives the 
effect of the backyard of a home, 
which makes a natural background 
for laundry items and similar large 
pieces of merchandise. 

In planning this store it was de- 
cided to departmentalize as much 
as possible, since it was to be a 
store selling many different wares. 
To achieve this the architect made 
trellis-like ararngements of the 
wall fixtures, which give separation 
to the four-feet sections. 

The fixtures were made in four- 
foot sections because of the stand- 
ard 4-foot fluorescent tubes, one 
of which is used at each section. 


Alcove Selling Units 


Two outstanding features are 
two small alcoves at each side of 
the rear of the store, which were 
created to accommodate two of the 
largest volume lines of the store. 
The one is the bath shop, and the 
other is the closet shop. 

These small recesses were created 
by building a long, shallow and 
high storage room for the over- 
stock of the bath and closet shops. 
The two shops are used merely for 
display and the merchandise is 
readily available to salespeople in 
the stock room which can be 































































































reached by doors on either side. 

The store planning has _ taken 
advantage of every possible area 
for display. A large area over the 
doors is completely covered with 
an attractive and imposing display 
of decorative waste baskets. The 
color of these adds to the general 
appearance of the store. 

In planning the store much 
thought was given to impulse buy- 
ing. For this reason light bulbs 
were placed in.glass bins on the 
top shelf of the step-up fixture 
closest to the wrapping desk, where 
they are eye-level and are sure to 
be seen. 

Small electrical products, such as 
irons, and clocks are displayed on 
glass shelves on the wall behind 
the wrapping counter where they 
are sure to be seen by customers 
as they are waiting for their pur- 
chases to be wrapped. 

The store will be air conditioned. 
The heating vents are concealed 
under display fixtures. 

Squares of Theme-Tile are set at 
regular intervals in a floor of grey 
Kentile. Each of these is a stylized 
picture of some item of hardware 
or houseware. 

“While we do not expect to reach 
it immediately, our ultimate aim 
is to do a quarter-million dollars 
in sales, as soon as we build a trade 

(Continued on page 183) 
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Floor plan of the new Manhattan housewares and hardware store. 
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Housewares Outlook for 1952 


—as seen by leading manufacturers 


HARDWARE AGE asked leading manufacturers for 
their views on the outlook for housewares busi- 
ness in 1952. Their answers, published herewith, 
should be very helpful to dealers in forming their 


plans for the year. 


©@ Demand Leads Output 


—By J. W. Alsdorf 
Cory Corp. 

... A number of retailers and 
distributors missed a considerable 
volume of Christmas business as it 
affects name brand electrical house- 
wares items because of their failure 
to recognize the very important 
fact that, a high level of employ- 
ment, high nationa] income, and as- 
sured peak employment, has always 
and will always produce a great 
consumer demand. 

This last minute rush against 
slim inventories will undoubtedly 
mean that many merchants at both 
the wholesale and retail levels will 
go into January 1952 in most cases 
completely lacking normal inven- 
tories of name brand housewares 
and electric appliance items. 

If this assumption is correct— 
and if consumer buying is high, as 
we expect it will be, it should cer- 
tainly result in a* worthwhile first 
quarter volume of orders at the 
manufacturing levels, even if mere- 
ly to again build up depleted dis- 
tributor and dealer inventories. 

It is also important to remember 
that manufacturers are encounter- 
ing continually increasing restric- 
tions and are being constantly 
forced to reduce manufacturing 
schedules on items involving a high 
percentage of materials essential 
to defense production. 

Although the stocks built up last 
summer by manufacturers antici- 
pating lowered production sched- 
ules prior to Christmas will carry 
them through Christmas—present 
consumer demand already, in many 
cases, exceeds current production 
on numerous products, particularly 
those requiring critical and vital 
raw materials. 
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One other factor that must be 
considered is that 1952 is an elec- 
tion year. Election periods general- 
ly mean liberal spending with the 
resulting step-up in consumer pur- 
chasing power and increased de- 
mand for consumer goods, such as 
housewares, and undoubtedly the 
1952 election year will be no excep- 
tion to this traditional pattern. 

Briefly, and in summary, I be- 
lieve that the retailer can expect a 
high level of consumer sales during 
the first six months of next year 
on name brand items. I think also 
that he can expect to encounter in- 
creasing difficulty in supply and 
may encounter critical shortages of 
many items before the first six 
months are over. 


@ Market May Get Tight 


—By Bret C. Neece 
Landers, Frary & Clark 

In our opinion, the retail sale of 
home appliances during the past 
two or three months has accelerated 
considerably in comparison with 
the earlier part of the year. We 
believe that the consumer is now 
purchasing merchandise of this 
type in probably larger quantities 
than are being ordered by both dis- 
tributors and dealers. 

If this contention is correct, a 
steady reduction in wholesale and 
retail inventories is occurring 
throughout the country and we be- 
lieve that distributor and dealer 
inventories of such merchandise 
may well be at a sub-normal point 
by Jan. 1, 1952. 

Manufacturers’ inventories, while 
ample at the moment, can well 
be liquidated through replacement 
buying in the first quarter of 1952, 
which we confidently expect. 

Continued restriction on the part 





The Housewares Outlook 


(Continued from page 121) 


The problem of trying to ap- 
praise the coming year in the light 
of current problems is a complex 
one. As one manufacturer said it 
in a statement to HARDWARE AGE, 
“There are too many under-currents 
of influence: the cold war, politi- 
cal issues, the over-all state of busi- 
ness—to make forecasting as we 
used to know it very little more 
than sheer guess work.” 

Another important factor touched 
upon by another manufacturer in 
judging 1952 business prospects 
for housewares retailers was that 
“Tt must be considered that 1952 is 
an election year. Election periods 
generally mean liberal spending 
with the resulting step-up in con- 
sumer purchasing power and _ in- 
creased demand for consumer goods, 
such as housewares, and undoubted- 


ly the 1952 election year will be no 
exception to this traditional pat- 
tern.” 

Probably the average view of 
manufacturers is somewhat like 
that of another manufacturer who 
told HARDWARE AGE: 

“As we all know, our country’s 
national defense efforts will impinge 
most heavily to date on housewares 
production beginning in the first 
quarter of 1952. 

“Naturally, the effect on the 
availability of merchandise will 
vary from item to item, depending 
upon the Government’s distribution 
of essential metals to the respective 
manufacturers, the adequacy of ex- 
isting wholesale and retail inven- 
tories of housewares items, and the 
ability of each manufacturer to 
stretch his materials to the limit.” 
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BARCALO 7-PIECE BOX WRENCH SET GIVES GREATER 
CUSTOMER SATISFACTION ... MORE PROFIT TO YOU ! 





VERYBODY benefits when you sell the big steel, scientifically treated to take long, hard 

Barcalo 7-piece Box Wrench Set! The usage. Precision broached with 12 point openings 
customer gets more value for his money . . . and that allow a new grip every 30 degrees. New 
you make more profit. Not a bad arrangement! offset pattern for easier work in close quarters. 
These tough, durable wrenches provide a com- Polished chrome plate with smooth finish sides. 
plete range of sizes from 34” to 14%”... fourteen Weight per set 5 Ibs. Length —17'%”. Indi- 
openings without a single duplication. Each vidually packaged. Order from’ your Barcs!o 
wrench is drop forged from special analysis tool representative, mn 















Midget Companion 
4-PIECE SHORT PATTERN BOX WRENCH SET 


Same durability and finish as the 7-piece set illustrated above. 
This 4-piece midget wrench set contains 8 precision broached 
openings ranging from 44” to 34”. Weight per set 8 oz. 
Length 544”. Individually packaged. Order a supply today! 
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of the NPA in the use of scarce 
metal for civilian goods will be 
much more severe in the early part 
of 1952 than heretofore. Items 
made from copper, aluminum, 
nickel, lead, and steel, without ques- 
tion will be limited from a volume 
standpoint. 

Continued good retail volume will 
soon absorb this limited production 
and by the second quarter of 1952, 
a “tight” market could very easily 
occur. 

It is our opinion that an unbal- 
ance of supply and demand on many 
consumer durable goods which are 
made from these scarce metals will 
be a probability before the coming 
year is too well advanced, 


© Bigger Play for Plastics 


—By H. V. Sharlitt 
Transparent Specialties Corp. 
We as a plastic houseware prod- 

uct manufacturer state that supply 
will be plentiful, at least for the 
first half-year. 

This is based upon availability of 
styrene material, which was short 
or beginning to become definitely 
short at this time a year ago. The 
picture is favorable for the first 
half of the year, at least, which is 
about as far as we can anticipate 
at the present time. 

It appears that with metals pos- 
sibly being short that a switch in 
emphasis to merchandising of plas- 
tic items which are available may 
be the trend. 


© Slight Change Seen 


—By Irv Ballonoff 
Ballonoff Metal Products Co. 

... As this was written my think- 
ing was something like this: Re- 
gardless of the situation of Korea, I 
look forward to a period of several 
months, extending to perhaps the 
middle of 1952, during which busi- 
ness activity would be somewhat 
less than exciting. 

I might almost predict that the 
present dull period will continue 
throughout that entire span of 
time and that the only real short- 
ages would be orders for our mer- 
chandise, warehouse space and pos- 
sibly finances. 
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Of course, none of us can pre- 
dict with any degree of certainty 
because we have nothing normal 
on which to base our thinking but, 
the fact is that over a year ago we 
were making the same prediction, 
as stated above. It is true that 
there has been some tightening of 
supplies and some rather weak 
flurries of business but in the 
main, there has been no sensational 
situation, which was so freely fore- 
cast soon after Korea and up to 
the first of 1951. 

Despite recent headlines which 
indicate that peace may come soon 
in Korea, I don’t think there will 
be much change in conditions dur- 
ing the next few months. If it is 
a fact that we actually have a set- 
tlement of the fracas in Korea, it 
is conceivable that restrictions on 
the use of materials, such as we 
use, may actually be relaxed. 

There seems to be plenty of ma- 
terial available today and we do 
not expect to be much hampered by 
prohibitions on use of material or 
inability to obtain them. 


® Some Lines Essential 


—By V.S. Johnson, Jr. 

Alladin Industries, Inc. 

As we all know, our country’s na- 
tional defense efforts will impinge 
most heavily to date on housewares 





HARDWARE HUMOR 
By Hardware Age 








“Have you got any bowls a little bit 
egg-shaped?" 


production beginning in the first 
quarter of 1952. 

Naturally, the effect on the 
availability of merchandise will 
vary from item to item, depending 
upon the Government’s distribu- 
tion of essential metals to the re- 
spective manufacturers, the ade- 
quacy of existing wholesale and 
retail inventories of housewares 
items, and the ability of each manu- 
facturer to stretch his materials to 
the limit. 

Vacuum bottles, recognized dur- 
ing the last war as an essential 
item, are again so considered by 
the Government. Upon this de- 
termination, the Government has 
allotted 50 pct of the vacuum bottle 
industry’s use in the base period of 
essential steel and aluminum. 


Obviously, taking into account 
even the wholesale and dealer in- 
ventories, it will require all the in- 
genuity of the manufacturer and 
restrained buying by the whole- 
saler and dealer to come even close 
to taking care of essential vacuum 
bottle requirements dictated by high 
defense employment and increasing 
school population. 


© Will Use New Materials 


—By William P. Aldrich 
Kellogg Brush Mfg. Co. 

. .. We feel quite confident that 
we will be able to maintain a prac- 
tically normal production. 

The China bristle situation is, of 
course, serious but fortunately we 
have been changing our production 
specifications during the past few 
years, in many cases ceasing to use 
China bristle in favor of what we 
consider other superior materials 
and this is now reacting to our 
benefit. 


© To Promote Top Items 


—By Tom H. Briddell 
Chas. D. Briddell, Inc. 

We have been cut by N.P.A. to 
about 50 pct of our 1950 base 
period steel tonnage for the Ist 
quarter. This reduction is fairly 
general, industry-wide. 

During the second quarter, we 
believe there will be a slight easing 
of current restrictions. In the final 
six months, allotments of materials 
to cutlery manufacturers, and other 
consumer durable goods producers, 
will very likely be substantially im- 
proved, though not to base period 
levels. 

Inasmuch as we will have fewer 
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WHY has the QUAKER 3210 produced this outstanding 
record? WHAT makes people want to invest $80 more to 


_ of own this revolutionary oil heater? HOW does QUAKER help 
ely we 
duction dealers prove that the QUAKER 3210 actually pays for itself 
st few 
* to use 


hat we exclusive high-ticket, high-profit heater can help your store 


aterials COMING 


to our “cash-in” on the entire QUAKER line. Get the facts from _Now for '52! ‘A complete line 
; ’ of Quaker Gas Heaters from 
QUAKER (Space 516-B, American Furniture Mart). VISIT small radiants to 5-room “blow- 


. through” models. They're low in 
pms QUAKER AT THE FURNITURE SHOW or mail the coupon nee... "tee teeden Mad 


rr. below today. gate this complete line and you'll 
‘~~ y invest in Quaker . . . the hottest 


name in heating for 1952. 
PA. to 


ids GET THE FACTS! MAIL TODAY! 
he Ist Po 5 

fairly QUAKER MANUFACTURING COMPANY 

223 W. Erie Street, Chicago 10, lil. 

er, we | Please send me complete facts on how to make extra profit in 
easing 1952 with the QUAKER franchise. 
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units of cutlery available, it will 
be our plan to get the most sales 
dollars from the units permitted 
by strongly stressing in our trade 
and consumer advertising our top 
priced numbers. 

For instance, we will vigorously 
promote our silver overlaid handle 
steak knives ($5.25 each retail) in 
preference to our plain ivory handle 
knives ($3.25 retail). However, it 
is not our intention to assemble any 
package deals whereby a dealer 
must buy a certain quantity of 
$5.25 knives to get what he requires 
of our staple $3.25 items. 

The 50 pct tonnage reduction 
does not mean, however, that we 
will have only one-half as many 
knives. We plan to process our 
stee] in a manner to provide fewer 
of our heavier, larger models than 
normal, which in turn will give us 
more of the smaller numbers. In 
other words, we will not make a 50 
pet cut “across the board.” By re- 
assorting, to make the most from 
the tonnage available, we may be 
able to produce 75 pct to 80 pct of 
our base period units. 

As to consumer buying activity, 
I don’t believe that people are going 
on a spree of “scare buying” in 
1952, but I do believe that many 
will carefully, but promptly, de- 
cide to make capital purchases and 
replacements, in particular, and do 
so with a feeling of “why wait 
until the price is higher.” Yet, 
these people will need to make the 
purchases. (A lot of -appliances 
and other home furnishings are 
wearing out). 

Consumers are increasingly being 
educated by lots of good advertis- 
ing that it pays to buy quality mer- 
chandise. I believe that in 1952 
even larger numbers will become 
converted to that way of thinking. 

In summary, we feel that there 
will be a definite easing of material 
restrictions by the 3rd quarter or 
sooner and that there will be a 
steady, healthy demand for all the 
merchandise that factories can pro- 
duce. 

However, if distributors and 
dealers become alarmed about the 
shortages and rush to load up their 
warehouses in the first quarter be- 
yond their normal requirements, 
many of them could have very 
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tough sledding in the summer 
months, the same as they did in 
1951. 


© Sponge Picture Good 


—By C. R. Hardt 
O-Cel-O Inc. 


Our company is one of a limited 
number engaged in the manufac- 
ture and distributing of cellulose 
sponge and while our outlook for 
the next year may not be typical 
of the general outlook in the house- 
wares and hardware field, neverthe- 
less, I believe it will be typical of 
what may be anticipated in the 
cellulose sponge field. 

With the advent of other manu- 
facturers in the cellulose sponge 
field, selling has become more com- 
petitive and we are certain that ad- 
vertising and promotional efforts 
in this field during the next year 
will reach an all-time high. 

At the same time, we anticipate 
total sales figures, for the cellulose 
sponge industry, to reach a new 
peak during 1952 and activity in 
the field during the latter part of 
1951 would indicate that new vol- 
ume figures will be achieved. 

Insofar as the availability of raw 
materials and the availability of fin- 
ished cellulose sponges, we antici- 
pate that the supply should be ade- 
quate to meet the demands during 
1952, with the exception that there 
will probably be a period of two or 
three months during the spring 
where the seasonal aspect of the 
business may find demand running 
ahead of supplies. 


® Inventories Are Lower 


—By Thomas G. Haney 
National Pressure Cooker Co. 
...I1 think you will find 1952 far 

different than 1951 because there is 
no merchandise to speak of in proc- 
ess. For some time now, particu- 
larly during the third quarter [of 
1951] material has been on strict 
allocation to manufacturers. 
During the first quarter, allot- 
ments are about the same. On 
metal goods, it is about 50 pct of 
normal; therefore with no inven- 


tories of material, with little or no 
work in process, and with skimpy 
inventories by the manufacturers 
and low inventories in the hands of 
the distributors and dealers, the 
shortage will soon be felt. 

It is the writer’s opinion now 
that the smart dealer will begin to 
buy and stock stable goods that 
move well and which are adver- 
tised—all good reputable standard 
brands. It is my opinion that the 
dealer that does that will be selling 
good merchandise when only sub- 
stitutes are available. 


There are many manufacturers, 
who heretofore have manufactured 
many models and sizes of an item 
who will cut down to one-fourth 
and one-third of the models or sizes 
previously produced in order to 
keep their production lines going 
—on a drastically cut basis. 


| 


© Most Plastics Plentiful 


—By H. D. Wolfe 
Plas-Tex Corp. 

In our opinion, there will be 
plenty of plastic housewares avail- 
able for the coming year and I fore- 
see no shortages due to material 
scarcity with the exception of plas- 
tic housewares made of polythylene 
which will remain in critical supply 
for at least the first six months of 
1952. 

Our suppliers of polystyrene, 
which is the basic material for 
most plastic housewares, advise 
that their increased manufactur- 
ing capacities will go into produc- 
tion shortly and that prospects for 
good delivery in the future seem 
bright. 

Delivery on quality plastic house- 
wares, however, will continue to be 
somewhat slow due to the ever in- 
creasing demand which is taxing 
the manufacturers’ production ca- 
pacity. This will be particularly 
true during the early months of 
1952 when we and other large plas- 
tic manufacturers will be literally 
swamped with business. 

In general, we look forward to a 
very successful sales record in 
1952. 

I feel certain that there will be 
many new high-quality popular 
plastic items introduced into the 
housewares field during the coming 
year and that public acceptance of 
plastic housewares will take a tre- 
mendous stride forward because of 
the better mold techniques and de- 
signs which have been developed 
recently. 
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® Line Must Be Cut 


—By W. G. Edrington 
Dazey Corp. 

. .- It doesn’t look as though we 
are going to be able to obtain the 
necessary raw material to complete 
all of the items that we manufac- 
ture, and the quantities that we can 
ship, should the raw materials be in 
free supply. There are several 
items that we will have to with- 
draw from the market due to a 
short supply of raw materials ex- 
isting now. 

There have been rumors, broad- 
casts and editorial statements 
emanating from Washington, D. C., 
that we could expect further cut- 
backs during the first half of 1952. 
Whether this materializes, is a 
matter of speculation. 

Through our purchasing depart- 
ment, we are finding reluctance on 
the part of some of our suppliers 
of long standing to accept orders 
for raw material; some of them, if 
they will accept, it is without ship- 
ping date, and based on Federal re- 
strictions and reductions, at prices 
prevailing date of shipment. 


® Price Rises Inevitable 


—By L. H. D. Baker 
Admiral Corp. 
Instead of worrying about where 
and how to sell our Dual-Temp re- 
frigerators, our greatest current 
problem is how to produce as many 
refrigerators as we can sell. 
Admiral has reduced refrigera- 
tor production by approximately 
the same amount of our company’s 
most severe cutback in sheet steel. 
Also on the short supply list are 
copper, nickel and aluminum. In 
addition to severe cutbacks in our 
supply of raw materials, costs are 
rising and price increases on avail- 
able refrigerators are inevitable. 


® Brush Situation Is Good 


—By M. H. Partridge 
Ox Fibre Brush Co., Inc. 


From our standpoint, activity in 
the hardware and housewares field 
has been proceeding at a very fast 
clip ever since the start of the 
Korean war. Fortunately there 
were no raw material bottlenecks 
to hold us up, so that the trade in 
general has not suffered from a 
lack of goods. Present volume is 
maintaining a very satisfactory 
level, which we expect will continue 
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Green Thumb* 


* 

U. S. TM Reg. 
No. 412529, 
owned by 
Edmont Mfg. Co. 


Nationally advertised ¢ Fuil profit at 89c retail 
Sell on sight to women for garden and house work 


Chamois-soft, chamois-colored gloves with actual green thumbs—smartly 
styled and pliofilm packaged. Repel dirt and wear several times longer than 
good canvas gloves because their fabric is vinyl- 
e impregnated. Guarantee of wear and washability 

you 100 on every pair. 


’ Dealers everywhere are getting biggest volume 
and profit margin with Green Thumbs. Every 
dozen packed in self-service display as shown. 
Nationally advertised in Better Homes & Gardens, 
American Home, Sunset, House Beautiful, House 
& Garden, etc. Order now from your wholesaler, 
or send us 25c for sample pair. See coupon. 








Generous new sizes, fit all hands. 


_ 


Dealers: Send 25¢ for Sample Pair 
Edmont Manufacturing Company 
1214 Walnut St., Coshocton, Ohio 


(0 Send somple pair Green Thumbs (25c¢ enclosed) 
(0 Send prices and list of 1952 Sales Helps 
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BETTER LATCH 
WITH 


BALL BEARING 













ADAMS-RITE 
BALL 
LATCH 




























The ball in this Adams-Rite latch — 
unlike plungers or friction devices 
— continues to give smooth, posi- 
tive action year after year. Simply 
can't jam and will never become 
rough through usage. In addition the 
latch is adjustable and is available 
in 2 sizes. 


Ask your wholesaler or write the 
factory. 









































or 
| ADAMS- RITES 


MANUFACTURING COMPANY 
Glendole 4, Colif 





$40 W. Chevy Chase Or 


SPECIALIZED LOCKS AND BUILDERS’ HARDWARE 
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in 1952 
higher. 


perhaps even going 
Prices have remained steady for 
over 12 months, a fact which can 
scarcely have failed to be a source 
of considerable satisfaction to the 
trade. Pressure for wage increases 
and probable further increases in 
raw materials césts makes us feel, 
however, that price increases must 
be expected sometime this year. 
The raw material supply situa- 
tion looks fairly stable for the com- 
ing months, as it has been during 
the past 12 months. The few short- 
ages which have developed in raw 


materials have been successfully 


overcome by brush manufacturers 
themselves. 

In the case of horsehair, it has 
been found that certain mixtures 
of horsehair and plastic will make 
floor sweeps which are not only as 
and dependable as the 
horsehair product, but in many 
cases will outperform them. Many 
brushes will “live” 
when supplies return to 
normal. 


_ © Shortage Developing 


—By W. B. Lebherz 
The Everedy Co. 


Under revised NPA orders, the 
production of most metal goods will 
be cut back to approximately 50 
pet, effective Jan. 1, 1952. 

This cutback’ results from the 
allotment of steel and other metals 
for the first quarter of 1952, via 
the CMP plan. 

Also, we regret to say, we are 
informed that no relief can be ex- 


pected for the second quarter of 
1952. 


Fortunately, as most manufac- 
turers had stocks of materials and 
merchandise in finished or semi- 
finished condition, the trade will 
generally not be pinched to any 
great extent in the first quarter, 
insofar as the supply of most items 
is concerned. 

The continuation of the deep cut 
in materials allocation in the sec- 
ond quarter, as anticipated, will 
find most manufacturers out of 
materials and short on many prod- 
ucts and this will result in inabil- 
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ity of trade to replenish their 
stocks. 

Some authorities predict that the 
material shortages for civilian pro- 
duction will ease beginning with 
the third quarter of 1951, unless 
the international outlook worsens 
to the extent that a further speed- 
up in rearmament is set in motion. 

In short, it is our considered 
opinion that, after the first quar- 
ter of 1952, the supply of many 
civilian items will dwindle to the 
point of scarcity, varying to the 
extent that the demand may exist. 


® Price Rise Is Indicated 


—By R. G. Rettig 
Mogdlin Co., Inc. 

Writing with our merchandise in 
mind and based upon our current 
raw material availability, we feel 
that we will be able to offer our 
usual service of immediate ship- 
ment on all items of our manufac- 
ture during the 1952 period. This 
opinion, naturally, is based upon 
the current situation. 

Naturally, there will be a slight 
price rise in our merchandise, based 
upon the authority received from 
Supplemental Regulation, No. 17, 
SR-2 revised. 


© The Pattern Is Changing 


—By E. A. Kraemer 
West Bend Aluminum Co. 


We believe that barring intensi- 
fication of the international situa- 
tion supplies of materials for 
civilian goods will be increased in 
the third quarter of 1952. There 
will be more material available for 
the production of civilian goods, 
particularly cooking utensil and 
small appliances, in the last half of 
1952 than will be available in the 
first half. 

Aluminum, of course, is being 
severely curtailed. Our allotment 
of alyminum for the fourth quarter 
of 1951 was 46 pct of our base 
period. The allotment for the first 
quarter of 1952 is 35 pct of our 
base period. It may be the same, 
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' €APITALIZE on €APITOL 


































to save TIME 
and MONEY 


You save when filling orders and when 
you place them, too. When you order 
the complete CAPITOL line you simplify 
your stock, upgrade quality, obtain the | 
benefit of freight allowance and cut 
operating costs. All CAPITOL fittings 
are packaged for positive identification, 
easier handling and perfect protection. 


| ONE ORDER ° ONE BILLING | 
\ 3 Al QUALITY 
| and packaged for easier handling 


PIPE COUPLINGS : HEX BUSHINGS 

Capitol makes them all All taper threads 

NIPPLES | REDUCING COUPLINGS 
Standard and extra heavy Seamless steel 
WELL-POINTS SQUARE HEAD PLUGS 
Protecto-Screen and Brass Jackets Sizes ¥," through 2” 

UNIONS REDI-BENDS 

250# and 300# U.L. approved For radiant heating 

PIPE CAPS FURNACE COILS 

Seamless steel Contour and straight loop 















WRITE today for full 
information 





CAPITOL 


MFG. & SUPPLY CO. 


COLUMBUS, OHIO 
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DOOR HARDWARE 


_ Priced Right for 





TTRACTIVELY priced —lower in cost than spring-actuated door 
A sets—the Coburn gravity-actuated Swing-Over Set has 

| definite appeal for the great majority of home owners. 
| Combine its price advantages with quick, easy installation plus 
| smooth, easy operation and you have an item that sells fast to 
economy-minded buyers. Write today for catalog and prices to 


Sales and Engineering, 56 Sterling Street, Clinton, Mass. 


* THE COLORADO FUEL & IRON CORPORATION © Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION © Oakland, California 
WICKWIRE SPENCER STEEL DIVISION * Atlanta * Boston * Buffalo * Chicago 
| Detroit * New York * Philadelphia 





COBURN PRODUCTS 
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it may be less, or it may be more 
for the second quarter of 1952. 

Copper is probably even tighter 
than aluminum. For a while in 
1951, its use for civilian goods was 
prohibited entirely. Now we are 
permitted to 35 pct copper usage 
against our base period which 
means that there will be some 
chrome plated Trig tea _ kettles 
available, although in limited quan- 
tities in 1952. 

By switching from nickel chrome 
stainless steel to straight chrome 
430 stainless steel, we will be able 
to continue to manufacture our 
stainless steel mixing bowls and 
stainless steel baking utensils for 
1952 in reasonably good quantities. 

Carbon steel items will probably 
be in fairly good supply because re- 
strictions on the carbon steel will 
not in any way remain as severe as 
copper, nickel or aluminum. 

Increased facilities for the pro- 
duction of steel, copper and alu- 
minum will begin to make them- 
selves felt in 1952. Then, too, there 
is always a political factor. With 
elections coming up next fall, there 
is going to be a tendency to temper 
the amount of materials available 
for civilian goods manufacture. 

The year 1952 seems to shape up aoe 5 
just opposite of what the situation 
was in 1951. This past year, we 
have had heavy shipments in spring 
with relatively light shipments in tv 
fall. In 1952, we plan on relatively 
light shipments in spring and heav- 
ier shipments in fall. This will 
















































more nearly match the consumer 
purchasing preference pattern and I 
fall of 1952 should bring a more 

ordinary merchandising year than 
1951. 1 


® Cutlery Stocks Good 


—By H. G. Borst 
Burns Mfg. Co. 

In our opinion business in gen- 
eral should continue to be good for 
the entire year of 1952 providing 
materials are available. 

We cannot, of course, hope to ob- 
tain the same volume during the 
first quarter of 1952 as we received 
during 1951 when manufacturers, 
jobbers, retailers and consumers 
were putting in good inventories in 
anticipation of shortages. However, 
with the amount of available spend- 
ing money in the average worker’s 
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Bii2LT 


DISPLAY PACKING 
BIOPLT— 8 oz. 


12 to a display box with Polyethelene Vacu-tite covers. 


12 display boxes to master carton —.20 Ibs. 
BIIOLT—16 oz. 


12 to a display, box with Polyethelene Vacu-tite covers. 


12 display boxes to master carton — 33 Ibs. 
BII2LT—30 oz. 


& to a display box with Polyethelene Vacu-tite covers. 


12 display boxes to master carton — 29 Ibs. . 








ROGERS PLASTIC CORPORATION + West Warren, Mass. 


Volume sales of the popular Rogers 
Vacu-tite Freeze-Paks will result 

when you properly display these new 
attractive boxes, featuring a three- color 
“eye and buy” appeal. 
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Bulk ? shipped with attractive selling labels inserted. 





Manufacturers of Smart Housewares 
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FREEZE-PAKS can be ordered with or without Display Cartons. 
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| Wold 


FACTORY 
SUPERVISED 
SERVICE 





Preferred power for sand and material spreaders and a wide range of other equip- 
ment for road maintenance and construction — the world’s most widely used 
single-cylinder gasoline engine on machines, tools, appliances used by in- 
dustry, railroads, oil-fields, and on equipment for farm and home. 


@...<: & STRATTON is the world’s largest 
builder — more than 30 years of continuous 
production — of single-cylinder, 4-cycle, air-cooled 
gasoline engines. Briggs & Stratton Corporation, 
Milwaukee 1, Wisconsin, U.S. A. 


In the automotive field Briggs & Stratton is the recognised leadet 
and world’s largest producer of locks, keys and related equipment. 
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hands, due to defense work, there 
is no question but what business 
will be good. 

A great many defense orders 
placed this year will actually not 
be under production until 1952 and 
then will not be cancelled regard- 
less of the Korean situation. As a 
result, earnings will continue to be 
high and the housewares industry, 
as in the past, will continue to get 
its share. 

It is doubtful if shortages in the 
cutlery industry will appear before 
the second half of the year, if at all. 


® Enough Plastic Goods 


—By Richard M. Samuels 
Kordite, Inc. 


In my opinion, assuming no fur- 
ther international crises, the hard- 
ware dealer will be able to obtain 
in ready supply his requirements 
of plastic merchandise. 


@ Sees Return to Selling 


—By Harry Schwartz 
Lincoln Metal Products Co. 


... In the matter of supply of 
raw material such as steel, alu- 
minum and chrome, we are guided 
principally by allotments furnished 
to us by CMP for the first quarter 
and consequently by orders placed 
by us to the steel and aluminum 
plants with whom we deal. 

The steel allotment for the first 
quarter of the year is approximate- 
ly 50 pet of our needs. The steel 
mills cannot give us definite com- 
mitments as to tonnage and deliv- 
ery of this allotment as defense 
orders get first priority and we 
more or less are continuously press- 
ing them for delivery to enable us 
to continue to run our factory at 
an economic production rate. 

Judging by conversations with 
steel and aluminum mill executives, 
the supply picture is confused and 
uncertain. We feel, however, that 
there will be enough basic material 
delivered to make as many units as 
our allotment calls for and perhaps 
there will be a greater allowance 
from the Government for produc- 
tion of our items later in the year. 

According to indications we have 
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received from our customers, busi- 
ness retail-wise will be steady but 
not spectacular during the first six 
months of the year. No longer can 
a consumer be scared into buying 
extra merchandise by talk of a 
“scarcity.” 

We feel confident that our mer- 
chandise, which is more or less of 
a staple item, will continue to see 
good sales and there will be very 
little advance buying to take care 
of threatened shortages. We do not 
believe retailers will be rushed into 
a panic of overbuying and stacking 
away any more than they can pos- 
sibly handle for their normal re- 
quirements. 

1952 will also see a return of 
aggressive selling as many lines 
felt the slackening of demand dur- 
ing the last few months of 1951 and 
have decided to merchandise their 
items with an eye to creating a de- 
mand by the purchaser instead of 
searing them with the words 
“shortage” and “scarcity.” 


® Few Items Affected 


—By E. C. J. Purton 
Taylor Instruments Cos. 


As far as the availability of mer- 
chandise is concerned, with the ex- 
ception of a few items that utilize 
critical materials, we believe we 
will be in a position to supply our 
general range of products on the 
same basis as we have in 1951, at 
least for the first six or seven 
months, and only very drastic revi- 
sions of the availability of mate- 
rials will alter this picture in the 
latter part of the year. 


® Emphasis on Staples 


—By O. C. Thomas 


Columbian Enameling 
& Stamping Co. 


: Our product is enameled 
ware and judged by all the accepted 
rules and regulations there should 
be a shortage of this commodity 
during the first quarter of 1952. 
However, we do not anticipate a 
mad scramble for merchandise. 

We believe that after the first of 
the year the buying of staples will 
be brisk but that there are suffi- 
cient inventories all along the line 
between the sources of production 
and the ultimate consumer to offset 
any excessive or unusual demands. 

Were it not for this cushion, plus 
the fact we have discontinued all 
slow moving numbers and now con- 






38) ways to profit with 
HOREMASTER 


ONE WHEEL GARDEN TRACTOR 





8 Cultivating & Plowing Attachments 
8 Mowing Attachments 
19 Utility Attachments 














Visit our Booth 
at the Nat'l 
Garden Supply 
Trade Show 
Hotel Astor — 
New York City 


Feb. 5, 6 and 7 | LIST PRICE 


$15475 


Plus Freight 


Our dealers will tell you their Choremaster success story in 3 words... 
PRODUCT! PROMOTION! PROFIT! Choremaster's unique combination 
of these three essentials has quickly established this garden tractor as a leader 
in a highly competitive field. Proof is offered in typical dealer success stories. 

The product is right, the promotion is right, the profit is right—and you 
have a BIG PLUS...35 money-making attachments. Write for dealer sales 


kit giving complete information. 


Sell the ATTACHMENTS Make the complete line of at- 


tachments work for you! The 


and you sell Choremaster with various at- 


CHOREMasTER tachments displayed attracts 
attention, makes sales! 





ONE WHEEL GARDEN TRACTOR 








SNOW PLOWS 


CHOREMASTER DIVISION the Lodge & Shipley Co:, 828 Evans St., Cincinnati 4, 0 
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HERE’S WHY 


Teall 


SCREWS, BOLTS, NUTS 
3 Guns EASIER TO MOVE 


k is° 


Easier to identify See how the label 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves timel 


J 
Easier to handle Pheoll products are 
packed in sturdy boxes that won’t “‘bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


J 
Easier to get Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


Easier to sell Pheoll products are 


money makers because they’re easy to sell. 
They’re fast movers. They repeat because they’re 
made to build your business. Our reputation is 
your guarantee. 
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centrate our production on the 
prime staples only, the story would 
be different. 

Our CMP allocation for the first 
quarter permits the use of approxi- 
mately 50 pct of the steel consumed 
during the base period. If this were 
to continue indefinitely it would 
soon result in a very serious situa- 
tion but we feel that during suc- 
ceeding quarters of the year as 
present inventories are dissipated 
and buying becomes more active, 
more steel will be made available so 
that our material supply situation 
and our sales will be kept somewhat 
in balance. 

All in all, we feel that the year 
1952 will approximate, if not ex- 
ceed somewhat, the volume that 
was produced in 1951. 


© Ample Cutlery Supply 


—By L. V. Holmberg 
H. Boker & Co., Inc. 


Supplies of table cutlery, kitchen 
and household knives for 1952 de- 
pends primarily upon the availabil- 
ity of steel. All important users of 
steel are limited in the amount they 
may receive by allocations set up 
under CMP. Most manufacturers 
like ourselves have been cut sub- 
stantially by such limitation orders. 

The situation is further compli- 
cated by unevenness in the supply 
of various types of steel. We use 
bars of many different diameters, 
steel block for dies and stainless 
steel bars and strips. In every 
classification several types of steel 
are required, differentiated by 
chemical characteristics. The steel 
mills which supply us are some- 
times unable to give us the sizes we 
need in the analysis we specify. 

Present conditions make it al- 
most impossible to place orders far 
enough ahead to establish proper 
production schedules. The fact that 
under CMP we are permitted to 
buy a given quantity of steel is 
not a guarantee of availability. 

From a civilian supply viewpoint, 
the crippling effect of huge gov- 
ernment orders has so far been 
absent, although we understand 
that some manufacturers have sub- 
stantial orders for butcher knives, 
paring knives, etc. 


From a supply standpoint, too, 
the cessation of consumer scare 
buying has placed retail and whole- 
sale business on a more normal 
basis. When consumer buying is 
normal, the buying practices re- 
sume and contribute greatly to a 
more regular supply of goods. 

In spite of all the difficulties de- 
scribed, we are at this time, in a 
good position with respect to table 
and kitchen ‘as well as household 
cutlery, carving sets, poultry and 
kitchen shears. We are optimistic 
about our ability to continue to 
supply the requirements of our 
hardware jobbers and distributors 
for the first part of 1952. 


© Need for Real Selling 


—By B.S. Mitchell 
Son-Chief Electrics 


There are too many under-cur- 
rents of influence (the cold war, 
political issues, the over-all state 
of business)—to make forecasting 
as we used to know it very little 
more than sheer guess work. 

The housewares picture for 
1952, however crowded it may be, 
could very possibly shape up some- 
thing like this: A fair supply of 
merchandise for the first quarter, 
possible shortages for the second 
and third quarters, and a better 
supply after that. 

However, the entire year of 1952 
will certainly demand a full mea- 
sure of merchandising activity from 
all trade levels. 


© Trade Should Be Good 


—By W. F. Story, Jr. 
National Screen Co., Inc. 


... It is the writer’s opinion that 
business generally should be good 
through the 1952 year. This pre- 
diction is based on information 
that home building in 1952 will 
maintain the million-a-year rate of 
1951, and that it will remain some- 
what stable like it has since June 
of 1951. 

Since there is scheduled to be 
more low cost and defense housing 
projects built in place of the ex- 
pensive homes, there will continue 
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You'll find sales are easier, time 
after time, when you can give 
your customers STAR metal-cut- 
ting products. Over the years, 
you can’t beat the combination 
of the best-selling line plus con- 
sistent advertising to your cus- 
tomers. 


The STAR line of hacksaw 
blades, frames and metal-cutting 
band saws is the easy line to sell. 


Sold 
onl 
throug 
recognized 
distributors 


CLEMSON BROS., Inc. 
MIDDLETOWN, N.Y., U.S.A. 


Mokers of Hand ond Power Hack Sow Blades, 
Frames, Metal Cutting Band Sow Blades 
and Clemson Lawn Machines. 

@® 10833 
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few real scarcities in 1951 and we 


| do not look forward to any severe 


shortages in 1952. Dealers and 
wholesalers should beware of man- 
ufacturers using “scare”  tech- 
niques in selling. They are only 
attempting to get their inventory 
into your warehouses. 

Our country’s mills are produc- 


| ing at a greater rate now than ever 


before and it is our opinion that 
the civilians, as well as the mili- 


| tary needs, will be taken care of 





by the housewares manufacturers. 

All of this is naturally predicated 
on the fact that there is no drastic 
change in the international situa- 
tion. 


® Finishes Will Change 
—By F. J. Vogt 
Knape & Vogt Mfg. Co. 
Predictions for the future in 
these uncertain times are a little 
difficult, but we anticipate that we 
will be able to produce substantial 
quantities of K-Veniences Clothes 
Closet Fixtures during the first 

and second quarters of 1952. 

Some of our productive capacity 


| will undoubtedly have to be used 
for the defense program, but we’ 


expect to maintain a steady pro- 
duction of our closet fixtures and 
the builders’ hardware line. 

We do anticipate some changes 
in finishes because of the limita- 
tions on the use of nickel and some 
of our hardware items have already 
been converted to our new im- 
proved bright zinc plate. 

At the present time we are mak- 
ing prompt deliveries on the entire 
line and we do not anticipate short- 
ages in the near future. 


® Less Galvanized Ware 


—By maker of galvanized ware, 
and dairy ware products 
Production of items for civilian 
lines manufactured from any of the 
scarce metals is apparently going 
to depend entirely on Government 
directions. The schedules as they 
are now set up, are really going to 
take some deep cuts into the over- 
all availability. 
This picture, however, could be 


changed overnight if the Govern- 
ment finds that they have made an- 
other big mistake; and additional 
materials will be available to manu- 
facturers of durable goods. 

Production of galvanized ware 
and our ironing tables must go 
down because we will not be getting 
allotments of materials with which 
to carry on production. On the 
dairy items, because this class of 
merchandise is apparently consid- 
ered more essential by N.P.A., pro- 
duction will not be cut as severely 
as on our other lines. 


® No Allocation in Line 


—By R. A. Winter 
Federal Tool Corp. 

Within the last 60 days we have 
had to discontinue the manufacture 
of two items depending upon alumi- 
num. These were our anodized 
aluminum tumblers and our deluxe 
onion chopper. Frankly, I’m guess- 
ing that aluminum is going to be 
available in 1952—especially in view 
of the fact that aluminum is being 
shipped in from other countries, 
which makes it very difficult for us 
to explain why we are unable to 
produce with these materials at this 
time. 

Since the balance of our products 
rely upon glass and plastics, as basic 
materials, it is my humble opinion 
that Federal Tool Corp. is still 
going to have to sell in 1952. I do 
not see any allocating in 1952— 
short of a major war. 


® Brush Prices Will Rise 


—By Emanuel Gantz 
Empire Brushes, Inc. 


In the brush industry, raw mate- 
rials are available in good quantity 
for 1952, except for bristle, which 
generally comes from China. In- 
asmuch as we are at war unofficial- 
ly with China, the importation of 
bristle is on the prohibitive list. 
However, some bristle does get in 
via other countries like England. 
3ristle is not an important com- 
modity in the household and main- 
tenance part of the brush industry. 

Costs have risen gradually in our 
business, and prices will, therefore, 
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be a little higher in 1952 than they 


were in 1951. The supply, however, | 


will be good, as will be the move- 
ment of our goods, inasmuch as 
none of our distributors have large 
stocks of inventory. 

Household brushes are begin- 


ning to move into the merchandis- | 


ing and promotional class. 


1951 | 


saw the introduction of the first | 


plastic scrub brush, completely 
packaged. This new item present- 
ed in a new way for the brush 
industry, tremendously increased 
sales for everyone. Merchandising 
aids will make our merchandise 
more readily salable and _ will 
stimulate business in our field. 


© Predicts Plenty to Sell 


—By Irving Schactman 


| 


Carlisle Mfg. Co. | 


Regardless of the reports and 
studies set up by economists, etc., 


we feel that merchandise will be | 


plentiful through 1952, barring all- 
out war. 

The old law of supply and de- 
mand is far superior to the the- 
ories of economists, etc. 
of “shortages,” so long offered 
by manufacturers and representa- 
tives, has been relegated to the 
scrap heap. The wholesale distribu- 
tors and dealers are no longer 
worrying about shortages. Instead, 
they are doing everything possible 
to liquidate inventories. 

Our salesmen have been told that 
they have a selling job to do in 
1952. We believe merchandise will 
be plentiful. 


® Utensil Stocks Good 
—By a Kitchen Tool Maker 


The outlook for the first three 
months of 1952 is good. 


our sales will equal 1951. At this 


I think | 


time, we have good finished stock | 
inventories and can ship promptly, | 
and we expect them to last for the | 


first three months of 1952. Raw 
materials are difficult but with good 


planning we seem to be getting our | 
share. Finishing materials, such as | 
nickel, cadmium, zinc and chrome | 


are more of a problem than steel 
itself. 

Of course, material restrictions 
have reduced the initiative to man- 
ufacture new lines, manufacturers 
preferring to fill the pipelines with 
what they have been making until 
conditions improve. 








The cry | 
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Every angler needs the new ’52 edition 
of ‘Fishing —What Tackle and When.” 
Over 100 pages of fishing tips and in- 
structions — Skish rules — fish pictures 
and records — new rods, reels, lines 
and lures. Write now. FREE! 


BIGGEST NEWS 
IN SPINNING 


Enjoy spin casting at its very 

best — with South Bend’s new 
action-matched and quality- 
built tackle. 


























bs : 
+4) 
} 
C24 ; 
) , & 
\ "\ * Light and medium 
\ e. actions in fresh 
‘e and salt water 
A weights — $25 up. 
‘3 
\ ae Others $14.95 up. 
\ oe 






The simpler- 
to-use spin- 
ning reel. No 
backlash. All 
enclosed. 
No. 1100 
$27.50 















DECEIVER® 
Monofilament NYLON 
SPINNING LINE 
Best made! 2-8 Ibs. 
$1.10 up for 100 yds. 
SOUTH BEND BAIT COMPANY 
910 High Street, South Bend 23, Indiona 


OUTH BEND 





New! smoothCast® Reel 
NYLON GEARS + DIRECT DRIVE 
Fast + Smooth 
New free-running, sensational 


reel. Chrome steel frame. Wt. 
7.7 ounces. No. 900 $22.50. 


Solid Glass Casting Rods 
Brisk Tip Action 


Smooth, rugged power and ac 
tion for perfect casts. 5’, 5%’, 
6’ lengths. No. 2800 — $15.75. 
Other glass rods $6.95 up. 


@ Tops in real fishing thrills 
await you in South Bend’s 
new SmoothCast® Reel and 
Solid Glass Rod. They're 
teammates for action-loving 
anglers. Let them give you 
better fishing hours. Examine 
them now at your dealer's. 


FREE Fishing Book 


Over 100 pages of fishing tips 
and instructions — Skish rules 
— fish pictures and records — 


new rods es includ- 





















910 High St. : 
South Bend 23, 7 ‘ A / 
Indiana I4 . 
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How to Boost Sporting Goods 
And Garden Supply Sales 











Separate Departments Result 
In Better Sales 


Since moving its garden  sup- 
plies and sporting goods to the 
basement, after Christmas of 1950, 
the Renton Hardware & Furniture 
Co., Renton, Wash., has experi- 
enced heavier sales in both lines. 
At the same time other lines of 
merchandise, as well as garden sup- 


Opening of new downstairs salesroom to permit 


setting up special sections for sporting goods and 


garden supplies results in increased sales volume. 


Here’s the experience of Renton Hardware 


plies and sporting goods, have bene- 
fited by more spacious display 
space and better departmentaliza- 
tion. 

The two departments now share 
about 1500 sq. ft. of basement 
space. The move was particularly 
beneficial in stimulating the sale 


of garden supplies, for previously 
they were scattered throughout the 
hardware section upstairs. 

The disadvantages of moving to 
the basement have been more than 
offset by the benefits of depart- 
mentalization, and the 100 pct in- 
crease in display space which has 





The basement garden supplies department. Christmas merchandise occupies these displays for several months. 
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BEST of the NEW for 52/ 
from WilyetCiy of course 


ORDER FROM YOUR JOBBER now! 








Great NEW Heddon TADpouity 
packs a SALES wallop, too! 


This is it—the new Heddon TADpolly—the bait that's 
going to be the sensation of the year! Already field- 
” tested more than a year, you can recommend it as pure 
dynamite on bass, musky, pike, walleye, large trout. 


It's the action that does it—a lively, darting wiggle 
within a wiggle that drives fish crazy! And only 
TADpolly’s got it! : ‘ 

A floating-diving lure, travels just under the surface 
on normal retrieve, 5 to 6 feet down on fast retrieve. 
Comes in 12 terrific fish-fooling colors. Weighs ¥% ounce 
with two No. 2 treble hooks, and casts like a dream. 
Popularly priced at $1.35. 


Heddon’s Finest—America’s Finest SOLID GLASS ROD ¥ thacthod tip thes tillacens cntsuintin de ite Ateeoret 


NEW “NO. 1" DELUXE PAL spoox 


























You'll b d t Ht thi Hedd od , NEW PAL SPOOK 
OO ey ane ot Bae Ot mGeti@m NEW—Special for Spinning! 

masterpiece of the rod maker's art. It has the true 7 SPINNING ROD 
Heddon action and power—built in os énly Heddon Heddon TINY TRIO 
knows how to do it. Flawless gloss tip made by f f 
Heddon's exclusive process. Graduated Carboloy f a PE Sees Now—offer terrific spinning ver- ~°~«.™ 
guides plated with 24k gold, mounted on silk = // i will = rte this rod! sions of three famous Heddon baits. 4 
base wind and hand wound in gold silk with f jf Desi oe ote Seay Weight ea. 1/50z.—Price ea. $1.25. , 
black trim. Slotted ferrule aligns tip, prevents 4 be : _e 3 A 

. ‘ . : lures—yet handles TINY RUNT (Sinking)—Some great fish- Sy / 
turning. Aluminum handle anodized in soft lighter end heevier getting action as famous River Runt. os 
black, with 24k gold-plated fittings. Antique \ . 

- ures as well. Clear glass TINY TORPEDO (Surface)— Wounded or 
gold chuck type forward grip locks and tip with graduated scared minnow action. A surface killer. = 
unlocks tip with one-eighth turn. You drone splaning qvides suey ameRY 00 wesetlh-Otteel : 
\ j ‘ bi oating-Diving)— a 

couldn't ask for more. Your jobber has wound in silver groy silk. Noisy chugger on surface—erratic swim- EE . 
it—stock up now. 10.1. detechubid: caulk mer under water. SS 
Actions: Extra Light, Light, Medium, Heavy. handle with adjustable 3-in-1 Kit for Triple Sales 


Lengths: 4, 44, 5, 514 M. PRICE, $25.00. tapered reel bands of pol- 


ished aluminum fits all reels. 


es See eee Vere NEW—for ‘‘dropoff’’ fishing! 


Mee e317 30 Heddon SAINT SPINNER 


Sinks head down—fast—spinning all the way. Permits fishing 
right next to steep “dropofts.” Six colors—weight 2 oz.— 
price each, $1.25. 


4 other PAL SPOOK models 
from $7.95 to $22.50. 


NEW DOWAGIAC REEL 


So light—so smooth—so easy to casi! 


You'll sell a lot of these— because the new 
Dowagiac features Heddon's exclusive remov- 
able head ring for instant oiling without use of 
tools! Outstanding control eliminates backlashes. 
Anodized end plates. Featherweight aluminum 
spool for smooth, easy casting. Capacity: 100 
yards 18-Ib. line. $9.75 


NEW Deluxe Tubular Glass Casting Rod 

NEW Deluxe 2-pc. Tubular Glass Fly Rod 

NEW Deluxe 3-pc. Tubular Glass Fly Rod 

NEW Solid Giass Saltwater Rods 

NEW Baby Dowagiac, Baby Lucky 13, and Widget baits. 









fishing ig 
CATCHING 
with Heddon Tackle . 


And remember—America’s all-time favorite 


RIVER RUNTS 
ay 


Still the nation's top-selling baits. 
$1.35 and $1.50. GO-DEEPER 










James Heddon’s Sons, Dowagiac, Michigan 











Display window calls attention to basement department. 
A printed sign has replaced the temporary written sign. 


resulted, according to Howard Mc- 
Kean, buyer for the firm’s hard- 
ware department. 

With more display space avail- 
able it was possible to enlarge the 
stocks, especially in steel goods. 
The department carries a full line 
of fertilizers, grass seed, vegetable 
seed and insecticides. 

The principle followed in laying 
out the garden department is that 
people must see an item before 
they’ll buy it. The basement dis- 
play room is well lighted and dis- 
plays are of the open, self-service 


Scouting 


To interest more boys in mem- 
bership in the Boy Scouts of 
America and build goodwill among 
scouts, O’Brien Paint & Hardware 
in Ft. Lauderdale, Fla., used this 
display featuring many items fur- 
nished by a local scout troop. The 
window helped mark National Boy 
Scout Week. 

A pup tent in the center was 
flanked by an American flag, on one 
side, and the standard of Troop 1 
of Ft. Lauderdale on the other. 

_Twelve sticks were scattered 
about to represent each of the 12 
points in the Scout Code. Individ- 
ual points were given on tags at- 
tached to each of the sticks. A long 
rope, braided to form the links of 
a chain, was strung across the win- 
dow. Samples of a variety of knots 
were displayed on a panel. 
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type. Impulse sales have increased 
particularly. 

The sales of power garden tools 
have been especially good this year, 
Mr. McKean points out. Such 
items as power mowers and tillers 
must be placed out on the side- 
walk to display and demonstrate 
properly. However, it has been 
found that to conclude a sale, the 
best and most convincing method 
is to take the item to the customer’s 
home for a demonstration. 

In a single five-week period, the 
firm sold 14 power tillers and 


every one was sold following a 
demonstration at the customer's 
home. ‘ This is the first year the 
Renton store has carried tillers and 
they have found enthusiastic ac- 
ceptance of them. In each instance 
the buyer of a power tiller has also 
become an established customer for 
other garden tools and supplies. 

Sporting goods have benefited 
through the move to the basement 
even though the line had to give up 
its location in a front corner of the 
hardware section on the first floor. 
The available space for it upstairs 
was too limited to permit proper 
display. 

Following the remodeling of the 
basement space for storage and 
limited display purposes several 
years ago, the area was used for 
limited display of goods but with 
unsatisfactory results, except dur- 
ing the Christmas shopping season. 
During that time, its use as a toy 
display room built up an excellent 
seasonal volume in that merchan- 
dise. 

Customers’ attention is drawn to 
the basement by a neon sign at the 
head of the stairs, by window dis- 
play, and by newspaper ads. News- 
paper ads, illustrated to represent 
steps, carried a line of copy: “Walk 
down one flight and save.” 

Sporting goods will remain on 
display the year ’round and garden 
goods will be shown for nine or ten 
months whey they will be removed 
to make room for the toy depart- 
ment during the Christmas season. 





Scout window built goodwill among Boy Scouts for O'Brien's. 
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SALES-LEADING 
Model 50/50 
18” Cut 

Briggs & Stratton 
and Clinton 

1.1 H.P. Engine if 


f 


rf I 





Only Davis has the Flex-A-Matic Clutch 
1 with full safety release— Models 50/50 and 
52—-a V-belt automatic transmission that makes 
Davis the easiest to operate, safest reel type 
power mower built. 

Today’s finest ““mow and mulch”’ job is done 

by Davis Rotary Power Mulching Model 51 
—because the exclusive Davis rubber mulching 
roller holds the cuttings in the mower until thor- 
oughly shredded — and then spreads the mulch 
evenly over the lawn. No unsightly windrows. 

Davis product quality and salability are 

based on half a century of research, quality- 
controlled manufacturing and sales experience— 


National plus sales-making national consumer advertising. 


Advertising ¥ bs y, , 


| Exclusive Davis 

















1.6 to 2 H.P. 


Snron aavitts 
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> SALES REASON 


....- Why DAVIS is 
different and 


better 


4 The Davis 1952 Golden Anniversary Line is 
compact ...every model a sales leader. That's 


why your inventory is lower—your turnover 


faster—and your profits greater ... with Davis. 


5 


greater protection, simpler stocking and easier 


All Davis mowers are Unit Boxed . . . 
tented, individual packaging that affords 


pa- 


handling . . . A better package for a precision 


product. 


Every mower—hand or power—in the Davis 

1952 Golden Anniversary Line is a top value 
... because Davis “built the best” quality still 
bears a modest price tag... See your Jobber or 


write direct to: 


G. W. DAVIS CORPORATION 


Richmond, Indiana, U.S.A. « Established 1902 


“BIG BROTHER” ROTARY “MULCHING” 4-SQUARE Medel 56 —_ 
\ FLEX-A-MATIC c <= Medel 52 Model 51 stow, dugeeved 
Safety Clutch, A 2 o~ A> Smartly Styled 
V-Belt Automatic Davis Quality 
Transmission ; Throughout 
Simplest, Safest 
a Davis Unit WHISPERING Model 57 { 
4 Boxed Streamlined - . 
Exclusive Beauty end ; 
Patented 20” Cut Mechanical 
Perfection 
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Fair Type Promotion 
Draws 1208 to Store 


Manufacturers’ demonstrations and exhibits, 

refreshments, favors and gifts are features 

of two-day Spring promotion of Davis Hard- 
ware, Binghamton, N. Y. 


A Town and Country Fair, held 
last year for the second time, at- 
tracted 1208 registered guests to 
the Davis Hardware Store, Bing- 
hamton, N. Y., and continued an 
annual custom started some 40 
years ago. 

“The Town and Country Fair 
would be a success even if it didn’t 
bring any extra people into the 
store, for, if nothing else, it forces 
us to make the store just as clean 
and attractive as we know how to 





make it,”’ explains Norman Howard, 
manager. 

The Town and Country Fair is 
an outgrowth of the store’s Annual 
Opening event, which was _ insti- 
tuted about 40 years ago as a pro- 
motional idea. In the horse and 
buggy days the three-day opening 
was an affair that was anticipated 
by the farmers each year. 

“As the farming picture around 
Binghamton changed, so did our 
store and its merchandising pro- 


Noise helps to create a “busy” atmosphere, which 
puts store guests in a holiday spirit. 
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gram,” explains Mr. Howard. 
“While we now carry a complete 
line of farm machinery and sup- 
plies, we cater also to city and sub- 
urban trade and have complete 
lines of hardware and housewares. 

“We have experimented with dif- 
ferent types of promotional affairs 
since dropping the more elaborate 
Annual Opening and Agricultural 
Institute, with varying success. 

“In 1950 we incorporated some 
of the features of the Annual 
Opening and named the promotion 
‘Town and Country Fair.’ When 
we attracted 600 registrants in two 
days we felt we were again on the 
right track, but last year we had 
twice that many registrants so now 
we know we have something to be 
proud of,” states Mr. Howard. 

The Fair is held on a Friday and 
Saturday in the middle of March, 
just before the beginning of the 
busy season. 

The store management invites 
factory representatives of some of 
its major merchandise lines to be 
present, and provides them with 
space for demonstrations or special 
displays. 


Manufacturers Help 


The Sunbeam Corp. set up a 
booth and furnished coffee, toast 
and jam to everyone at no charge. 

The Dixie Cup Corp. set up a 
display with a punch bowl, and 
served a fruit punch. This inci- 
dentally, was the company’s first 
experience with this type of pro- 
motion, and the results were grat- 
ifying, according to Mr. Howard. 

Among others was a display of 
chicks which the store had grown 
to almost broiler stage; a mounted 
display of insects with an expert 
from the Niagara Sprayer and 
Chemical Division to help the 
store’s customers with their insecti- 
cide problems; and a working dem- 
onstration of woodworking, manned 
by a representative of the Atlas 
Press Co. 

For this year’s event the local 
gas company is cooperating to the 
extent of putting on a cooking 
school for both days of the promo- 
tion. One of the local distributors 
will furnish a home economist to 
demonstrate preparation and wrap- 
ping of frozen foods. 

The store’s sales force was in- 
structed to act only in the role of 
good hosts during the two days 
and not to try to sell. 

“This,” according to Mr. How- 
ard, “created a chatty atmosphere 
among the guests and many older 








| 
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MODEL 161 
Magnifying Lens 





3 7 





i 
‘tyealth-o-Meter 


a5 


For more than 30 years Health- 
o-Meter Bath Scales have been 
the popular favorites every- 
where. Wide acceptance by the 
medical profession plus use in 
thousands upon thousands of 
homes proves conclusively that 
Health-o-Meter Bath Scales are 
the preferred personal weighing 
instruments. That kind of lead- 
ership is the result of one thing 
—our determination to always 
build precision weighing instru- 
ments that perform accurately for 
the longest possible time. 

The popularity of Health- 


CONTINENTAL SCALE CORPORATION 


5701 S. Claremont Avenue 


"MODEL 187 
Magnifying Lens 





MODEL 134 
Airplane Dial 


KAth, Exzales 


o-Meter Bath Scales can mean 
profitable business for you, too. 
Make the three top-selling 
Health-6-Meter Scales your line 
of bath scales—the line with a 
ready market built through 
years of consumer acceptance. 





e Chicago 36, Illinois 
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Customers were invited to try their hands at operating 
power tools at this display. 


customers stayed several hours in 
the store, talking to old friends and 
making new ones.” 

The store started to advertise 
the dates of the Fair two weeks in 
advance. On Tuesday and Wednes- 
day mornings, ads of 14- and 1.- 
page size were inserted in the local 
papers. Smaller follow-up ads were 
run throughout each succeeding 
evening paper through Friday, the 
first day of the show. 

Last year, radio spots were used 
during the week of the Fair, and 
it is believed that they helped 
boost the registration. 

Special announcements were in- 
serted with the store’s monthly 
mailing of the Davis Store News, 
syndicated mailing piece of the 
Bunting System. 

A large sign, proclaiming the 
Fair, was used over the main en- 
trance. 

Each person who entered the 
store was urged to register at the 

egistration desk, and each woman 
received a rubber plate scraper and 
each man was given a plastic wind- 
shield scraper. 

Each registration slip was num- 
bered and since last year was the 
firm’s 75th anniversary, every 75th 
person to register received a gift 
consisting of a Dixie Cup Home 
dispenser with a supply of cups. 

“Success in this type of promo- 
tion,” says Mr. Howard, “depends 
upon many local factors. We have 
a feeling that the primary factor 
should be that the store be located 
in the center of a large farming 
area, and also where there are 
many suburban homes. An analysis 
of our registrations shows that 
very few strictly ‘city’ people are 
attracted to our Fair. 

“Another local factor which is 
nebulous but which is one which 
cannot be denied, or which cannot 
be determined without a try-out, is 
the temper, so to speak, of the peo- 
ple in the community. Will they be 
attracted to an affair of this sort? 
We have heard of promotions of 
this type being tried in cities and 
towns, using the same type of ad- 
vertising with very little success, 
just because the people did not ‘go’ 
for it,” cautions Mr. Howard. 

“We feel very strongly,” he con- 
tinued, “that the most serious 
pitfall to be avoided is that of 
making this pri@notion a ‘sales’ 
promotion. People in our commu- 
nity at least are getting tired of 
the ‘pressure’ approach. We def- 
initely instruct our personnel not 
to try to sell. During these two 
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» wind- but what aegis and what a lifesaver! Changes , 
cross ‘‘on the tire” and avoids damage 
to fenders and tires. Just squeeze to open link 
s num- ... insert new link . . . squeeze to close. One 
ras the tool for the whole job. Handles all passenger 
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Jiffy 
HOSE HANGER 








Heavy gauge metal, non- 
pou ph~= 4 rust yeals- © Completely 
lant, non-snagging. Takes up! 
up to 75 feet of garden Set-up! 
hose. No mess, neat — © No Nuts & 
your hose always in 
lace. Green enamel Bolts 
_ © No Assembly 


PORTABLE 
PICNIC 
BOXES 


Galvanized 
water-tight con- 
struction. Fully 
insulated. Three 
sizes: small, 
"tween size, 
large icechest. 





2 FLOWER BOXES 


DELUXE STANDARD 
LEAKPROOF LINE 
(above) (below) 


Embossed, all-steel— Modern design— 
erfect window box. pastel colors. 5 sizes 

h indoor, outdoor —I5" to 36". Sturdy 
use. 5 Pastel finishes, rugged. Also floral 
ge. white. I5"' to lanters and flower 
6", x brackets. 





See us at Booth C-444 
National Housewares Exhibit 


CARLISLE 


MANUFACTURING CO. 
Established .1903 
109-135 Meeker Ave., Newark 5, N. J. 
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days we change our approach ‘to the 
customer to one akin to a host wel- 
coming a guest to his home. 

“We have been told by many of 
our customers that this approach 
makes attendance at the affairs 
such a pleasure. We appreciate 
that many merchandising people 
will not agree with us in this, but 
the important thing is that this 
relaxed attitude on our part does 
pay off.” 

Continuing, Mr. Howard said, 
“Another factor of success is some- 
thing which sounds easy but is 
really hard to do, and that is to 
create an atmosphere of activity 
or excitement. We try to have at 
least two or three displays which 
create noise. Last year we had sev- 
eral 2 by 4’s in our power tool dis- 
play and every few minutes the 
demonstrator was instructed to run 
one of them through a jointer. The 
noise of this plus the dust and shav- 
ings was enough to create this feel- 
ing of activity. 

“A glass demonstration model of 
an automatic dishwasher in opera- 
tion provided ‘noise.’ There are 
hundreds of ways to create this 
busy atmosphere and we feel that 
it is very important to a show of 
tis sort. 


$10,000 Volume in 


Louis L. Shomshak’s hardware 
store at 4334 Lyndale Ave. in the 


| Camden section of Minneapolis en- 


Key to Shomshak's 
big volume in elec- 
trical fixtures and 
sundries is this com- 
pact display of wire, 
fixtures, lamps, re- 
ceptacles and 
switches. 





“Another important thing which 
really shouldn’t be necessary to 
bring out, is the way in which the 
store handles factory salesmen. We 
consider that they are our guests 
and deserve every consideration and 
every bit of cooperation. We pro- 
vide them with their lunch and 
strive to create with them the same 
host-guest relationship as we do 
with our customers. 

“I would advise against staying 
open at night, or extending a pro- 
motion more than two days. We 
realize that this admonition must 
be tempered by local conditions, but 
we find that two 8% hr. days is all 
we can successfully handle. To try 
any more would tire our employees 
and ourselves, and consequently 
some of the good results would be 
lost. 

“Our sales for the two days of 
the Fair,” explains Mr. Howard, 
“are lower than they would be for 
that time of year, but we feel that 
the good will engendered, the traf- 
fic that the Fair creates and, above 
all, the friendly feeling of helpful- 
ness which the event produces, not 
only make up for any drop of im- 
mediate sales, but are the finest type 
of promotional activity in which we 
could engage—and the cheapest.” 


Electrical Supplies 


joys a $10,000 volume in electrical 
sundries and fixtures with a com- 
pact, but eye catching display in 
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the rear of his store. Most of these °* 


sales are to the small homeowner 
buying a few replacement units. He 
also makes sales to electricians 
doing jobs in his neighborhood, 
men who wish to save time rather 
tnan travel some distance to their 
own shops. 

Although Mr. Shomshak does not 
do any electrical contracting work 
he frequently recommends electri- 
cians to his customers, referring 
them to several reliable men with 
whom he does business. 

Practically all of the electrical 
business is on a cash and carry 
basis and fully 15 pct of the volume 
for the department is in the form 
of impulse sales. Although he has 
sold as much as $80.00 worth of 
materials at a time to a homeowner 
doing a complete rewiring job, 
much of his volume in these items 
is in sales of only enough material 
for part of a job at one time. 

The store is operated under the 
name Camden Ace Hardware & Ap- 
pliances, Inc., that name having 
been selected many years ago to 
differentiate between his store and 
another hardware firm using the 
name Camden. It is not affiliated 
with any group. 

Key display for the department 
is a table, 4 by 6 ft., with a plywood 
canopy supported by pipe. The 
canopy is wired to permit demon- 
stration of the variety of lighting 
fixtures shown on it. Further back 
in the store is a wall display fea- 
turing other smaller lighting fix- 
tures, chiefly of the wall type. 

Both incandescent and fluorescent 
lighting fixtures are offered. Regu- 
larly displayed are lighting fixtures 
priced from $1.35 to $18.00 with 
the fastest sellers being those priced 
from $8.00 to $10.00 each. 





HARDWARE HUMOR 
By Hardware Age 





"Some like to watch it make and 

some like to hear it perk, while 

others like to just wait and see 
what they get.” 
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BOONTONWARE is a top volume housewares producer! 
Here’s how it backs up your merchandising with 
a complete promotional program. 


Check these 12 that help you sell: 


1. GUARANTEED AGAINST BREAKAGE! Writ- 

ten guarantee with every purchase. 

2. NATIONALLY ADVERTISED IN FULL COLOR 
in Good Housekeeping — Better Homes 
and Gardens. 

. Beautiful full color Consumer Folder. 
Shows complete Boontonware line. 

4, Tumbling Barrel shows Boontonware in 
action! 

. Complete assortment of handsome dis- 
play-and-ship packages. 

6. Counter Cards — national ad full color 
easel cards, mounted Guarantee, others. 
7. Mat Service—complete series of mat ads. 
8. Advertising Aids — complete kit — fine 
glossy photographs, layout suggestions. 
9. Catalog Sheet in full color. 

10. Sales-training Sheet-— for quick, easy 

briefing of staff. 

11. Stock Sheet-Order Blank—makes inven- 

tory, reorders a cinch. 


| 


oN 
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12. THE TOP QUALITY 
LINE PRODUCED. 
THE BEST CONSUMER 
ITEMS AND COLORS. 


conlenware 


FINE DINNERWARE FASHIONED OF MELMAC® 







Product of Boonton Molding Company, 
Boonton, N. J. 





See ua dt lhe Vilional ppousewares Show 
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You Sell MORE of these Colorful New | 











Blue with white flecking, No. 20 CP, capacity 20 
qts. Rack holds 7— 


1 qt. jars. 


No. 24 CP, capacity 
24 qts. Spider 
rack holds 7— 
1 qt. or 5— 
¥% gal. jars. 


trimmed in red 


conn 


Popular for more than seasonal sales 


® Color sells—and these new Belmont Canners have 
it... rich deep white-flecked blue with smart red — 
trim. New porcelain surface on flex-proof weight 

steel is exceptionally smooth and has high rated See US at the 
durability. Design, including smooth bottom and Chicago 

no corrugations, makes it extra easy to clean and Housewares Show 
useful in the kitchen before and after the canning Jan. 17 to 24 
season. Electro-tinned rack handles jars the way . 0 
women like. You'll like the 2 and 4 unit packing in 
special type cartons that deliver Belmont Canners 
to you undamaged. 

They’re of unmatched long-service quality, making 
them an unmatched fast-profit item at their popular 
price. Write today for Bulletin B-C and prices. Better 
ask for a copy of complete new Belmont catalog, too. 


clmout . Top Quality, Popular Priced 
S be NAMELWARE 


Made by Selmont sr i li , 100 Belmont Street, New Philadelphia, Ohio 


ow 
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23% More Vacuums 
Shipped from Factory 


Factory sales of standard-size 
household vacuum cleaners in 
October totaled 259,469 units, an 
advance of 23.5 pct over 210,086 
in September, according to indus- 
try-wide figures announced by 
C. G. Frantz, secretary-treasurer 
of the Vacuum Cleaner Manufac- 
turers’ Association. 

October sales were 21.7 pct be- 
low 831,445 units reported for 
October, 1950. 





Television Production 


Half That of Last Year 


Production of television receiv- 
ers in the first 10 months of 1951 
amounted to 4,382,724 units, com- 
pared with 5,872,000 in the same 
1950 period, the Radio-Television 
Manufacturers Association an- 
nounced. October output totaled 
411,867 sets, as against 838,300 in 
October, 1950. 

Radio receiver production in 
the first 10 months totaled 10,953,- 
201 receivers, compared with 11,- 
974,300 a year ago. In October 
874,723 radios were made, as 
against 1,229,900 in October, 1950. 





Fewer Gas Heat Units 
Produced This Year 


October shipments by manufac- 
turers of gas-fired central heating 
equipment amounted to 72,600 
units in October, compared with 
97,600 in the same 1950 month, 
reported the Gas Appliance Manu- 
facturers Association. 

For the first 10 months of this 
year shipments amounted to 516,- 
100 units. 





Portable TV Set in 


New Motorola Line 


What was termed the first big 
screen portable television set yet 
made has been introduced by 
Motorola, Inc. It is a 14-inch 
model and the selling price is 
$199.95. It is designed to operate 
from an indoor antenna and has 
to be plugged into a regular home 
electric power supply. 

Five other models have been in- 
troduced by Motorola, ranging in 
price to $399.95. Built-in equip- 
ment is provided for an additional 
charge of $40 to receive on the 
new TV channels to be opened in 
the ultra high frequencies. 
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THERE 1S SENSATIONAL NEWS IN THE AIR! 


You are requested to visit the display of 


PLASTICS MANUFACTURING COMPANY 
Space D 1252-1254 

at the University of Illinois Drill Hall 
NATIONAL HOUSEWARES SHOW 

Chicago, Illinois, January 17 to 24, 1951 


We cannot disclose full details at this time. However we do 
assure you that this announces one of the most important 
and comprehensive moves in the annals of the tableware 
industry 


Everyone who has had an opportunity to obtain even the 
slightest detail of this new merchandise has been astounded 
at the magnitude of this move, for its establishes a new con 
ception in the field of tableware. In fact, it is so important 
you owe it to yourself to visit our display and make a per 
sonal inspection 


We remind you that we have in daily use in the field over ten 
million pieces of tableware. We are. the originators of the 
famous KONITE Tumblers, Heavy Duty DALLAS WARE, TEXAS 
WARE, the KATCH KAN, the SERVERATOR, Texas Ware MIXING 
BOWLS and the SNACK TRAY 











FROM handles to wheel, Buch Bar- 
rows incorporate superior construc- 
tion. For example: Longer handles 
(61) provide easier ‘‘lift’’, prevent 
user from kicking plank rest. Made 
of carefully selected hardwood, they 
are shaped to fit the hand and de- 
signed for perfect balance. The Buch 
wheel is grommeted and riveted— 
not bolted—to insure extra strength. 
Tires are the best money can buy 

. top grade, nationally known 
and advertised ... guaranteed. 

In addition, we firmly and ir- 
revocably believe in the sale of our 
products through wholesalers only. 
You can depend on Buch to main- 
100% Wholesale Sales 
Policy because we base our success 


tain its 


on the success of our wholesalers. 


The Quality of a Buch Barrow 
Is Always Higher than Its Price 


«wt LOAD 


BUCH MANUFACTURING CO. 


ELIZABETHTOWN, PENNSYLVANIA 
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Sells 50 Metal Door Canopies in Two Years 





Martin Spoerl looks at the permanent door canopy display inside his store. 


What might otherwise be waste 
space—from a display standpoint 


| —has been proven an effective 


place at The Spoerl Hardware Co., 
164 High St., Hamilton, Ohio, for 
showing metal door canopies. The 
firm has a white metal door 
canopy displayed just inside its 
entrance so that all customers pass 


| under it when they are either enter- 


ing or leaving the store’s display 
room. 

In two years this display has 
been the means of selling 50 of 
the canopies, which are stocked in 
white, red and green in a variety 
of sizes. Martin Spoerl, who is 
president of the firm, points out 
that this display works for the 
store regardless of the weather. 


Sleds in Sight But Out of the Way 





- a 





The Matt Hardware, Carroll, lowa, devised this special, but simply constructed display for 
sleds. Made of pipe, to support the sleds upright, fitted to a wooden floor stand, cus- 
tomers can examine and handle the different types with ease. This fixture also keeps the 
sleds out of the aisles and from underfoot where they could be hazardous to shoppers. 
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Credit Rule Changed to 
-Conform with OPS 


Effective Dec. 31, the Federal Re- 
serve Board has adopted a technical 3 B j G R é A 4 re) | Ss W 4 4 
amendment to Regulation W, de- 
signed to conform with OPS regu- 
lations. The amendment provides 
that the maximum amount of money 
that can be loaned for purchase of 
a listed article subject to Regula- 
tion W shall not be more than the FOR GREENLEE CHISELS 
specified percentage of the cash 
price but, in no event, more than 
that percentage of the maximum 
retail price established by Federal 
authorities. 

Specified maximum loan value 
percentages remain unchanged: for 
household appliances, radios, and 
television, and furniture, 85 pct; FINE-CUTTING, DURABLE 
Sa home improvements 90 pct. EDGES for long-time, 
ac | accurate performance 

on a wide variety 


THERE’S SUCH DEMAND 

























HANDSOME, TOUGH 
PLASTIC HANDLES 
that withstand the sever- 
est hammering. 


























NPA Again Revises Its | of work. The blade Attractive green 
Electric Unit Set-Up | ee paces mt i 
re. 
The electric appliance branch in special-analysis, ~~ — pera 
the consumer durable goods division high-grade daien aint” 
display of NPA has recently been broken — ss wate extra casy to guide 
down into four instead of three eanotan and hold blade 
lay has sections, as follows: 1, a new sec- highly polished. — "gg 
yr 50 of tion for flatware, holloware, and And then carefully pee 
yecked in cutlery under R: R. Troutman; 2, inspected for top making you can always 
variety eooking and kitchen utensil section quality throughout. expect from Green es. 
who is under Ray Rawlinson; 3 stamped, 
nts out pressed, and wire production sec- oo 
for the tion; 4, lamp and battery section —— 
ather. under Walter W. Jachens. ~~. 
Section 43 Price Orders 
OPS has declared a moratorium, penne el Vien yoo eel Gommaes, you 
effective Dec. 17, on acceptance of From factory to your can be sure you're selling top 
new applications under Section 43 customers, this quality always. Write today for 
or CPR-7 until further notice. The heavy protective coating 4 complete information on 
agency said it is revising its stand- = red ‘ Greenuee Chisels and these other 
ards for processing applications them from shipping high-quality tools: Auger Bits, 
under Section 43, and all special and handling damage, E oS eae ¥: 
orders issued to date under the sec- seashore and other apenuies Bite, Cor Bins, 


humid conditions. Gouges, Draw Knives, Turning 


Eliminates costly 
stock mainte- 


tion are subject to OPS review. 
Tools, Spiral Screw Drivers, 


Automatic Push Drills and many 





HARDWARE HUMOR nance for you ; 
... keeps your chisel more. Ask for 
By Hardware Age : Ps y' 
. . aay a perfect j new Hand Tool Quick 


shape . . . brings 
full value to the user. 


GREENLEE 


Reference File. 








™ Pa N 
play for “Now that we're handling a new line STOCKED BY LEADING WHOLESALERS 
ind, cus- of dinnerware, will we still use the 
peps the same old line when we try to sell it?” GREENLEE TOOL CO., 1801 HERBERT AVENUE, ROCKFORD, ILLINOIS 


hoppers. 
I , - 
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How sound promotion 
made sales for new store 








Building Traffic in a New Store 


» 


It takes time for a new store 
to build up a following but Tela- 
Warren Hardware, 6938 Telegraph 
Road, Dearborn, Mich., found that 
there are ways by which this warm- 
up period can be greatly shortened. 

When William Nosworthy, presi- 
dent, opened the new store on Dec. 
8, 1950, he expected that it would 
take at least a year to build up a 
reasonable sales volume, but within 





It takes time to build a following for a new 


store. 


But smart promotion helped this 


Michigan firm shorten this time consider- 


ably. Here’s a report on what they did 


a few months the break-even point 
was passed and the sales have con- 
tinued to increase each month. 

Mr. Nosworthy expects that sales 
will level off at around $35,000 to 
$40,000 a month. The company also 
operates a lumber yard as a sepa- 
rate division. 

Mr. Nosworthy admits that he 
was as surprised as anybody at the 
almost overnight success achieved 


by his venture, but with 27 years’ 
experience behind him he is well 
qualified to evaluate the reasons. 
The first reason in his opinion, is 
the exterior appearance of the store 
itself. In keeping with the prevail- 
ing architecture of Dearborn, the 
store was constructed with a red 
brick front, in the Colonial type, 
and it is easily one of the most at- 
tractive store fronts in the area. 


This highway store was designed to conform to the Colonial pattern so greatly used in Dearborn. 
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YA L E BEST SELLERS 


ee RIGHT DOWN THE LINE! 


“Surprising how many 
peoplearesold the minute they 
know it's a Yale padlock.” 
Says: Ray Ware 

Ray Ware Hardware 
Jacksonville, Fla. 


















“I've never seen a brand 
name that makes people say 
‘Sold’ as fast as Yale!” 


Says: William A. Ratz 
Ratz Bros. Hardware 
St. Louis, Mo. 




























bronze case with hardened steel shackle plated | Ne) cast iron case with brass bolt. Extra turn of knob or 
with chromium. Five pin-tumblers. Locks at ria key deadlocks latchbolt so it can not be pried back. 
heel and toe with practically unlimited key 
changes. 


Yale Super Pin-Tumbler Padlock — 830. Solid | Yale Five Pin-Tumbler Nightlatch — 042. Grey finished 
| 
| 


Key changes practically unlimited. 





“I'm a one word salesman 
and YALE is the word!” 


Says: Russel Trowbridge 
Mgr. Hardware Dept. 
Bunting Hardware Co. 
Kansas City, Mo. 








“Seems like every kid wants 
one of these Yale Ziplocks!”, 


Says: Robert J. Pekoc 
Pekoc Hardware Co. 
Cleveland, Ohio 

















Yale Compact Door Closer — Series 90. Rotary piston 

rmits trim beauty; gives powerful, firm operation. 
Ex tra durable, this closer also holds doors wide open 
or slightly ajar for ventilation. In many sizes, models 
and finishes. 


Yale Multi-Purpose Ziplock — 222. Rustless case 
finished in red enamel. Bright steel shackle. Five 
disc-tumblers with up to 200 key changes. Ex- 
cellent for duffel bags, camp gear, bicycles, etc. 





The Yale & Towne Mfg. Co., Stamford, Conn. 
Yale is a registered trade mark (In Canada: St. Catharines, Ontario.) 
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Keep after 
this brand 





with its little 
“trade” man 











They're worth waiting for! (Though 
today’s shortages have made them 
scarce, the situation is improving.) 
Keep identifying your store (with the 
popular, practical Bassick display) as 
headquarters for Bassick “Diamond- 
Arrow” and “Diamond-Dart” casters 
and rubber cushion 
glides. First in cus- 
tomer preference 
and satisfaction. THE 
BASSICK COMPANY, 
Bridgeport 2, Conn. 
In Canada: Belle- 
ville, Ont. 

STEWART 


SERA C4 











MAKING MORE KINOS OF CASTER MAKING CASTERS 00 MORE 
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This octagon-shaped display fixture has more drawing power than any other 
in the store. Once attracted to it, customers walk all the way around it. 


This impressiveness is carried still To exploit this store front to the 
further by the massive size of the utmost it is floodlighted at night 
front which extends 80 ft. across and is well marked with a large sign 
the front of the lot. on top and another on the ground 





Displays like this are used throughout the new store to stimulate self service. 
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level. This emphasis on the front 
paid extra dividends because Tele- 
graph Road is rated as one of the 
most heavily traveled roads in 
Michigan. 

The 80 by 40 ft. store stands on 
a lot of 160 by 84 ft., which pro- 
vides almost unlimited parking 
space, one of the big advantages of 
a highway location. It also has a 
34 by 44 ft. warehouse. 

The inside of the store has also _ | 
played an important part in its im- 
mediate success. To sustain the 
Colonial motif, the huge roof raft- 
ers and trusses have been left ex- 
posed and the display fixtures were 
kept low to permit visibility from 
one end of the store to the other. 

On entering the store the cus- 
tomer is impressed by 80 ft. of un- 
interrupted displays. The store 
boasts an attractive asphalt tile 
floor. The offices were built on a 
second floor level to conserve floor 
space. 

Actually the Colonial emphasis is 
only skin deep and underneath the 
store is strictly modern and effi- 
cient. All the displays were planned 
for self service and easy mainte- 
nance. 











gpyrrtriiniy 
Mi 


An Outstanding Fixture 

One of the most outstanding dis- 
play fixtures is one that is octagon- 
“4 shaped, for electrical housewares. 
~ These are displayed on_ step-up 
~ shelves and once a person is‘ at- 
: alain tracted by one item he invariably Mi ° & A 
Mee stan [01988 around the whole display odernize your brush department 
; aeel e store has an inventory of 
- about $25,000, most of which is dis- e ° x 
played for self service. +h 7; EW, di A. 
The beautiful building and the Wi 1S INASS 1Sp) ay 


extensive merchandise would have 
gone a long way towards assuring 





the success of the business, but Mr. Put this modern display in a good 
Nosworthy didn’t want to wait for traffic spot and watch your household 
this slow process to take effect. Pro- P y 3 
motion was the obvious answer, and brush turn-over — and profits — rise! 
this was started with a Grand Up-to-date, light-weight, easily as- 
Opening event. bled. thi displ h h 
Preceding the opening, the area semmnres, Cais emart Cupiay shows the 
was heavily circularized and large brushes, not the display. Rent-free with 
ads were run in the local paper. Kellogg’s Assortment No. 2944 — six- 


Prizes and gifts were offered dur- 
ing the two-day opening, and as a 
further inducement, every customer 
was allowed a flat discount of 20 Order from your wholesaler or write us for details 
pet on every purchase. 

These efforts produced results 


and an estimated 1000 persons 
visited the store in the two-day 
period. Over $1,000 was rung up 


teen tested, sure-fire sellers. Order now! 





on the first day. 
Continuing this promotional ef- 
fort, the store runs ads regularly in 


ce. (Continued on page 179) Kellogg Brush Mfg. Co., Westfield, Mass. 
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A wall, paper in a pattern representing sporting goods items, is used as the background for the gun rack. 
Set above the glass counter, which displays fishing gear, the rack is visible from all parts of the basement. 


Sporting Goods 


Bigger Stocks Built Bigger Sales 


Ingrassia Ace Store, Rockford, 
Ill., took a small sporting goods 
stock and expanded it into a large 
basement department, as its method 
of increasing its sporting goods 
volume. 

The new department, managed 
by Sam Mannira, is now a big 
roomy, well-stocked department 
where sports-minded people like to 
shop and buy. 

The knotty pine wall of the new 
sports section creates a club-like 
setting for sporting goods displays, 
among which is the golf center, 
which shows two rows of clubs on 
two levels, opening up a_ wide 
choice for golfers’ inspection. 

Guns are shown against an at- 
tractive wallpaper background. 
Their arrangement above glass 
counters makes them fully visible 
to store traffic. The glass counters 
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This golf display o 





ffers a wide selection to appeal to any golfer. 
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..a new SAVAGE dealer service 


The new Savage, Stevens, Fox Component Parts Price List is the most 






complete, concise book of its kind we have ever issued. 52 pages of easily 






identifiable illustrations show replacement parts for all current—and most 








older—Savage, Stevens, and Fox shotguns and rifles. You'll also find 






helpful information on service and repair charges your customers ask 





about. 





This new Parts Price List assists you to offer shooters complete, reliable 





service information on all our models. Replacement parts are easily 






recognized and simply keyed for quick, convenient ordering. SERVICE 






can make your store arms headquarters—create many new sales. 








Send for your copy of this free book now—it’s a sales 
tool because it helps you maintain the dependability and 
high performance qualities that are built into Savage, 


Stevens, and Fox shotguns and rifles. 


Send For Your Free Copy 
























Savage Arms Corporation, Arms Service Department H 
Chicopee Falls, Mass. 


Please send me, without charge, a copy of the new Savage, Stevens, 
Fox Component Parts Price List. 

Firm Name... 

Addresa............. 


(J add my name to your Arms Service dealer list. 
(- send names of competent gunsmiths nearest me. 


SAVAGE + STEVENS + FOX Rifles and Shotguns 





SAVAGE + WORCESTER Power ond Mond Lown Mowers 
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You can stock and sell 
American and “Old Faith- 
ful” markers with the com- 
plete assurance that they 
are the BEST MARKERS 
made—each has the 
backing of over a cen- 

tury of research and 
manufacturing 
“know-how”, 


AMERICAN 













5000 SERIES 





ceivable use. 


AMERICAN Ie 
1035 SERIES 4° 
ie) 


Write today for 
FREE 16 page In- 
dustrial Marking 
Guide to Dept. 
HA-33. 


WHEN IDENTIFICATION COUNTS 
COUNT ON OLD FAITHFUL! 


the American Crayon company 


ndusky Ohio New York 





17f 


The “Old Faithful” 
line includes mark- 
ing chalks and cray- 
ons for every con- 







f 








Lures are displayed on black circular panels, to point up their special features. 


are used for small items of fishing 
gear such as tackle, to cut down on 
pilferage. 

Other displays in the basement 
department are devoted to basket- 
ball, baseball and footbail equip- 
ment and the completness of those 
lines has led to several team sales. 
With an eye to increasing team 
sales, local schools and factories 
are now being contacted for future 
business by Theodore and Frank 
Ingrassia, who with their father 


Joseph Ingrassia, are owners of 
the store. 

The sports department also car- 
ries beach balls, boat cushions, 
camp stoves, picnic supplies and 
similar related merchandise. 

Customers on the store’s main 
floor are directed to the basement 
sporting goods department by a 
large neon sign, depicting a game 
fish. This is placed over the base- 
ment stairway with an arrow 
pointing the way. 





Bait Panels Catch Anglers’ Attention 


The panel display pictured 
helps tell customers of Nickel 
Hardware & Supply Co., Wausau, 
Wis., about the wide variety of 
bait the firm offers. Two large 


wall panels are each equipped to 
show four rows of baits, each 
identified and priced by means 
of a tag above it. At either end 
of the bait display are panels 





Anglers look at this display throughout the year. Those who 
are gun enthusiasts also note the display at the left end. 
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on which are mounted reels of 
various types and grades, permit- 
ting easy examination. Other fish- 
ing items are shown in glass front 
step-up units. 

A number of deer horns are 
mounted above the display to lend 
outdoor atmosphere to the section. 
Guns and gun cleaning and main- 
tenance Wares are shown next to 
the bait display. 





Building Traffic 
In a New Store 
(Continued from page 175) 


the paper, sends out 3500 direct 
mail messages each month and dis- 
tributes 2000 handbills a month. 
Since the local area has long since 
been thoroughly covered by circu- 
lars, the store is now extending dis- 
tribution to nearby towns. 

In all its advertising, the store 
always offers specific items at 
specific prices and the prices are 
always low enough to attract atten- 
tion. 

“There must be some strong ap- 
peal in an advertising message or 
it won’t do any good,” explains Mr. 
Nosworthy. “For this reason we 
always take one item, or possibly an 
associated group of items, and offer 
special prices on them. This is the 
kind of an appeal that brings peo- 
ple into the store, especially if the 
advertised items have seasonal ap- 
peal. 

“We want people to come into the 
store and get acquainted, and this 
type of appeal does the job. More- 
over, the customer who comes in for 
a special item usually ends up mak- 
ing other selections after he has 
wandered through our displays for 
a while.” 

Basically, Mr. Nosworthy’s mer- 
chandising is based on the idea of 
getting people in where they can be 
exposed to the self-service displays, 
and he does not believe in high pres- 
sure selling methods to increase 
sales. Almost all of the eight em- 
ployees were hired on the basis of 
potential ability, not on experience, 
so that they could be trained accord- 
ing to his methods. 

“T just want a group of sales peo- 
ple who can assist the customer in 
making his purchase,” states Mr. 
Nosworthy. “Good self-service dis- 
plays do the selling, and do not. re- 
quire too much personal attention 
from overly -zealous salesmen. If 
an employee is helpful and court- 
eous, that is enough.” 
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health hints 


Feeling flabby? Try INTERLOX. Yessir, 
MASTER’s slide-action rule is not only perfect 
for inside measuring; it makes a swell exerciser. 
Keep an INTERLOX on the counter. When trade gets 
slow, whip the INTERLOX over head and slide it open and 
shut a few times. Good for the arms. First thing you know, 
some customer will want to try it, just to see how fast that 
INTERLOX goes into action. Then you can tell him the 
INTERLOX is the only wood rule for direct-reading inside 
measurements. Point out the thick maple sticks and rugged 
brass clamps, good for many years of use, and always 
individually replaceable...That way you'll get plenty 
of finger exercise — punching the cash register for 
INTERLOX sales. 
Stock INTERLOX in 4’, 6’, and & lengths. # 104—$2.25; 
# 106—$2.50; #108—$3.00. (All prices retail .list.) 
And MASTER folding rules with the same straight- 
grain maple, rugged brass-clad metal parts and glass- 


hard finish. 
pe a ne 















BLUE END ally 
6’ white enamel face — #796 or ee a 
#796F (flat reading) $1.50 A : 

















X-6 EXTENSION RULE 
6’ plus 6” brass extension — #X-6 $1.85 


B L UE T IP Yur wl pnt 2 — Ket 4 § rN 6 ps ) 
F 1“. a ss = 


(flat reading) $1.10 us 


ong MES TER oy 00 


MASTER RULE MFG., CO. INC. Middletown New York (®) 


ib WOOD AND STEEL TAPE RULES |i tidy 
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Sidewalk Displays Attract Traffic 


When Eugene Stoner and Doral 
Falconer pooled resources. three 
years ago to build their West Side 
Hardware at 4125 W. State St., 
Rockford, Ill., in a suburban loca- 
tion, they visualized an extra dis- 
play window for their showroom, 
to help stop heavy vehicular traf- 
fic. This additional window was in 
the form of sidewalk displays in 
front of the store. 

The store was built 20 ft. back 
from the sidewalk to afford plenty 
of space for seasonal displays to 
attract the good vehicular traffic 
which daily passes the store. Rock- 
ford, a city of 92,000, attracts much 
traffic from towns and cities on 
Highway 20 west of the city. This 
traffic passes West Side Hardware’s 
door and includes many people go- 
ing to and from work, each ‘busi- 





ness day. The large store identifi- 
cation helps motorists to spot the 
store quickly and the outdoor dis- 
plays, which sometimes include ap- 
piiances, encourage many to stop 
and shop. 


Sales From the Sidewalk 


“We sell a lot of merchandise 
from our sidewalk displays,” says 
Mr. Falconer. “Tools, galvanized 
ware, wheelbarrows, lawn mowers 
and even appliances can be put out- 
doors where they will get 20 times 
the attention they do inside the 
store. Our outdoor displays have 
attracted a considerable number of 
new customers.” 

The two young hardware dealers 
own a lot 50 by 180 ft. on which 
they erected their 30 by 60 ft. ma- 
sonry building at a cost of more 


than $10,000. There is ample room 
for future expansion of the build- 
ing when needed. 

Customers to whom deliveries 
are made are always reminded that 
the store has a large stock of 
paints, tools, housewares and re- 
pair parts. 

Another form of outside display 
used to advantage by the firm is 
its exhibition each August at the 
Trask Bridge Grange picnic at- 
tended by more than 50,000 farm 
people. Last year the store rented 
a 16 by 20 ft. tent and exhibited 
water pumps, washing machines, 
radios and refrigerators. The firm 
also put on a paint demonstration. 
This entire promotion costing the 
partners $100, was the means of 
some immediate sales and a source 
of numerous worthwhile leads. 





Doral Falconer, left, and Eugene Stoner with sidewalk displays in front of their store. 
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Your 





and no other power mower 
in its class has or develops 
power like a Pincor! 


Power mowers are bought for only 
one reason— power! No matter how 
fancy the design, how pretty the color 
. . essentially what you’re selling is 
an engine to turn blades to cut grass. 
Power to take all the work out of 
mowing. PINCOR POWER DOES 
EXACTLY THAT! 


Pincor power begins where other 
mowers leave off. The 4-cycle engine 
in a Pincor “‘Special’’ starts at 1.3 HP 
and develops 1.6 HP. The 4-cycle 
engines in other Pincor mowers start 
at 1.6 HP and develop 2 HP. Compare 
those ratings with any other mower 

in its class! 
_And Pincor backs up its power 

with other solid selling features. 
Pincor has the hardest, toughest, most 


PINCOR , . flexible blades and bedknife on the 


market (we dare anybody to match 


“Super” full 20” cut their qualities!) And Pincor has the 
famous self-sharpening feature, too. 
e . ” 
xe PINCOR “Special” xe PINCOR "P-22 Your Pincor sales clincher is power. 
full 18” cut full 22” cut Power that allows you to mow ata 


walk. Power to mow over terraces, 


” down a ridge, or to the top of a hill 
WwW PINCOR ELECTRIC WwW PINCOR “Rotary WEED at the same pace as level ground. Power 
TRIMMER CUTTER, full 20” cut puts Pincor out front .. . not by 


claim, but by comparison! 


Write for name of nearest wholesaler 
Wholesalers write for full information 





+ 
Pioneer Gen-E-Motor Corp., * 
5844 W. Dickens Ave., Chicago 39, Ill. * 
Berkshire 7-4100 
° 
Without obligation, send me more information on Pincor Power ° 
Mowers. 
PROOUCTS ° 
Ps wide sedan bt awGensseedss6000esenneseensesew esse « 
° IG 6 a's 6:5 0s 5 p6.6055:5900:05000405000000000908:000060 ® 
es & 
Monviactured by a SG to kaw bs 6S ONS web e 54040 dn 0h 9850 0466886908 oe 
PIONEER GEN-E-MOTOR CORPORATION e e 
5844 West Dickens Ave. * Chicago 39, Illinois GN 6 50846. 0 608 Hecntecseeonsdeoes TOMO. csc0 State. .ccccee 
Power Lawn Mowers * Hand Lawn Mowers ® Elec- * ad 
tric Trimmers © Gasoline Engines ¢ Electric Gen- + . 
erating Plants © Battery Chargers © Generators 
@®eeoeeoeeoeeoeeoeeeeesnesese~eseedeeee se @ 
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WILCOX - CRITTENDEN 











EYE HOIST 
SLIP AND GRAB 
WIRE ROPE SLING 
LARGE EYE SINGLE 
LARGE EYE MATCH Correct Size and Shape, 
SINGLE, WITH THIMBLE Drop Forged, Best Quality Steel, 
MATCH, WITH THIMBLE Ampie Cross Section at Critical Points 


They sell best because they’re known best and because 
they’re “dependable.”’ Wilcox-Crittenden’s Heavy and 
Shelf Hardware and Wire Rope Fittings are fast-selling 
profit-makers. The Industry knows them for safety and 
efficiency. Stock W-C ITEMS, and build repeat business. 


Send for 1952 Hardware Catalog “L” 


WILCOX, CRITTENDEN & CO., INC. 


“A CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 


Serving 
INDUSTRY 
since 1887 


WASHERS and 
STAMPINGS 


Standard and Special Washers, 
of every description, from every 
kind of material, any desired 
finish . . . designed for every 
purpose ... utilizing more than 
22,000 Sets of Dies. 


Let us Quofe on Your Needs. 


WROUGHT WA 


THE WORLD’S LARGES 
2218 SOUTH BAY STREET 












MILWAUKEE 7, WISCONSIN 


eo hh 
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OPS Consumer Goods 
Division Reorganized 


Formal work has been completed 
in reorganizing the OPS Consumer 
Soft Goods. Division so as to permit 

6. . = 
more realistic handling of retail 
and wholesale distribution prob- 
lems. Elements of the reorganiza- 
tion activity were described briefl; 
in the Dec. 27 HARDWARE AGE. 

New name for the soft goods de- 
partment is Consumer Goods Dis- 
tribution, Textile, and Apparel 
Division. Within this structure, 
one of the four branches—the Dis- 
tribution Branch—has been split 
to form a Retail Branch and a 
Wholesale and Central Pricing 
Branch. 

The Retail Branch is composed 
of three sections: a Soft Goods Sec- 
tion; a Small Retail Section, con- 
cerned with the particular activi- 
ties and requirements of small 
retailers; and a Durable Goods Sec- 
tion, covering pricing problems of 
larger retail outlets, except chain 
and _ mail-order establishments 
pricing centrally. 

Likewise, the Wholesale Branch 
includes three sections: a Whaole- 
sale Section, concerned with regu- 
lations and pricing activities of 
wholesalers; a Uniform Pricing 
Section, which will process all ap- 
plications by branded goods manu- 
facturers for uniform prices; and 
a Chain Store and Mail Order Sec- 
tion, covering pricing for chain 
systems determining prices from a 
central office and for mail-order 
houses which cannot be admin- 
istered at the regional level. 

Thomas L. Karsten, former Con- 
sumer Soft Goods chief, heads the 
renamed division. His branch 
chiefs are George Price (Retail) 
and Lester A. Ferguson (Whole- 
sale). 


Merchandise Coupons 
Void as Down Payment 


Federal Reserve Board has ruled 
that merchandise certificates which 
are awarded as prizes in contests 
sponsored by manufacturers and 
local dealers cannot be used as 
down payments on advertised or 
listed merchandise. FRB, which 
administers _ installment - credit 
rules through Regulation W, takes 
the position that merchandise cer- 
tificates actually are a rebate, or 
sales discount. Down payments, 
according to the new ruling, must 
be made independently of any cer- 
tificates. 
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House of Wares 
—Designed for Selling 


(Continued from page 140) 


in this new store,” says Cecil Feld- 
man. : 

The first step taken by the Feld- 
man brothers to introduce their 
new store to the community was 
to send 1,000 formal invitations. 
These were sent to a list of regis- 
tered voters in the immediate 
vicinity. 

The Feldmans are inviting all 
who look like desirable customers 
to open charge accounts. After 
making a purchase a customer is 
invited to fill out a credit applica- 
tion. There are spaces for the cus- 
tomer to check the names of lead- 
ing New York stores at which they 
have charge accounts. Since the 
store is new to the neighborhood, 
the Feldman brothers ask neigh- 
boring businesses about the credit 
standing of potential charge ac- 
count customers. They aim to 
grant credit to about 300 custom- 
ers. 

Their credit experience, at their 
older store, gives them reason to 
believe that their credit losses will 
be almost negligible. 


Portable Revolving 


Display . 





This portable revolving display, powered 
with a small electric motor has been used 
successfully to attract attention in various 
departments at Schlafer's, Appleton, Wis. 
Standing about 18 in. high, the unit's revo- 
lutions permit customers to get a good view 
of the merchandise which is displayed on it. 
It has been used atop tables and islands 
and sometimes on a stool. 
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TOOLS DESIGNED TO 
SPEED PRODUCTION 
«.. CUT COSTS! 


Any way you look at it—you’ll do better 
with TOLEDO Pipe Tools and Power 
Pipe Machines on the job! 


Better workmanship . . . good me- 
chanics for fifty years have found they 
can always depend on TOLEDO to | 
produce clean-cut threads for tight, 
leak-proof joints. 


Faster production... whether it’s hand 
tools or power pipe machines, Toledo 
gives you top-speed threading, cutting 
and reaming ... ease of operation... 
accurate, efficient performance. 


Lower costs ... 





Toledo SIMPACT — self-con- 
tained, adjustable threader, 1’’to 


2” pipe. 



















it all adds up to big 


savings for you in job-time and labor 
with Toledo dependability! Write for 
catalog on complete line. The Toledo 
Pipe Threading Machine Co., Toledo, 
Ohio. New York Office: 165 Broad- 
way, Room 1310. 


Toledo No. 999 
2”’ pipe machine, 
wheel or knife cut-off. 






Toledo Small Ratchet Threaders 
made in three models, \%”’ to 2’’ 


pipe. 













RELY ON aie? a 





PIPE TOOLS... POWER PIPE MACHINES... POWER DRIVES 
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“Three words 
sell Klean-Strip 
for me” 


Says Mr. Harold Brod 
of Brod-Dugan, Paint & Wallpaper 
1415 North Kingshighway 
St. Louis, Mo. 


® “T tell my customers, ‘Try it yourself.’ 
When they do, Klean-Strip sales result! 
The new ‘Try-it-yourself’ Pack has done 
a real selling job for us.” 

KLEAN-STRIP is the new paint-stripper 
that is non-inflammable, requires no 
“after-wash,” or neutralizing. Removes any 
finish from any surface, several coats at 
one time. No mess, no danger. Klean- 
Strip is safe, fast, easy-to-use. 

Order the New ‘“‘Try-It-Yourself” Pack 
Order one of the new “Try-It-Yourself” 
Packs from your jobber, today, and let 
your customers sell themselves on Klean- 
Strip. This handy display pack comes 
co:nplete with brush, metal test panels, 
booklets and 12 pints of Klean-Strip. 
Dealer’s cost $6.12; retail value $9.60. 


(Klean-Strip is also packaged in all stand- 


ard size containers. ) 


DEALERS: For free sample 
of Klean-Strip, write: 
W. M. BARR & CO. 
2342 S. Lauderdale, Memphis, Tenn. 


KLEAN-STRIP 


Clean + Safe * Easy-to-use 
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Housewares Show Exhibitors 
(Continued from page 124) 





Booth No. 
Beal Speed Polisher, Inc... D-1269 
Beck & Co., Inc., Arthur..... 117 
Beh & Co., Ine. . . .633-635-637-639 
Belding Basket Co. ........ C-326 
Bellaire Enamel Co. ..... 674-676 
Belmont Stamping & 
Enameling Co. .......... C-525 


Benjamin & Medwin, Inc. 
849-851-853-855 


Benmatt Organization ...... 541 
Berkeley Industries ...... 977-979 
Berkshire House ......... D-1272 
Berns Mig. Corp. .......:. 496-498 
| Bersted Mfg. Co., Div. of 
McGraw Elec. Co. ..... 128-130 
Better Houseware Co...... C-1024 
Bilt Right Cabinet Co........ 921 
Birmingham Stove & Range 
ARE Ae eee ee oe eae 832 
Bissell Carpet Sweeper Co. 656-658 
Biair Mie. Co. ...62+. 789-791-793 
Blisscraft of Hollywod.1012-1014 
a ere ree ne C-445 
Broce & Ce. .... 20055 309-311-313 
a ee 848-850-852 





Block & Sons, Inc., M.....645-647 
Blossom Mfg. Co., Inc.....161-163 


Boker & Co., Inc., H....... 329-331 
Bonley Product Co........ D-1242 
Boonton Molding Co...... 509-511 
Borg-Erickson Corp. ..... 245-247 
Bostwick Laboratories, Inc... 501 
Bowes Industries, Inc........ 983 
ae tee 265-267 


Briddell, Inc., Chas. D.... .862-864 


| Bridgeport Brass Co., 








Aer-a-sol Products..... 517-519 
Bridge Tables & Novelties 782-784 
Broil-Quick Co. ...D-1179 D-1181 
Bromwell Wire Goods Co... .C-453 


Brown, John Clark. ..........«. 492 
Bruce Co., E. Li.*.:...... 483-485 
Bryant Electric Co....... 294-296 
Buckeye Aluminum Co....... 740 


Burgess Vibrocrafters, Inc. D-1288 
Burlington Basket Co. 655-657-659 


Burn-Strauss, Inc. ....... D-1171 
Durie Mire. CO. .....6006ec08 699 
Burpee Can Sealer Co....... 614 


Bourroughs Mfg. Corp. 
C-520 C-524 
Busch, S. J., Div. of John Hull 
Cutlers Corp. .........336-338 
ho 876 


Cadie Chemical Products Inc. 
D-1119 


Cal-Dak Co., IRGC... ..cccsees 969 
California Cleminsons 873-875-877 


Booth No, 


- California Moulders, Inc... D-1238 


California Projects, Inc...D-1253 


Camden Mig. Co. ......%% D-1150 
Canoe Cele. 6.566.555 1021-1023 
Camfield Mfg. Co. ....... 437-439 
Camillus Cutlery Co...... D-1143 
TE OO. ck cae scasee D-1185 
Capitol Products Co., Inc.... 955 
Cardinal China Co........ D-1135 
Cartisie Mite. Co. ...005ss606« C-444 


Carlson Products Co..309-311-313 
Carlstein & Associates, Inc., 


i as el 780 
Carroll Shellac & Varnish 
Ce. Se. ecinewsens 309-311-313 


Casco Products Corp. 
299-301-303-305-307 


Case & Sons Cutlery Co., 


St Er ee 279-281-283 
Central States Paper & 

WO COs 6 ovis tae saeees- C-465 
Century Plastic Products, 

DS a ie eee 988-990 
Certified Home Products. .D-1173 
Ceramic Clock Co.. .....< << C-976 
Chain Store Age............ 886 


Chapman Wire Novelty Co. 
309-311-313 
ae a 1000 
Chicago Curtain Stretcher Co. 164 
Chicago Electric Mfg. Co. 

- 145-147-149-151 
Chicago Metallic Mfg. Co..685-687 
Chrom-Ever Co., Div. of 

Asquith Associates, Inc.... 824 
Cincinnati Galvanizing Co. 
172-174 
Claridge Products, Inc... .D-1183 
Clark Co., J. R. 795-797-799 
eS 831 
Clean Home Products, Inc. 
973-975 
Club Aluminum Products Co. 
666-668-670-672 
Colebrookdale Iron Co. 
693-695-697 
Columbian Enameling & 


Stamping Co., Inc...... 810-812 
Columbus Plastic Products, 

ME Ges cosy Meare 964-966-968 
Comfort Lines, Inc. ....... C-1008 
Como Plastics, Inc. ....... D-1268 


Continental Can Co., Inc.. . 153-155 
Continental Scale Corp.. .225-227 
Continental Silver Co., Inc. D-1224 
Cooper Oven Thermometer Co. 835 
Copper Brite, Inc. ........ D-1220 
Corpm, Inc. BR. &.... 2+. D-1147 
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oth No. 
D-1238 
D-1253 
D-1150 
21-1023 
437-439 
D-1143 
D-1185 
,.. 956 
D-1135 
_.C-444 
311-313 


311-313 
305-307 
281-283 
_. C-465 


988-990 
D-1173 
_. C-976 

. 886 


311-313 
-,.1000 
So. 164 


149-151 
685-687 


. 824 


172-174 
D-1183 
197-799 

. 831 


973-975 


50. 
670-672 


595-697 
310-812 
966-968 


C-1008 
D-1268 












. TRAFEVC... GUILO PROFITS 


COOST 


oc 
SANDERS ny 
FOR RENT~ 


i . . ao Tha 
HARDWARE : ~ HARDWARE 





Customers come flocking in—and YOU PROFIT—when you offer 
American Sanders to rent and promote this service with the complete 
kit of merchandising material that we furnish! American makes it easy 
for you to build business and profit—with counter signs, advertising 
pamphlets, window cards and banners and other material. 
This rental plan helps dealers everywhere MAKE MONEY! 
You profit through rental fees... extra sales of seals, paints, brushes, 
abrasives, etc.... and customer goodwill! 
Paint sales have increased up to 20%...and up 
to $12,000 more store volume for hardware, 
paint and lumber dealers from coast to coast! 
A 12-page booklet tells all about this 
highly successful American Sander 
Rental Plan and shows you how it can 
make money for you. Send for it, without 
obligation... use coupon. 







SEND FOR “PROFIT PLAN” BOOKLET 





. > 
RY The American Floor Surfacing Machine Co. 
2 §22 So. St. Clair St., Toledo 3, Ohio 
CO Send 12-page illustrated booklet showing how to make 
money in the floor sander rental business. 


bs 






0 Send latest catalog on the following, without obligation. 
0 Floor Sanders ( Floor Edgers 
(0 Floor Maintenance Machine 











: i 
a Name a 
ERICAN : 
i 
a City. State 
4 


FLOOR MACHINES * PORTABLE TOOLS 
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Look! 


A SALES 
DOUBLE 
HEADER 


E BOOR CRASH STOP } 
@ 
= 








SCREEN AND STORM DOOR 
CLOSER 





Shelby’s No. 666 DOOR 
CLOSER and No. 95 18 2 
CRASH STOP are Double 
Header safety protectors 
for all storm doors — 2 
needed items to increase 
your sales. 


The No. 666, largest pneu- 
matic Air-Check made, 
closes doors smoothly and 
surely — without a bang. 
The No. 95 18 2 CRASH 
STOP protects doors from 
wind damage... doors 
open a maximum of 90°— 
spring absorbs the jar .. . 
door, glass, and hinges 
are saved. 


These two Shelby Feature 
Items will bring you DOU- 
BLE HEADER sales 
throughout the winter 
season. 


Order them from your 
jobber at once. 


The 





Spring Hinge Company 
Shelby, Ohio 





Housewares Show Exhibitors 





Booth No. 
Corduan Mfg. Co. ....... 782-784 
Corning Glass Works.649-651-653 
CORY COPD. ocicie.0s cee 624-632-634 
Coughlan Co., G. N....... 234-236 
Creative Plastics Corp....... 411 
Cromwell Silver Corp. ...... 919 
Crown Broiler Co. ....... D-1177 
D 
Deews Mie. Co. .:. 2.0.00 D-1175 
SS er D-1255 
Dapol Plastics, Inc....... 545-547 
Dato Co. IRC. .....0sccovs 678 
Davies Molding Co., Harry.. 324 
WOWis Mle, CO. ..... 5000 865-867 
Dayiless Mtg: Co. .......2. D-1128 
OO 756-758 
Dennis Mitchell Industries 
C-504 C-508 


Department Store Economist. 771 
Deshler Broom Factory ....C-320 
Detector Scales, Inc.. .814-816-818 
Diamond Silversmiths, Ltd., 


118-115 
praveréey COte.. .....60é6s0<0 445 
Dominion Electric Corp. 
238-240-242 
NN GODS otc osu mese ns 255 
Dormeyer Corp.. .291-293-295-297 
a 352 
ee D-1251 
DG-Ail Mig. Co. 20.5. 00s0000 863 
Du-Bell Sales Corp. ...... D-1164 
Dubon and Co. ......0. 312-314 
Du-Fold Mfg. Co. ........ D-1231 
Dwane,. TAG. 6.6.0. 0.0.0 C-460 C-464 
DOPAINGt COED: 6... ccccce cee 119 
UO scree 4 a sents 742 
Durst Mfg. Co./ Inc......... 905 
E 
Eastern Frame & Mirror 
EEE EIS eee ee LO eS 773-775 
Eastern Metal Products Co. 
D-1116 
Easy Day Mfg. Co........ 773-775 


Eclipse Metal Mfg. Co. 
C-313 C-317 C-321 
ENE UNS. oS oevidentie « wicca wero 438 
SS er 940 
Ekco Products Co. 
103-105-107-108-109 
Electric Steam Radiator 
Corp. 
Elm Jay Metal Products Co. 
C-449 
Embee Metal Products Co. 
309-311-313 


Continued 
Booth No. 
Embree Mfg. Co. ........ 992-994 
Emerson Electric Mfg. Co. 950-952 
Empire Brushes, Inc. ....957-959 


Englishtown Cutlery, Ltd. 
396-398-400-402 


Enterprise Aluminum Co. 


819-821-823 
Enterprise Mfg. Co. of Pa.... 350 
Eetreger Co., B. EL... ccs 910-912 
a 858-860 


Everhot Products, Tropic- 
Aire, Inc. Subsidiary of 
McGraw Electric Co. 
Sales Dept. 180-184-186-188-190 
E-Z-Do (Decorative Cabinet 
DEY  viduadeaenpens 776-778 


Falco Produets Co.......... 460 
Farber, Inc., S. W.. .. . 729-731-738 
Farber & Shlevin, Inc... ..456-458 
Fasco Industries, Inc... ..229-231 
Federal Enameling & Stamp- 


ah rn 237-239-241-243 
Federal Tool Corp... .794-796-798 
Feemster Co., W. R.......... 491 
Ferry-Morse Seed Co........ 421 
Fillip Metal Cabinet Co.. .782-784 
Finders Mfg. Co.......... 360-362 
Fisher Plastics Co., Earl 
309-311-318 
Fletcher Enamel Co...... 741-748 
Foley Mile, Ce. .s<...0¢ 6.05 721-728 


Follows & Bate Ltd. (Man- 
chester, England) 
Forgee Metal Products, Inc..C-457 


Forman Family, Inc...... 364-366 
Fresh’nd Aire Co., Div. of 
ao. 624-632-634 


G 


G-H Specialty Co... ..294-296-298 
G & S Metal Products Co..D-1221 


Gailstyn Co., Inc......... 945-949 
Garden House Products 
873-875-877 
UE BO ok ck wessawsn 497-499 
a ek eS a re 708 


General Electric Co,, Small 
Appliance Div..720-722-724-726 
728-730-732-734 
General Floorcraft, Inc.....C-316 
General Slicing Machine Co., 
EC a ae 325-327 
General Textile Co.......... 513 
General Wood Products Co... 714 
Germanow-Simon Machine 
Rs PR iis ho -neans eo ee 482 
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Gerry 
Corr 
Geude1 


Gibralt 
Co., : 
Gilbert 
Gilton 
Gits M 
Glazer, 
Glidder 
Golden 
Inc. 
Goshen 
Inc. 
Gosling 
Gotham 
Grand ] 
Work 
Grandir 
Greensp 


Greensp 


Griffith 
Griswol 
Gustin-} 


H&P FI 


Haddon | 
Hall Chi 
Hambro 
Hamburs 
Hamilton 
Scovill 
Hamilton 
Hamilton 


Hamilton 


Hancock 
Handy-Ai 

Inc. . 
Handy T 
Hanson § 
HARDWA 
Hardware 
Harle Spe 
Harvell 
Harvey } 
Haskelite 
Heller He 


Heller & 
Helmco-L: 
Herculean 


Herman’s 
Hertzberg 
Heyman G 
Hillside M 
Hobson & 
Hollander 
Hollywood 

Mfg. Co 


HARDWAR! 





»0th No. 


992-994 
950-952 
957-959 
. 
400-402 


821-828 

. 350 
910-912 
858-860 


188-190 
et 
776-778 


... 460 
731-738 
456-458 
229-231 
p- 
241-248 
796-798 
~. 41 
,.- 421 
782-784 
360-362 


311-313 
741-748 
721-728 
.. 516 
.. C-457 
364-366 


532-634 


296-298 
D-1221 
45-949 


375-877 
197-499 
. 708 


124-726 
32-734 
.C-316 
0., 
325-327 
.. 518 
. 714 


. 432 


. 1952 





Booth No. 
Gerry NuFoam Products 


CHa 10s bose ntnccee +4 ex D-1148 

Geuder, Paeschke & Frey Co. 
392-394 
Gibraltar Household Products 

0 Se re 777 
Gilbert Co., A.C... .ccccss 484-488 
Gilton Mfg. Corp......... 449-451 
Gits Molding Corp..D-1149 D-1151 
SM NOUR, 60 iars aiken <,0.6.019°0 D-1265 
0) ee D-1214 
Golden Star Polish Mfg. Co., 

RG? soup ees gad e-niewys one 829 
Goshen Churn & Ladder, 

By sate ik a ave ero gee a 956-958 
Gosling Sales Co., J. C....... 310 
Gotham Industries, Inc.....C-528 
Grand Rapids Dowel 

I a cir sa esa ewiaiaies D-1174 
Grandinetti Mfg. Co., D..... 833 


Greenspan & Co., R. 
C-313 C-317 C-321 


Greenspan & Son, Inc., Wolf 


D-1256 
Griffith Laboratories, Inc.... 401 
Griswold Mfg. Co. ...... 403-405 


Gustin-Kramer Co..D-1239 D 1241 


H 


H & P House Furnishing Co. 


464-466 
Haddon Products, Inc. ..... C-505 
ee Es re 845-347 


Hambro House of Design.... 533 
Hamburg Broom Works, Inc..972 
Hamilton Beach Co., Division . 
Scovill Mfg. Co. ....... 157-159 
Hamilton Glass Co., Inc...... 404 
Hamilton Mfg. Corp. 
867-369-371-373-375 
Hamilton Metal Products Co. 
866-868 
Hancock Mfg. Co., Inc.. .1028-1030 
Handy-Andy Specialty Co., 


Bs aces ois cre eaesisierel 705 
Handy Things Mfg. Co...... 248 
Hanson Scale Co......... 132-134 
HARDWARE AGE ......... 769 
Hardware Retailer ......... 3872 
Harle Specialty Co., Inc.. .773-775 
Harvell Mfg. Corp. ...... 505-507 
Harvey Mfg. Co...... C-977 C-983 
Haskelite Mfg. Corp...... 806-808 
Heller Hostess Ware, Inc. 

844-346-348 

Heller & Sons, Morris...... 467 

Helmco-Lacy, Inc. ......... 780 
Herculean Appliance Corp. 

448-450 


Herman’s Novelty Mfg. Co... 328 
Hertzberg & Son, Inc., H..661-663 
Heyman Glass Co., Inc....... 854 
Hillside Metalware Co....... 1017 
Hobson & Botts Co... .693-695-697 
Hollander & Co., M. J.....782-784 
Hollywood Kitchen Sales & 
TEL -Gabdeeseevecsdas 922 
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Every lock needs 


~ 

LOCK-EASE” 

graphite, LOCK FLUID 2. Grantee 

BEST PROTECTION AGAINST FREEZING-STICKING-RUST Lock = 

This winter — give your customers the best in Pmowecrs acanest STI 

lock maintenance. Use Lock-Ease! Sell it for a 
car, home, and factory use. Easy to apply. 4-oz. Can delivers drop or 
Penetrates quickly, helps seal out moisture. pressure stream. List Price 


gives maximum protection against freezing. 
Approved by leading locksmiths. Sold by hard- ‘4 
; ware and locksmith jobbers every- 


where. Order now! 


















AMERICAN GREASE STICK CO., Muskegon, Mich. 








THE FASTEST, SAFEST 
Electric 
PAINT REMOVER 


Here’s a sure fire seller at 
a new lower price. Stands up 
under all tests. Heating ele- 
ment guaranteed for one year. 























REMOVES PAINT, 
WALLPAPER, PUTTY 


Heats, blisters paint . . . easily scraped clean 
with putty knife on flat surfaces . . . with wire 
brush from mouldings . . . with knife from wet, 
steamed, wallpaper. Perfect job also on boats. Used 
indoors or out. 











Ask your wholesaler or write for details. 


B & L TOOL and MACHINE CO. PLAINVILLE, CONN. 


SOLD ONLY THRU WHOLESALERS . TERRITORIES OPEN 
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Housewares Show Exhibitors 





Booth No. 
ME Es 6c Saie.ocis 873-875-877 
Homak Mf¢. Co.......6+ 606-608 
Housewares Review ..... 137-139 
Housewares Sales Corp...... 714 
Howard Dustless Duster Co.. 884 
Hunmian Mig. Co. ......se- 524 
Hull Cutlers Corp., John. .332-334 
Bratzier Big. Co... . « cccccce 917 


Imperial Knife Associated 
Co., Inc..D-1228 D-1230 D-1232 
Industrial Synthetics Corp. 


493-495 
Ingraham Co., EB... ...+ + 1005-1007 
Inland Steel Products Co..773-775 
Interchemical Corp. ...... D-1222 


International Appliance Corp. 
(Div. of Bridgeport Pressed 


aS 273 
ES RPE D-1258 
BEVIN FOTO CO, 2 6 is ono sicitiee'e 753 
BML, ONS, cis. coseissiwane ans D-1212 


J 


Jackson Mfg. Co., Inc.....C-1031 


Jacobus’ Sons, Inc., A. G..... 3438 
Jerywil Hand Painted 
Products ....C-313 C-317 C-321 


Jiffy Enterprises, Inc.....D-1277 
Johnson Seed Co., J. Oliver. C-448 
Johnston Corp., Gaston. ..D-1145 
Joseph Ltd., N. C. 

D-1262 D-1264 D-1266 


K 


Kalamazoo Vegetable Parch- 


| So Re SI en ape eare ee 688 
Kalo Metal Craftsman, Inc.D-1142 
Kamenstein, Inc., M...... 682-684 
ee eee 680 
Kaplan & Sons, Inc., Joseph 

. ere ee 709-711-7138 
Karoff Original, Ltd...... D-1137 
Kebow, Inc., Dudley...... D-1225 
Keller Mfg. Co., H. V........ 765 
Kellogg Brush Mfg. Co... .407-409 
Kenner Products Co. ..... D-1226 
I i i kg canis oan 600 
ee Se eee D-1178 
Keystone Silver, Inc......... 764 
Kidde Mfg. Co., Inc......... 856 
DN DS os oeies-eeee ore 909-911 
fe, ne ee 884 
Kitchen Aid Div., Hobart 

eo Se eae 197-199 


188 


Continued 

Booth No. 
Kitchen Plastics ....6600 D-1141 
Kitchen Queen, Inc......... 389 


Kleinert Rubber Co., I. B..284-288 
Knape & Vogt Mfg. Co....169-171 
Knapp-Monarch Co. 
648-650-652-654 
Knickerbocker Rubber Co.... 494 


Eoch Mf¢. Co., M. &........<« 921 
Kord Mfg. Co., Inc. ...... 936-938 
MOTGHE COPD. .ociccccces 320-322 
Hreéamer, Inc., A......... 221-223 





WHAT— National House- 
wares and Home 


Appliance Exhibit. 


WHERE—Novy Pier and Uni- 


versity of _ Illinois 


Drill Hall, Chicago. 


WHEN— Thursday, Jan. 17, 
through Thursday 


noon, Jan. 24. Show 
hours: 9 a.m. to 5 


p.m. 
WHO— Sponsored by the 


National House- 
wares Manufactur- 
ers Asso. 











press & G0... 6%. D-1160 D-1162 
Mromez Corp......2s. 201-203-205 


La Belle Silver Co........ 487-489 
Laitner Brush Co......... 508-510 
Laminet Cover Co......... D-1245 


Landers, Frary & Clark 
207-209-211-213-215 
Lasko Metal Products, Inc. D-1260 
Lau Blower Co.....D-1109 D-1111 
Lawson Co., F. H.....228-230-232 
Lectricovers, Inc...D-1132 D-1134 


Lee Industries ........scece- D-1234 
Leeman Products Co., 

PROG MON Sh.6ckes ces 873-875-877 
Leiner & Co., Geo. S......... 681 
Leinwand, Morris ........ D-1146 
EGCG. TEC. Bic éca-ceeces $21 


Leipzig & Lippe, Inc. 
C-313 C-317 C-321 


Le John Wie: Cois.. ccs C-1013 

Lennox Metal Mfg. Co., Ine. 
504-506 

Levitz, Harry ......s.00% 773-775 


Booth No. 


Levy Sons, I........+- 789-791-793 
Lewis Steel Products Corp. 
354-356 
Lifetime Cutlery Corp....... 1029 
Like-Hearts Industries... .D-1267 
Lincoln Mfg. Co., Inc...... D-1280 
Lincoln Metal Products Corp. 420 
Lincoln Plastics Corp....... 1019 
Lisk Savory Corp. ....... 200-202 
Lith-O-Ware Products, 
<i tial sale avesbnerea@ Se ae D-1157 
Loeb, Inc., Ben S.....693-695-697 
loree & Ce. Itt. Bee sssse 441 
Loroline Products, Inc....... 933 
Loroman Co. .....<c- 927-929-931 
Te, TR. a isis.s. os oc 00s D-1249 
je a es C-1030 


M 


Magic Master Products Co. 
873-875-877 


Masinoior Co... 2.0... 60<00% 116-120 
Majestic Silver Co. ........ 924 
Mandeville & King Co....... 826 


Manning Bowman & Co., Div. 
of McGraw Electric Co. 
180-184-186-188-190 
Mapes Woodworking Co., Inc. 970 
Maple City Stamping Co.10138-1015 
Mardigian Corp. ......... 423-425 
Markt & Hammacher Co...D-1244 
Marlun Mfg. Co., Inc... ..837-839 
Marshall Metal Products.... 780 
Marshallan Mfg. Co......... 340 
Martin Rubber Co., Inc... .D-1219 
Marvin Mfg. Co., W. B.....C-1016 


Mason Co., L. B.. ....0%8 937-939 
Master Metal Products, 

NEES FS ae 144-146 
Mastur Mfg. Co. .......; 901-903 
Mayer Co., Inc., William F.317-319 
Maynard Mfg. Co........... 411 
McKee Glass Co...... 735-737-739 
Mell-Hoffmann Mfg. Co...... 996 
Merit Creations, Inc....... D-1217 
Metalcraft Mfg. Corp....... 841 
Metal Industries, Inc........ 381 
Eee 926-928 
Metal Ware Corp......... 468-470 
Meyer of California, Fred. ..1010 
Meyer & Sons, Inc., W. F..... 825 
Meyercord Co. .......cces- C-327 
Michigan Metal Products Co. 

873-875-877 

Midwest Mower Corp........ 892 

Minute Mop Co............: 111 
Modern Carpet Sweeper Co. 

121-123 

Modglin Co., Inc.......... C-1025 


Monarch Cabinet Corp. 
D-1283-D-1285 
Moore Enameling & Mfg. Co.. .124 


Mott & Co., Aaron A......... 833 
Mouli Mfg. Corp............ 1004 
Munising Paper Co....... 951-953 
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oth No. 
791-793 
” 
354-356 
++ «4029 
.D-1267 
. D-1280 
orp. 420 
oe eA 019 
200-202 


.D-1157 
-695-697 
ao oa. 
as, oo 
-929-931 
. D-1249 
. C-1030 


. 
-875-877 
116-120 
woe 904 
. 826 
Jiv. 
). 
-188-190 
Ine. 970 
13-1015 
423-425 
. D-1244 
837-839 
. 780 
--- 340 
.D-1219 
.C-1016 
937-939 


144-146 
901-903 
.317-319 
oe 
-737-739 
oo- 996 
.D-1217 
oo. oe 
... 381 
926-928 
468-470 
..-1010 





No. 2 Display 
39 Items 
.$14.95 PROFIT 


No. 7A Display 
48 Items 
$8.80 PROFIT 


ay 


Hyde offers a variety of beautiful hardwood dis- 
plays—colorful, compact—featuring the famous 
Hyde Putty Knives, Scrapers and Wood Scrapers. 
They’re fast-moving items—priced for 50% 
mark-up, quick turnover. Other Hyde products 
include filler-type paint rollers, wallpaper re- 
movers, linoleum knives, roofing knives, sloyd 
knives, butcher knives, palette knives and 
spatulas. Write for full information—on Hyde 
products and promotion aids. 









No. 8 Display 
78 Items 
$10.51 PROFIT 





36 Items 
$10.00 PROFIT 


H Y D E MANUFACTURING CO. sournsnioce, wass., u.s.a. 






























The tape with 
the yellow core 
made by 
OKONITE 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


HME, t Mist GY Mitte... 
on 5 
Panther ond Dr 


friction and rubber tapes 
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GILBERT PLASTICS @ GILBERT PLASTICS © GILBEp, 


000 1OF 





Mechanics, hobbyists, sportsmen, fishermen, home 
repairmen .. . all of your customers need this handy 
all-purpose box. Ideal multi-compartmeng box for 
keeping numerous small items neatly stored . . . 
easily identifiable. The GILBERT UTILITY BOX 
is made of top quality, clear, lightweight transpa- 
rent plastic fitted with sturdy, hinged cover. Avail- 
able in 3 sizes with a choice of 3 compartment 
designs for each size. 


PLASTIC BAIT BOX 


Just what fishermen have always 
wanted. Lightweight, rust-proof and 
odorless bait box molded of sturdy, 
durable plastic. No sharp edges to 
cut fingers. No protruding hinges to snag clothing 
or foul lines. Concealed spring, snap lock cover. 
Fits on any belt . . . curves snugly and securely 
at waist. 

Don’t let these quick-selling, highly profitable ne- 
cessities get away! Hook on to them today! Send 
in your order now! 





Plastic boxes made te 
yeur specifications. 


+. 
G / L B E R T PLASTICS CORP. @ HILLSIDE, N->* 












ww 
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ELBERT PLASTICS © GILBERT PLAST! 
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LAWN and GARDEN TOOLS 


. HEDGE 
| SHEAR 


Scalloped 
Blades cut 






clean...don’t 
bunch or 


tear! 


LAWN and GARDEN TOOLS 
ona. 2 
10 O06-Klio's 


Pruning. Shear ‘ 














Housewares Show Exhibitors 





Booth No. 

Munising Wood Products Co., 
ea Bef. 885-887 
Murphy-Phoenix Co. ........ 308 
Mutual Plastic Mold Co...D-1126 
My-Ko Chemical Corp....... 527 
Mystic Foam Corp........... 785 


Mystik Adhesive Products. D-1155 


N 


N. Y. Standard Mfg. Co...... 857 
Nassau Sponge Co......... C-534 
National Brush Co........ D-1115 
National Can Corp....... 820-822 


National Die Casting Co.. .689-691 
National Potteries Co.....D-1274 
National Pressure Cooker Co. 


268-270-272 
National Products, Inc....... 981 
National Screen Co......... 352 


National Silver Co. 
125-127-129-131 

National Spangle Corp. 
D-1138-D-1140 


Naxon Utilities Corp........ 877 
Nelson Machine & Mfg. Co. 
309-311-313 
Oe 665-669-671 
New Plastic Corp.......... C-521 
Nicro Steel Products Co., Div. 
of Cory Corp... 624-632-634 
Northrup, King & Co........ 323 
Nosco Plastics ............ 1031 
Notion Accessories, Inc....D-1144 
ge A 6 re D-1166 
Nu-Age Products Co...... D-1247 
erome, Mc. .......- 660-662-664 


O 


O-Cedar Corp. ...914-916-918-920 


Cee, BGS ooo cisdécccass C-461 
OFS vis ccictwwcdea 434-436 
Ostberg Seed Co............ 447 


Oster Mfg. Co., John..... 946-948 

Ox Fibre Brush Co., Inc.. .479-481 

Oxford Metal Spinning Co., 
aati al D-1108-D-1110 


p 


Paper Specialty Co.......... 539 

Para Mfg. Co., Inc... .745-749-751 

Paragon Electric Co. 
D-1209-D-1211 


POPMCTGOINGS oso cccssccce 1026 

Peruer Tre. CO... sccisvcsecs 888 

Parker Metal Decorating Co. 
768-770 


Parrish Co., J. Shepherd.... 133 


Continued 

Booth No. 
Patent Novelty Co........... 135 
Peal Mig. Co...... 6 309-311-313 


Pearl-Wick Corp. 
746-748-750-752-754 
Pennsylvania Engineering Co. 
D-1114 
Peoria Metal Specialty Co. 
757-759 





HARDWARE HUMOR 
By Hardware Age 





“My wife says she's stood over her 
pans until she can't stand the sight of 
them. | want to get her some new ones.” 





Perleide Mia. Co....... 00630. 1006 
Pfaltzgraff Pottery Co....... 881 
Phoenix Table Mat Co.. .. .374-376 
Pioneer White Metal Casting 


MMs huis 1015's +e siae aS oan ee D-1168 
| a Sr er 915 
PRP EOE GOR. oc ese cevcess C-982 
PIAstray COED. 6026 20csceses 954 


Plastic Metal Mfg. Co.....D-1118 
Plastics Mfg. Co... D-1252-D-1254 


Plastomatic Corp. ........ D-1138 
POON, GNC: sss 00es ou 408-410 
Plaut & Lederman....... 782-784 
Pollard Co., Frank L......... 443 


Poloron Products, Inc... ..275-277 
Pomerantz & Co., Julie... .D-1169 


Popeil Brothers, Inc...... 529-531 
Porcelier Mfg. Co........... 244 
Porter Carpet Sweeper Co.... 189 
Porter Corp., 2. Boe écccccccs 411 


Postley, Inc., John E. 
900-902-904-906-908 
Premier Mfg. Co......... 285-287 
Pressing Supply Co....... 828-830 
Pressure Products Corp... D-1159 
Pretty Products, Inc. 
D-1208-D-1210 
Prevore Electric Mfg. Corp.. 844 


HARDWARE AGE, JANUARY 10, 1952 











Save s 
added j 
sistent]; 
present. 
self — | 
Hoppe’s 
ing Pat 
Hoppe’s 
ket affo: 
ply you. 

| 
23144 NOR 





HARDWAR 





th No. 
.. 185 
11-313 


52-754 
Co. 

D-1114 
57-759 


dR 





0, 1952 


TOBER 





Since 1912—the leading 


source of top quality 
¢ BASEBALLS 
¢ SOFTBALLS 
¢ PLAYGROUND BALLS 


Write for Catalog 


Tober Baseball Mfg. Co., Inc. 


MANCHESTER, CONNECTICUT 























Speed Up Your “= Cleaner 
Sales with Hoppe Products 


Save selling time and talk and reap the 
added income that these widely used, con- 
sistently advertised gun cleaning essentials 
present. Give your customers — and your- 
self — better results, greater satisfaction. 
Hoppe’s No. 9 Solvent, Hoppe’s Gun Clean- 
ing Patches, Hoppe’s Lubricating Oil and 
Hoppe’s Gun Grease are the finest the mar- 
ket affords. Ask your Jobber — he can sup- 


ply you. 
FRANK A. HOPPE, Inc. 


2314A NORTH 8TH STREET PHILADELPHIA 33, PA. 
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Old Hi Says... 








: peachead 


Your “52 
Tackle Selling 


with the Industry's Outstanding 
full color national advertising 





H-I’s 1952 national advertising program will feature 
full color pages in leading outdoor and general mag- 
azines...a dramatic new theme...hard-selling copy. It 
will do more pre-selling than ever before, among your 
best tackle customers in these leading publications: 


Outdoor Life 
Sports Afield 


Field and Stream 


Outdoor Sportsman 
Open Road Magazine 
Boys’ Life 

Hunting & Fishing Salt Water Sportsman 
True Popular Science 
Argosy Popular Mechanics 
Fur-Fish-Game Mechanix Illustrated 


Outdoor Tips 


Ask your tackle man—your H-I man 
—for details. He'll show you how 
easily, economically and effectively 
you can tie in for the best tackle 
volume you've ever enjoyed. Or 
write us for information. 


See us at the NSGA Show 


Rooms 1038-1040 
Hotel Morrison, Chicago 


<a ORROCKS 


Manufacturers of the Largest Line of Fishing Tackle in the World 








UTICA, N.Y. 
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Wahine oneal 
WMasoury drill / 


spettal 


Double lead fast spiral, extra deep 
flutes. Positive dust removal. Ruggedly 
supported carbide tip. 











TS au 


sp 


FASTER — STRONGER 


Send for full information. 





T ; 





A@es Sore 


50 HOOVER RO. OEROIT 13, MICH «© 5210 SAN FERNANDO RD. GLENDALE }, CAL 
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HAND POWER GRINDERS 


Heavy and Lighter Duty Hand 
Power Tool Grinders, 4”, 5”, 
6”, 7” wheel sizes. One-piece 
gear case, accurately machined 
bearings, smooth, quiet gears, 
attractively finished. Competi- 
tively priced from $2.50 to 
$8.00 (List, F.0.8. Minneapolis). 
















, SICKLE GRINDERS 


For Farm and Farm Service Shop. Heavy duty 1/3 H.P. 
motor mounted behind and away, allowing easy, 


100%, accessibility to grinding 
rough, awkward, long handled 
grinding jobs. List Price, only 
$54.12 (F.0.B. Minneapolis). 


STREAMLINED GRINDERS 


Made with 6x1”, 5x1”, 4x1” 
fully vitrified abrasive wheels. 
Supplied also as buffing and 
polishing heads, without wheels. 
Also heavy duty models with 6 
to 10 inch wheels. List $2.50- 
$36.00 (F.0.B. Minneapolis). 


TOP QUALITY SICKLE CONES AND WHEELS 


Manufactured in our own modern wheel plant 


to highest specifications. Compet 


to increase your sales! Fully vitrified, spe- 


cially bonded, accurately 
dressed. Available loose and 
in popular assortments. 


ASK YOUR JOBBER 


WRITE FOR DESCRIPTIVE CATALOG TODAY! 
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A COMPLETE LINE... BACKED 
BY MOST YEARS’ EXPERIENCE 
IN DESIGN AND MANUFAC- 
TURE OF TOOL GRINDERS. 





WHEELS PROJECT IN FRONT 
OF FRAME PROVIDING FULL 
ACCESSIBILITY. 


wheels. Designed for 






itively priced 





28! MANUFACTURING CO. : 
Lewgi Minneapolis 4,Minnesota 3 








Housewares Show Exhibitors 





Continued 

Booth No. 

Proctor Electric Co...690-692-694 
Progpensus Go. occ cesecese 913 


Pro-Phy-Lac-Tic Brush Co. 
D-1271-D-1273 


OS eee D-1243 
Quaker Stretcher Co...... 897-899 
Quality Molding Co....... C-1012 
Queen Mfg. Co., Inc......... 204 
Raber Mfg. Corp.......... D-1240 


Ransburg Co., Inc., Harper J. 
333-335-337-339-341 
Ransom Brush Co......... D-1117 
Redmon Son’s & Co., W. C. 
786-788-790-792 


BG Ue CIO, Gs Vere sce cc obs D-1270 
Reflecto Letters ............ 465 
ROeal Ware, INC... 2.6065 212-214 
See ere 428-430 


Reliance Molded Plastics.... 780 
Renuzit Home Products Co. 

416-418 

Replogle Globes, Inc......... 515 

Republic Molding Corp... .424-426 
Republic Stamping & Enamel- 

DEEDS Sat eibekcelé ark 00's 772-774 

Retailing Daily ......... 290-292 
Revere Copper & Brass Inc., 

Rome Mfg. Co. Division 
640-642-644-646 
Reyman Mfg. Co., Inc... ..984-986 


Rich, Inc., Howard B....... C-312 
Richt Mite. Co... .6..ccc8 542 
Ritzenthaler, John ......... 358 


Rival Mfg. Co.....148-150-152-154 
Robbins & Myers, Inc., Fan 


ss! atewidicie ouieCe-« & setae 536-538 
Robeson Cutlery Co., Inc. 
779-781-783 
Robeson Rochester Corp... D-1250 
Robinson Knife Co....... 965-967 
Robinson Sponge Co., Inc.... 846 
Rochester Can Co........ 836-838 
Rochow Swirl Mixer Co... . D-1152 
Rogers Plastic Corp......... 874 
moun Fisetic COEp........+s + C-1020 
Rotary Clothes Dryer Co., Inc..537 
Rotiss-O-Mat Corp. ...... D-1118 
Rubon Woodfinishing & Prod- 
fo a rare 980-982 
Ruby Products Co... «20.5.6. 444 
eS ee ee 780 
Russakov Co. of America.... 167 


S 


S. & F. Co. (Tidy Tainer Div.) 995 
Saginaw Mfg. Co............ 686 
Salamanson & Co., Inc... .349-351 

853-355-357-359-361-363-365 
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Salton 

Sanita 
Sani-W 
Savare: 
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Sunlite ] 
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Superior 
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Sydney-7 
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tric Cc 
Tetfoam 
Teweles | 
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Booth No. 
Salton Mfg. Co., Inc....... C-1017 
Sanitary Receiver Co., Inc... 168 


SOM WOE AMy..6cccce vtec 610-612 
Savarese, Vincent ...873-875-877 
Sawhtll Mig. Co........0¢.% D-1131 
Schiller & Asmus, Inc. 873-875-877 
Schlueter Mfg. Co........ 696-698 


Schneider-Lorscheider Co..D-1176 
Schroeder & Tremayne, Inc... 540 


Schwitzer-Cummins Co. . .520-522 
ee Ms GUNN oc eincaees 185-187 
Seiberling Latex Products Co. 
D-1223 
Sessions Clock Co........ 840-842 
Seth Thomas Clocks, Div. of 
General Time Corp....... C-516 
Seymour Too] & Engineering 
We Me cis Ja weniend a aks 534 
Sheffield Fine Cutlery Co., 
EE See D-1275 


Sheridan Silver Co., Inc..... 960 
Sherwin-Williams Co..100-104-106 
Shetland Co., Inc... D-1120-D-1122 
Shine-Boy Mfg. Co........ D-1161 
ae 191-193-195 
Silver-Chamberlin Co. ...186-138 
Simmons Slicing Knife Co.... 893 
Sinclair Industries, Inc... ..C-509 
Skalny Basket Co., L......... 974 
Skot Metal Products Co.. .942-944 
Smith Paper Co., H. P.....D-1213 
Solventol Chemical Products, 
DOE: cascsassenoesnass see 530 
Son-Chief Electrics, Inc.. .815-817 
Southern Galvanizing Co....1024 
Specialty Steel & Wire Prod- 
er 997 
Sperti Faraday, Inc......... 249 
Stainless Ware Co. of America: 961 
Stamping Products & Mfg. Co. 411 
Standard Container Co., Inc..1018 


Standfast Products Co....... 535 
Stanley-Oliver Mfg. Co...... 419 
Steam Electric Mfg. Co., Inc. 1008 
Sterling Plastics Co....... D-1163 
Me cic cnika ae Skewes 269 
Stern-Brown, Inc. ....... 700-702 
Stoware, Inc. ........ 693-695-697 
Sunbeam Corp. ....... C828-C829 

C832-C833-C-836-C837-C842-C843 
BUmlite Mee. CO... ..céccccces 414 


Superior Electric Products 

Corp. 
Superior Plastics, Inc....... 543 
Sutton Corp., O. A....110-112-114 
Swing-A-Way Mfg. Co....181-183 
Sydney-Thomas Corp. ....D-1172 


T 


MONG TEER. Cisse vc esicss 1016 
Taylor Corporation 
Taylor Instrument Cos... .177-179 
Telechron Dept., General Elec- 





sters 





PROFIT LINE 


QUALITY MEANS CONSUMERS 


FLAME GUN 
SPRAYER 


HUNDREDS OF USES 


2000 degrees controlled heat. Destroys 
weeds, brush, rubbish. For burning safety 
strips and fire lanes. 4 gal. tank. 7 ft 
oil proof hose. Light. Compact. Portable 
Burns kerosene or range oil. 


“THE DEPENDABLE 





SINCE 1888” 






SATISFACTION 
















E-Z 5 GAL. 
KNAPSACK SPRAYER 


Finest knapsack sprayer made. 
Pump lever develops high pres- 
sure easily while spraying. 5 
gol. zinc-grip steel or copper 
tonk. Tank is air conditioned 
Preventing dampness reaching 
the back. Adjustable brass 
nozzle. (Recommended by Exten- 
sion Services.) 


D. B. SMITH & CO. 


4ERN TERRITORY BEN) 


CANADIAN REPRESENTATIVe GORDON 





SPEEDEX GARDEN & 
TREE SPRAYER 


Solid brass. 
Large adjusta- 
<€ ble nozzle for 





killing, ete. 
Sturdily built. 
Low priced. In big demand. 


426MA4IN $1 


5 JR BOX 847 
COMOON 1265 STANLEY § 


spraying trees, 
shrubbery, 
| flowers, weed 





1888 


ANFORT 


MONTREAL ? 


STREAMLINED BLIZZARD 
COPPER CONTINUOUS SPRAYER 


* The World's Most Beoutiful 
Sproyer. Twin Nozzle. World's 
finest continuous sprayer with 
large, glistening solid copper 
tonk. Pump barrel is highly 
polished brass, seomless. Ap- 
pealing, modern design. Sprays 
any liquid. Pint, Quort (39 
ounce). Strongest construction 
extremely populor. A fast seller 
Mode in 2 sizes: Pint, Quart. 


UTICA 2, N.Y. 


eee eS OF caida tes atti 


SEND FOR CATALOG 
DESCRIBING THESE AND 
N ¢ OTHER ITEMS 


CAMADA 














SO i -s Kemmbasesdacad 393-395 
Tetteam Corp. ...ccccesss C-1021 
Teweles Seed Co., L....... D-1215 
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No. 422 


POWER VISE STAND 









The leading, portable power drive 
for hand pipe tools. Range 1/8“ 
to 2" pipe. With drive shaft 
2-1/2" to 8” pipe. 


YOU. CAN GET IT NOW 


from your Oster Distributor! 
Take advantage of the quick availability and present low price of the Oster 
POWER VISE STAND! If you don't know the names of Oster Distributors in your 
locality, or want complete information on the No. 422 machine, just fill in the form 
below, tear out, and mail to us. 





COMPANY _ 
ADDRESS __ 


<=. 


THE OSTER MFG. CO. 2028 East Sist St., Cleveland 3, Ohio, U.S.A. 
[_] Rush copy of catalog bulletin on No. 422 POWER VISE STAND. 
[-] Rush names of Oster Distributors in our area. 


NAME ___ 
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Housewares Show Exhibitors 


Continued 





Booth No. 
Textile Mills Co:.....<< 256-258 
Thel Dor Products Inc....... 935 


Thompson & Sons, Inc... ..D-1130 
Thompson Corp., George S... 879 
Thurnauer Co., Inc., G. M..208-210 
Tipp Novelty Co......... 859-861 
Toastmaster Products Div., 
McGraw Electric Co. 
180-184-186-188-190 
TOMER CO; 2665555 scc0 6s 388 
Toledo Guild Products, Inc. 
1020-1022 
Transparent Specialties Corp. 
C-535 
Tricolator Co., Inc....... 418-415 
Tri-State Plastic Molding Co., 
UES iavoins decide ane daies aaaen C-969 
Tuco Work Shops, Inc....... 971 
Turner & Seymour Mfg. Co. 
300-302 
Tu-Way Products Co........ 261 
Twin Trees Gardens, Inc. 
873-875-877 


U 


U. S. Housewares Co......... 680 
eS: 789-791-793 
Ullman Company, Inc...... C-456 


Union Steel Products Co.. .192-194 
United Aircraft Products, Inc. 253 
United-Arvin Corp. ...... D-1129 
United Basket Co........... 821 
United Plastic Corp. 
D-1261-D-1263 
United States Electric Mfg. 
I iucdiianinaiecaieh ecu tndaotooes 289 
United States Stamping Co...141 
United Wire Goods Mfg. Co., 


Ree eaereree 763 
Universal Metal Products Co. 

C-1005 

Utica Cutlery Co........... C-968 


V 


Verity Southall, Ltd..873-875-877 


Victor Products Corp....... 925 
Vietory Mig. Co.......... 452-454 
Victory Plastics Co......... 518 
Viking Air Conditioning Corp. 
D-1257 
Village Blacksmith Co...... C-973 
Vivitex Corp. ....... 457-459-461 
Vegue Bite. Co......:.... 173-175 
Voigt, Inc., Albert H........ 921 
Vollman & Sons, Inc., S.....C-972 
Wotwath Ce. ....ccccces 176-178 
kas a tal ad 616-618 
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W 


Waaner Mig. Ci. <.66scicienss 636 
Wagner Mfg. Co., E. R... .220-222 

Wallace Brothers Divison of 

R. Wallace & Sons Mfg. Co. 
196-198 

Wallkill Machine Works Inc. 
D-1276-D-1278 

Waring Products Corp. 

427-429-431-433 


Washburn Co. ....... 260-264-266 
Wazhington Forge, Inc. 
472-474-476 
Washington Steel Products, 
EE, ee eee C-529 
Wear Ever Shower Curtain 
LE ee ee D-1167 
Webster Basket Co.. . .693-695-697 
MPOONIION GES. ficcns nc ae cvcewa 490 


Weinman Brothers, Inc.. .453-455 
Weiss & Klau Co... ..930-932-934 
WOOO CO Ws. Wis sé kxccedaee 1025 
Welmaid Products, Inc.. .701-703 
Wentz Co., M. C...... 873-875-877 
West Bend Aluminum Co. 
675-677-679 
Westclox Div., General Time 
MO, ios. .0:5 dravvie owe el C-512 


Booth No. 


Western Home Products Co. 
D-1123-D-1125 


Western Stoneware Co. 
693-695-697 


Westinghouse Electric Corp. 
274-276-278-280-282 


Wheeling Corrugating Co..216-218 
White Studios ..........++- 385 
Wilshire Mfg. Co......... 316-318 
Wilson Specialties Co., Inc... 962 
Wisconsin Aluminum Foundry 
SE. Gicsuainsiense ses 315 
Wisconsin Housewares Co... 525 
Wolff Products Co.. ..800-802-804 
Wooster Rubber Co.. .809-811-813 
Worcester Felt Pad Corp.... 744 
Worldsbest Industries, Inc. 710-712 


TOM T0. Oa Wiss 44 85 ios D-1139 


Oe a ee 435 
SN tars ore we Ko oe we D-1279 
Zeen Chemical Co........... 834 
Zenith Metal Co..........00: 985 
Be Fe Cie os oi hse tten 252 
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By Hardware Age 




















“Hey Ernie, get a load of this one.” 
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“Ten years ago 


AWS 


\ 
MXN \ 


America’s Business 


publications .. .”’ 


. D-1139 


os - i, JOHUN W. SNYDER 
.D-1 . 

. 834 a ; . 
.. 985 : 
.. 252 


Secretary of the Treasury 


“Ten years ago America’s business publications, as a voluntary public service, 
presented for the first time advertisements outlining the Payroll Savings 
Plan for the regular purchase of U. S. Savings Bonds, and urged its accept- 

ance. During the dec.cde which has passed, American business has consist- 
= ently supported the Payroll Savings Plan and made it a success. Continuation 
— of this cooperation with the Treasury is most essential in the present emer- 
gency. Expanded sales of Defense Bonds will assist importantly in checking 
inflation, in preserving economic stability, and in furthering the over-all 
defense effort.” 


\ 


In ten brief years: 


l}oury\\ 


@ From 700,000 in 1941 employee participation went @ In the January-September, 1951, peried, 33,418,000 
to 27,000,000 at the peak of the war. 25 


25 E Bonds were purchased—a gain of 17% over 
~ ‘ ‘ : , same peri 950. 8,966,000 $50 E Bond: 
@ Companies with Payroll Savings Plans jumped from the same Pp iod of } on £3 en = mom “ 

. oe ; were sold in the first nine months of 1951. $25 and 
10,000 in 1941 to more than 175,000 during the war. + : ; 
$50 denominations are the bonds bought by Payroll 
@ Since January 1, 1951, the number of men and Savers. 
women on Payroll Savings has grown from 5,000,000 


Congratulations to the executives of industry and 
to 6,200,000. ‘ : 
@ On September 30, 1951, individuals held Series E 


Bonds totaling $34.6 Billion—more than $4.6 Bil- 


the publishers of business papers for their continu- 
lion greater than on V-J Day. 


ing effort in promoting systematic savings through 


the Payroll Saving, Plan—the plan that protects 
America and Americans. 





The U. S. Government does not pay for this advertising. The Treasury De- 
partment thanks, for their patriotic donation, the Advertising Council and 
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A Sure Seller! 


New, Improved 10-N 


GARDEN GROWER 





it will pay you to feature this highly 
useful, versatile tool in your Spring Gar- 
den showing. Every home gardener is 
a prospect. 


10 inch revolving reel with saw-tooth 
carbon steel blades. Double-edge weld- 
ing knife, adjustable for depth. 5-prong 
detachable cultivator. Shovel attach- 
ment. Lawn mower handle, adjustable 
for height. Attractively finished. 


OTHER POPULAR NORCROSS PRODUCTS 
* Cultivators (1, 3, 4, 5 prong) ° Weeders 


* Asparagus Knife * Full Line of Forks 


C. S. NORCROSS & SONS CO. 


BUSHNELL, ILLINOIS 


Ask Your Independent 
Jobber. 


Po 


Ouality Garden Tools 


Since 189] 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


American Hardware Manufacturers 


Assn., semi-annual convention meet- 
ing jointly with the Southern Whole- 
sale Hardware Assn., April 6-10, 
at the Palm Beach Biltmore Hotel, 
Palm Beach, Fla. Arthur L. Faubel, 
342 Madison Ave., New York City 
17, secretary-treasurer of the manu- 
facturers association: T. W. Mc- 
Allister, 814 Metcalf Bldg., Orlando, 
Fla., managing director, wholesal- 
ers’ association. 


Bicycle Institute of America, annual 


convention, week of Jan. 14, at Boca 
Raton, Florida. Sponsored by Bi- 
cycle Institute of America, Inc., 122 
E. 42nd St., New York City 17. 


Builders’ Hardware Show and Con- 


vention, Sept. 28-30-Oct. 1, at the 
Palmer House, Chicago. Sponsored 
by the National Contract Hardware 
Association and the American So- 
ciety of Architectural Consultants. 
John R. Schoemer, managing direc- 
tor, 420 Madison Ave., New York 
City. 


Garden Supply Trade Show, Feb. 5-7, 


at the Hotel Astor, New York City. 
Sponsored by National Garden Sup- 
ply Marketing’ Bureau, George E. 
Perry, director, 1901 St. Paul St., 
Baltimore 18, Md. 


Hardware Week (irha), April 17-29, 


sponsored by the National Retail 
Hardware Association, 333 No. 
Pennsylvania St., Indianapolis, 4, 
Ind. 


Hardware Show, National, Oct. 6-10, 


at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City, Frank M. Yeager, 
managing director. 


Home Builders Convention and Ex- 


position, Jan. 20-24, at the Con- 
gress and Stevens Hotels, Chicago. 
Sponsored by the National Asso- 
ciation of Home Builders of The 
United States, 111 W. Jackson 
Blvd., Chicago 4. 


Industrial Supply Convention, May 


19-21, at Atlantic City, N. J., Spon- 
sored jointly by the American Sup- 


ply & Machinery Manufacturers’ 


Association, R. Kennedy Hanson, 
general manager, 1346 Connecticut 
Ave., N. W., Washington, D. C.; 
the National Industrial Distributors’ 
Association, H. H. Rinehart, execu- 
tive secretary, 1900 Arch St., Phila- 
delphia 3, Pa.; Southern Industrial 
Distributors’ Association, E. L. 
Pugh, secretary-treasurer, 712 Vol- 
unteer Bldg., Atlanta, Ga. 


International Trade Fair, March 22- 


April 6 at the Navy Pier, Chicago, 
Ill. Executive vice-president John 
N. Gage, Col. U.S.A. (Ret). Head- 
quarters, Merchandise Mart, Chi- 
cago 54. 


Locksmith’s Convention and Trade 


Show, May 3-4, at the Hotel Park 
Sheraton, New York, sponsored by 
regional and locksmith’s associa- 
tions throughout the U. S. A. Con- 
vention headquarters, 110 E. 59 St., 
New York City. Robert Rognon, 
chairman. 


National Cutlery Week, May 4-12, 


sponsored by the American Cutlery 
Manufacturers’ Assn., Lewis D. 
Bement, Deerfield, Mass., executive 
secretary. 


National Housewares and Home Ap- 


pliance Exhibit, Jan. 17-24, at the 
Navy Pier, Chicago. Sponsored by 
the National Housewares Manufac- 
turers’ Association. A. W. Bud- 
denberg, executive secretary, 1140 
Merchandise Mart, Chicago. 


National Retail Hardware Association 


Congress, July 14-17, at Statler 
Hotel, Washington, D. C. Rivers 
Peterson, 333 No. Pennsylvania St., 
Indianapolis 4, managing director. 


Paint and Wallpaper exhibit and con- 


vention, Nov. 12-15, at Chicago. 
Sponsored by the Retail Paint and 
Wallpaper Distributors of America, 
Inc., 4908 Delmar Blvd., St. Louis 
8, Mo. 


Southern Wholesale Hardware Assn., 


annual convention meeting jointly 
with the semi-annual convention of 
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When customers ask for 





reach for... 


PARKS 
quabatying 
shellac 


You're sure of top quality when 
you recommend Parks quick-drying 
Shellac . . . sure of satisfied customers 
and profitable repeat sales. 


Cash in on the DIFFERENCE 


in shellac! 


Parks “‘sets’’ fast, dries hard, powders 
smoothly when sanded. For all in- 
terior uses, Parks quick-drying Shellac 
is preferred by those who know 
shellac. 

Freshness, most important for best 
results, is CODE-CONTROLLED in 
Parks . . . the quick-drying Shellac of 
a thousand uses. 















TRIPLE- 
fyll-bodied quality, 
complete 





fo 
ingredients, 
satisfaction! 


Federal SP 








tHE PARKS company 


FALL RIVER, MASSACHUSETTS 
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California Retail Hardware Assn. con- 
vention and exhibit, Feb. 11-13, 
at Fairmount Hotel, San Francisco. 
K. B. Jacobsen, 262 Western Mer- 
chandise Mart, San Francisco 3, 
secretary manager. 

Connecticut Hardware Assn., conven- 
tion, Feb. 6, at Hotel Bond, Hart- 
ford. Ned Russell, Harris Hardware, 
Southport, secretary. 

Florida Retail Hardware Assn. and 
Georgia Retail] Hardware Assn. con- 
vention and exhibit, May 19-21, 
at George Washington Hotel, Jack- 
sonville, Fla. W. W. Howell, P. O. 
Box 188, Waycross, Ga. executive 
manager. 

Illinois Retail Hardware Assn. con- 
vention, Feb. 26-28, at Chicago. 
Convention at Sheraton Hotel, ex- 
hibit at Navy Pier, W. F. Ewert, 
1194 Merchandise Mart, Chicago 54, 
managing director. 

Indiana Retail Hardware Assn. con- 
vention and exhibit, Jan. 29-31, 
at Murat Temple, Indianapolis. 
Headquarters, Lincoln Hotel, G. F. 
Sheely, 333 N. Pennsylvania St., 
Indianapolis 4, managing director. 

Intermountain Assn. convention, Feb. 
11-12, at Boise Hotel, Boise Idaho. 
Leon L. Weeks, 211 Continental 
Bank Bldg., Boise, secretary. 

Iowa Retail Hardware Assn. conven- 
tion and exhibit, Feb. 12-15, at Des 
Moines, Iowa. Sessions, Hotel, 
Savery; exhibit, Iowa Exhibit Bldg., 
State Fair Grounds. Philip R. Jacob- 
son Mason City, secretary. 

Kentucky Retail Hardware Assn. con- 
vention and exhibit, Jan. 22-24, 
Brown Hotel, Louisville. Dwayne 
W. Laws, 501 Republic Bldg., Louis- 
ville 2, secretary. 

Michigan Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
at Grand Rapids. Sessions, Hotel 
Pantlind; exhibit, Civic Auditorium. 
H. W. Schumacher, 1916 Olds Tower 
Bldg., Lansing 8, manager. 

Minnesota Retail Hdwe. Assn. conven- 
tion and exhibit, Jan. 22-24, at St. 
Paul. Hotel Headquarters, St. Paul 
Hotel. C. J. Christopher, 2110 Nicol- 
let Ave., Minneapolis 4, manager. 

Missouri Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
Jefferson Hotel, St. Louis. Harry F. 
Scherer, 1180 Arcade Bldg., St. 
Louis, secretary. 

Mountain States Hardware and Im- 
plement Assn. convention, Jan. 22- 
24, at Cosmopolitan Hotel, Denver, 
Colo. Francis W. Reich, 1233 Spruce 
St., Boulder, Colo., secretary. 

Nebraska Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, at 
Omaha. Sessions, Hotel Paxton; ex- 
hibit, Auditorium. C. A. McCoy, 325 
Insurance Bldg., Lincoln 8, secre- 
tary. 

New England Hardware Dealers’ 
Assn., convention and exhibit, Feb. 
20-22, at the Statler Hotel, Boston, 
Mass. Executive secretary, Russell 
R. Mueller, 185 S. Dartmouth St., 
Boston 16. 


New York State Retail Hardware 
Assn., convention and exhibit, Feb. 


12-14, at Buffalo. Sessions, Statler - 


Hotel; exhibit, Memorial Audito- 
rium. N. H. Kiley, Hills Bldg., 
Syracuse 2, secretary. 

North Coast Retail Hardware Assn., 
convention, Feb. 8-5. Multnomah 
Hotel, Portland, Ore. D. D. Stewart, 
714 American Bldg., Seattle 14, 
Wash., secretary. 

North Dakota Retail Hardware Assn., 
convention and exhibit, March 25- 
27, at Fargo. Exhibit and meetings, 
Crystal & Avalong Ballroom; head- 
quarters, Graver Hotel. Miss E. J. 
McGrann, 54% Broadway, Fargo, 
secretary. 

Ohio Hardware Assn. convention and 
exhibit, Feb. 4-7, at Cleveland. Ses- 
sions, Statler Hotel; exhibit, Public 
Auditorium. John B. Conklin, 198 
So. High St., Columbus 15, secre- 
tary. 

Oklahoma Hardware & Implement 
Assn. convention and exhibit, Feb. 
5-7, at Municipal Auditorium, Ok- 
lahoma City. Robert K. Thomas, 515 
Midwest Bldg., Oklahoma City, 
secretary. 

Pennsylvania and Atlantic Seaboard 
Hardware Assn. convention and ex- 
hibit, Jan. 22-24, at Bellevue-Strat- 
ford Hotel, Philadelphia. W. Glenn 
Pearce, 1616 Walnut St.. Philadel- 
phia 3, secretary. 

Southern California Retail Hardware 
Assn. convention and exhibit, Feb. 
19-21, at Long Beach. Sessions, 
Wilton Hotel; exhibit, Municipal 
Auditorium, A. C. Kammeier, 416 W. 
8th St., Los Angeles 14, secretary. 

South Dakota Retail Hardware Asso- 
ciation convention and exhibit, April 
1-3, at Cataract Hotel, Sioux Falls. 
O. R. Baily, 1300 So. Jefferson Ave., 
Sioux Falls, secretary. 

Tennessee Retail Hardware Assn. 
convention, Feb. 17-19, at Nashville. 
Morris Jones, P. O. Box 784, Nash- 
ville 2, secretary. 

Texas Hardware and Implement Assn. 
convention and exhibit, Jan. 28-30, 
at Dallas. Sessions, Baker Hotel; 
exhibit, Baker and Adolphus Hotels. 
Ray M. Souder, 822-23 Texas Bank 
Bldg., Dallas 2, secretary-manager. 

Tri-State Hardware and Implement 
Assn., convention, Feb. 10-12, at 
Herring Hotel, Amarillo, Tex. M. 
D. Shepherd, Canyon, Tex., secre- 
tary. 

Virginia Retail Hardware Assn. con- 
vention and exhibit, March 25-27, 
at Hotel John Marshall, Richmond. 
George T. Omohundro, Jr., Scotts- 
ville, secretary. 

West Virginia Retail Hardware Assn. 
convention and exhibit, Feb. 18-20, 
at Waldo Hotel, Clarksburg. James 
C. Fielding, 1628 McClung St. 
Charleston 1, secretary. 

Wisconsin Retail Hardware Assn. con- 
vention and exhibit, Feb. 5-7, at 
Auditorium, Milwaukee. Headquar- 
ters, Schroeder Hotel. H. A. Lewis, 
Stevens Point, secretary. 
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PIPE MENDING CEMENT 
for Split Soil Pipes, 
Waste Lines, Sand 

Holes, Cracks, Pin- 
holes, and Gaskets 


Just rub into the crack .. . that’s 
all! This positive seal for Water, 
Gas, Acids, Brine, etc. applies to 
wet or dry surfaces. An excellent 
caulking compound that stops 
leaks while liquid runs in pipes 
PROFITS! Attractive 
2-color Self-Display under moderate pressure. 


Box. Write for folder and sample 


LAKE 


3058 W. CARROLL ¢ CHICAGO 12, ILLINOIS 


Easy-to-use 
STIK FORM 


DISPLAY IT! 
SELL IT! 
The most practical 


item in yeors.. . 
for Big, Steady 














| GOLD 
Gian 
< DECALS and 
: STENCILS 






: a Se 
STUDIO DECALS @ | - a 
ALPHABET and hone 
NUMERALS... 


have many uses in 
home, farm, factory 
and school. Made of 
finest decal paints 
for inside or out- 
side use. Sturdy dis- 
play box comes in 
2 size assortments, 
6 or 12 each. Refill 
orders accepted 
after purchase of 
original display. 
Sizes: 2”, 1", 2”, 
3”, 34%". 

STUDIO STENCILS — ALPHABET and NUMERALS . . . for making 
signs, house numbers, for marking farm and military equipment, 
school work and hundreds of other uses. Available in 1”, 112”, 
2”, 2/2", 3”, 4”. Boxed to sell from 90c to $1.80 retail. 


WRITE FOR PRICE LIST. ALSO ASK FOR DECORATIVE 
BORDER AND TEXTILE STENCIL LITERATURE. 


MARTIN ACRRALS IED co, °c asociee 35 cons 
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BWHI Garden Hose 


©) ton? 
~ amd you SM 17 / 




























Featuring BWH’s Fast-Moving 
...Our Fabulous Plastic Hose 


Your customers know it — and sales show it... 
BWH Veri-Lite is the plastic hose that’s setting the 
pace in garden hose today. 

Reasons why are plain: BWH Veri-Lite is tough 
and durable, yet so feather-light that even women 
find using it a pleasure. 

Made of the finest materials, with unstinting 
care, by the same craftsmanship and in the same 
plant that produces world-famed BWH industrial 
and fire hose. 

Veri-Lite comes in three sales-styled colors: red, 
green and yellow. Order your stock today. 

Ask your jobber too, about BWH'’s full line of 
other garden hose for special needs: 


KEY TO EXTRA PROFITS: 


Stock BOSTON NOZZLES and GOOD LUCK WASHERS! 


BOSTON NOZZLE — For new hose or for replacement. Fits 
all couplings. Made of fine brass. Shut-off control built in. Pro- 


ign “——«. 
pw Boston Woven Hose 
Wil No/'|  & RUBBER COMPANY 






save water, protect pressure. Don't 
harden or Be 4 tacked on con- 
venient pin for consumer use: I doz. 
per pin, 3 doz. pins per container, 4 
containers per case (12 gross). 





Tough and springy, made of fine red 
rubber. Fit couplings snugly... 
Distributers in all Principal Cities 
PLANT: Cambridge, Mass. « P.O. Box 1071, Boston 3, Mass., U.$. A. 
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WHAT'S NEW 





Latest Information on New Hardware Merchandise 





(Continued from page 13) 
Suggested retail is $2.98. Alexan- 
der van Veen Co., 161-14 Gr. Cen- 
tral Pkwy., Jamaica 2, N. Y. 





Wall Coater 


Designed to apply wall paints 
faster and more efficiently is this 
FleetWing Wall Coater, 7 in. wide 
and made of a “Neoceta’” bristle. 
There is locked-in construction of 
specially engineered paint brush 
bristle to prevent shedding and 
marring, and the coater offers addi- 
tional paint-carrying facilities and 
a large built-in paint reservoir. For 
use with any type of flat or gloss 
wall paint, resin emulsion and other 





water thinned paints. Retail price 
is $3.69. Pittsburgh Plate Glass Co., 
632 Duquesne Way, Pittsburgh, Pa. 





Lawn Sprinklers 


After a year’s lapse in produc- 
tion, Glenway Products is now of- 
fering lawn sprinklers for 1952. 
Tru-Square Model No. 25 covers up 
to 1,000 sq. ft. in a square pattern, 
and there is a Tru-Square Series 
Connector No. 250 that enables two 
squares to be connected to two 25 
ft. hose lengths, making a non- 
overlapping coverage of 50x25 ft. 
Spraymaster Model No. 17 will give 
coverage to 36x22 ft. in a perfect 
rectangle on one side of the 
sprinkler, and prevents the need to 
get wet feet to move or disconnect. 
Glenway Products, 14428 Oxnard 
Blvd., Van Nuys, Calif. 


Garbage Bag Unit 


Here is the Scrap-Trap, a device 
holding disposable paper garbage 
bags, and featuring mounting plates 
that adhere to tile, metal, wood or 
plastic. The metal frame holds mois- 
ture-proof disposable bags, and it 
can be snapped shut to lock odor- 
tight. Bags have a 6-qt. capacity, 
and are easily removed from the 
frame. A specially designed dis- 
play, stressing “no odor, no mess” 











features, is available to dealers at 
no charge. Central States Paper & 
Bag Co., 5221 Natural Bridge Ave., 
St. Louis 15, Mo. 


Two-Way Rule 


Here is the new “Read-Rite” Zig- 
Zag rule, No. 156F, which reads 
from left to right or right to left, 
by rolling the rule over. It features 
nickel silver joints with ball-socket 
action, a new plastic finish for long 
protection for graduations, and 


large, easy-to-read numbers. Brand- 
ing is red, and the ends are green. 
Stanley Tools, New Britain, Conn. 


Table Top and Cover 


A new table top, called Dubl-Top 
No. 251DT, is made of extra-strong 
Presdwood with a polished top. A 
wood frame and rubber invisa- 
grippers on the corners hold the 
46-in. diameter top securely in 
place. It folds in half for easy 
storing, and can seat eight when 
open. Retail: $3.98. A new reversi- 
ble table top cover, made of quilted 
Satintone faille with heavy elastic 
binding, fits the table. It is green 





on one side, wine on the other, and 
cleans easily with a damp cloth. 
Retail: $2.98. E-Z-Do, 261 Fifth 
Ave., New York 16, N. Y. 





Aircraft Dope Assortment 


Speed-O-Laq now has a special, 
complete model aircraft dope as- 
sortment, consisting of 72 10¢ 
bottles featuring all 23 of the 
colors and finishes. Assortment is 
packed in a single shipping carton. 
Speed-O-Laq Products Co., Inc., St. 
Paul, Minn. 


Motorcycle Tire 


A new motorcycle tire for on or 
off the road travel and for any 





kind of weather is called the Grass- 
hopper. Self-cleaning blocks on the 
rugged tread give positive traction 
in mud, snow, grass, roads, etc. 
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LANDS BIG TUNA 
AFTER 5 YEARS 


FISHANGRI-LA, N. Y.—Henry Brain, 
of Dunellen, N. J., is the persistent 
type. For five years he’s been going 
after the big ones with no luck. 

But just lately he hit the jackpot. 
Shown above is the 96114 Ib. beauty 
that he brought in off Montauk, 
N. Y., with a brand new Ocean City 
12/0 reel. The tuna was over 934 ft. in 
length and 80 in. in girth. 

From the initial run of about 450 
yards the tuna was brought to gaff in 
one hour. Brain reports that the reel 
stood up perfectly through rough 
treatment and was only a little bit 
warm when it was all over. 
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OCEAN CITY-MONTAGUE 
DEALER NEWS 


PHILADELPHIA, PA. e 


27-YEAR-OLD 
OCEAN CITY REEL 
USED BY WAR VET 


Way back, just after World War I, 
this Ocean City reel went to work 
pulling in plenty of fish. According to 
a famed Hollywood cameraman it has 
stood up through the years against 
real “‘use and abuse.”’ Once it was 
lost in the ocean for three months... 
then snagged from the surf by luck. 

Cleaned and oiled, this reel, fondly 
named ‘“‘Ike’’, went back on the job 
to help the owner’s two sons learn to 
fish. Through the years it was used 
by many a movie great. Then came 
World War II, and “‘Ike’’ went over- 
seas to be fished all over the Pacific 
theatre by a friend of the owner. Now 
it has been retired, and a brand new 
Ocean City reel is helping to keep 
up “‘Ike’s”’ tradition of service. 





REPAIR AND PARTS 
DEPARTMENT MOVES 


To provide better facilities for servic- 
ing Ocean City reels, a brand new 
department has been equipped at the 
Ocean City branch plant at 3840-50 
Coral Street, Philadelphia. All reels 
requiring servicing should be for- 
warded to that address—and not to 
the main office at ““A’”’ and Somerset 
Streets. 

Customers should be advised of 
this new service to make sure their 
repair and parts problems are solved 
promptly. The new department is 
staffed by experts to assure that all 
reels will be returned in top condition 
as quickly as possible. 

Remember the address: Repair and 
Parts Department—3840-50 Coral 
Street, Philadelphia 24, Pa. 
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SOUTH AFRICA ANGLER 
FISHES BETWEEN 
CROCODILES 


These Bream were taken on a small, 
level-wind Ocean City reel by Clive 
Morgan Hayes in the crocodile- 
infested waters of the Gwaii River in 
South Rhodesia, Africa. The holster 
is for protection against a “‘too curi- 
ous” crocodile. 

Among others, Hayes caught a 
Vunou weighing 53 pounds on an 
Ocean City No. 993, light-weight, 
take-apart surf reel, from the Hunyani 
River. According to Hayes, most light 
reels would not have lasted during 
the 20 minutes of terrific strain put 
up by the Vunou. 

He also landed a large Tiger Fish 
with Ocean City’s star drag reel No. 
165 from the Zambezi River, above 
Victoria Falis. According to Hayes, 
the Tiger Fish is one of the finest 
sporting fish in the world—even excel- 
ling the Dorado of South America. 

All over the world, Ocean City 
reels and Montague rods are provid- 
ing fishermen with the sturdy, reliable 
equipment they want—and at fair 
prices! 
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WHAT'S NEW 








Made in two sizes, 5.00-16 and 3.25- 
19. Goodyear Tire & Rubber Co., 
1144 Market St., Akron, Ohio. 





Toddler Toys 


A new line of Toddler Toys has 
five barnyard characters for chil- 
dren of nursery age. Included are 





a hen, goose, bunny, duck, and an 
egg. All are kept to a maximum 
height of 18 in. overall, have no 
sharp edges, and are sturdy and 
washable. A four-color promotion 
piece is offered with the line. Plas- 
tics Div., Doughboy Industries, Inc., 
New Richmond, Wis. 





Cellulose Wallpaper Paste 


This American-made, non-stain- 
ing cellulose wallpaper paste, called 
Supercel, is non-staining, unaffected 





by temperatures, mildew or ver- 
min, non-settling, and is easily 
cleaned from tools and brushes. It 
dries slowly, allowing ample time 
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to fit wallpaper correetly. The 7-oz. 
standard package makes about 1% 
gal. solution, and there is also a 
28-oz. size. Attractive counter dis- 
play cards are available for dealers. 
The Reardon Co., Second & Clinton 
Sts., St. Louis, Mo. 





House and Trim Paint 


A new one-coat house and trim 
paint has a durable film that covers 
about 500 sq. ft. per gal. It is 
available in 19 colors, and will not 
crack, chip, peel or fade. Can be 
used on wood, steel, stucco, brick 
and asbestos-cement shingles. Adel- 
phi Paint & Color Works, Inc., 86- 
00 Dumont Ave., Ozone Park 17, 
. & 





New Cleaner, Polisher 


Here is a new wax cleaner for 
enamel, lacquer, and _ porcelain, 
named Nu-Way Wax. It cleans, 
polishes and waxes in one applica- 
tion. Sizes available include: 1-gal., 











packed four to a carton; %-gal., 
six to a carton; 1-qt., 12 to a car- 
ton; 1-pt., 24 to a carton; and %4- 
pt., 24 to a carton. Macklanburg- 
Duncan Co., 123 N. W. 28rd St., 
Oklahoma City, Okla. 





Aluminum Spice Shelf 


Designed to keep spices in one 
convenient location, this new No. 
420 Swirl De Luxe aluminum spice 
shelf measures 11x214x2 in., and 
attaches to wall or cupboard door. 


Two back brackets slide over the 


screws and hold the shelf firmly in 
position. May be used wherever 





extra shelf space is needed. Retail: 
89¢ each or three for $1.00.G & S 
Metal Products Co., 5209 Euclid 
Ave., Cleveland 3, Ohio. 





Kitchen Drip Box 


Here is the “Drip Box,” for use 
in the kitchen, made of sturdy 
plastic with removable grill and 
divider, that permits used soap and 
scouring pads to drain and dry. It 
stands flat on any shelf, or has two 
holes at the back for hanging on 





the wall. Measures 614x334x1% 
in., and retails for 49¢. Happy 
Homaker Products, Portland, Ore 





Salt-Water Spinning Rods 


Two new salt-water spinning 
rods for surf, jetty or similar fish- 
ing with live bait or artificial lures, 
have been added to Union’s line of 
Nyglax tubular glass fishing rods. 
Both are medium-light weight. 
“Spinfin” is a two-piece rod, 9 ft. 
overall, with a handle of specie- 
cut solid cork with a flat butt cap. 
List price: $22.95. “Spinaway” is 
a one-piece rod with a 7 ft. tip and 
an 18-in. detachable handle of 
bleached hardwood with rubber but- 
ton and solid cork foregrip. Lists 
at $21.95. Union Hardware Co., 
Torrington, Conn. 
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Long-Handled Dust Pan 


Called the Kleen-Sweep, this new 
long-handled dust pan introduces 
an improved “hug-the-floor” corru- 
gated lip that will not lose rigidity 
with repeated use. The pan is 26- 
gage galvanized steel finished in 
baked-on enamel in red, green or 
yellow. The 31-in. twisted wire 





handle has a loop on the end for 
handy hanging. F. D. Kees Mfg. 
Co., 24 High St., Beatrice, Neb. 





Cellar Drainer 


A new cellar drainer, Fig. 2652, 
is of iron construction, including an 
iron impeller and steel column. Ca- 
pacities are up to 2500 g.p.h. and 
discharge heads up to 14 ft. Motor 
is ¥% h.p. single phase 60 cycle 1750 





w 





R.P.M., and the float is plastic. All 
bearings are bronze. Everite Pump 
& Mfg. Co., Inc., Lancaster Pa. 





Infra-red Brooder Lamp 


Here is a new infra-red lamp 
brooder, with four lights, micro 
switch and wafer thermostat con- 
trol. Two lamps are on at all times, 
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CLINCHER couPLinc 


for SMALL SIZE 


PLASTIC HOSE 


Again Sherman has antici- 
pated the need for new and 
better products! The trend to 
smaller sizes of plastic hose 
required a repair fitting. 
After long research Sherman 
Engineers have developed a 
special “long-grip” No. 85CL 
% coupling to connect and 
mend %" and smaller plas- 
tic hose. 





BATTLE CREEK, 
MICHIGAN 









f 

xe ieee Extra deep multiple 
corrugations firmly 
gtip inside of hose. 


Deep channel per- 
mits fingers to com- 
press hose for max- 
imum grip. 


Easy to grip long, 
heavy double 
knurled nut with 
extra threads. 


Patented "Stag- 
gered Fingers" of 
special design to 
conform to small 
diameters and hold 
plastic hose with 
deep biting grip. 


No. 85CL 7/16” 


LAWN HOSE GOODS 





with TRIPLE the CUTS! 





WARREN DADO SAWING WASHERS CO. 
Dept. 101, Box 98, North End Station, Detroit, Mich. 





TRIPLE the SALES 


ANWOUNLING 


NOT ONE—NOT 12—BUT 
40 DIFFERENT CUTS! 


AAAAANS 
By hwhhhihsS SSS 050 ~ 


NEW } 


ts DADO SAWING WASHERS 


New improved Warren Washers open 
a broader market for you in ‘51! Be 
ready for new sales, replacement sales 
—easier sales! 


GOOD PROFITS FOR YOU! 


No increase in price—new Warren Washers 
still retail at popular price of $4.95 per set, 
with no cut in dealer margin! 


NATIONALLY ADVERTISED — 
UNIVERSALLY ACCEPTED! 


Craftsmen goatee them for making smooth 
dados, quickly and easily with regular saw 
blade. National advertising reaches 16 mil- 
lion people—makes Warren Washers a name 
they remember! 


SEND TODAY FOR TRIAL OFFER! 


Send for just 6 sets at your dealer's discount 
of 3344%—receive absolutely free colorful 
working counter display and descriptive sell- 
ing literature! 

























Accurately manufac- 
tured from high 
grade materials, of 
sturdy construc- 
tion throughout, 
and backed by 
more than seventy 
years of BLAIR 
experience .. . 
this efficient, 
durable mower 
will make 
both friends 
and profits 
for you. 








Blazer 








LAWN MOWERS 
BLAIR MANUFACTURING CO 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 
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WHAT'S NEW 








and the thermostat actuates the 
other two. Comes in various sizes 
and models for large and small re- 
quirements. An enameled steel dis- 





play unit provides complete show- 
ing of all Premier infra-red lamp 
fixtures and a full stock of infra- 
red lamps. Dimensions are about 
5x414x2 ft. National Ideal Co., 2533 
W. Central Ave., Toledo, Ohio. 





Small Parts File 


Here is a new visible filing sys- 
tem for small parts and articles, 
nails, screws, fittings, etc., called 
Handi-Jar, that can be mounted on 
the wall. Spring clip makes removal 
and replacement of the screw top 
jar simple and effortless, and space 
on the front of the jar is for identi- 
fication label. Composition plaques 





come with 12 4-oz., or 6-0z. jars. 
Handi-Jar Corp., 1601 Fisher Bldg.. 
Detroit 2, Mich. 





Cord Coiler 


This Coilette telephone cord 
coiler is easily snapped on the tele- 
phone cord, eliminating all tangling 
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and kinking. It automatically coils 
the cord into a neat roll by the tele- 
phone after each call, and is made 
of high grade music wire that will 
not lose its spring. Model 101, 
shown here, is for telephone cords, 
and there is a Model 102 for heav- 





ier cords. Retail: 95¢. Huff Sales 
Co., 911 Western Ave., Seattle, 
Wash. 


New Clock Radio 


Here is Arvin’s new clock radio, 
the Sleepytimer, Model 557T, a five- 
tube set featuring a plastic cabinet 
in green or ivory and a Telechron 
electric clock with automatic timer. 
A complete built-in red antenna 
with ferrite core provides excellent 
reception, and there is a handy out- 
let on the rear panel for any appli- 
ance rated below 660 watts. A 
“sleep switch” automatically turns 
off the radio up to one hour after 
setting and turns it on at a speci- 





fied time. Clock hands are luminous. 
Can be used on AC or DC. Retail: 
$39.95. Arvin Industries, Columbus, 
Ind. 


Electric Ranges 


Two new electric ranges with 
lighted pushbutton controls for sur- 
face units and ovens, large oven 
timer and matching automatic time 
measure, are Hotpoint Models 
RD14, a _ single-oven style, and 
RD15, double-oven style. Other fea- 
tures include four surface units, 
two large storage drawers, two ap- 
pliance outlets on the control panel, 
one-piece wrap-around steel body, 
and acid resistant porcelain enamel 
finish. Ovens have interior lights, 
aluminum broiler pans, and have 
heating units under the liner for 
more room and easier cleaning. 
Hotpoint, Inc., 5600 W. Taylor St., 
Chicago 44, IIl. 


Plug Cap, Connector 


New all-rubber locking plug cap 
and connector, called Turnex, is in- 





terchangeable with other standard 
locking caps and connectors. There 
is a heavy duty rubber cover, 
molded in cord grip for heavier 
portable cords, laminated phenolic 
inserts, and extra heavy brass con- 
tacts. Made in 10 amperes—250 
volts, and 15 amperes—125 volts. 
Daniel Woodhead Co., 15 N. Jeffer- 
son St., Chicago, III. 





Colored Cellulose Sponges 


Burgess Cellulose Sponges are 
now available in assorted colors in 
the two smaller sizes. Larger size 
sponges are still offered only in the 





natural color. Burgess Cellulose 


Co., Freeport, Il. 
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New Paint Brush Line 

































3 with This new line of master painter 
‘or sur- brushes, the Linzer “Banner” line, 
e oven commemorates the firm’s 60th year 
ic time in business. The new line is a 70-30 
Models j 
2, and as e€ 0] 
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| panel, 
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d have 
ier for Phineas J. Pike of Lake Huron writes, 
eaning. “For years I’ve been warning my family to 
lor St., keep away from Gladding lines. But this winter 
88 of them succumbed to your new INVINCIBLE 
Multi-Color. They didn’t know it was a Gladding.’’ 
Fishermen: To really fool the fish, specify Multi-Color. It’s 
— a virtually invisible. You’ll be glad you asked for Gladding. 
ug cap sizes, with a 4-in. trim on each, and Here's the first of the — 
is in- made to sell for $7.25, $8.25, and Siesta ae acess | Zac NSS 
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niversary offer, however, they are 
specially priced to the trade to sell 
at lower prices. David Linzer & 
Sons, Inc., 10-20 Astor Pl., New 
York 3, N. Y. 


Plastic Mop 


This plastic sponge-like mop, 
Perma-Kleen, has strongly rein- 
forced and permanently bonded 





strands that are easy to wring free 
of dirt after using, and are very 
absorbent. Will not throw water. 
Colors are fast and come in red, 
blue and yellow. Perma-Kleen can 
be fitted to any standard mop 
handle. Retail is $1.69 each. Modg- 
lin Co., Ine., 8225 San Fernando 
Rd., Los Angeles 14, Calif. 





Roller Painter 


A new roller painter, the 
“Master,” is a light unit with an 








everyonewho handles 
Gladding. Watch for 
them—talk them upto 
your customers. B. F. 
Gladding & Co., Inc., 
South Otselic, N. Y. 




































McGill Brand 
mouse and rat 


TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 












AVAILABLE 
IN DISPLAY 
CARTONS 


Premax Stamped and Embossed 
Metal House Numbers are, 
without question, the best sell- 
ing numbers a dealer can show. 

Special Counter Display Car- 
tons are available for the 
Deluxe, Hycaste, Roman and 
Day-'n-Nite styles at no extra 
charge. 

Send for special Bulletin illus- 
trating these modern House 
Numbers. They sell themselves! 





all-aluminum roller head and an 
oval hand-fitting handle for com- 
fortable use. The one-cover Dynel 
cover works with all paints, and 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 


PREMAX PRODUCTS 


DIVISION CHISHOLM-RYDER CO., INC. 





ellulose 











5241 Highland Ave., Niagara Falls, N. Y. 
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WHAT'S NEW 








there is also a convenient slip-on 
cover. Core is plastic impregnated 
for long life, and the bearings 
are bronze. A one-piece aluminum 
reservoir for paint, designed with 
legs to hook on a ladder, is also 
available. A. G. Jacobus’ Sons, Inc., 
Verona, N. J. 


Garden Hose Connection 


This garden hose connection. 
called Hose On, goes on or off with 
a quick half turn, and has no metal 
to jam or freeze. Water pressure 





locks the connection and it cannot 
leak. Available in various colors. 
12 sets and 12 additional faucet 
ends are packed in a colorful self- 
merchandising display. Complete 
unit, hose and faucet attachment, 
lists for $1.00, and the faucet at- 
tachment lists for 40¢. Hose On 
Products, P. O. Box 1141, Burbank, 
Calif. 


Decalcomania Line 


A new series of 18 Peter Hunt 
patterns for home decoration is 
now available in decalcomania 
form. The line includes: small spot 
decorations, priced at 10¢, 25¢, and 
39¢; borders, 39¢ and 59¢; large 
decal murals in either 12x16 in. 
sizes for 79¢, or 15x20 in. sizes at 
$1.19 each. A new package has been 
designed for the line. The Meyer- 
cord Co., 5323 W. Lake St., Chicago 
44, Ill. 


Fly Rod Lure 
Added to the Russelure line for 
1952 is this new small fly rod lure, 
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available %, %, and % in. in 
length. It retains the Russelure 
swimming action, and can be cast 
like a fly because of its light 
weight. Available in silver, gold, 
orange, green, red, and black, with 
tarnish-proof alumilite finish. The 
1% in. size is for No. 16 hook; % 
in. size for No. 14 hook, and % in. 
size for a No. 12 hook. All are fair 





traded at 75¢. Russelure Mfg. Co., 
Inc., 2514 S. Grand Ave., Los An- 
geles 7, Calif. 


Paint Can Lip 


Here is a plastic lip and wire 
handle called Paint-Boy, a simple 
paint can attachment that stops 
paint waste, and acts as a brush 
rest, wiper and can carrier. At- 
tractively packaged in self-selling 
display cartons, Paint-Boy comes 
in a quart can size, with a suggest- 
ed retail of 45¢, and in a gallon can 





size, with a suggested retail of 89¢. 
Norton Laboratories, Inc., Norloc 
Div., Lockport, N. Y. 


Toy Fire Boat 


This Amerline toy fire boat, a 
plastic replica of a real fire boat, 
shoots a strong, endless jet of water 
up to 15 or 20 ft. through a gun 
nozzle when the smokestack is 
pressed. No filling is necessary, as 
the gun nozzle operates only when 
the boat is in water. Recessed 
wheels in the bottom of the hull 
allow the boat to travel on land as 





well as water. Amerline, Inc., 1644 
N. Honore St., Chicago 22, Il. 





New Fishing Rods 


Added to the Gliebe line of fish- 
ing rods are six spinning rods, five 
heavy solid glass rods, and three 
Gulf and West Coast popping rods. 
They are described in the Gliebe 
1952 catalog. The Gliebe Co., 1154 
Myrtle Ave., Brooklyn 21, N. Y. 





Hand Can Opener 


This Flex Roll hand-operated 
can opener has a cutter wheel that 
adjusts automatically to any rim 
thickness and opens all cans easily. 
regardless of the size or shape 





Functional parts are made of hard- 
ened steel, and Flex Roll is guaran- 
teed by the manufacturer. Retails 
at 79¢. Vaughan Mfg. Co., 3211-25 
Carroll Ave., Chicago 24, IIl. 
(Resume reading on page 13) 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


cleaner for small household articles. 
Retail price is $1.49 per can. 
Mystic Foam Corp., 2003-07 St. 


Clair Ave., Cleveland 14, Ohio. 





Kitchen Cutlery Display 


A new quality cutlery display, 
the Camillus D-11, will be shown 
at the Housewares Show. The dis- 
play holds 11 different open. stock 
kitchen knives, retailing from 89¢ 





to $2.50 each. It includes two new 
items, the 8 in. French Cook knife, 
and the 91% in. Ham Slicer. There 
is also a long slicer, serrated slicer, 
butcher knife, chef’s fork, a spread- 
er, utility knife, and others. The 
line has high carbon stainless steel 
blades and nylon handles. Camillus 
Cutlery Co., Camillus, N. Y. 





Housewares Gift Poster 
This attractive yellow, green and 


red poster has been introduced for . 





the Electric Housewares Gift Cam- 
paign during the spring of 1952. 


HARDWARE AGE, JANUARY 10, 1952 





_ Mae 





GAS SPACE 


HEATERS, .. 


tn ae 
Pree 
aed 
eee 
ne nee 








vi70 


Pull in Sales 
rite wi and Satisfy Customers 


! 

OY ae All Martin Heaters 
Teen if N/A) AGA approved for 
Over 45 years 


natural, liquified and 
stove experience 


DAI SY line 


CRUTCH AND CHAIR TIPS 


8 Fully ili Heaters 
15,000 BTU to 85,000 BTU 
* 


20 Unvented Heaters 
10,000 BTU to 50,000 BTU 


Write your jobber or direct 
for complete catalog 








NEW MAGIC CLEANER— 


Cleans Copper 
Brass and 
Stainless Steel 
Cookware— 


SPARKLING 
BRIGHT 


IN] seconp: 


WIPE ON AND 
RINSE OFF! 


MADE TO 
GOVERNMENT 
iA tdiile Bile), b 





AVAILABLE IN 

BLACK OR WHITE 

RUBBER 
The famous DAISY Crutch and Chair 
Tips are the finest quality tips you can 
stock. They sell at a popular low price— 
give complete satisfaction—and pay a 
nice profit. Made strictly to government 
specifications and available in all sizes 
in black or white rubber. 


Seal of Approval— 
U. S. Testing Co. 


MONEY-BACK GUARANTEE 
ON EVERY BOTTLE 


Sold through hardware, variety 
and department stores exclusively 


COPPER BRITE, INC. 


1109 N. Poinsettia Place 
Los Angeles 46, Calif. 





Write today for prices 


SCHACHT RUBBER MFG. CO. 


$1.49 FULL 
Dept. H Huntington, Ind. PINT 


FAIR TRADED 
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TOHELP YOU SELL 








It carries the long-range industry 
theme: Give Electric Housewares 
—First Choice For Every Gift Oc- 
casion. Electric Housewares Sec- 
tion, National Electrical Mfgrs. 
Assn., 155 E. 44th St., New York 
7, 1. &. 


Chopper Display 


Available to dealers without cost 
is this display for the Enterprise 
No-Clamp Chopper. It measures 





18x7x11%4 in., and is done in green, 
black, and yellow. Features of the 
chopper are printed on the display, 
and there is an easel back for easy 
standing. The Enterprise Mfg. Co. 
of Pa., Third & Dauphin Sts., 
Philadelphia 33, Pa. 





Lighter Display 
This new white oak display for 


Zippo lighters has a guarantee 
against damage in shipment. There 





is a burgundy background for ef- 
fective display of the lighters, and 
clasp in the rear of the display. 
Takes only 6x9 in. of space. Zippo 
Mfg. Co., Bradford, Pa. 
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Vacuum Bottle Display 


Holding two pint and two quart 
vacuum bottles, this Universal dis- 
play is made of heavy cardboard in 
three colors. The unit is compact 
and requires very little counter 
space. The display and 16 vacuum 





bottles come in one package at a 
dealer cost of $20.51. Landers, 
Frary & Clark, New Britain, Conn. 





Scouring Cloth Pack 


A new package, called 3-Pack, 
has been introduced, holding three 
Golden Fleece non-metallic pot 
cleaner and scour clothes. 3-Pack 
is printed in two colors, and has 
open windows in front and back 
so that Golden Fleece can be seen 





and felt. Packed 24 3-Packs to a 
case. Metal Textile Corp., Roselle, 
N. J. 


Caster, Wheel Catalog 


The current Kilbourne & Jacobs 
industrial caster and wheel catalog 
covers a complete line of solid rub- 


ber, semi-steel, and demountable 
disc wheels in hard and cushion, 
mold-on and _ pressed-on rubber 
tires, with plain, roller, ball, and 
tapered roller bearings in capaci- 
ties of 170 to 2000 lb. The caster 
line includes pressed steel and mal- 





leable iron fork models with either 
stem or plate type mountings in 
rigid and ball bearing swivel 
models. Kilbourne & Jacobs Mfg. 
Co., Columbus 16, Ohio. 





Plier Selling Aids 


Complete merchandising and 
packaging is offered with the new 
“Rib-Lock” No. 507-10 in. pliers. 
An attractive counter display comes 
free with each three pairs of the 
pliers. Three-color envelope stuff- 


pak ith seen: 0 ts crepes mnt aN 





ers are also available to dealers. 
Utica Drop Forge & Tool Corp., 
2415 Whiteboro St., Utica 4, N. Y. 





Filing System Manual 


A handy guide to better filing, 
the new Remington Rand “Office 
Manual of Filing Systems and Sup- 
plies,” covers new and effective fil- 
ing systems for all types of opera- 
tions. The 92-page manual has six 
sections telling about vertical filing 
systems, vertical file guides, card 
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The power mower market is still expanding; but buyers 














und mal- 





HAND LAWN MOWERS are more selective. Dealers know that demand is rapid- 
Lightened by modern alloys, ly switching from mere engines, gadgets and glitter to 
toughened by’ modern socks, an insistence on real performance. 
improved in many ways, BUCK- 
EYE Hand Mowers continue to BUCKEYE Power Mowers satisfy customers j LAWN 
dominate the field by fine per- and build reputation because they combine : . 
formance and economical pric- modern engines, materials and design with : . MOWERS 


ing, just as they have done for 


lenty of practical lawn mower experience. 
many years. ited P P a: 1880 


That is why dealers find them increasingly 
profitable to handle. 















You can't offer your cus- Six walking models; 20”, 24” 
tomers better values. and 28” single cut; 48” cut 
Five models, each with with trailer units. Also rid- 






many features, to fit ing models with wider cuts. 
every type of lawn A line that you can stock 
care. Be sure to ask and recommend with come 
for particulars plete confidence. 

on the BUCKEYE 
Hand Mowers. 
















PLEASE 
ADDRESS 
Dept. LM-20 





Information 
on request 






h either 
tings in 
swivel 


bs Mfg. nee Y MANUFACTURING COMPANY 
” SPRINGFIELD, OHIO 
a oe oe ae 


BOOTH D-1115, NAVY PIER DRILL HALL, 
CHICAGO NAT. HOUSEWARES SHOW 
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VISIT US 
AT THE Papers aro 
Brushes. 


CHICAGO ||| — 
HOUSEWARES SHOW 


_— 





SOMETHING NEW 





dealers. J 17-23 
L Corp. ey Tes IN BRUSH DISPLAYS 
4, N. Y. Famous “Nacolon” plastic bristle brushes 
NAVY PIER that will outwear fibre brushes several times. 
Multiple sales with no effort! 
| Takes only 19” x 14” space to show 
32 beautiful plastic bristle brushes. 
r filing, BOOTH 1 3 5 Sloped display holds brushes erect for easiest 
“Office No. 88 selection. All items clearly named with 
: space provided for “mark-in” pricing. 
nd Sup- Replacements from open stock. 
tive fil- New four-color forty-page catalog * ™ 





f opera- PATENT NOVELTY CO. ovailable to jobbers upon request. 















aes FULTON, ILLINOIS NATIONAL BRUSH COMPANY 
- card Aurora, lilinois 
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TO HELP YOU SELL 








indexing systems, card guides, 
filing folders and fasteners, and 
filing aids. Remington Rand Inc., 
315 Fourth Ave., New York 10, 
Bw. ¥, 


Melting Compound Can 


New packaging for Ice-Rem, ice 
and snow melting chemical com- 
pound, has been announced. The 10- 
Ib metal container, (shown here), 
has been redesigned in blue, with an 
attractive blue label. Other improve- 
ments have been made in the 25-lb. 
pail and 100-lb. drum. Shipments 


SPECO, ta< 


io 
i 4 ices 





— 


of ton lots are still packed in water- 
proof 100-lb. bags. Speco, Inc., 7308 
Associate Ave., Cleveland 9, Ohio. 


Personalized Reel Catalog 


Here is a personalized reel cata- 
log, designed to fit a standard No. 
10 business envelope, describing 
and illustrating the complete Ocean 








City line of fishing reels. For a 
nominal charge, dealers can have 
their name and address imprinted 
in the upper right hand corner of 
the cover, or copies are available 
free. Ocean City Mfg. Co., A & 
Somerset Sts., Philadelphia, Pa. 
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Sign Merchandiser 


Offered free with each Hy-Ko 
standard sign assortment No. 10 is 
this new, four-color merchandising 
display that takes up little space 
and can hold 144 different signs. 
Each display contains a list of the 
complete line of signs. The No. 10 
assortment is composed of 60 signs, 
and dealers can choose up to 20 
different types of standard signs 





to make up the 60. Assortment re- 
tails for $15.00. Hy-Ko Products 
Co., 1260 W. Fourth St., Cleveland 
13, Ohio. 


Cord Set Display 


Here is Electricord’s new ‘Mas- 
ter” cord set display, with an as- 





sortment including extension cords 
for appliances, from traffic appli- 
ances to refrigerators and freezers. 


Each cord is priced and tagged 
with description and catalog num- 
ber. Display rack is offered free 
with purchase of cords to fill it. 
Pacific Electricord Co., Dept. A., 
3217 Exposition Pl., Los Angeles 
18, Calif. 


Screw Driver Display 


Here is the new attractive dis- 
play card for the Moody Swivltop 
screw driver. It holds 12 plastic 


top Swivl type screw drivers, and 
has either an easel back or tab 
hang-upcard. Screw drivers retail 
for 25¢ each. Moody Machine Prod- 
ucts Co., Inc., Providence 5, R. 1. 





Thermometer Cards 


Cooper thermometers have been 
given colorful new display cards. 





Displayed individually on these 4- 
in. cards to fit all standard counter 
bins, is the refrigerator thermom- 
eter, shown here, retailing for 39¢, 
and the outdoor and oven thermom- 
eters, companion items retailing 
for 39¢ and 35¢, respectively. 
Cooper Thermometer Co., Pequa- 
buck, Conn. 
(Resume reading on page 14) 
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Swivitop is good business to sell 
plastic Rogers Gorilla Grip Glue 


to everybody and his brother. 
We want our dealers to make a 
full profit, so we’ve confined its sale to 
local hardware stores. No chains — no mail order 
houses. Thus, you have a guarantee of price protection. 


Not only that, but you can be sure of selling 
a lot of Rogers Glue, because it is 
being continuously advertised in 
national publications: Popular 
Homecraft, Popular Mechanics, 
Popular Science, 

Science and Mechanics 

and Mechanix Illustrated. 


Order today through your 
jobber or write direct to: 


ROGERS 


ISINGLASS & GLUE CO. 

















a 

a 
a 
ae 


“A TON OF STRENGTH 












geen IN EVERY DROP” GLOUCESTER, MASS. 

ne Prod: : everything you need 

5, RI IF IT’S for Big Volume Turnover 
and Profits 

— — 

y cards. Covers—Waste Baskets—Bread Boxes—Refrigerator 


Jars—Flour Sifters—Food Slicers—Cooky Presses— 
Cake Decorators—Graters—Kitchen Tongs—Steak 
Knife Sets—Paring Knives, Fruit and Vegetable 
Knives—Pantry Sets—etc. 


TOP NOTCH QUALITY Top-grade materials 


plus finest workmanship assure complete customer 
satisfaction. 


UNBEATABLE VALUES 








Unbeatable values for 


your customers...yet you make liberal-profit mar- 
gin on each sale. 









PICTURE HANGERS INSTANT EYE APPEAL Brilli ai 
rilliant new “‘Eye- 


PICTURE WIRE Catcher” Colors in Plastics... with choice of either 
CUP HOOKS Hand-Painted or Screen Decorated. 


PUSH PINS DESIGNED FOR UTILITY 





Each item a wonder- 











DRAPERY HOOKS ful time, labor and space-saver convenience. 
KITCHEN HOOKS 
4- EVERYDAY SELLERS F 
enn CLOSET ROD BRACKETS Plasticware and 
counter Gadgets every modern home must have...all 
1ermom- WARDROBE LOOPS huge-volume everyday movers... 
for 39¢, FRICTION CATCHES ot 
hibit at the H Show, te for Catal 

nermom- SASH LOCKS See Our Exhibit at the Housewares Show, or write for Catalog 
retailing COIL WIRE 
ectively. POPEIL BROTHERS Inc. 





Pequa- EST. 
E. H CO. i872 14 NORTH SANGAMON STREET 
Pees CHICAGO 7, ILLINOIS 


re 14) BOSTON, MASSACHUSETTS —U.S.A. 
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Priority and Price Digest 





News and Interpretations of Government Orders 


Arms Race Promises 
Sharper Slashes in 


Consumer Hard Lines 


For the New Year government 
controllers promise little more than 
harder times ahead for the retailer. 
Though steel no longer seems to be 
leading the parade of critical metal 
shortages, continuing pessimism 
about copper and aluminum pros- 
pects indicates that further cuts in 
civilian hard goods production will 
have to be made. 

With many small manufacturers 
currently hard-pressed because of 
cut-backs already ordered, NPA 
rather than put them entirely out 
of business, has under considera- 
tion more drastic slashes in the 
output of the “more essential” con- 
sumer goods lines. 

Auto assembly lines are to be 
first in line with other heavy goods 
like refrigerators and washers 
next. Basic hardware items for 
the most part, however, will prob- 
ably escape direct action for a little 
while longer. 

Meanwhile, government planners 
may have to shop among the larger 
manufacturers, perhaps cutting 
down some of their operations in 
order to stretch critical materials 
that will keep their small competi- 
tors going. 

All of this comes from efforts to 
keep all sorts of civilian goods in 
production while at the same time 
building up the country’s arsenal. 
Though admittedly there has been 
—up to the close of last year— 
more paper planning for, rather 
than actual defense production, 
1952 is slated to be the turning 
point in the “butter” versus “guns” 
battle. 


Mower Group Asks NPA 
Help for Gas Motors 


The Lawn Mower Industry Ad- 
visory Committee recently asked 
NPA to assure that material allot- 
ments for small gas motors be con- 
sistent with allotments for the pro- 
duction of power lawn mowers. 

The committee pointed out that 
the lawn mower industry uses 
about 70 pct of the total production 


212 


of 1 and 1% hp gas engines, which 
are purchased, for the most part, 
as “B” products from other manu- 
facturers. The industry fears it 
will be unable to buy enough en- 
gines to match its own allotments 
for end-equipment. 

NPA officials promised to con- 
sider the problem, but advised the 
committee that engine manufactur- 
ers are free to use their allotments 
to make any types or sizes of en- 
gines, after filling direct military 
orders. The committee was also ad- 
vised that engine manufacturers 
might get even less material for 
the second quarter than for the 
first quarter. 


Price Ceiling Set for 
Copper Wire Products 


OPS on Dec. 21st issued a tai- 
lored ceiling price regulation, CPR- 
110, effective Dec. 26, covering 
manufacturers of copper wire mill 
products. Simultaneously the 
agency issued Amendment 26 to 
CPR-130, which removes from that 
regulation covered insulated elec- 
trical cable, insulated electrical 
wire, and certain other copper wire 
mill products, since these are now 
covered by the new regulation. 

At the same time, OPS issued 

(Continued on page 214) ; 


Revised MRO Order Assigns Priority Rating 
For Appliance, TV Installation Materials 


NPA on Dec. 20 amended CMP 
Regulation 7 to permit retailers to 
use priority ratings for obtaining 
installation materials for household 
appliances, such as television sets, 
refrigerators, stoves, and washing 
machines. Under the revised CMP 
7, installers of such equipment are 
defined as repairmen. 

Under amended CMP 7, in order 
to obtain controlled materials, 
(steel, copper, and aluminum, in 
the forms and shapes indicated in 
Schedule 1 of CMP Reg. 1), the 
retailer, is permitted to self-certify 
his delivery orders using the allot- 
ment symbol RE, to obtain each 
quarter up to 20 tons of steel (in- 
cluding three tons of alloy steel and 
one ton of stainless steel); 500 
pounds of copper and copper brass 
mill and foundry products, and 500 
pounds of aluminum, and $150 
worth of wire mill products, or 20 
pet of the wire mill products used 
during 1950. Ordering of more than 
the amounts actually needed is pro- 
hibited. 

To obtain other than controlled 
materials, a DO-RE rating self- 
certification can be used, by the re- 
tailer, on work for a person from 
whom he has not received a pur- 
chase order bearing a DO-MRO 
rating. 

A retailer who does work for per- 
sons having the right to use the 
DO-MRO rating under CMP Regu- 
lation 5 or another rating under 
any other NPA Regulation for ma- 


terials other than controlled ma- 
terials, must use the DO-MRO rat- 
ing and certification provided in 
CMP Regulation 5 on his delivery 
order, or use the rating and certi- 
fication provided. 

When using either of the allot- 
ment symbols, RE or DO-RE, the 
retailer simply writes or stamps on 
his delivery order for repair and 
installation parts, the appropriate 
symbol and the following certifica- 
tion: Certified Under CMP Regula- 
tion No. 7, which he signs. 

Repair and installation items and 
materials do not include a complete 
item which is ordinarily usable as 
aunit. For example, a retailer may 
use the rating to obtains a television 
antenna to install a television re- 
ceiver, but he may not use the rat- 
ing to obtain a television receiver 
for installation as a complete unit. 

The amendment says definitely 
that installation is the setting up, 
or relocation of appliances, ma- 
chines, or equipment, including but 
not limited to refrigerators, stoves, 
TV sets, and washing machines, in 
position for service in existing 
buildings, and provides that this in- 
stallation is not construction as de- 
fined in Order M-4A. 

Also added to CMP Regulation 7 
is Schedule 1 which lists materials 
for which the DO-RE rating may 
not be applied. The schedule in- 
cludes, paint, lacquer, and varnish, 
and materials in List A of NPA 
Regulation 2. 
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wick LAWN EDGER 
AT LAST A REALLY GOOD LAWN EDGER 


A real profit maker, a really good lawn edger at last! The y, 
Wick Edger’s new and original design makes the cutting ff 














knife follow the contour of the ground so that it will not i 

dig or plow. Your customers will like the Wick Edger if 2 
because it is constructed to facilitate the greatest — 4 at 
possible ease of handling. The knife is self-adjust- fe 4 


ing and self-sharpening, the heavy gauge tA 
spring steel cutting whéel and blade are heat 
treated for long-life. A 4 inch rubber tire 
guides the edger along smoothly and 
without strain. Approximate crit 
weight, 3 Ibs., handle length, 48 





f 


a as y 
Write for complete ubacinatian 
\ INCORPORATED 
NEWCASTLE, INDIANA 

















PLASTIC COVER 
RUBBER TUBE 


Png 


beauty and Hehtnsils a 
a pic Serenade with the 
braided rubber hose 
son <8 HANCOCK’S AIR- 

\TE garden hose opens a new 
irket for increased hose sales. 


DUGH RECOG ZED 


M7135 S- Second Street Philadelphia 6, Pa. 
SEE US AT BOOTHS 1028-1030, CHICAGO HOUSEWARES SHOW 
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New Safety Blades 


for Portable Saws 





Universal Bore— 
Fits all Standard Makes 


Here’s the first Safety Circular Saw Blade made 
especially for portable saws. Has universal bore that 
fits most standard makes—which means a minimum 
stock investment. Made of chrome vanadium steel. 
Requires less power—and minimizes danger from 
circular sawing. Attractive display unit available. 


PTI-The Original Safety Blade 
for Circular Saws 


PTI is the dependable. precision- 
made safety saw blade that is creating 
a sensation everywhere. (U.S. Patent 
No. 2,559,355.) Made of chrome 
vanadium steel—these blades are the 
outstanding value in this field. 
Nationally advertised. Effective 
display and advertising aids 
furnished to all dealers. 


Safety Blade Sharpening Attuck- 
ments— Now 
Available 


New PTI low-cost grinding 
attachment enables anyone 
to produce precision 
sharpening on PTI safety 
blade. Offers extra profit 
possibilities for you. 




















Write for Circular and Dealer Prices 


401 Broadway 
New York, N. Y. 


Inc. 
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Hardwaremen: 
It's not too early 


to recommend 
lawn feeding! 





SELLS FASTER- 
SELLS EASIER BECAUSE 178 


PEOPLE 
EFERRED BY MORE 
. ALL OTHER BRANDS 







+ 
yiGOROS 
952 ADVERTISING 


MORE 
palen Witt BE 
oe amaric ano COLORFUL 


DRAMA 
maw EVER BEFORE! 








*Vigoro is the trade-mark for Swift & Com- 
pany’s complete balanced plant food. 


Let the power 
of the Vigoro name help you sell 
these two gardening aids: 
End-o-Pest End-o-Weed 


All-purpose dust that — destroys over 100 
gives 3-way protec- different kinds of 
tion against chewing pel Bn hrtana 
insects, sucking insects ra Mix os anen 
and fungus diseases. then spray it on. 


VIGORO has made more profits 


for more Dealers for more years 


than any other plant food! 
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Amendment 6 to CPR-67, so as to 
place resellers of copper wire mill 
products under that reseller’s regu- 
lation. Insulated electrical wire and 
cable and electrical cable acces- 
sories are already covered by CPR- 
67. 

The new regulation, CPR-110, 
establishes ceiling prices for cop- 
per wire mill products at levels at 
which most of the output was being 
sold during the General Ceiling 
Price Regulation base period of 
December 19, 1950, to January 25, 
1951. 

The establishment of uniform 
prices, according to OPS, results 
in-some increases as well as some 
decreases, but neither are of sig- 
nificant magnitude, the agency 
said. No price increase has been 
allowed to reflect a recent two cents 
a pound increase in the ceiling 
price of lead. 

Using a unique pricing method 
for the new regulation, OPS has 
compiled four price books, each of 
which covers a broad product class- 
ification in the industry. These 
books are to be used by manufac- 
turers in computing ceiling prices 
for nearly all of the products cov- 
ered by the regulatien. 


Forecast 50 Pct Cut 
In Bikes and Parts 


Bicycle manufacturers reported 
to NPA that cuts in their allot- 
ments of steel for the first quarter 
of 1952 will mean almost 50 pct 
curtailment in the output of bicycles 
and replacements parts. Meeting 
recently with NPA, the Bicycle 
Manufacturers Industry Advisory 
Committee said that the industry’s 
inventories are virtually exhausted. 

Attending the meeting were Wil- 
liam Stoeffhass, Arnold, Schwinn 
& Co., Chicago; Harry W. Kranz, 
Cleveland Welding Co., Cleveland; 
James Manton, Manton & Smith, 
Chicago; H. Clyde Brokaw, The 
Shelby Cycle Company, Shelby, 
Ohio, and N. R. Clarke, The West- 
field Manufacturing Company, 
Westfield, Mass. 


Fishing Tackle Men 


Seek Price Decontrol 


Although OPS held out little hope 
that the fishing tackle industry 
would be decontrolled, the Fishing 
Tackle Manufacturers Industry Ad- 
visory Committee at its first meet- 
ing with OPS recently sought such 
action on the basis of burdensome 
reporting requirements, the diffi- 


culty in establishing prices for new 
commodities, and the problem of 
keeping low price items in produc- 
tion under price control. 

The industry advisory group 
members said they had all filed un- 
der CPR-22 and pointed out that 
with the exception of reels, which 
are pushing ceilings, most other 
items they produce are selling below 
ceilings. Because of competition, 
and a soft market, most committee 
members declared they do not cur- 
rently take advantage of increases 
permitted under CPR-22. 


10 Class B Products 
Under Total Control 


Ten Class B steel products were 
recently reclassified by NPA as con- 
trolled materials, effective with the 
first quarter of 1952. These prod- 
ucts consequently will come under 
complete allocation like all basic 
steel, copper, and aluminum mate- 
rials under the Controlled Materials 
Plan. 

The products and their former 
code headings are: 35431 Die 
Blocks. 34440 Roofing—galvanized, 
corrugated, V-crimp and channel 
drain; sidin g—corrugated and 
brick; ridge roll, valley and flash- 
ing. 34810 Nails—bright steel wire, 
steel cut, galvanized, cement-coated 
and painted; spikes and brads— 
steel wire, galvanized and cement- 
coated; staples—fencing and poul- 
try. 34892 Wire rope and strand 
(carbon or stainless steel). 34894 
Woven wire netting (carbon or 
stainless steel). 34896 Welded wire 
mesh (carbon or stainless steel) 


MRO Order Revised to 


Help Manufacturers 


NPA on Dec. 20th amended CMP 
Regulation 5 to permit manufactur- 
ers to use priority ratings for ob- 
taining materials for installation of 
industrial equipment. The new 
amendment to CMP Reg. 5 permits 
manufacturers to obtain materials 
for installation of equipment in ex- 
isting buildings on a priority basis 
in the same way they are permitted 
to obtain minor capital additions. 

A limit of two tons of carbon 
steel, 200 pounds of copper prod- 
ucts, and zo aluminum, stainless 
steel or alloy steel is established for 
each installation. The amendment 
also establishes separate quarterly 
quotas of $1,000 each for MRO sup- 
plies, minor capital additions and 
installation. 
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VIMLITE® 


‘ y, The original 14-mesh wire reinforced 
window material formerly manufactured 


by the Celanese Corporation of America 


Joins the famous family of 


oe Se 


2 ALL-PURPOSE 
yore, WINDOW 
eee’, MATERIALS 


NOW KNOWN AS 


VIMLITE 


800-CW 


this popular, proved fast selling 
window material will be supplied 
in 50 and 100 foot rolls in 28, 36 
and 48 inch widths. 
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stock uP NOW 
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Copitaliz Ap fle ORDER TODAY FROM YOUR 
; o -V-LITE WHOL 
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advertised, nation- 
ally-famous product. 





Arvey aC ORPORATION 


SINCE 1905 ® cy rz) 









CABINET 
HARDWARE 


AKRO 


FASTEST SELLING 
MEDIUM PRICED LINE 


Complete line of 


KNOBS 
HANDLES 
HINGES 
CATCHES 
DIE CAST PULLS 


a 


Inquire of your Jobber or Write Us 


AKRON HARDWARE mre: corP., wooosine, N.Y. 
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‘* TOP SPOT ”’ 


in the popular price field. Easy to 
operate. Shear-type knife cuts lids out . . 


leaves safe, smooth edge. Precision built. 


Ss people's choice.” 
5-YEAR eo — 
eT a _/ g 


EDLUND 
JUNIOR 
CAN OPENER 


THINK OF 


Ldlund 


for 
BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 








J. L. HUDSON 


a ELD & COMPANY 


ER 
putt MARSHALL Fi 


. H. MACY 
& COMPANY 


STRAWB L. BAMB 
RIDGE 2 CLOTHiER ERGER & COmPaNny 
G. FOX 
FOLEY’S 
ABRAH Ay, 
&§ AM 
TRAUS 
HALLE BROS- 
LEWIS & 
CONGER 
pUTZLER 


MAY 
COMPANY 





GIMBEL | | & FULLER 
JORDAN MARSH BROTHER. STIX, BARS 


oo. BLOOMINGDALE’< 
WOODWARD & LATHROP s 
HAMMACHER scHiemmeR © ALTMAN & CO. 


GENERAL SLICERS and UTILA BOARD 
‘“HOTTEST’’ Housewares Items for '52 


See why at the 
Housewares Show, 
Chicago 

Booths 325-327 

or write for details. 


Dept. 276 





SLICING 7 MACHINE CO., INC. WALDEN, NEW YORK 
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’ 


With men, who 
appreciate truly 

fine cutting tools, 

the superiority of 
Mann Axes has been 
unquestioned since 
they were first man 
ufactured . . . back in 
1843. There is a model 
to fit every need—each 
one the finest of its kind. 
Order through your job- 
ber and send for our com- 
plete catalog today. 


LEWISTOWN, PENNA. 
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nN Washing ton 
oe and VIEWS 


Reports on Events Affecting 
The Hardware Business 





(Continued from page 10) 


Tax Men Warn on 
Reporting Rebates 


The Bureau of Internal Revenue 
warns that corporations distribut- 
ing funds based on patronage are 
required to report patronage divi- 
dends, rebates, or refunds of $100 
or more paid or credited during the 
1951 calendar year to any patron. 
Such dividends must be reported 
whether they are paid in cash, mer- 
chandise, or in any other manner, 
or if the patron is merely notified 
that they have been credited to his 
account. 

These reports are now required 
for the first time by the Revenue 
Act of 1951. This new requirement 
for reporting these dividends par- 
ticularly affects farmers “and pro- 
ducer” cooperative organizations 
which make distribution on earn- 
ings to members. 


NPA Clamping Down on 
New Store Building 


Odds are that only one out of 
every five applications — which 
must have government approval— 
for construction of stores and 
other commercial structures will 
get National Production Authority 
permission during first-half 1952. 

This gloomy outlook is based on 
NPA actions during fourth-quar- 
ter 1951, when the turn-down rate 
was about 80 pct. There were still 
about 800 applications to be acted 
upon as of Dec. 15. 

Unofficial government estimates 
were that 1952 commercial con- 
struction would cut back to about 
35-to-40 pct of the 1951 levels. 
Trade sources in Washington esti- 
mated that the cutback would be 
even greater—perhaps as much as 
50 pct. 

On paper, builders of small stores 
who would not need more than 30 
tons of steel during each quarter 
should fare better since they can 
certify their own orders. But the 
catch is that they must place their 
orders without priority aid—and 
many mills and other supply sources 
are booked far ahead of production. 

(Resume reading on page 11) 


BILLINGS 


SOCKET SETS 
& PARTS 





Preferred by professional mechanics 
and craftsmen. Easier to sell because 
of their high quality finish and pre- 
cision fit. % %2 and %” 
Square Drive, with 
double hex and 12 
point sockets in regu- 
lar or deep wall pat- 
terns. Sets in hand- 
some metal boxes, to 

fit every customer 
need. 















Buy from your 
Billings Wholesaler 


WRENCHES @SHOF TOOLS@INDUSTRIAL FORGINGS SINCE 1869 


THE BILLINGS & SPENCER CO. Conwecsreur 











Protecting America’s Handpower! 
® 


ASK YOUR WHOLESALER 
THE BOSS MFG. CO., KEWANEE, ILL., U.S. A. 
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This heavy duty tractor 
clevis is just one of more than 
100 different Moline clevises 





100 ways to 


make a profit! 





You can do it with the Moline clevis line 


Yes, sir, the Moline line offers you over 100 different 
clevis styles .. . 100 different ways for you to make a 
sale and gain a profit. Each Moline clevis is made to 
take heavy duty—to do a dependable job for your 
customers. These strong, high 
quality clevises have pleased old 
customers and won new ones for 
over a quarter century. It will pay 
you 100 ways to stock up with 
Moline clevises now and be 
ready for the busy season ahead. 
Write today for catalog and prices. 


Distributed by Jobbers all over the country 








‘\, WANT FASTER SALES 


~ 


“FROM FASTENERS? 


* 
* 





Stock and sell our Complete * 
Line of PHILLIPS SCREWS ‘ 


2 * 
Southington offers a complete line of Phillips * 


Fasteners including the Phillips Recessed Head * 
Self-Centering Wood Screws. Known for depend- % 
ability, uniformity and wide size range, the Southington . 


line is one of the country's most popular fastener lines. 


Contact The Jobber Nearest You. 





THE SOUTHINGTON HDWE. 


MFG. COMPANY 


Since 1867 Southington, Conn. 











MR. RETAILER... 


The ANCHOR small packaged WIRE line is one you may be proud to 
handle. Not only is it beautifully packaged but the utmost in quality 
is used to assure complete consumer satisfaction. Steady repeat 
sales. ASK YOUR JOBBER ABOUT THESE FAST SELLING ITEMS. 


QNCHOR 
vg WIRE CORPORATION 
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W. W. Townley Heads Townley 
Hardware; Officers Elected 


Webster W. Townley has 
been elected president of 
Townley Metal & Hardware 





WEBSTER W. TOWNLEY 


Co., hardware wholesaler, 200 
Walnut St., Kansas City, Mo., 
it was announced by directors 
of the company. James P. 
Townley was elected vice- 
president and genera] mana- 
zer, and Robert F. Lindsay be- 
came sales manager. Edwin 
R. Morrison was elected trea- 
surer, and Randolph P. Rog- 
ers, Jr., became secretary. 
Mr. Webster Townley suc- 
ceeds Charles H. Busby, who 
resigned after 31 years of 
association with the firm. 
Mr. Townley, a grandson of 
the founder of Townley Metal 
Hardware Co., has been with 





JAMES P. TOWNLEY 
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the company since 1926, and 
in addition to his duties as 
president, he directs the op- 
eration of the Youngstown 
Steel Kitchen division of the 
firm. 

Mr. James P. Townley, also 
a grandson of the founder, 
joined the company in 1933. 
As vice-president and general 
manager, he will supervise 
the hardware division, which 
distributes some 50,000 hard- 
ware items to retail and man- 
ufacturing concerns through- 
out a three-state area. 





ROBERT F. LINDSAY 


Mr. Lindsay moves to Kan- 
sas Uity from Garnett, Kans., 
from which point he has trav- 
eled as a salesman for the 
Townley firm during the past 
14 years. 

Both Mr. Morrison and Mr. 
Rogers are legal advisers as 
well as officers and directors 
of Townley Metal & Hard- 
ware. Mr. Morrison is chair- 
man of the board of directors. 

Townley Metal & Hard- 
ware Co. was founded about 
1884 by James P. Townley, 
and moved to the first lot of 
its present location in 1895. 





Arrow Fastener Moves 


Arrow Fastener Co., Inc., 
manufacturer of stapling 
machines, tackers, hand 


pliers and staples, has moved 
to new and larger quarters 
at 1 Junius St., Brooklyn 12, 
N. Y. The new concrete steel 
building has 140,000 sq. ft., 
and a railroad siding for 
shipping convenience. 


Geo. C. Wetherbee Co. 
Moves to New Quarters 


Geo. C. Wetherbee & Co., 
hardware wholesaler, 424 W. 
Jefferson Ave., Detroit 26, 
Mich., has moved to new and 
larger quarters at 2566 E. 
Grand Blvd., Detroit. 

The new three-story, 120.- 
900 sq. ft. office and ware- 








Wetherbee’s New Warehouse 


house building was formerly 
occupied by Sears, Roebuck 
Co., and provides a six-car 
private railroad siding and an 
acre of parking. Centraliza- 
tion in the greater Detroit 
area was another prime ob- 
jective, to facilitate deliver- 
ies, pick-ups and dealer ser- 
vice. 

Geo. C. Wetherbee & Co. 
will use its share of the fa- 
cilities acquired with its ap- 
pliance wholesale associate, 
Republic Corp., under the 
same ownership and direc- 
torate. 


North & Judd Open New 
Georgia Sales Office 
The opening of a new sales 
office at 401-409 Georgia Sav- 
ings Bank Bldg., 84 Peach- 
tree St., N. W., Atlanta 3. 





P. W. BROWN 


Ga., has recently been an- 
nounced by North & Judd Co., 
New Britain, Conn. P. W. 
Brown will be in charge of 
the new office. 

Mr. Brown, who joined the 
firm in 1946 and has served 
in several sales capacities, 
was located in the New York 
City sales office prior to his 
newest appointment. 





Wheeling Steel to Build 
New Galvanizing Plant 


A new $2,500,000 continu- 
ous galvanizing plant will be 
under construction shortly 
at Martins Ferry, Ohio, for 
Wheeling Steel Corp., Wheel- 
ing, W. Va. 








Decatur & Hopkins Spring Open House, Feb. 
19-22, Is Themed to “Dealer Value Days” 


“Dealer Value Days” yill 
be the theme of the annual 
Spring Open House of Deca- 
tur & Hopkins Co., 93 Berke- 
ley St., Boston 16, Mass., to 
be held Feb. 19-22. 

New and interesting fac- 
tory demonstrations will re- 
quire more space than Deca- 
tur & Hopkins’ salesroom 
offers, and additional portions 
of the firm’s first floor will be 


redecorated and converted for 
the period of the show. 

In charge of this year’s 
show for Decatur & Hopkins 
Co. are: William F. Hopkins, 
vice - president; Gordon W. 
Farr, purchasing agent; 
James N. Jones, treasurer; 
Albert P. Dodson, general 
sales manager, and Edward 
F. Hammond, sales manager. 


HARDWARE AGE, JANUARY 10, 1952 





F.B. C 
Dean \ 

Eldor 
ager sil 
Connell: 
was ele 





E] 


the firm 
of direct 

Mr. D 
in the ap 
the past 
1936 to | 


Yale & 


The ¢ 
hardware 
Yale & 
Stamford 
crease it 
tributors | 
ing to A 
general s: 
Stamford 

Part of 
tomer se 
be an exp 
correspon 
train a § 
junior ¢ 
consultan’ 
distributo 
throughou 

Over ; 
Yale & 
took the « 
cluding d 
tail sales 
builders’ 
retail e 
1952 an « 


HARDWA 





/ARE 


YF 


AGE FOR 








yen New 
ffice 


new sales 
orgia Sav- 
84 Peach- 
\tlanta 3. 





been an- 
Judd Co., 
i: Pv. We 
charge of 


joined the 
as served 
‘apacities, 
New York 
ior to his 
c. 


> Build 

Plant 

) continu- 
nt will be 
. ghortly 
Ohio, for 
»., Wheel- 


», Feb. 
Days” 


rerted for 
how. 
is year’s 
Hopkins 
Hopkins, 
rdon W. 
agent; 
reasurer; 
general 
| Edward 








manager. 


10, 1952 








AGE while 


THE 


it’s NEWS 





TRADE ssuusns 





JANUARY 10, 1952 





F. B. Connelly Elects 

Dean Vice-President 
Eldon N. Dean, sales man- 

ager since 1949 of the F. B. 


Connelly Co., Seattle, Wash., 
was elected vice-president of 





ELDON N. DEAN 


the firm at a recent board 
of directors’ meeting. 

Mr. Dean has been active 
in the appliance business for 
the past 23 years. From 
1936 to 1941 he was district 


manager for Kelvinator Div., 
Nash-Kelvinator Corp., an 
from 1941 to 1949 he was 
sales manager of the Flint 
Distributing Co. F. B. Con- 
nelly Co. is a Pacific North- 
west appliance distributor. 


Qa 





Perkins Appointed Sales 
Head for Silex Company 


H. S. Perkins has been 
named general sales manager 
of The Silex Co., Hartford 2, 
Conn. 

Mr. Perkins joined Silex 
from Landers, Frary & Clark, 
where he was sales promotion 
manager and Washington 
representative. Prior to that, 
he was assistant to the vice- 
president and general sales 
manager of Proctor Electric 
for nine years. Former as- 
sociations include several 
years in the small appliance 
sales division of General 
Electric, work with Western 
Electric and the J. C. Penney 
Co. 








Yale & Towne Contract Builders’ Hardware 
Section Increases Distributor Services 


The contract builders’ 
hardware department of 
Yale & Towne Mfg. Co., 
Stamford, Conn., will in- 
crease its services to dis- 
tributors during 1952, accord- 
ing to A. Charles Amann, 
general sales manager of the 
Stamford Division. 

Part of the improved cus- 
tomer service program will 
be an expansion of the firm’s 
correspondence courses’ to 
train a greater number of 
junior contract hardware 
consultants for wholesale 
distributors and_ retailers 
throughout the country. 

Over 300 employees of 
Yale & Towne customers 
took the courses in 1951, in- 
cluding distributor and re- 
tail salesmen, and contract 
builders’ hardware men in 
retail establishments. In 
1952 an effort will be made 
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to attract to the course a 
greater number of contract 
builders’ retail men. 
Another feature of the ex- 
panded contract builders’ 
hardware program is Yale 
& Towne’s revised product 
(Continued on page 222) 





A. CHARLES AMANN 
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NSGA Chicago Show Features 
New Sports Lines, Items 


Presentation of new lines 
and sporting goods items for 
1952 will be a main feature 
of the 21st annual National 
Sporting Goods Association 
convention and show, Jan. 
20-23, 1952, at the Morrison 
Hotel, Chicago, Ill. Included 
in the total of exhibitors, 
which is expected to exceed 
that of all previous years, 
are the largest number of 
fishing tackle manufacturers 
and makers of outdoor sport- 
ing goods equipment ever to 
display at an NSGA show. 


Set-up day for convention 
exhibitors is Saturday, Jan. 
19, and the official opening is 
scheduled for 9 a.m, on Sun- 
day. A special meeting for 
exhibitors will be held at 
11 a.m. on Saturday, in the 
Terrace Casino. 

The annual sessions of 
the NSGA board of directors 
will be held on Friday and 
Saturday, Jan. 19 and 20, 
and E. R. Van _ Dervoort, 
president, will preside. On 
Monday, Jan. 21, at 10 a.m., 
the annual NSGA general 
meeting will be held at which 
time the meeting will be 
addressed by a _ prominent 
speaker, and new directors 
and officers will be intro- 
duced. All exhibits will be 
closed during the session. 

The annual banquet of the 
sporting goods industry has 
been planned for Tuesday, 
Jan. 22. Tickets may be ob- 
tained at the registration 
desk during the convention, 
or in advance, from NSGA 


headquarters. 
Regional dealer groups 
will also meet at the con- 


vention. Tom Reeder, presi- 
dent of the Southeastern 
Sporting Goods Dealers As- 
sociation, will preside at a 
luncheon of that group on 
Tuesday, and Monday noon 
is the date set for luncheon 





meetings of the Ohio and 
Iowa sporting goods dealers 
associations, and the Western 
Sporting Goods Dealers As- 
sociation. 

A special meeting will be 
held for sporting goods deal- 
ers interested in organizing 
baseball leagues for the com- 
ing season. The meeting will 
be held by the National Base- 
ball Congress at 2:30 p.m. on 
Monday, Jan. 21, with Ray- 
mond Dumont, Congress 
president, in charge. 

G. Marvin Shutt, NSGA 
secretary, will conduct a spe- 
cial clinic on dealer promo- 
tion at 2:00 p.m., Tuesday. 

The annual banquet of the 
Manufacturers’ Representa- 
tives Association will be held 
Saturday, Jan. 19, following 
a meeting of the group. 

The NSGA _ will assist 
show visitors in obtaining 
hotel reservations if they are 
unable to get them individ- 
ually. All rooms at the 
Morrison Hotel have been 
reserved for Convention ex- 
hibitors. 

Permanent offices of the 
NSGA are at 1 N. LaSalle 
St., Chicago 2, II. 





Brand Name Competition 
Entry Deadiine Jan. 25 


Stores not yet entered in 
the competition for hardware 
Brand Name Retailer of the 
Year awards have until Jan. 
25, to submit their entries. 
The competition offers 20 
awards and 80 Certificates of 
Distinction for stores rated 
as America’s top shopping 
centers. 

Information and entry 
blanks are available from 
Director of Retail Relations, 
Brand Names’ Foundation, 
Inc., 87 W. 57th St., New 
York 19, N. Y. 
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Hardware Wholesalers, Inc. Reports 31 Pct 
Sales Increase at Annual Dealer Meeting 


At a meeting of the stock- 
holders of Hardware Whole- 
salers, Inc., Nelson Rd., Fort 
Wayne, Ind., dealer-owned 
wholesaler, A. H. Gerberd- 
ing, executive vice-president 
and general manager, told of 
the company’s excellent prog- 
ress during the past year and 
said that the sales had more 
than met the goal of 31 pct 
increase over 1950. 

The stockholders’ meeting 
took place during Hardware 
Wholesalers’ recent annual 
two-day convention and mer- 
chandise show, held at the 
firm’s warehouse. A large 
number of member dealers 
were on hand to see the many 
different new lines of mer- 
chandise on display and to 
place orders, as well as man- 
ufacturers, who explained 


features of their products. 
One of the highlights of 


















Manufacturers displays 
were an important part of 
the recent convention and 
show held by Hardware 
Wholesalers, Inc., at the 
firm’s warehouse, Nelson 


Rd., Fort Wayne, Ind. 


About 200 attended the 
banquet given during the 
convention by Hardware 
Wholesalers, Inc. Harold 
Rosser served as master of 
ceremonies at the dinner. 
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the convention was the’ large 
permanent display room 
modeled after a complete 
store, showing the general 
lines carried by Hardware 
Wholesalers. 

Approximately 200 people 
attended a banquet given 
during the convention, at 
which Harold Rosser, Rosser 
Lumber Co., Arcanum, Ohio, 
was master of ceremonies. 
Speakers included: Mr. Ger- 
berding; M. S. Rudisill, Ca- 
vin Rudisill Co., Sturgis, 
Mich., and Vernon Sheldon, 
Fort Wayne. 

Election of directors also 
took place at the convention. 
Directors for 1952 include: 
Mr. Rudisill; C. A. E. Rinker, 
Rinker Hardware, Anderson, 
Ind.; Frank Cutler, Cutler 
Hardware, Peru, Ind.; 
George Wyatt, Wyatt’s Gen- 
eral Merchandise, Garrett, 


News of the Trade 





Ind.; Harlan Waters, Waters 
Hardware, Paw Paw, Mich.; 
Lloyd Kauszler, Kauszler 
Bros. Hardware, Three 
Rivers, Mich.; Mr. Rosser; 
Homer Klopfenstein, Kiop- 
fenstein Hardware, Portland, 
Ind., and Harold Main, In- 
diana Harbor Lbr. & Coal 
Co., East Chicago, Ind. 


Ford Charcoal Briquets 
Bought by Kingsford 


The Special Products Div. 
of Ford Motor Co., has sold 
its chemical plant at Iron 
Mountain, Mich., where Ford 
Charcoal Briquets are made, 
to Kingsford Chemical Co. 
The Kingsford firm has 
taken over the Iron Moun- 
tain plant, and will continue 
manufacturing without in- 
terruption. 

Chas. Schaefer & Son, Inc., 
304 Meserole St., Brooklyn 6, 
N. Y., will continue to dis- 
tribute this line of charcoal 
briquets. 











Club Aluminum Elects; 
Taylor Heads Board 


Herbert J. Taylor, presi- 
dent since 1930 of Club Alu- 
minum Products Co., 1250 
Fullerton Ave., Chicago 14, 
Ill., has been elected to the 
newly-created post of chair- 
man of the board of directors. 
He will continue as chief 
executive officer. Kenneth H. 
Johnston, associated with the 
company since 1937 and vice- 
president and assistant to the 
president since 1949, has been 
elected president. 

Charles F. Cecil was elected 
vice-president in charge of 
the administrative division. 
He has been with firm since 
1947, and assistant to the 
president on sales promotion 
since 1950. 

Ernest L. Lilja has been 
named vice-president in 
charge of the Inland Glass 
Works division, having served 
with that firm since 1933 and 
as general manager since 
1947. 

Paul J. Walter was ap- 
pointed chairman of the exe- 
cutive committee. 


Bassick Co. Expands 


The Bassick Co., Bridge- 
port, Conn., manufacturer of 
casters, and a subsidiary of 
Stewart-Warner Corp., has 
leased manufacturing space 
in New Haven, Conn., to pro- 
vide increased production of 
its heavy-duty industrial cas- 
ter line. William Masler will 
be supervisor of operations at 
the new plant. 
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Broom Manufacturers 


News of the Trade 





1952 Merchandising 


Program Keyed for City, Country Selling 


An intensive educational 
and merchandising effort for 
1952 has been planned for 
selling brcomcorn brooms in 





R. R. THOMPSON 


hardware stores, department 
stores, groceries; etc., it was 
announced by the National 
Broom Manufacturers Asso- 
ciation, at its recent annual 
convention in Chicago. The 
campaign will be keyed to sell 
more brooms in city apart- 
ment houses and in suburban 
and farm homes. 

Selling themes will stress 
the desirability of keeping 
several brooms in the house, 
and the need for housewives 
to replace old brooms with 
new ones, for thoroughness 
of cleaning and ease of han- 
dling. 

R. R. Thompson, Merkle 
Broom Co., newly-elected 
president of the association, 
said that the volume of retail 
broom sales may reach ap- 
proximately $85,000,000 in 
1952, or about $10,000,000 
more than two years ago, de- 
pending on the size of the 
1952 broomcorn crop. 

A good year for sales was 
predicted by Mr. Thompson, 
but he saw 1952 a poor year 
for profits for the manufac- 
turers, due to the present 
high cost of materials and 
labor, and despite a possible 
January price advance on the 
retail level from 5 to 8 pct. 

The convention also heard 
areport on a new variety of 
troomcorn being developed at 
the University of Illinois. 

New officers elected at the 
fnal session of the conven- 
tion included: Mr. Thompson, 
resident ; Del Arbaugh, Na- 
tonal Broom Mfg. Co., ex- 
tutive vice-president; Tom 
Monahan, Arcola, Ill., first 


vice-president; and William 
S. Ratchford, Maryland 
Workshop for the Blind, sec- 
ond vice-president. P. A. 
Lindenmeyer, Arcola, IIl., 
was reelected secretary and 
treasurer. 





Northwest Club's Xmas 
Party Well Attended 


The Christmas party of | 
the Northwest Hardware | 


Club, 2642 University Ave., 
St. Paul 4, Minn., held Dec. 
14 at the Dyckman Hotel, 
Minneapolis, Minn., was at- 
tended by 150, the largest 
attendance in the history of 


the group. The party opened | 


with a social hour, followed 
by dinner, musical entertain- 
ment, Santa Claus and 
dancing. 

The next scheduled event 
is the Club’s annual meeting, 
to be held Jan. 23 at the St. 
Paul Hotel, during the Min- 
nesota Retail: Hardware con- 
vention. 





Hoover Co. Names Bond 
Special Products Head 


William H. Bond has been 
promoted to manager of the 
special products division of 
Hoover Co., North Canton, 
Ohio, succeeding Oscar M. 
Mansager, general sales man- 
ager. 

Mr. Bond has been with the 
Hoover Co. as manager of 
distributor sales for nearly 
two years. Prior to that he 
was a district sales manager 
for Landers, Frary & Clark, 
and had previously served in 
a similar capacity for Proctor 
Electric Co. He has also been 
field engineer for the Line 
Material Co., and prior to 
World War II was in the dis- 
tributing business. 





WILLIAM H. BOND 
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5 Water Jets 


SNAP-IN SNAP-OUT 
Pliable rubber 























+ Attractive Display 
Packages 


~~ Moulded Rubber 





f/ RETAIL PRICE $ 


f/ WITH 36” HANDLE 495 


f/ WITH 10” HANDLE $395 


EVERY HOME NEEDS ONE 
LACO E-ZEE WASH is a light-weight top- 
quality brush for the car owner and the 
householder. Blended horse hair bristles 
—flare 4%2"—are set in molded rubber 
brush part. Brush is easily replaceable— 
snaps off or on—held firmly by pressure 
of the rubber. Five water jets—sturdy 
light weight tube handle—36” or 10” 
long—attaches to standard garden hose. 
Interchangeable scrub brush available. 





cap 
Pat, Pend. 













Simply Attach to Garden Hasse 





No. 395—1 0” handle 
individually packed in 
attractive 3-color dis- 
play box, 








No. 495—36” handle 
attractively packed— 
colorful display box in 
3 colors. 


Complete free newspaper 
mat service. 














See Jobber—or write us 


LAITNER BRUSH CO. 


2000 BROOKLYN AVENUE ° DETROIT 26, MICHIGAN 


Manvufacturers since 1855 
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DISPLAY 
NOW ... 


SELL for 
BASKETBALL, 
BASEBALL, 
FISHING, 
ALL 
SPORTS 






FolD “Sy CLAMP 
COMPACT FOR INSTANTLY 
CARRYING TO SEATBOARDS 


Assured Comfort sells Port-a-folds every month of the year. 
Sturdy Construction, Padded Seats and Backrests upholstered 
in bright colors of Duran plastic. Prices start at $3.95 
(Model S-2, shown, $4.95). Slightly higher extreme west. 
Call your jobber today—or write us for details. 


SEAT CO. 


ARCHBOLD, OHIO 

















AMERICA'S FASTEST SELLING 
STANDARD SIGNS 


Merchandise display 
rack FREE with each 
assortment of 5 
dozen signs. Rack 
holds 12 dozen signs 
in less than 1 square 
foot of counter space. 


HY-KO _ reflecting 
signs are easy to read 
—Day or Night. Used 
indoors or out— 
made of highest 
quality material. 


OVER 
70 -- 


OF THE MOST POPULAR STANDARD 
SIGNS TO CHOOSE FROM 











Office No 

sll Size: 9¥%2" x 3%"—| private 
Exit packed 12 to carton— | No Trespassing 
Gentlemen List price 25¢ each, | Entrance 
Ladies $3.00 per dozen. No Admittance 
Keep Off The Grass Beware Of Dog 








Contact your local jobber or write direct to 


HY-KO PRODUCTS COMPANY, Cleveland 13, Ohio 
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| Automotive Wholesalers Hear Mead Deny 
FTC Considers All Discounts Illegal 


More than 2,100 whole- 
salers and manufacturers at- 
tended the National Business 
Conference of the Motor & 
Equipment Wholesalers As- 
sociation, 309 W. Jackson 
Blvd., Chicago 6, Ill., in Chi- 
cago, Dec. 3-5. The program 
was beamed at keeping auto- 
motive wholesaling efficient 
and profitable, as well as 
stopping abusive competit- 
tion. 

James M. Mead, chairman 
of the Federal Trade Com- 
mission, spoke on the efforts 


| cf the FTC to combat illegal 
| discrimination and monopo- 
| listic powers, and traced the 
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reasons for the formation of 
our present anti-trust laws. 
He emphasized that recent in- 
terpretations to the effect 
that all discounts are illegal, 
are groundless, and that dis- 
tinction must be made be- 
tween justified and unjusti- 
fied price differences. 


Ross Williams, deputy di- 
rector of the Wholesale-Re- 
tail Service Trades Division 
of NPA’s Office of Civilian 
Requirements, and _ Robert 
Cass deputy director of Mo- 
tor Vehicle Division of NPA, 
both assured listeners that the 
automotive wholesalers’ needs 
are receiving consideration 
in the over-all defense pro- 
duction planning. 

J. Howard Reed, MEWA’s 
Management and Legislative 
Counsel] and special Washing- 
ton representative, asked for 
a realistic appraisal of na- 
tional problems and_ their 
impact on automotive whole- 
saling establishments. He said 
that while there is no need 
for pessimism, there is dan- 
ger in lack of adequate plan- 
ning. Inventories should be 
planned with an eye to manu- 
facturers’ delivery time, de- 
mand for goods, frequency of 
orders, priority rating, back 
orders, and allocations. 








Walter Dietz Head of 
Vacuum Cleaner Group 


Walter Dietz, head of the 
Electrolux Corp., New York, 
N. Y., has been elected the 
new president of the Vacuum 
Cleaner Manufacturers’ As- 
sociation, and W. E. Sla- 
baugh, Jr., manager of the 
vacuum cleaner division, 
Westinghouse Electric Corp., 
Mansfield, Ohio, was named 
vice-president. The announce- 
ment was made from Cleve- 
land, Ohio, by C. G. Frantz, 
president of Apex Electrical 
Mfg. Co., Cleveland, who 
starts his 33rd year as sec- 
retary-treasurer of the as- 
sociation. 

Elected to the board of the 
industry organization were J. 
J. Downs, vice - president, 
Clements Mfg. Co., Chicago, 
and Oscar Mansager, general 
sales manager,~The Hoover 
Co., North Canton, Ohio. 





Yale & Towne Builders’ 
Hardware Service 
(Continued from page 219) 
listing, showing how the pro- 
duction of Yale builders’ 
locks and other’ contract 
hardware has been adjusted 
to the Controlled Materials 
Plan restrictions of critical 


metals. Although the Yale 
lines of contract builders’ 
hardware now in production 
contain less variety than be- 
fore the Korean War, Mr. 
Amann pointed out that 
there are enough products in 
the lines adequately to meet 
contract specifications, since 
they include the contract 
items in most demand. 
Supporting this 1952 pro- 
gram will be an advertising 
campaign in _ professional 
and business magazines. 





Johnson Named Delco 
Sales Representative 


Conner Johnson has been 
ramed_ representative for 
Delco Heat and Delco Water 
Systems, made by Delco Ap- 
pliance Div., General Motors 
Corp., Rochester 1, N. Y., in 
Virginia and North Carolina. 
Prior to his appointment, he 
served as manager of the 
firm’s sales order department. 





Haber Rejoins Arnesto 


Alexander C. Haber has 
been appointed technical di- 
rector of Arnesto Paint Co, 
Inc., manufacturer of paints, 
enamels and varnishes, 546- 
550 W. 46th St., New York 
19, N. Y. 
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Will Represent Berger 
Kitchen Cabinet Line 
Jack B. Wallis and Richard 


E. Lautzenheiser have been 
appointed saies representa- 





JACK B. WALLIS 


tives for the kitchen cabinet 
line of Berger Mfg. Div., Re- 
public Steel Corp., Republic 
Bldg., Cleveland 1, Ohio. 
Mr. Wallis will represent 
Berger in North Carolina and 
Virginia, making his head- 
quarters at Raleigh, N. C. 





R. E. 


LAUTZENHEISER 


Mr. Lautzenheiser will cover 
the entire state of Michigan 
in his new assignment, and 
will make his headquarters 
in Detroit. 





Paint Salesmen Offered 
Sales Training Course 


A comprehensive sales 
training course for retail 
paint salesmen of greater 
Cleveland has been announced 
by the Cleveland Paint, Var- 
nish & Lacquer Association, 
1213 W. Third St., Cleveland, 
Ohio. The program, which is 
known as the “Training for 
Advancement” series, is 
headed by K. Y. Benson, di- 
rector of sales training for 
The Sherwin-Williams Co. 
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The series consists of eight 
two-hour evening sessions, 
each sponsored by a different 
paint company, dealing with 
a separate subject and fea- 
turing well-known speakers. 
Classes will be held in the 
Cleveland Board of Education 
building. The total cost of 
the series for each student, 
including a copy of “Paint 
Power,” is $6.50. The series 
starts Jan. 9, running for 
eight consecutive weeks. 

Sponsoring companies in- 
clude: Gibson- Homans Co.; 
Davis Paint Co.; Patterson- 
Sargent Co.; Glidden Co.; 
Pittsburgh Plate Glass Co.; 
E. I. du Pont de Nemours 
Co.; Sears-Roebuck Co.; Ben- 
jamin Moore & Co., and 
Cleveland Paint & Color Co. 





Schaible Co. Names 
New Department Heads 


Schaible Co., Cincinnati, 
Ohio, has announced the ap- 
pointment of R. W. Hyde as 
manager of the firm’s Prod- 
uct Research and Develop- 
ment Department, and that of 
M. M. Garvin as manager of 
the Process Research Depart- 
ment. 

The company has recently 


acquired the D. T. Williams | 


Valve Co., manufacturer of 
air,-oil, water, steam and gas 
control valves. 





Kitchen Cabinet Group 
Hears NPA-OPS Men 


The first annual meeting 
of the Steel Kitchen Cab- 
inet Manufacturers Associa- 
tion, Engineers Bldg., Cleve- 
land 14, Ohio, was held on 
Dec. 5, at the Cleveland Ho- 
tel, Cleveland. 

An important session of 
the meeting was a “Sympo- 
sium on the Washington 
Picture,” attended by execu- 
tives from the Durable Goods 
Branch of the NPA. The 
Office of Price Stabilization 
was also asked to send a rep- 
resentative to give the latest 
information on OPS activi- 
ties, including tailored regu- 
lations to fit the needs of 
each industry. 

Association officers are: 
M. M. Miller, president, 
Miller Metal Products, Inc.; 
F. F. Duggan, vice-president, 
American Central Div., Aveo 
Mfg. Corp., and Arthur J. 
Tuscany, executive  secre- 
tarv, Arthur J. Tuscany Or- 
ganization. 
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OUR STRENGTH CAN 
GIVE YOUR SALES 
A LIFT! 





= 


$0 


UTHERN 


WwooD 
SCREWS 


(Slotted or Phillips Heads) 
are rugged in body and shank 


Here’s a strong point to consider when you choose a 
line of screws to stock and sell. Southern wood screws 
have only one thread. This conforms to strict Federal 
Specifications. And it assures you that you'll have no 
dissatisfied customers, no complaints or returns because 
of broken or twisted screws. 

Other types of thread may tend to weaken shank 
and body. But Southern screws’ single-thread construc- 
tion puts extra strength where it is needed and assures 
absolute minimum breakage, even in the hardest woods. 

Only the finest materials obtainable are used in 
Southern screws . . . high grade extruded brass wire or 
selected high sulphur extra quality steel wire. These 
popular fasteners come in a full variety of sizes and 
finishes—slotted or Phillips heads. 

For contented customers . . . more repeat business 
. . + greater sales and profits, sell Southern screws. 
Write today for catalogue. 

FACTORY WAREHOUSES 


325 W. Ohie St. 


41M Dell Ave. 
Chicago 10, TI. 


North Bergen, N. J. 
280 Decatur SE. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 
104 Rickert St. 
Statesville, North Carolina 


®o ®© © © ® ®@ 
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Springtime means big business for | 
you, because it’s the home makers’ | 
busiest season. Remodeling, repairing and building 
bring hundreds of needs calling for bright, durable 
Judd household hardware. Judd bright wire goods are 
specially processed to meet rigidly held standards — 
famous for their bright long-lasting finish. And you'll 
have plenty of calls for Judd’s nationally advertised 
curtain rods with the snag-proof round edges. For a 
real merchandising and selling job — and best delivery 
— better get your spring orders in promptly. | 


QD fouseno's 


Hardware 


H. L. JUDD COMPANY, 87 Chambers St., New York 7) 
Wallingford, Connecticut 
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Fiberglas Sales Head, 
Vice-Presidents Named 


The designation of a sales 
manager for its General 
Products Division and major 
rearrangement of assign- 





EDWARD J. DETGEN 


ments of two vice-presidents 
have been announced by 
Owens-Corning Fiberglas 
Corp., Toledo 1, Ohio. 
Edward J. Detgen was 
named sales manager of the 
General Products Division. 
Ben S. Wright, vice-president 
since 1949 and general sales 
manager since 1947, was re- 
assigned as vice-president in 
charge of purchasing and 
trade relations. E. W. Smith, 
who was appointed vice- 
president and director of 
merchandising in 1951, was 
reassigned as vice-president 
in charge of sales branches 


| and training programs. 


Mr. Detgen joined the 
Fiberglas organization in 
1945 as sales manager of 
the Building Materials Divi- 
sion, and prior to 1941 served 
as chief of the Specialties 
Division of the U. S. Depart- 
ment of Commerce. In his 
new capacity, he assumes 
leadership for sales_ pro- 
grams in the General Prod- 
ucts Division. 





Boosters’ Christmas 
Party Attended by 400 


The annual Christmas 
party of the Hardware 
Boosters, of New York, held 
Wednesday evening, Dec. 12, 
at the Hotel Roosevelt, was 
attended by more than 400. 

The program, which in- 
cluded an elaborate stage 
show, was arranged by a 
committee composed of K. M. 
Lanyon, Yale & Towne Mfg. 
Co., chairman; Morris 
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Dworetz, Worth Hardware 
Co., and Robert J. Duncan- 
son, Richards & Wilcox Mfg. 
Co., vice-chairmen; Ralph S. 
Allen, Diamond Expansion 
Bolt Co.; F. J. Ellebrecht, 
The Carborundum Co.; A. M. 
Pope, Sargent Co.; Andrew 
Kirr, Lufkin Rule; E. W. 
Law, Abrasive Products Co.; 
Mortimer Maas, and J. H. 
Taylor, Stanley Works. 





West Coast Steel Tape 
Firm Completes Plant 


A new and larger manu- 
facturing plant has _ been 
completed for Carlson & Sul- 
livan, Inc., makers of steel 
tape rules, at 1617 California 
Ave., Monrovia, Calif. 

Moving to the modern 
structure is the third expan- 
sion to larger quarters since 
1944 for the firm, and facili- 
ties for processing _ steel 
tapes, assembly and ware- 
housing are now combined 
at the one location. 





Locksmiths’ Convention 
Meets May 3-4 in N. Y. 


The national Locksmiths’ 
Convention and Trade Show 
for 1952 will be held May 3-4 
at the Hotel Park Sheraton, 
New York, N. Y., and will 
feature merchandise exhibits, 
lectures on technical subjects, 
and a clinic for operational 
demonstrations. 

Robert Rognon is chairman 
of the convention, with offices, 
at 110 E. 59th St., New York, 
WN. 





Ryerson & Son Acquires 
Seattle Steel Stocks 


Joseph T. Ryerson & Son, 
Inc., Chicago 80, IIL, steel 
distributor, has acquired the 
stocks and warehouse facili- 
ties formerly owned by the 
Seattle Steel Co., Seattle, 
Wash., and the Inland Em- 
pire Steel Co., of Seattle and 
Spokane. 





Heads Dazey Advertising 


Charles L. Cooper has been 
named by the Dazey Corp. 
Warne & Carter Ave., St. 
Louis 7, Mo. to handle 
the firm’s advertising. Mr. 
Cooper will plan and direct 
merchandising promotions 
and advertising, working 
closely with W. G. Edrington, 
vice-president in charge of 
sales and advertising. 
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Joins Dayton Rubber Co. 
In Automotive Sales 

H. T. Goodenberger has 
been appointed sales manager 


of the automotive chain store 
division of the Dayton Rubber 





H. T. GOODENBERGER 


Co., Dayton, Ohio. He is in 
charge of merchandising and 
sale of tires and tubes in the 
automotive chain store field. 

Mr. Goodenberger joins 
Dayton Rubber from Good- 
year Tire & Rubber Co., 
where he served as manager 
of the automotive jobber sales 
department. Prior to that, he 
was with B. F. Goodrich Co. 
for over 13 years. 





Canadian Firm to Make 
Sargent Lock Line 


Forbes Sargent, president 
of Sargent & Co., 45 Water 
St., New Haven 9, Conn., has 
announced that arrangements 
have been completed with the 
Peterboro Lock Mfg. Co., 
Ltd., Peterboro, Canada, to 
permit the Canadian firm to 
manufacture the complete 
Sargent line of “4500” Locks 
in the Canadian plant. 





Honor Service at Pratt 
& Lambert Xmas Party 


Allen H. Wolf was pre- 
sented a gold watch for 20 
years of service with Pratt 
& Lambert-Inc., 75 Tona- 
wanda St., Buffalo, N. Y., at 
the firm’s annual Christmas 
party, Dec. 24. Special gold 
cuff-links were presented to 
10-year employees at Buffalo, 
as well as branches in Fort 
Erie, Long Island City, N. Y., 
and Chicago. 

Harold E. Webster, presi- 
dent of Pratt & Lambert, in 
reviewing business conditions, 
said that consolidated sales 
for 1951 will show a gain over 
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1950, but that increased Fed- 
eral income taxes have cut 
net earnings below 1950. 
For the second successive 
year, Pratt & Lambert-Inc. 
was awarded a Certificate of 


Management Excellence by 
the American Institute of 
Management. 


At the conclusion of the 
party, and in accordance with 
long - established custo m, 
every employee was pre- 
sented with a turkey. 





Succeeds Father as Head 
Of National Twist Drill 


Howard L. McGregor, Jr. 
has been elected president of 
National Twist Drill & Tool 
Co., Rochester, Mich., suc- 
ceeding his father Howard L. 
McGregor, Sr., who now be- 
comes chairman of the board. 
The firm manufactures ro- 
tary metal cutting tools. 





Ekco Products Co. Elects 
Vice-President, Treas. 


John L. Moore has been 
elected vice-president in 
charge of purchasing of 
Ekco Products Co., 1949 N. 
Cicero Ave., Chicago 39, IIl., 
and Robert L. Purcell was 
named treasurer of the 
housewares firm. 

Mr. Moore has been direc- 
tor of purchasing since 1947, 
and joined the firm in 1927. 
Mr. Purcell joined Ekco ig 
1947 as comptroller, and will 
continue in that capacity, 
along with his new duties. 





Hardware Trade Group 
Party Attended by 80 


More than 80 members and 
guests had a pre-Christmas 
celebration at the Dec. 13 
meeting of the Hardware 








Trade Association of New | 


York at the 
chinery Club, 30 Church St., 
New York City. 

Santa Claus, in the person 
of Mortimer Maas, manufac- 
turers’ agent, distributed 
gifts to everyone present, 
each member and guest hav- 
ing donated a gift for him 
to distribute. 

Festivities were in charge 
of Roy C. Schmidt, Stanley 
Tools, as chairman of the 
entertainment committee. 

Officers for 1952 will be 
elected and installed at the 
January meeting. 
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© 2-CYCLE ENGINES 


Help YOU Sell MORE 
ROTARY POWER MOWERS... 


Roto Power Vertical 
Single, Model 200—1 H.P 
Standard on MOST Leading 

Rotary Mowers 


Engineered especially for better Rotary Mower 
POWER, the @ Roto Power Engine gives you 
all these exclusive SELLING ADVANTAGES: 


@ Lighter weight for easier mower handling. 
‘Just “hefg” a Roto Power Equipped mower; 
it’s often 20 pounds lighter. Think what this 
means to the owner! 


® No Lubrication Problems. No oil changes, 
no oil checking. Gasoline-oil mixture main- 
tains positive lubrication in any. position or 
angle. 

@ Easier Starting — More Dependable Pow- 
er. 2-Cycle design assures instant starting, 
smoother power, full power output — with 
less maintenance and servicing. 


CHECK ... You'll find many more reasons why 
Roto Power engines help you 
to easier selling in popular 
Rotary Power Mowers. 


Wiite for free booklet of facts on 
Power Products Engines. 






Roto Prue 
cmwcrime 





LOOK for this label on the 
Rotary Mowers You Sell... 







Designed and Produced by 





WISCONSIN 


GRAFTON CORPORATION 
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Stove Men Given Optimistic 
View of Steel Prospects 


Effects of metal shortages 
on the nation’s 
cooking and heating stoves 





WALTER F. MUHLBACH 


was the main subject under 
discussion at the Winter 
Convention and Management 
Forum of the Institute of 
Cooking and Heating Appli- 
ance Manufacturers, held in 
Cincinnati, Ohio, Dec. 3-5. 

“The Steel Supply Picture 
for 1952” was discussed by 
R. F. Sentner, assistant ex- 
ecutive vice-president, U. S. 
Steel Corp. Even more steel 
will be available in 1952 than 
in the record year of 1951, 
Mr. Sentner said, but certain 
factors may limit the extent 
to which the steel industry 
can better the 1951 record. 
Mr. Sentner listed these fac- 
tors as: lack of scrap; short- 
age of alloying materials 
such as nickel, chromium, 
manganese, and other ferro 
alloys; continuity of opera- 
tions, and that the demand 
for many steel mill products 
may be less than the supply. 

Speaking on the metal sit- 
uation as seen by the NPA, 
Harry J. Holbrook, director, 
Consumer Durable Goods Div. 
of the NPA, said that steel 
will probably be less tight by 
the end of 1952, after the 
peak of plant expansion has 
passed, but that carbon steel 
and nickel for plating will 
not be easily obtainable. He 
urged the conservation of 
copper and suggested sub- 
stitution wherever possible, 
and offered some hope for an 
improved aluminum and 
magnesium supply. 

An optimistic note about 


226 


supply of was 


the home appliance industry 
struck by Robert A. 
Weaver, chairman of the 
board, Ferro Corp., who said 
that consumer expenditures 
for major appliances have 
increased over 100 pct since 
1940. Mr. Weaver also 


pointed out that to keep pace 
improved 


with selling, im- 





SAMUEL H. DUNCKEL 

proved and new _ products 
must be produced to attract 
the 40 pct increase, since 


1940, of optional purchasing 
power. 
Institute officers for 1952 


News of the Trade 





were elected, and Walter F. 
Muhlbach, Florence Stove 
Co., was named president. 
Other officers elected include: 
secretary-treasurer, Mare W. 
Pender, vice-president, Amer- 
ican Stove Co.; executive 
vice-president, Bolling Jones, 
Jr., president, Atlanta Stove 


Works, Inc.; vice-president 
in charge of memberships, 
C. M. Dunn, vice-president, 


Estate Stove Co., and A. B. 
Ritzenthaler, vice-president, 
The Tappan Stove Co. Sam- 
uel H. Dunckel is managing 
director, with permanent 
headquarters at The Shore- 
ham Hotel, Washington 8, 
D.C. 





Speed Products Opens 
New Factory, Offices 


A $2,000,000 modern fac- 
tory and sales offices have 
been opened by Speed Prod- 


ucts Co., Inc, at 32-01 
Queens Blvd., Long Island 
City, N. Y. 


The new four-story build- 
ing covers 300,000 sq. ft., and 
is a fireproof structure of 
concrete, brick, steel and 
glass. It is designed for 
continuous assembly line pro- 
duction. The new factory 
building has a loading plat- 
form which accommodates 11 
large truck trailers. 


Elect Officers of Paint 
Research Associates 


Officers elected for a two- 
year period at the annual 
meeting of the board of di- 
rectors of Paint Research As- 
sociates, Inc., held recently in 
Atlantic City, N. J., were the 
following directors: 

Walter S. Hanna, presi- 
dent; Frank McLister, vice- 


president; G. R. Seidlitz, 
treasurer, and H. B. Davis, 
secretary. 


Paint Research Associates, 
Inc., comprising a group of 
12 independent paint manu- 
facturers from all parts of 
the country, announced an 
extensive addition to the 
P. R. A. laboratory in Chi- 
cago, maintained for basic 
and long range research and 
testing in the field of protec- 
tive and decorative coatings. 
Increases in the_ technical 
staff at the laboratory were 
also announced. 

Member concerns of the 
group include: H. B. Davis 
Co.; Brooklyn Varnish Mfg. 
Co.; James Bute Co.; Ben- 
net’s; Jewel Paint & Varnish 
Co.; Kohler-McLister Paint 
Co.; McDougall-Butler Co.; 
Hanna Paint Mfg. Co.; Sed- 
litz Paint & Varnish Co.; W 
H. Sweney Co.; Walter N. 
Boysen Co.; and Warren 
Paint & Color Co. 








E. Rabinowe Holds 52nd Anniversary Dinner 





The 52nd anniversary of E. Rabinowe & Co., Inc., hardware, paint and housewares 


wholesaler, 465 Saw Mill River Rd., Yonkers, N. Y., was recently celebrated by a dinner 


and ‘party for a group of its employees. 


Manny Tidiieuw, at left center, presented a 


watch to Charles Cronenberg, right center, who starts his 30th year as salesman for the 


firm. A watch was also given Mrs. 
the party included: Annie Rabinowe, president; 


Albert Rabinowe, treasurer. 


Cronenberg. Officers of the company who attended 
Herman Rabinowe, vice-president; and 
Salesmen included: Samuel Malawista, Lester Corelitz, David 


Jones, Dominick D’Agostine, Jack Greeff, Sol Weitzman, Hyman Alperin, Arthur Rose, 
Frank Kohlasch, Max Zimberg, Edward Vreeland, Philip Gamzon, Thomas Batkin, Albert 
Reno, George Shubs, Edward Stites, Paul Kahn, and Philip Gold. 
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HARDWARE BRIEFS 








California 

Hellman Hardware has 
opened a second new store at 
6901 La Tijera Blvd., West- 
chester. The Hellman Hard- 
ware building on Spring St., 
Los Angeles, has been sold. 





Florida 

Paul and Betty Lear have 
purchased the Furlong Hard- 
ware Store, New Smyrna 
Beach, Fla. 
lowa 

Lawrence Bauer has pur- 
chased and is now managing 
Mann Hardware, Brandon, 
formerly owned by Wilbur 
Mann. 





Rolla D. Hermann has pur- 
chased the former Sears & 
Shipley Hardware, 852 Hull 
Ave., Des Moines, and has 
renamed it Hermann Hard- 
ware. 





J. F. Cooksie has sold his 
interest in the Kingsbury 
& Young hardware store, 
Osage, to S. E. Tesch. 





Kansas 

Fehr & Craig Hardware, 
Hutchinson, has been pur- 
chased and remodeled by Mr. 
and Mrs. A. B. Cooper, and 
renamed Cooper’s Hardware 
& Supply. Joe Fehr and 


Clarence Craig had owned 
and operated the store for 
the past 30 years. 





Massachusetts 


Plainville Hardware has 
been opened in Plainville by 
Neal and Marshall Franey. 





Minnesota 


Farmers Implement & 
Hardware Co., Maynard, has 
been sold to Mr. and Mrs. 
Maurice Paulson by Ole 
Cherlson. 

A Marshall-Wells hardware 
store has been opened at 604 
N. Broadway, Rochester. 
Owners are Ernest C. Schacht 
and his sons, Dwayne and 
Kendall. 


Texas 


Cage Hardware Co., Edin- 
burg, has been purchased by 
L. A. and W. W. Mathews, 
and the name changed to 
Mathews Brothers Hardware 
Co. 


Wisconsin 


‘Charles Shager has sold 
his hardware business in 
Sharon to Allen K. Hamilton, 
Zealy Williams and Orland 
Lueloss. The new owners will 
operate under the name of 
Sharon Hardware Co., Inc. 








Crosley N. Y. Branch 
Sets Up New Divisions 


Expansion of retailing ac- 
tivities in the New York area 
by the Crosley Distributing 
Corp. of New York, which in- 
volves the creation of two 
new divisions with the 
branch, has been announced. 

The two divisions set up 
under the new plan are: the 
appliance’ division, which 
will handle all refrigeration, 
electric ranges, kitchens, dis- 
posers, freezers, and air 
conditioning; and the elec- 
tronics division, which will 
handle all radio and television 
receiving sets. 

Loyd Dopkins, formerly 
rational manager of direct 
dealer sales for the Crosley 
Div. of Aveo Mfg. Corp., 
Cincinnati 25, Ohio, will 
serve as general manager of 
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the New York branch of 
Crosley Distributing Corp. 
W. J. O’Brien, formerly 
branch manager of Crosley 
Distributing Corp., New 
York, was appointed manager 
of the appliance division, and 
Paul A. Hilton, previously 
serving as assistant branch 
manager, was named mana- 
ger of the electronics division. 





Pearson Heads Southern 
Sales for Vita-Var 


Ned Pearson has been ap- 
pointed southern district 
sales manager of Vita-Var 
Corp., Newark, N. J., paint 
manufacturer. Mr. Pearson 
will supervise and develop 
trade sales in Virginia, West 
Virginia, North and South 
Carolina, Georgia, Florida, 
Alabama, and Tennessee. 
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save HOURS oF 


TIRESOME yy 






with a MONARCH 
Price-Marking System 


--o SPEEDY 
«oe ACCURATE 
«oe ECONOMICAL 


Machine price-marking for every item in the store keeps 
tighter control against stock discrepancies, saves price-mark- 
ing work and does a neater job. By using coded symbols and 
standardized placing of necessary information right on the 


price ticket, smaller tickets, tags or labels can be used. All 
the information needed is neatly, accurately, legibly printed 
exactly the same on each ticket in the lot. Mistakes resulting 

















RESOURCE 
SEASON STORE NAME 
A6 7116 NO. PIECES 
_ RECEIVED 
cost in| 1OUN +48 IN SHIPMENT 
CODED 
SYMBOLS $2.95 4 pence 


ACTUAL SIZE 


from smudged, crowded handwritten prices no longer cause 
misunderstandings. When all’ items are price-marked with 
Monarch “Pathfinder” or Monarch “Junior” price-marking 
| machines. 
| Monarch Tickets. Tags and Labels are available in styles 
for every type of merchandise. Monarch Senso Labels, es- 
pecially, are a great convenience. Simple pressure without 
moisture securely attaches these neat labels to cardboard 
or plastic boxes, and almost any material such as metal, 
wood, or glass items. 
If you have questions about price-marking methods, ma- 
chines or supplies, feel free to consult your Monarch rep- 
resentative without obligation. His advice may save you both 


time and money. 


The MONARCH 
Marking System Company 


Since 1890 — World's Largest Manufacturers and Distributors 
of Merchandise Price-Marking Equipment and Supplies 
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with “—_ HALF THE STOCK! 


Different numbers on each 
side! Clearly visible day or 
night. Unaffected by 
weather. High quality! 
Low price! Big profits! 


FREE 
Display Rack 


Beautiful mahogany grain finish 
metal rack. Given FREE with fast-selling assortments. 
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DA-NITE “Reflecting: LETTERS 


New beauty and amaz- 
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in DA-NITE- Reflecting: SIGNS 


More than 40 Selections! 


Extra-clear visibility, with 
white DA-NITE Reflecting 
Letters on mahogany grain 
finish background! Blend 
with interior and exterior sur- 
roundings. Highest grade ma- 
terials at low selling price. 





FREE DISPLAY RACK 
Also FREE WINDOW DISPLAYS! 


On Display at Booths 870-872 
NATIONAL HOUSEWARES SHOW 


Ask your Jobber, or write direct for full information 
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Remington Rand Names 
New Vice-President 

H. C. Landsiedel, general 
manager of the electric 
shaver division of Remington 





LANDSIEDEL 


H. C. 


Rand, Inc., Bridgeport, Conn., 


| has been appointed a vice- 


president of the company. 
Mr. Landsiedel has been 
with Remington Rand since 
1942, and prior to that was 
associated with Price, Water- 
house & Co. He will continue 
as general manager of the 
electric shaver division, mak- 





ing his headquarters’ in 
Bridgeport. 
Budrow & Company Adds 


Line of Insecticides 


Budrow & Co., hardware 
wholesaler, 222 E. Third St., 
Ios Angeles 13, Calif., has 
added a complete insecticide 
section to the firm’s garden 
supply department, and Larry 
Bruscia has been placed in 
charge of the new section. 

Mr. Bruscia was formerly 
sales representative and 
branch manager for Cali- 
fornia Spray Chemical Corp. 

Among the _ insecticides 
now stocked by Budrow & 
Co. for the 1952 spring sea- 
son are those from: Boyle 
Midway, Inc., Destruxol 
Corp., Cooke Laboratory 
Products, E. I. du Pont de 
Nemours, Grant _ Labora- 
tories, Tobacco By-Products 
& Chemical Corp., Michigan 
Chemical Corp., and San-A- 
Lizer Corp. 





Heads Market Research 
Committee of NEMA 


George Beise has been 
elected chairman of the sta- 
tistical and market research 
committee of the National 
Electrical Manufacturers’ 
Association, the committee 
which determines the basis 
of marketing information for 
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the entire appliance industry. 


Mr. Beise is head of the 
market research department 
of Crosley Div., Avco Mfg. 
Corp., 1329 Arlington St., 
Cincinnati 25, Ohio. He in- 
augurated the statistical and 
market research operation at 
Hotpoint, Inc., where he spent 
three years, and was also ac- 
tive in market research with 
the Frigidair Div. of Gen- 
eral Motors. 





Joins Sales Staff of 
Motor Products Div. 


H. Louis Gibbs has joined 
the sales promotion staff of 
the Deepfreeze Appliance 
Div., Motor Products Corp., 
North Chicago, Ill. He was 
formerly associated with 
Ekco Products Co. in an ad- 
vertising and sales promo- 
tion capacity. 





Pittsburgh Plate Glass 
Will Buy Indiana Plant 


Pittsburgh Plate Glass Co., 
632 Duquesne Way, Pitts- 
burgh, Pa., has announced 
plans to purchase a three- 
year old factory at Shelby- 
ville, Ind., as a manufactur- 
ing facility for its new Fiber 
Glass Division. 

The plant is a 147,000 sq. 
ft., one-story structure, for- 
merly owned and operated by 
the National Farm Machinery 
Ccoperative, Inc. It is antici- 
pated that conversion of the 
plant will be completed and 
production will start by early 
fall. 

J. Hervey Sherts is gen- 
eral manager of the new di- 
vision. 


Moe Light Adds Plant, 
Warehouse Facilities 


Moe Light, Inc., Fort At- 
kinson, Wis., manufacturer 
of a complete line of lighting 
fixtures, has completed ne- 
gotiations for an additional 
manufacturing plant in 
Princeton, Ky. 

As part of the Moe Light 
expansion program, a new 
building has also been com- 
pleted at Fort Atkinson, add- 
ing 40,000 sq. ft. of produc- 
tion space. All warehousing 
has been moved to nearby 
Janesville, Wis. This move 
adds 35,000 sq. ft. for manu- 
facturing purposes. 

The Princeton plant will be 
menaged by Kim Moe, secre- 
tary of Moe Light, Inc., and 
son of one of the original 
founders of the company 
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Norris Joins National The 40 year service pin 
Ideal Co. Sales Staff award was made to Mrs. 
Minne Sanderson, a resident 

Robert E. Norris has joined of South Ostelic, who has 
the sales organization of the peen employed by Gladding 
National Ideal Co., Toledo, jy nearly every phase of the 
manufacture of fishing lines, 
including braider tending, in- 
specting and coiling. 

At the dinner ceremony, 
two new members were elect- 
ed to the Gladding Twenty- 
Five Year Club. 





Gets "Dorfio” Rights 


tribution rights for the “Dor- 
flo” recessed door have been 
granted to EZ-Way sales, 
Inc., St. Paul Park, Minn., by 





ROBERT E. NORRIS the Dorflo Mfg. Corp., Hib- | 


Ohio, to handle sales and dis- —. "aes wooden door, 
tribution of the complete the wall pocket sections and 
Premier line in western Iowa the hardware will be pro- 
and Nebraska. Mr. Norris duced in the EZ-Way plant. 
was associated with Henry 
Field Seed Co. from 1940 to 


1949, 
" named Xcelite, Inc. 
Sales Appointments ve ping fic ag 
ar. Metaiware 0., nc., 
For General Products Orchard Park, N. Y., manu- 


Alfred J. Fava has been facturer of Xcelite me- 
named sales director of the chanic’s hand tools, has 
General Products Division of changed its corporate name 
American Machine and to Xcelite, Inc. 

Foundry Co., 511 Fifth Ave., Founded in 1921, the firm 
New York City 17. was enlarged in 1940, and in 

At the same time J. J. 1951 the manufacturing floor 
Cranmore was_ appointed space was doubled. The com- 
sales manager of the Lower- pany first made electric con- 
ator Department of the Gen- nectors, automobile acces- 
eral Products Division. sories and tools, later special- 

In his new post, Mr. Fava izing in hand tools. 
will supervise the sales of Officers are: president, F. 
several AMF proprietary Birney Farrington;  vice- 
products and of several AMF president, John O. Olsen; 
subsidiaries including the fol- secretary, Howard S. Lang- 
lowing: worthy; and treasurer, John 

DeWalt radial arms saws N. Petre. ’ 
of DeWalt, Inc., Lancaster, 
ms = Roadmaster bicycles Named Martin-Senour 
and demountable Cleve-Weld 
rims of Cleveland Welding Salesman of the Year 
Co., Cleveland, Ohio; the Clarence Hitzeman, repre- 
Junior velocipedes of Junior sentative of the Martin- 
Toy Corp., Hammond, Ind., Senour Co., 2520 S. Quarry 
and the Float-Lock drill] Ave., Chicago 5, Ill., has been 
press and band saw vises of named the firm’s “Salesman 





Park Metalware Co. Is 





the Float-Lock Corp., Bloom- of the Year,” a recognition | 
field, N. J. given annually to the sales- | 


man who scores highest on 
Gladding Makes Service 2 list of 20 specified quali- 


es fications. 
ards At Dinner A plaque and cash award 


Service pins in recognition were presented to Mr. Hitze- 
of from five to 40 years of man at Martin-Senour’s an- 
service were awarded to 17 nual employee dinner at the 
B. F. Gladding, South Os- Palmer House, Chicago. At 
telic, N. Y., employees by the same time, he was made 
L, L. Witherill, president, at a member of the 25-Year 
& ceremony in connection club. 





Manufacturing and dis- | 








GLASSY 
BRASS 


's| ZA 


Here's an eyeful of real class! Smart designing... 

















cast beautifully in durable brass. Polished 











and lacquered for permanent sparkle... then 

|| dressed-up in individual packages that make 
customers stop, look and buy. Yes, AJAX brass has 
loads of class—the kind that pays off in bigger, 


quicker sales. Competitively priced. And all 


AJAX hardware is unconditionally guaranteed. 


Order today for prompt delivery ! 




















Monogram door Drawer pulls 


knockers and grilles 





















Entrance door handles 
(3061) 











Escutcheons for 
backset 













with the company’s 136th an- Four other Martin-Senour 
nual employees dinner held employees were inducted into | 
at its plant. the 25-Year club. | 
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AJAX HARDWARE MANUFACTURING CORP. 


4351 Volley Blvd. « Los Angeles 32, Cclifornia 
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HERE'S HOW HELLER puis 
ADDITIONAL SALES AND PROFITS FOR YOU 


Just think! You can now cash in on greater sales and 
profits with the present stock you are now carrying. 

The time tested fact is sales and profits go up when 
added attractiveness is imparted to a store with smart new 
Heller fixtures. 

With every Heller fixture, sectional and interchangeable, 
you receive the finest in construction, materials and quality, 
a tradition since 1891 — and your assurance of sturdy, dur- 
able, warp proof, eye-catching, sales producing fixtures. 

You'll surely want to take advantage of these new sales 
and profit possibilities. Get full details by writing for cata- 


log No. 51HH. 
W. C. HELLER & COMPANY MONTPELIER, OHIO 
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NEWS OF 


MANUFACTURERS AGENTS 








Manufacturers Agents 
Start Local Chapters 


Local chapters of the Man- 
ufacturers’ Agents National 
Association will be started in 
principal cities with simulta- 
neous meetings to be held on 
Jan. 17, 1952, it was an- 
nounced by A. B. Smedley, 
MANA president. 

Each chapter will operate 
as an individual unit, in co- 
operation with the national 
group to serve the interests 
of local units. Meetings will 
be held to discuss matters of 
common interest to manu- 
facturers’ agents and their 
principals. 

The Association, composed 
1,000 
agents and manufacturers all 


| over the country, maintains 
| headquarters 
| Main St., Alhambra, Calif. 


at 1849 W. 


Joins Baldwin & Son 


Fred H. Zimmerman will 
represent Lawrence J. Bald- 
win & Son, 306 Carondelet 
Bldg., New Orleans 12, La., 
as of January 1. 

Mr. Zimmerman has been 
representing Templeton, 
Kenly & Co., makers of Sim- 
plex Jacks, for the past sev- 
eral years. 





William W. Campbell, 1200 
Roslyn Rd., Grosse Pointe 
30, Mich., who previously 
covered Michigan for Buch 
Mfg. Co., 800 S. Market St., 
Elizabethtown, Pa., will now 
cover Ohio as well. 





John P. Cleveland & Asso- 
ciates, 216 Reddingdale Dr., 
New Castle, Ind., has been 
named sales representative 
for Soss Mfg. Co., 21777 
Hoover Rd., Detroit 13, Mich. 
The firm will handle the Soss 
Invisible Hinge in Indiana. 





R. E. Chapin Mfg. Works, 
Inc., Batavia, N. Y., has ap- 
pointed Miller Associates, De- 
troit, Mich., to represent the 
Chapin line of sprayers in 
Ohio, Michigan, and Indiana. 


The territory handled by 
N. B. Spurgeon Co., 20 N. 
Wacker Dr., Chicago 6, IIL, 
for Aluminum Industries, 
Inc., Cincinnati 25, Ohio, has 
been enlarged. The Spurgeon 
firm will now represent the 
Permite line in Kentucky and 
northern Ohio, as well as in 
Michigan, Indiana, Illinois, 
Iowa, Nebraska, Kansas, Mis- 
souri, Wisconsin, Minnesota, 
and North and South Dakota. 





Bancroft Racket Names 
Eastern Representative 
William J. Hyde has been 


appointed eastern sales rep- 
resentative for the Bancroft 





WILLIAM J. HYDE 


Racket Co., Pawtucket, R. I. 

Mr. Hyde, who represented 
a sporting goods wholesaler 
for the past four years, is 
now visiting dealers in Maine, 
New Hampshire, Vermont, 
Massachusetts, Connecticut, 
and New York, showing Ban- 
croft’s new tennis line for 
1952. 


Vaughan Mfg. Co., 3211-25 
Carroll Ave., Chicago 24, Ill., 
has announced the appoint- 
ments of two manufacturers’ 
agents for the firm’s can and 
bottle openers. 


W. C. Hitt Co., 1169 S. 
Broadway, Los Angeles, 
Calif., will cover Arizona, 


Nevada, and California, from 


headquarters at 1169 S. 
Broadway, Los Angeles, 
Calif., and a branch at 1355 
Market St., San Francisco, 
Calif. Paul Crissey, 1402 
Merchandise Mart Plaza, 
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Chicago 54, Ill, will cover Increases Area Covered 
Indiana, all of Illinois — For South Bend Toys 


Chicago, the western part 0 
Kentucky, metropolitan St. 
Louis, and parts of Iowa. 

Farm and Ranch, Inc., 
3911 Broadway, Kansas City 
2, Mo., maker of Lazy Boy 
power mowers, has. an- 
nounced representation by 
the following: 

Loren Pease, 733 E. Beau- 
mont, Milwaukee 2, Wis., 
covers Minnesota, Wisconsin, 
and N. and S. Dakota. Eaton 
& Hake, 1517 Oak, Kansas 
City, Mo., handles the line in 
Iowa, Kansas, Nebraska and 
Missouri, and Todd Bros., 7D 
Second Unit, Santa Fe Bldg., 
Dallas 2, Tex., represents the 
firm in Oklahoma, Texas, 
Louisiana and Arkansas. 
Carter Hough, Jr., 206 River- 
side Ave., Jacksonville, Fla., 
covers Florida, Alabama 
Georgia and Mississippi. 

Frazer & Purcell, 802 W. 
Church, Laurinburg, N. C., 
represents Farm and Ranch 
in the eastern half of Tennes- 
see, and No. and So. Carolina, 
and Joseph Dejure & Son, 
7103 Hilltop Rd., Upper 
Darby, Pa., covers Pennsyl- 
vania, Maryland, Washing- 
ton, D. C., Delaware, and 
southern New Jersey. Cover- 
ing Chicago, Illinois, Indiana 
and Michigan is Z/rving S. 
Kemp Co., 218 N. Jefferson 
St., Chicago, IIl., and J. F. 
Gunn, 207 A St., Boston, 
Mass., represents the line in 
the New England $s states. 
L. E. Warren, 23 Fallis Rd., 
Columbus, Ohio, handles Ohio 
and W. Virginia. 








LaPierre -Sawyer Handle 
Co., Jackson, Mo., maker of 
hickory tool handles, has ap- 
pointed three manufacturers’ 
agents to represent the firm. 

George D. McCormick, 
16035 Hamilton Ave., Detroit 
3, Mich., will cover the 
greater part of Michigan and 
Toledo, Ohio, and Vern J. 
Rumpler, with offices at 139 
Jerrol Ct., Elyria, Ohio, has 
been named for most of Ohio 
and all of Kentucky. Alfred 
F. Knight, 2830 E. 17th Ave., 
Denver 6, Colo., will cover 
Colorado, New Mexico, Wy- 
oming, Utah, Nevada, and 
El Paso, Tex., while J. L. 
Barlow, who is in charge of 
the Salt Lake City sales 
office, will cover part of this 
territory. 


The Anderson Sales Co., 
730 W. 10th Pl., Los Angeles 
15, Calif., has been 
sales representative for all of 
California and the southwest- 
ern states for South Bend 
Toy Mfg. Co. 


Lee Klingerman, manager | 
and operating partner of the | 





LEE KLINGERMAN 


Anderson firm, said that his 


company has been represent- | 


ing South Bend in the 
Los Angeles and southwest- 
ern territories for some time, 
handling South Bend folding 
doll carriages, doll coaches, 
fibre doll carriages, tables and 
chairs, and other items. 

. Other lines handled by the 


firm include: Junior Toy 
wheel goods, Hamilton steel 
wagons, Kingston roller 


skates, Skill-Craft tool sets. 





Rogers Plastic Corp., West 
Warren, Mass., has an- 
nounced the appointment of 
five new sales representatives. 

Velie Sales Co., 1645 Hen- 
nepin Ave., Minneapolis 3, 


named | 





Minn., will cover North and | 


South Dakota, Minnesota, 
Wisconsin, and northern 
Michigan peninsula. Zarl H. 
Ebert Co., 3016 McGee Traf- 
ficway, Kansas City 8, Mo., 
has been named for Iowa, 
Missouri, Kansas and Ne- 
braska, and Don Rose Asso- 
ciates, Park Ave. Bldg., De- 
troit 26, Mich., will cover 
Michigan, except the north- 


ern peninsula, and Toledo, 
Ohio. . 

John E. Naumann Co., 
Commercial Bldg., Avon 


Lake, Ohio, has been named 
for Ohio, except Toledo, and 
Bud Florsheim Associates, 22 
W. Monroe St., Chicago, IIlL., 
will handle Illinois and In- 
diana. 
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New Profit Manual 


FOR DEALERS! 





Complete 
with illustrations, 
application data, 
specifications, prices 





ady for You 


It’s here! . 
saw blades— products sure to win for you more satis- 


. - Rockwell’s complete new line of circular 


fied customers . . . more profits. Here’s why: 


1. Famous Rockwell quality and dependability 
throughout. 

2. Extremely interesting retail prices ... with a 
profit margin that will make Rockwell circular 
saw blades a top dollar producer for you. 

3. A complete line in every detail: Six blade types 
to cover all woodworking requirements . 
available in standard diameters from 6” to 12”. 


Don’t wait . . . act today. Mail the handy coupon 
for complete dealer information. 


Rockwell Tools, Inc. 


© 


Subsidiary of ROCKWELL MANUFACTURING COMPANY 
1314 KINNEAR ROAD, COLUMBUS 8, OHIO 


100 Years of Fine Quality Saw Making 


| Hand Saws e Panel Saws e Compass Saws « Keyhole Saws e Buck Saws 


|e Cross-cut Saws e Special-Purpose Hand Saws e 





Circular Saw Blades 











o —-—-- 
| ROCKWELL TOOLS, INC., 1314 Kinnear Road, Columbus 8, Ohio | 
| 0 Please rush me copies of the new Rockwell Circular Saw Blade Catalog. | 
| 0 Please advise name of closest stocking distributor. | 
| Nome — | 
| Company . | 
| City Zone State | 
L. — — — 
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OBITUARIES 








Samuel D. Allen 


Samuel D. Allen, hardware 
sales manager of Henry 
Disston & Sons, Inc., Tacony, 
Philadelphia, died on Dec. 21, 
following a sudden _ heart 
attack. 





SAMUEL D. ALLEN 


Mr. Allen served for 25 
years with Henry Disston & 
Sons, starting in various 
manufacturing departments. 
He served for a time as a 
hardware salesman for the 
firm. 

After several years on the 
road, he was named assis- 


tant manager of hardware 
sales, then manager of file 
sales, and finally hardware 
sales manager. In this latter 
capacity, he was responsible 
for sales to the hardware 
trade throughout the United 
States. 

Mr. Allen was a nephew of 
S. Horace Disston, chairman 
of the board of Henry Diss- 
ton & Sons. 





Loran J. Doherty 


Loran Jordan Doherty, 25, 
salesman and assistant buyer 
of sporting goods for Doherty 
Hardware Co., Ltd.,441 La- 
fayette St., Baton Rouge, La., 
died suddenly after a short 
illness on Nov. 28, at Baton 
Rouge General Hospital. 


Joseph L. White 


Joseph Lafayette White, 
73, sales representative for 
Belknap Hardware & Mfg. 
Co., 111 E. Main St., Louis- 
ville 2, Ky., died of a heart 
attack on Dec. 15, following 
an illness of two months. 

Mr. White started with 
Belknap in 1898, and repre- 
sented the firm in territories 





News of the Trade 





in Kentucky, Alabama, 
Georgia and Florida, before 
taking over the Terre Haute, 
Ind., territory a number of 
years ago. He served the 
firm on the road for nearly 
51 years, and had been with 
them for 53. 





Charles E. Gilbert 


Charles E. Gilbert, presi- 
dent and founder of the Gil- 
bert Mfg. Co., Inc., 24-20 46th 
St., Long Island City 3, N. Y., 
died recently. Mr. Gilbert, 
inventor of the Gilbert Plug 
and other electrical devices, 
spent his entire business ca- 
reer in producing electrical 
specialties and machinery 
for quantity production of 
electrical products. 


Chalmers B. Miller 


Chalmers Blair Miller, 53, 
vice-president of the C. H. 
Miller Hardware Co., whole- 
saler, Huntingdon, Pa., died 
suddenly on Dec. 5. 

Mr. Miller joined C. H. 
Miller Hardware Co., which 
had been founded by his 
uncle, in 1920. He worked 
up through all departments 
and also sold on the road. 
At the time of his death he 
was executive vice-president 
of the firm. 





D. P. Seay 


D. P. Seay, 69, president 
of Morrow-Thomas Hardware 
Co., 316 Polk St., Amarillo, 


Tex., hardware wholesaler, 
died recently after suffering 


a paralytic stroke from 
which he never’ regained 
consciousness. 





D. P. SEAY 


Mr. Seay became associated 
with H. R. Morrow, founder 
cf Morrow-Thomas Hard- 
ware, aS a young man, and 
helped Mr. Morrow open the 
firm in 1907. Upon Mr. Mor- 
row’s death in 1912, Mr. Seay 
took over active charge of 
the business. continuing in 
this position until his death. 

His widow survives him. 








Kleenol Products Assets 
Acquired by Triple-X 

Triple-X Chemical Labora- 
tories, Inc., 2803 S. Calumet 
Ave., Chicago 16, IIl., maker 
of chemical specialties for the 
hardware and plumbing sup- 
ply trade, has announced the 
acquisition of the assets and 
trade mark of the Kleenol 
Products Co., Chicago, IIl., 
maker of Kleenol Kleener. 
Triple-X will continue the 
sale and promotion of Klee- 
nol Kleener. 





Assistant Sales Head 
For Wheeling Warehouse 


John B. Dewey has been 
appointed assistant sales 
manager of the Minneapolis 
warehouse of Wheeling Cor- 
rugating Co., Wheeling, W. 
Va., He was transferred from 
the Columbus, Ohio, ware- 
house, where he had been em- 
ployed since 1940. 

E. A. Johnson is manager 
of the Minneapolis ware- 
house. 
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Myers Merchandising Program Presented in Chicago 


BB 





zw 
cial 





Midwest salesmen, district managers, and home office sales personnel of the F. E. 
Myers & Bro. Co., Ashland, Ohio, are shown attending the first of a series of regional 
sales conferences at the Conrad Hilton Hotel, Chicago, Ill. The two-day meeting empha- 
sized the Myers’ new advertising and merchandising program, featuring the theme, “More 


Buyers Buy Myers’. 


J. F. Simmons, assistant sales manager, conducted the meeting. 


Other regional meetings were held at the home office in Ashland, Philadelphia, Pa., and 


Denver, Colo. 
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HA Photo Angles 




















A series of coast-to-coast 
sales meetings launched 
the new Disston chain saw, 
DA-211, manufactured by 
Henry Disston & Sons, 
Tacony, Philadelphia, Pa. 
The campaign was drama- 
tized by this paste-up of 
magazine covers featuring 
the new saw. 








a report in pictures of people and 
events in the hardware trade 











_=OR YOUR MONEY 


POT qa OR 





esas 


A series of 19 regional group meet- 
ings were held recently by American 
Hardware Supply Co., 41 Terminal 
Way, Pittsburgh, Pa., dealer-owned 
wholesaler. Purpose of the meetings 
was to bring member dealers in 
closer contact with their own whole- 
sale company, and to present the 
story of a manufacturer represented 
by the firm. This photo was taken 
at the Wilmington, Ohio, meeting. 
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Winter promotion, merchandising 
and advertising plans were demon- 
strated for Eureka vacuum cleaner 
dealers in the New York and Chi- 
cago area by A. L. McCarthy, ex- 
ecutive vice-president of the Eureka 
Div., Eureka Williams Corp., Bloom- 
ington, Ill. Promotion will be built 
entirely around the cleaner’s dirt 
removing qualities 





John S. Morrison, sales manager of 
National Can Corp., Housewares 
Div., 110 E. 42 St., New York, N. Y., 
receives an award for the Gingham 
Garden promotional campaign from 
the First Advertising Agency Group. 
Left to right are W. Arthur Lee and 
Stanley Carr, both of Lee Stockman, 
Inc.; Mr. Morrison, and John S. 
Baker, general sales manager of Na- 
tional Can Corp. 
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(Continued from page 14) 
board” controls on all elements of 
the economy the association said 
retailers were caught in a squeeze 
under CPR 7, as wages, freight 
and other costs had not been con- 
trolled. 

Need for more flexibility in the 
order was stressed in urging re- 
lief provisions by which retailers 
could realize normal profits. It was 
estimated that 1951 profits would 
amount to 1.9 cents per sales dol- 
lar, compared with 5 cents in 1950. 
It was held that OPS regulations 
were primarily responsible for the 
drop. 


November Sales Slightly 
Under Seasonal Rate 


There was a $577 million drop 
in retail sales in November from 
October, bringing the volume of 
November down to $12,610 mil- 
lion, about 6 pct above November, 
1950. Sales failed by about 1 pct 
in achieving a normal seasonal 
movement from October. 

The largest part of the Novem- 
ber decline was accounted for by 
durable goods stores. Sales of the 
hard items amounted to $3,975 mil- 
lion in November, compared with 
$4,457 million in October. The 
largest declines were made by au- 
tomotive, building materials and 
hardware and “all other” groups. 

General merchandise stores 
showed a $148 million gain in vol- 
ume while sales of other retail 
establishments changed little. 

Soft goods volume dropped $95 
million to a total of $8,635 million 
in November. 


Dealers Got 4,000,000 
TV Sets in 10 Months 


Television sets sold to dealers 
in the first 10 months of this year 
numbered 4,005,741, reported the 
Radio-Television Manufacturers 
Association. October shipments to 
dealers amounted to 634,117 re- 
ceivers, compared with an esti- 
mated 626,793 in September. 
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The Business Outlook—Markets and Price News 


Mark-downs Feature 


Mail Order Catalogs 


Sears, Roebuck & Co. lists price 
reductions on more than _ 6,000 
items in its 412-page midwinter 
catalog which it has mailed out 
to over 7 million customers. The 
book contains 144 pages more 
than the 1950 edition. 

The book contains many more 
appliance items than it did a year 
ago. The largest dollar cut was 
on an 1l-cubic foot refrigerator, 
reduced from $262.75 to $212.75. 
Prices of home, freezers, radios, 
kitchen ranges and phonographs 
were also cut. A 17-inch screen 
television set was cut to $159.95. 

There were reductions in tire 
prices ranging from 80 cents to 
$2.30 from last fall’s prices. The 
former $1 trade-in offer for old 
batteries when applied to the pur- 
chase of a new one was increased 
$1.50. 

Montgomery Ward has a 184- 
page book, as against a 132-page 
mid-winter catalog a year ago. It 
contains what was described as the 
sharpest markdowns ever made 
in a midwinter book. 


Cost-of-Living Index 
Reaches New Level 


A new high in the cost-of-living 
index was announced by the 
Bureau of Labor Statistics. The 
new index is 188.6 pct of the 
1935-1939 base level and is 10.8 
pet over the level of June, 1950, 
when hostilities broke out in 
Korea. 

The higher index resulted in 
an automatic wage increase of 
4 cents an hour for 1,250,000 rail- 
road workers whose wage scales 
are tied to the index. It is esti- 
mated this will cost the railroads 
an extra $120 million a year. 

The bureau said rising costs of 
miscellaneous goods and services 
and higher prices for fresh fruits 
and vegetables were largely re- 
sponsible for the latest increase. 








Red Devil Reduces 
Prices on Polishers 


Reductions of up to 30 pct on 
the three most popular Red Devil 
Floor Conditioning Machines have 
been announced by the manufac- 
turer, Red Devil Tools, Irvington, 
N.. J. 

The retail price of the FP-23, 
has been reduced from $34.95 to 
$24.95; the FP-11 Heavy Duty 
Rental and Household Floor 
Polisher from $106 to $99.75 (net 
cost to dealer) and the No. 444 
Floor Sander from $313.50 to 
$299.75 (net cost to dealer). 


Prices Rolled Back on 


Century Drill Bits 


Century Drill & Tool Works, 
manufacturers of drill bits and 
auger bits announced a roll-back, 
effective Dec. 17, to prices in ef- 
fect prior to Sept. 6, 1951, in com- 
pliance with CPR No. 30. 

Century announced that the 
price reduction amounts to about 
5 pet and covers all items in the 
Century line with the exception 
of Pilfer-proof display case, Pent- 
house display case, chrome alloy 
wood bits and sets and spring 
twist masonry drills and _ sets, 
which were not affected by the 
Sept. 6 price increase. 


Broom Prices to Rise 
5-8% This Month 


An increase in the price of 
broomcorn brooms ranging from 
5 to 8 pet, effective in January, 
has been announced by R. R. 
Thompson, president of the Broom 
Manufacturers Association. The 
new prices range from $1.39 to 


$2.39. 
Mr. Thompson forecast that re- 
tail broom sales in 1952 may 


touch approximately $85 million, 
a $10 million increase over the 
volume two years ago. He hoped 
that a large broomcorn crop this 
year would bring a price reduc- 
tion from record levels of $600 a 
ton. 


Crosley Lowers Prices 
On TV Consoles 


Crosley Division of Avco Mfg. 
Corp. announced reductions of 
from $20 to $60 on 16, 17 and 20- 
inch Crosley television console 
receiving sets on Dec. 26. Sales 
officials said that while the present 
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SHARON HAS SHIPPED ITS 





ONE - MILLIONTH 


ASSORTMENT 





PROOF POSITIVE 


THAT SHARON 
REFILLABLE ASSORTMENTS 
TURN LOSSES ON DIME 


SALES INTO PROFITS 


Shavot Bol an f Serta Lo. 





BOSTON 10, MASS. 













No. C-1458 
Chrome plated. 
With square 
nuts. For 
later model 








™ 
Sharou 


prevailing on Sept. 12, 1951, it 
actually represents a reduction of 
from $140 to $190 from the prices 
set when these models were origi- 


range is from $229.95 to $369.95, 
as compared with $279.95 to 
$399.95. 


Sees Business Volume 
Holding Up Well 


Business volume, at least in the 
first half of 1952, will be well sus- 
tained, it was forecast by mem- 
bers of the Association of Consult- 
ing Engineers. However, the group 
warned that increasing pressure 
for wage increases and the failure 
of economic controls to prevent 
price increases and_ generally 
mounting costs would mar the 
business picture. 

Some of the members felt that 
marketing difficulties were ahead 
for producers of some civilian 
goods. 
business would be good in 1952 
but that rising taxes and costs 
would force a drop in corporate 
profits from recent levels. 

Many of the consultants held 
that dangers must be recognized 
in an economy that has been sus- 
tained for virtually a decade by 
a series of artificial stimulants 
but few felt that there would be 
sufficient change in world affairs 
early in 1952 to alter materially 
the pattern of prosperity based on 


ance. 


Big Increase in Number 
Of Oil Burners Shipped 


October factory shipments of 





LICENSE 
PLATE 
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No. 012558 
Rust-proof. 
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cars 
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Shavow Boil and Scoreu! Lo. 
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oil burners amounted to 92,690 
units, compared with 75,421 units 
in the previous month, a 23 pct 
increase, the Census Bureau re- 
ported. 

The increase was said to be in 
line with a general rise in demand 
for all types of non-electric heat- 
ing and cooking equipment. The 


nally introduced. The new price | 


They also believed that | 


reduction was based on the prices | 


| 





worldwide suspicion and disturb- | 





gain was almost entirely in resi- 
dential type burners. 
| 
| 


Refrigerator, Range | 
Shipments Much Lower | 
| 


Factory sales of household re- 
frigerators in October amounted 
to 209,263 units, as against 420,431 
in the same month a year ago, re- 
ported the National Electrical 











Make this a 
PEERLESS 


Year 





with 
PEERLESS 
Super Value 


FREEZERS 


Famous triple-action freezing for 
fast, easy operation and fine 
textured, delicious homemade 
ice cream. Quality constructed 
thruout. Totally enclosed, easy- 
running gears. Streamlined de- 
sign. A durable freezer and a 
super value for stepping up your 
sales in '52. Write for complete 
information. 


Household Sizes: 
Hotel Sizes: 


2 to 10 Ots. 
12 to 20 Ots. 


Features: 


GEARLESS CAN TOP 
Pa TALL CAN 


NX 


DASHER WITH 
ADJUSTABLE SCRAPERS GEAR FRAME 
GEARS INCLOSED 
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DEEPER TUB 
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STEEL CAN BOTTOM’ — 


The PEERLESS FREEZER CO. 


WINCHENDON, MASS. 
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Manufacturers Association. Sales 
for the first 10 months of 1951 
totaled 3,418,601, compared with 
5,043,110 in the corresponding pe- 
riod in 1950. 

October factory sales of electric 
ranges amounted to 110,203 units, 
as against 130,452 in the previous 
year. For the first 10 months of 
1950 the total was 1,093,030, as 
against 1,348,638 in the same 1950 
period. 


Expect Good Buying 
On Floor Coverings 


Optimism is being expressed in 
the hard surface floor covering 
trade over the outlook for 1952, 
with considerable activity fore- 
cast in January home furnishing 
markets. Heavy purchases by 
dealers are anticipated. 

Stocks of linoleum, felt base 
and vinyl floor coverings are said 
to be comparatively low at both 
the wholesale and retail level. It 
is reported that there are only a 
few instances where merchandise 
now on hand must be moved be- 
fore new stocks are acquired. 

The hard surface floor covering 
industry is in a good position be- 
cause it was né6t affected by the 
scare buying which took place in 
1950 and 1951 and thus escaped 
the buying recession which re- 
sulted. A fairly normal sales pat- 
tern was followed both at the mill 
and retail level. 

It was undetermined whether 
the rest of the hard surface in- 
dustry would follow the action of 
Armstrong Cork Co. in boosting 
prices. The Armstrong boost 
ranged from 11% to 6 pet. 


Residential Building 
Dropped in November 


Residential building awards in 
the 37 states east of the Rockies 
in November were $327,706,000, or 
22 pet lower than October and 25 
pet behind November a year ago, 
according to the F. W. Dodge 
Corp. 

With still one more month’s con- 
struction awards to be tallied, the 
year 1951 topped the previous rec- 
ord 12-month total set in 1950 by 
nearly $16 million. 

The first 11 months of 1951 
had construction contract awards 
reaching $14,516,792,000. The en- 
tine year of 1950 totaled $14,501,- 
055,000. 
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Cordiner Estimates G.E. Appliance Output 
Will Be 75% of Last Year's Production 


General Electric anticipates that 
its production of appliances in 
1952 will be at a rate of about 
75 pet of the 1951 level, according 
to company officials at a year-end 
press conference. This was based 
on the assumption that steel will 
be available in adequate quanti- 
ties in the third and fourth 
quarters. 

Ralph J. Cordiner, president, 
said that such a percentage of 
consumer goods in relation to 1951 
volume would only be possible be- 
cause GE has been substituting 
other materials for metals in criti- 
cal supply. 

He made special note of the 
widespread use of aluminum for 


copper. So satisfactory has been 
this replacement of copper, it was 
stated, that GE does not plan to 
return to copper when supply of 
the metal is eased, so far as many 
items are concerned. 

Defense production, which has 
represented about 20 to 25 pct of 
General Electric’s output, is ex- 
pected to rise to 30 to 35 pct in 
1952. 

Mr. Cordiner predicted that all 
consumer goods would be on allo- 
cation by next May, except tele- 
vision receivers. He said that re- 
tail sales of the company’s appli- 
ances have been outstripping pro- 
duction recently. 





TV, Radio to Be Hit 
Hardest in First Half 


It is probable that the elec- 
tronics industry as a whole will 
produce between 4,000,000 and 
4,500,000 television receivers and 
9,000,000 to 10,000,000 radio sets 
and radio-phonograph combina- 
tions in 1952, Frank M. Folsom, 
president of Radio Corporation of 
America, said in a year-end state- 
ment. 

There were about 5,000,000 tele- 
vision receivers built in 1951 and 
output of radios amounted to ap- 
proximately 12,000,000 sets. 

“The limiting factor in domestic 
production will be, of course, the 
availability of raw materials and 
component parts. Curtailment of 
supplies for non-military produc- 
tion is expected to be felt most 
during the first half of 1952. This 
condition may improve to some ex- 
tent in the second half, as the ex- 
panded production of suppliers 
begins to reach manufacturers,” 
Mr. Folsom stated. 


Crosley Again Offers 


Exclusive Franchises 


A return by the Crosley divi- 
sion of Avco Mfg. Corp. to the ex- 
elusive dealer-franchise policy 
which was general in the radio 
and appliance industry before 
World War II was disclosed by 
Lloyd Dopkins, general manager 
of the Crosley Distributing Corp., 
factory branch organization which 
handles national distribution. 

He said that resumption of the 
old system of exclusive dealer 


franchise was the only sure way 
to eliminate unworkably heavy in- 
ventories and financial losses in- 
curred recently by the television 
and appliance industry. 

Mr. Dopkins stated that Crosley 
will offer special promotional and 
merchandising aids in return for 
willingness of dealers to handle 
its appliances and television re- 
ceivers on an exclusive basis. 

He said that dealers would be 
guaranteed against indiscriminate 
granting of franchises, which had 
been a difficulty of the pre-war 
appliance merchandising situa- 
tion. 

Rather than looking for new 
dealers, he explained that Avco 
is concentrating efforts on induc- 
ing present retailers to drop com- 
peting appliance and television 
lines. Where dealers cannot be 
sold on exclusive franchises they 
are being urged to shorten their 
lines as much as possible. 


Steel Output Reaches 
Record at Year's End 


Steel production set a new all- 
time high in the week ended Dec. 
22. The American Iron & Steel In- 
stitute reported that plant opera- 
tions were scheduled at 104.9 pct 
of theoretical capacity, a rise of 
0.8 of a point. In November the 
industry operated at 103.7 pct of 
capacity and produced 2,073,000 
tons of steel. A year earlier, opera- 
tions were at 100.8 pct and pro- 
duction amounted to 1,944,200 
tons. Shipments to consumers dur- 
ing the first 10 months of this year 
were up more than 10 pct over all 
1950. 
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Greatest Sales Potential for Electrical 


Equipment Now Found in the Rural Market 


About 1,900,000 new customers 
were added to the lines of the 
electric utilities in 1951, George 
M. Gadsby, president of the Edi- 
son Electric Institute, said in a 
review of the industry’s operations 
during the year. This brought the 
total to 46,900,000 customers. 

He reported that electric service 
is now available to about 97 pct 
of all occupied urban and rural 
homes in the nation. The prospect, 
Mr. Gadsby said, is for a drop in 
the number of new customers 
added in 1952, the total for 1951 
being somewhat less than the 1950 
record of over 2,100,000. 

At the end of 1951 about 700,000 


farms out of a total of 5,384,000 
farms, occupied and unoccupied, 
were without electric service, it 
was stated. Of this number about 
450,000 were occupied, of which 
about 150,000 have _ electricity 
available but are not yet taking 
service. 

“Emphasis in farm electrifica- 
tion is shifting from the almost 





completed area coverage by power | 


lines, to more intensive develop- 
ment of equipment and methods 
which will enable the farmer to 
make more profitable use of the 
electric service at his disposal,” 
he added. 





Biggest Campaign on 
Jet 99 Vacuum Cleaner 


The advertising and promotion 
campaign to be used to introduce 
the Universal Jet 99 vacuum 
cleaner will be the biggest and 
most powerful one ever used in 
the industry, according to Land- 
ers, Frary & Clark. 

Over $1,000,000 plus coopera- 
tive advertising is slated for co- 
ordinated magazine, outdoor bill- 
board and trade publications in 
1952. : 

A retail merchandising plan in- 
cludes methods of merchandising 
the Jet 99, demonstration tech- 
niques including a 10-second, 5- 
minute and complete home demon- 
stration; effective ways to adver- 
tise the cleaner, sales promotion 
plans, “How to Use the User; How 
to create extra cleaner sales, the 
hiring and training of salesmen, 
a complete Jet 99 sales training 
file, and how to handle Jet 99 
trade-in sales. 


Marshall Field Expands 
Mail Order Business 


Marshall Field & Co., big Chi- 
cago department store, is planning 
an expansion of its mail order 
business. The company’s mail or- 
der volume now amounts to about 
$6 million annually and the store 
issues catalogs several times a 
year. 

Prospects are that the company 
was able to break about even on 
its mail order operation in 1951 
after operating at a deficit for the 
past three years and the possi- 
bility was said to be good that the 
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division would show a profit for 
1952. 
The store’s mail order business 


now accounts for only a fraction | 


of total volume but the possibility 
was seen that it may amount to as 


much as 10 pct of sales within the | 
next decade. The company is said | 


to be considering building new 
facilities to house its mail order 
operations. 


Home Workshop Tool 
Supply Will Be Cut 


The $100,000,000-a-year porta- 
ble power tool industry will ex- 
pand at least 50 pct in the next 
three years, predicts Paul Watts, 
vice president in charge of sales 
for Skilsaw, Inc. 

The defense market, both direct 


and indirect, will more than off- | 


set any decline in the building in- 


dustry, a large user of portable | 


power tools, he added. 


Production of home workshop | 
tools, which make up between 50 | 


and 60 pct of the industry’s total 
output, will be curtailed by gov- 
ernment restrictions during 1952, 
despite a record demand, Mr. 
Watts said. 

On Skilsaw’s near-term outlook, 
Watts said he expects 1952 sales 
of the company to be up at least 
10 to 15 pet over 1951 volume. 
Basing his prediction on prospects 
for more liberal supplies of ma- 
terials during the last half of the 
year, Watts said the 1952 increase 
will be concentrated principally 
in industrial too] markets. 

Skilsaw’s sales held firm through 
1951 despite shortages of ma- 
terials which prevented the fill- 
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Heat-Timer thermostatic 
steam radiator valves, replacing ordinary 
valves, assure the exact temperature wanted 
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| crease, 


ing of many orders on hand, he 


said. Dollar volume was slightly | 
| ahead of 1950, levels, he added. 


Materials were in good supply | 


until the last four months of the 


year, when shortages began to re- | 


tard, production, Watts said. 


More Paint Being Sold 
For Home Redecoration 


Increased sales for the paint | 


industry in 1952 was forecast by 
Douglas C. Arnold, president of 
the Keystone Paint & Varnish 
Corp., Brooklyn, N. Y. The in- 
he said, will be “due to 


| the elimination of the shortages 


&-Z CUP HOOKS. 


Smartly Styled! Well-Shaped! 
Keep a good stock on hand—customers buy 
em in dozens for kitchens, closets, curtains, 
bathrooms! Durable zine alloy in nickel and 
brass finish. Packed one gross to a box. 

Have you an ample stock of GRC Wing 
Nuts? Fast-sellers because GRC’s special 
facilities turn them out at a lower price! 

Jobbers: Write today for samples and 

catalog sheets. GRC informative catalog 
sheets show clear prices—c/ear discounts! 
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| odorless 


in many materials and the greater 
acceptance of the newly developed 
paints.” 

He estimated Keystone sales in 
1951 at 11 pct above the 1950 
dollar level, which is slightly 


| ahead of the trend within the in- 


dustry generally. This Mr. Arnold 


| attributed to increased output of 
| the company’s paints in odorless 
| finishes. 


Mr. 
1951 new construction restrictions 
resulted in an increasing amount 
of redecoration throughout the 
country which brought about a 
greater demand for paints for 
this type of work. He stated that 
75 pet of the company’s output is 
currently being used for redecor- 
ation of homes, apartment houses, 


Arnold noted that during | 


hotels and other business estab- | 


lishments. The other 25 pct is 
being used in new construction 
work. 


“As far as materials are con- 
cerned, the outlook is good,” he 
continued. 
oils have been, available in past 
months and assurances have been 
received that they will continue 
to be plentiful.” 


Bigger Allotment of 
Lead This Month 


Domestic users of refined lead | 
are receiving larger NPA alloca- | 


tions for January than in recent 


months, according to trade 
sources. 
January tonnage, it is esti- 


mated, will be between 40,000 and 
42,000, and will make the Janu- 
ary allocation 10,000 to 12,000 
tons more than domestic alloca- 
tions for December, which in- 


| cluded 10,000 tons from the stock- 


pile. 


“Enough pigments and | 











MEET HANSER'’S HUSTLERS! 


35 top-notch salesmen econcen- 
trated in a rich sales territory 
- 35 result-producers work- 
ing directly for you, giving you 
Complete Coverage in: 
NEW ENGLAND STATES; NEW 
YORK (Incl. Metropolitan area); 
NEW JERSEY; PENNSYL VANIA: 
MARYLAND (thru to © ‘ape Charles, 
Va.); DELAWARE; DIST. OF 
COLUMBIA (Incl. Alexandria and 
Arlington, Va.) 


The HARRY HANSER 
ORGANIZATION 
Manufacturers Representatives 
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SUNSHINE 
FRENCH PROCESS 
CHAMOIS 


@ EASIER TO Use 
@LASTS LONGER 
@CLEANS BETTER 
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CHROME 
BRASS PIPES 
V/g"" to 4" sizes 
BRASS TUBING 
Wg", 14", 136", IA" O.D. 


PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, ‘ 











Slides Paint Off 
Like Butter! 


| 


Bull Dog Cream Remover * Cannot 
Scorch, Burn or Damage the Surface 

Write for full information, price list. 
GILLESPIE VARNISH CO., 131 Dey St., Jersey City, N. J. 














Gripper. Clips| 


one ered U. S. Pat. Office 


Small and large 
sizes for holding 
tools, garden im- 
plements, 
kitchen utensils, 
ete. Black finish 
Packed on cards 
6 doz. to a box. 
Units (2 doz. 
large and 1 doz 
small.) Retails at 
10¢ each. Circu- 
lars on request. 


° GIBSON GOOD TOOLS, INC. e 
Box 26B Orange, Mass., U.S.A. 














A DIFFERENT 
Wood Joint 
TIGHTENER 


CHAIR-LOC 
LIQUID."*SWELLS 
wood joints 
TIGHT.” For Fur- 
niture, Tool Han- 
dles. Many other 
uses. Doz. in at- 
tractive display. 


THE CHAIR-LOC CO., Lakehurst, N. J. 
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Write your wholesaler for a free sample. 
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Gas Appliance Industry Suffered Slump in ‘51 
Due to Heavy Stocks, Taxes and Credit Control 


Heavy inventories of gas ap- 
pliances at the beginning of 1951, 
following record sales in 1950 
caused by the post-Korean buying 
sprees were among the reasons 
for the buying apathy that affected 
sales of gas appliances and other 
goods in the summer of 1951, said 
George F. Mitchell, president of 
the American Gas Association, in 
a review of the gas industry for 
1951. Other factors in the buying 
slump were listed by Mr. Mitchell 
as credit restrictions, a decline in 
new construction, higher taxes and 
higher living costs. 

Gas range sales in 1951 totaled 
about 2.4 million units, compared 
with an all-time high of 3,023,000 
sold in 1950. About 1,930,000 of 
these ranges were installed on city 
gas mains with the balance going 


to the LP-Gas market. 

Sales of automatic gas water 
heaters aggregated 2 million units, 
against a record total of 2,363,000 
units in 1950. About 1,740,000 of 


these water heaters were installed 


on gas utility lines. 
Sales of central heating units 


in 1951 totaled 610,000 units, com- | 
pared with the all-time record of | 
1,016,000 units in 1950. Mr. Mitch- | 


ell said that gas refrigerators, like 
competitive appliances, “ 
a downtrend in sales last year, al- 
though sales of some models of 
gas refrigerators exceeded the ex- 
pectations of the manufacturer.” 


suffered | 


He also reported a substantial | 


increase in sales of the newer ap- 
pliances, such as gas incinerators, 
gas laundry dryers and gas all- 
year air conditioning equipment. 





Two Refrigerators for 
Every Home Advocated 


Noting that the sale of 3.5 mil- 
lion refrigerators in 1951 means 
that 90 pct of the nation’s homes 
now have automatic refrigeration, 
W. Paul Jones, president of Ser- 
vel, Inc., said in a year-end state- 
ment that “this focuses the indus- 
try’s attention upon finding the 
best possible means of developing 
the replacement market.” 

He urges a sales program with 
the theme of “making the two- 
refrigerator household as familiar 
as the two-car garage, or more so.” 

“The second refrigerator would, 
of course, be greatly different in 
design, shape and size from the 
standard kitchen type model,” he 
said. “It would make special pro- 
vision for the many items which 
are not actually table foods but 
which nevertheless must be kept 
in a refrigerator. It is these non- 
table items which do much toward 
‘crowding’ a kitchen refrigerator.” 


Fall in Temperatures 
Cut Employment Rolls 


Total civilian employment 
dropped by half a million between 
October and November with the 
usual fall curtailment in farm work 
and other outdoor activities. 

The estimate for the week end- 
ing Nov. 10 was 61,336,000, as com- 
pared with 61,836,000 for the Octo- 
ber survey week, according to the 
latest Census Bureau figures. 
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Nonagricultural employment, es- 
timated at 54,314,000 in November, 
was virtually unchanged from the 
preceding month, despite a fairly 
sharp drop in the number of men 
working at construction jobs. 

Despite a slight rise in unem- 


ployment in November, it was still 


about one-half million under the 


level of a year ago. 


Stromberg Brings Out 
24-Inch Tube Sets 


Stromberg-Carlson Co. has in- 
troduced two new 24-inch picture 
tube television consoles. The New- 
castle, in conservative traditional 
styling, is priced at $725 and the 
Cathay, indentical in electronic 
and mechanical design, hand-dec- 
orated in classic Chinese tradi- 
tion, is listed at $795. 


Myers Pump Booklet 
Distributed in Schools 


The F. E. Myers & Bro. Co., 
Ashland, O., has now distributed 
nearly 1,000,000 copies of its book, 
“Water—Giver of Life.” 

The book, prepared through the 
cooperation of the National As- 
sociation of Domestic and Farm 
Pump Manufacturers tells a fas- 
cinating story of man’s attempts 
to procure water down through 
history. 

Heaviest distribution has been 
in schools, on a free basis. Myers 
also furnish teachers with a 

















all-purpose 
LIGHT COLORED 
Lubricating Stick, for 


Office Files Window Slides 
Drawer Slides Bicycle Chains 
Sliding Doors Automobile Squeaks 


Door Jambs and Latches 
CLEAN. No messy fluids. No messy hands. Will 
not mar or stain wood, plastic or metal surfaces. 
EASY TO USE. just rub it on. Prevents wear 
from friction. 
Bright colored Display Case, holding 12 sticks, 
for either counter display or hanging dispenser 


SOLD THROUGH JOBBERS 


Decto Products Co 
SALEM 5 MASS 


Makers also of DECTO-STICK, which Fills and 
Colors NICKS, DENTS and GOUGES in natural 
finished or stained woodwork, leather or plastics. 
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Teacher’s Manual to be used in 
conducting class work on the 
book. 

It is also available to Myers 
dealers and distributors for their 
own use with their imprint for 
l¢ each postpaid. 


Electric Goods Sales 
Rose 9% in October 


October sales of electrical goods 
wholesalers, all classes of houses 
combined, increased 9 pct over 
September but dropped 1 pct be- 
low the October 1950 sales level, 
reported the Census Bureau. Sales 
for the first 10 months of 1951 
showed a 9 pct rise over the same 
1950 period. 

All classes of houses showed 
sales increases over the previous 
month of 6 to 13 pct, with wiring 
supplies and construction materi- 
als distributors showing the prin- 
ciple increases. While appliances 
and specialties wholesalers drop- 
ped 24 pct under their October 
1950 sales level, full-line whole- 
salers and wiring supplies and 
construction materials dealers in- 
dicated gains of 6 and 10 pet, 
respectively. 

As of Oct. 31, inventories of 
electrical goods wholesalers were 
5 pet under September. However, 
they were 88 pct higher than the 
dollar value of stocks on hand a 
year earlier. At the current rate 
of sales, stocks on hand repre- 
sented approximately 60 days’ 
business, seven days’ less than the 
Sept. 30 level but 28 days more 
than reported for Oct. 31, 1950. 

Retail radio and appliance deal- 
ers had sales of $261 million in 
October, it was estimated, a rise 
of $16 million over September but 
$78 million less than in October, 
1950. 


Says U.S. Has More 
Rubber Than It Can Use 


The aggregate of natural and 
synthetic rubber available to the 
United States will exceed our abil- 
ity to consume it, according to 
H. E. Humphreys, Jr., president of 
the U. S. Rubber Co. 

He stated that certain kinds of 
synthetic rubber are already in sur- 
plus supply and the government 
plans to sell it to foreign consum- 
ers. There is also a glut of natural 
latex, he said. 

Civilian tire sales for the vear 
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Plant Expansion and Home Improvement Points 
To Better Paint Business This Year 


There are several favorable fac- 
tors which should lead to another 
record breaking year in the paint, 
varnish and lacquer’ industry, 
Joseph F. Battley, president of the 
National Paint, Varnish and Lac- 
quer Association said in a year- 
end statement. 

“Restrictions on plant expan- 
sion due to the steel shortage will 
make proper maintenance more 
imperative than ever before and 
paint is essential for protection as 
well as for improved morale and 
increased production,” he added. 


“Fewer new homes will be built 
which add emphasis to improving 
existing homes and that means 
more paint sales. Military demands 
for paints and industrial product 
finishes will be higher than ever 
before. 

“Shortages in certain essential 
materials used in the making of 
paints have been overcome by new 
formulations and expansion in the 
chemical industry will tend to re- 
lieve the situation during the com- 
ing year.” 





are expected to total 88 million 
units compared with 83 million in 
1951. 

Belting, hose and other indus- 
trial products will continue in 
strong demand in line with the gen- 
eral high level of industrial ac- 
tivity. 

Waterproof footwear sales, which 
have increased during the past two 
years, are expected to continue at 
approximately the same rate. 


3.6 Million Picture Tubes 
Made in Ten Months 


Sales of television picture tubes 
to receiver manufacturers 
amounted to 3,601,809 units, val- 
ued at $88,241,336 in the first 10 
months of 1951, the Radio-Tele- 
vision Manufacturers Association 
reported. In the same 1950 period 
sales totaled 5,934,391 units, val- 
ued at $153,773,414. 

October sales totaled 455,636 
tubes as against 294,951 units in 
September. 


Sees Radio, TV Trade 
In Better Balance 


“With inventories of television 
and radio sets in the hands of the 
trade rapidly diminishing, a much 
healthier situation will prevail,” 
according to Benjamin Abrams, 
president of Emerson Radio & 
Phonograph Corp. 

In a year-end statement, Mr. 
Abrams said, “Dealers, distrib- 
utors and manufacturers will at- 
tain greater liquidity, the lack of 
which was most disturbing during 
1951. I am convinced that all tele- 
vision and radio sets produced in 
1952 under the strict allocation 
program will find a ready market.” 


G.E. to Promote Line of 
Room Air Conditioners 


Room air conditioners will be 
marketed by General Electric Co. on 
a nationwide basis in 1952, an- 
nounced Harold B. Donley, manager 
of marketing of the company’s Air 
Conditioning Division. The line in- 
cludes 1%4-ton and 34-ton window sill 
models. Mr. Donley said design and 
promotion have been concentrated 
on these two popular sizes in order 
to focus dealer sales effort on 90 pct 
of the potential market. 

He said that the new room air 
conditioners would be distributed 
through approximately 75 recog- 
nized appliance wholesalers and in 
turn by their dealers on a selective 
franchise basis. The company will 
support the sale effort with strong 
national advertising supplemented 
by a local cooperative plan and an 
extensive assortment of promotion 
materials. The program will be pre- 
sented at a series of dealer sales 
meetings early in 1952. 

Mr. Donley, enthusiastic about 
the outlook for future growth in the 
room air conditioner field, said they 
provide an exceptional opportunity 
for dealers to make money during 
the usual seasonal lull. 


Devoe & Raynolds Sales 
Record Set in November 


Devoe & Raynolds Co., Inc. anti- 
cipates in 1952 a business volume 
comparable to the 1951 record high, 
William C. Dabney, president of the 
paint manufacturing company, told 
a sales conference in New York. He 
disclosed that gross sales for the 
fiscal year ended Nov. 30 had 
touched a “record volume, slightly 


* higher than 1950,” when the total 


was $47,233,418. 
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Little Red 


Lantern 
That Burns 


12 Hours 





EMERGENCIES 
D RECREATION 
Dependable Standby Light 
ORITE STORE 





Perfectly Safe. 
see iT AT YOUR FAV 


n.Y 
z COMPANY syracuse 1 










nt piet 


Tens of millions of customers 
are seeing above Comet adver- 
tising in national magazines. 


or BIG TURNOVER 
DISPLAY THE COMET 


Write your jobber for discounts 
Write us for FREE sales helps 


EST. 


BS syracuse 1, nN. vy. 











YOU SHOULD STOCK 
CHICAGO “Safety Plus” Screws 


@CAP AND SET SCREWS 
© SOCKET SCREWS 
e TAPER PINS e NUTS @ STUDS 
@ They're Quality Made to be Trouble Free 
© They're better packaged for easier stock 
room service 
@ They’re a greater profit line for you to 
feature for replacement in ALL fields of 
manufacture 
Ask for CHICAGO and get “Safety Plus” from 
your HARDWARE DISTRIBUTOR today. 


CHICAGO SCREW COMPANY 


2509 Washington Blvd. * Bellwood, lil 
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Private Housing Total 
Dropped 36% in 1951 


Contract awards for heavy con- 
struction for 51 weeks this year 
totaled $13,431,900,000, a 10 pct 
rise over the total for the same peri- 
od last year, Engineering News- 
Record reported. 

Industrial contracts, amounting 
to $4,072,600,000, were up 145 pct 
over a year ago. 

Private housing for the period 

















amounted to $1,985,300,000, a 36 
pet drop from a year ago. 

In the week ended Dec. 17, con- 
tract awards for heavy construc- 
tion were 47 pct below the average 
week to date. Dollar totals, 
amounting to $139 million were 
down 28 pct from the preceding 
week. Industrial building topped 
all other categories, amounting to 
$27.9 million. The total for pri- 
vate housing was $23.7 million. 


Fasco Makes 5-Year 


Guarantee on Fans 


Fasco Industries, Inc., Roch- 
ester, N. Y., manufacturers of 
fans and ventilators, have an- 
nounced a 5-year guarantee on six 
fans of its “deluxe” line. 

New “Fact Tags” for the mer- 
chandise contain the company’s 
guarantee and a detachable, busi- | 
ness-reply postcard on which the 
purchaser records model number. 
date of purchase, dealer and his | 
own address. These cards will be 
kept permanently in the manufac- 
turers’ files. 

Promotional plans for the new 
guarantee include trade advertis- 
ing, catalog folders, stuffers and 
two new displays. 


Enough TV's in Stock 
For Two Months’ Sales 


Barring the sharp upturn in 
television production in early fall, | 
manufacture has leveled off at | 
“approximately 400,000 units per | 
month, which is about the indus- | 
try’s capacity under present con- | 
ditions,” Ross D. Siragusa, presi- | 
dent of Admiral Corp., said in | 
addressing the American Bankers | 
Association Credit Conference in | 
Chicago. 

Inventories, he stated, currently | 
represent a little more than two 
months’ sales at present rate of | 
turnover, which he termed a satis- 
factory relationship. 

Mr. Siragusa predicted 








that 











ARMSTRONG BROS. 


Better PIPE_TOOLS 










Reversible Ratchet STOCKS 
and Adjustable DIES 


Exceptionally convenient where space is 
limited, this stock simplifies pipe threading 
close to walls, in corners and wherever oper- 
ating room is restricted. With adjustable dies 
(cut exact, over or under size threads) it is 
an ideal tool where valves and fittings are 
being installed or maintained. 

“ARMSTRONG BROS,” Adjustable Dies are 
of special Vanadium Tool Steel, have “backed- 
off” teeth, correct cutting angle, ample chip 
clearance and correct’ throat 
angle. They start and cut ecusily. 
hold their sharpness and “spin” 
off pipe without jamming or 
tearing threads. 


RMSTRONG BROS. TOOL CO. 


“The Teel Holder People’ 
W. ARMSTRONG AVENUE + CHICAGO 30, ILL. 








WE FORM WIRE 
INTO COMPLEX SHAPES 


which are far less costly than 


the machined parts they replace. 
They can also be stronger and 
longer lasting. Wire forms have 
often saved production sched- 


ules from threatened disruption. 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


BROOKS # HOOKS 
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within the next ten years 95 pct of 
American homes will have tele- 
vision receivers. 

Hugh M. Belville, Jr., director 
of plans and research for the Na- 
tional Broadcasting Co., reported 
that one out of every three fami- 
lies in the United States now has 
a television set. He put the total 
number of receivers installed 
throughout the nation at 14,558,- 
800 sets, as of Nov. 1. 


New Plastic Material 
Resists Corrosives 


A new plastic material, known 
as Boltaron 6200, is being pro- 
duced in Lawrence, Mass., by 
Bolta Products, Inc. It weighs 
about one-sixth as much as stain- 
less steel and is said to have far 
greater corrosion resistance. 
There are said to be many appli- 
cations for the material, including 
chemical and waste disposal pipe 
lines, valve and other pipe fittings, 
tanks and containers. Its uses are 
held to be unlimited due, it is 
claimed, to its ability to withstand 
wear, its resistance to “practically 
all” chemicals, its high tensile 
strength, its light weight, its high- 
impact strength and its abrasion 
resistance. 

It is being distributed in all 
parts of the country by the Indus- 
trial Plastics Division of H. N. 
Hartwell & Son, Inc., Boston, 
Mass., in the form of sheets, rods, 
fabricated parts, fittings and 
molding compounds. 


Dept. Store Sales 
Showed Small Decline 


Department store sales in the 
week ended Dec. 15 showed a 4 
pet drop from the same week in 
1950, the Federal Reserve Board 
reported. Sales were up 1 pct in 
the four week ended Dec. 15 and 
showed a 3 pct gain for the year 
to date. The weekly index, without 
seasonal adjustment, was at 611, 
compared with 550 the week pre- 
vious and 638 in the corresponding 
week last year. 


More Receiving Tubes 
Produced This Year 


Receiving tube sales totaled 
314,932,857 in the first 10 months 
of 1951, reported the Radio-Tele- 
vision Manufacturers Association. 
This compared with 304.910,357 
units sold in the same 1950 period. 
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Purchasing Agents Note Conservative Buying; 
See Less Civilian Goods in First Quarter 


Policy on inventories “is becom- 
ing very conservative” and buy- 
ing policy is still predominantly 
in the 90-day range, according to 
the monthly report of the Business 
Survey Committee of the National 
Association of Purchasing Agents. 

The committee reported that 
new orders in December took a 
sharp drop, as 36 pct of the pur- 
chasing agents taking part in the 
survey reported a decline in back- 
logs. This was the largest number 
since last summer. 

The report noted that increases 
in inventories still occur here and 
there. They were explained as due 
“to reduced production schedules 
and an accelerated delivery move- 
ment from vendors.” 

The scheduling of longer-term 
mill shipments for many consum- 
ers is reduced by the filling in of 
current requirements from more 





Hotpoint to Build New 
$20 Million Plant 


A tract of more than 400 acres 
has been assembled by Hotpoint, 
Inc., at Oaklawn, a Chicago sub- 
urb, for construction of another 
plant at a cost of $20 million, as 
soon as defense restrictions will 
permit. Use of the new plant will 
be determined by status of the 
defense program when it is ready 
for occupancy, John J. Nance, 
president, said. 

It will be designed to provide 
the company additional space for 
refrigeration products ultimately. 


Heavy Power Drain 
Affects Appliances 


Tt is no longer safe to desien an 
electric appliance with assurance 
that it will receive the power for 
which it was built, according to 
J. G. Sola, president of the Sola 
Electric Co., Chicago. who warned 
avpliance manufacturers that “the 
day when vou can count on voltage 
as a fixed factor is over.” 

Overloads on the electrical sys- 
tems of all but the latest dwellings 
have made voltage instability a 
common problem in American 
homes. he said. 

Inefficiencies caused by unrelia- 
ble line voltage are often apparent 
to the user of an appliance, who 
generally puts the blame on the 


plentiful distributors’ stocks, it 
was stated. Purchasing of other 
materials is being restricted by 
uncertainty of future CMP allot- 
ments. 

The purchasing agents were 
reluctant to make long-term fore- 
casts for 1952. The consensus 
was, after considering the hedges 
of possibilities and influences of 
war, peace, Administration poli- 
cies and politics, that civilian pro- 
duction, to which the industrial 
economy is still predominantly 
geared, will be much lower for the 
first quarter than during the 
fourth quarter of 1951. 

Defense production, it was 
added, will show a _ substantial 
rise, but it was. believed that the 
volume cannot be large enough, 
nor spread wide enough, to cover 
the bare spots now developing 
and which are expected to show 
up early in 1952. 


product. He cited these exaraples 
of what happens on account of un- 
stable voltage: 

A 10 pct voltage loss will cause 
a 20 pet reduction in the output of 
a heating appliance near the end 
of a circuit; with the same 19 pct 
drop in voltage, it takes 31.5 pet 
longer to toast a slice of bread; an 
electric roaster takes 28 pct longer 
to reach required cooking tempera- 
ture. 


Factory Output of 
Vacuums Reduced 


Factory sales of standard-size 
household vacuum cleaners in 
November decreased 15.6 pet from 
the number in the _ preceding 
month, according to the Vacuum 
Cleaner Manufacturers’ Associa- 
tion. 

November sales were 17.4 pct 
below the number sold in Novem- 
ber, 1950. 


Fewer Failures in 
Retail Businesses 


Failures in retail trade dropped 
to 56 in the week ended Dec. 20 
from 72 in the previous week, Dun 
& Bradstreet, Inc., reported. 

Retail trade showed the most 
noticeable drop from the same 1950 
week when the total reached 85. 


(Resume reading on page 15) 


HARDWARE AGE, JANUARY 10, 1952 














SAVES FUEL 
USED AS A 


FOR HON 
16 oz. 


80 oz. Si 
SOLD BY LEAt 


THE 


49 Mi 
ONTAI 
(Rees ounces 





HARDWAR 


ocks, it 
f other 
cted by 
P allot- 


Ss were 
m fore- 
nsensus 
hedges 
nces of 
yn poli- 
fan pro- 
dustrial 
linantly 
for the 
ng the 


it was 
stantial 
hat the 
enough, 
oO cover 
eloping 
0 show 


xarmples 
> of un- 


ll cause 
itput of 
the end 


; longer 
2mpera- 


ard-size 
ers. in 
et from 
eceding 
Jacuum 
\ssocia- 


7.4 pet 
Novem- 


lropped 
Dec. 20 
2k, Dun 
d. 

e most 
ne 1950 


“Stanho™ Taper Pins are milled from selected screw stock 
Recently added to the “Stanho” line are Centerless 
Ground Taper Pins—precision made with a total diam- 
eter tolerance of .0005—these are the finest obtainable. 


"ORSE NAIL CORP 


NEW BRIGHTON, PA 











oeqeicaabegl veer PIN - Since 19 


HANGIN C7 pictures, mirrors and 


wall decorations with Moore Pushless 


Picture Hangers is the SAFE way 


Lighter wall decorations are 
easily and quickly secured with 
Moore Push-Pins. 

Nationally Advertised 





are) 


UY 








16 oz. 52¢ 36 oz. 75¢ 
80 oz. Size $1.40 


VES FUEL - REMOVES SOOT ELIMINATES CHIMNEY FIRES 
uses AS & SMOKE PURIFIER SAFE AND EASY TO USE 


FOR HOME USE Just spread o cupful of “SOOTFOE” 
over 





OOTFO 


FOE TO SOOT 


MADE IN CANADA SINCE 1917 


your hot fire once or twice a week. 


ECONOMICAL SIZES 
50 Ib. Drum $14.00 








THE OLD VICTORIAN 


49 Miranda Ave., Toronto 10 
ONTARIO - . 


PRODUCTS 


CANADA 
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“‘THERE’S AN R. MURPHY 
STAY-SHARP KNIFE TOR 
PLEASE EVERY 

CUSTOMER’”’ 









Whether for everyday kitchen or 
tooling needs... for specialized 
trade or precision work—there’s 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That's why you can be sure 
to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 

Order your complete stock now. 
Write for Free catalog showing 

full line. 





MANUAL 
TRAINING 


TESTED 
QUALITY 
FOR OVER 
100 YEARS 








ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS _ 


— Beuttallxe | reviy 


THE SPOT REMOVER FUR FURNITURE POLISH 


“R EV/IVA 
does what 
tt saga! 


Triple Action Jouie for Marred Furniture 


REMOVES stubborn surface spots 
CLEANS dirt and grime 
POLISHES to high dry lustre covering minor scratches 
ONE EASY OPERATION «+ ALL IN ONE BOTTLE 
Consumer Tested and Accepted for over Ten years. 
NATIONALLY ADVERTISED 
Keep a stock on hand—it’s always in demand! 
Price fixed at $1.00 Half Pint, $1.50 Pint, $2.50 Quart. 
Packed 2 dozen to carton. Trade Discount 40% F.O.8. Factory, L. |. City, N. Y. 


JACKSON OF LONDON PRODUCTS 


NEW YORK 19, N 





68 WEST 58th STREET 
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Ss WOOD WOOD = _ 

\ ae ==—AND ALUMINUM ORIGINATED Rsicle AND ALUMINUM “sa / 
MAYES GUARANTEES ACCURACY. SERVICE p one 

(on -Ve Selene Je) °) 


ASK YOUR DEALER *AND DURABILITY - ASKING 


navestoors MAYES BROS.TOOL MANUFACTURING CO..Inc. Port Austin. Mick. 



































; : 1 pet hctanG big blab tef SF 
you want them... & é . 
EASILY! OmexX ime 
As 3 
a 2 
. ous » die. ; { baits 
FINGER GRIP | pay rt tied To caece tp CM Used 
ADJUSTABLE Adjusts in a jiffy to any size up 
CLIP plate 4 Hardwood 15” long, 1%” < 
aii skillfully created 
HOLDERS © Cupboards © Closets © Etc. > by American craftsmen 


See your Jobber 


ARTHUR I. PLATT & CO. 
FAIRFIELD, CONNECTICUT 


NATIONALLY FAMOUS 


HOUSEWARES — GIFTWARES 
_ CLEVELAND 3, OHIO 
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a5 Confidentially a wonderful buy! 


PLAS-T-CAP pa ae 
"“NEED-L-POINT” 0G Bh 

% on BUI RS’ HARDWARE 

THUMB TACKS Wp a y, You can recommend and sell this quality hardware to 











































HINGES 
© TACK LIFTER yw every © SAFE RS S28 S2etende"eSS Nats your trade with full confidence. Valuable repect busi- ante Bors 
CELLOPHANE WRAPPED PACKAGE @ puity visioLe ness usually follows every sale b the Nati I RF 
© 21 DECORATOR COLORS ONE DOZEN PACKAGE line has style—plus exclusive features—that promote —— 
DOOR HANGERS 


@ THREE FAST SELLING STYLES © FOUR DOZEN DISPLAY UNIT long, smooth operating efficiency. poker 
. 







ROUND — ROSETTE — STAR S& NATIONALLY ADVERTISED & 
A copy of the latest Catalog No. 25 ou aes 
a — kB or an illustrated wall chart will keep eal sae 
so: acon edhe you posted on the latest in hardware. STORM DOOR 

























SETS 











SHELTO NCS co. 
WATERBURY TACK Di¥ QV SHELTON, CONN 


WORLDS LARGEST THUMB TACK MANUFACTURER 








iio] 

\ ’ e . 

BA for your fine cooperation 
oe THIS “‘trio’’ of popular MILK FILTER DISCS has 

won the No. 1 spot in dealer distribution because 


your merchandising sense has recognized them as the 
profit line, designed with your CUSTOMERS in mind! 


BEST LINE - BEST ADVERTISED - MOST PROFITABLE 
Again: Over 43 Million Ads in 1952 


to help you sell your farm trade. Free ‘‘dealer helps” 
also available. 


ASK YOUR JOBBER . . . or write for FREE SAMPLES. 


SPEEDEE Wall — a 
Cleaner gently Cleans Walls DUR asa 
rubs grime from No Water 
wallpaper, Kem- 
tone oF waterpaint A Top Seller Al j i 4 § | ! l t 
swiftly—easily. Re- Plan Your No ] ] { } 
movable sponge  premotion NOW! a 
rubber head may be ; 
washed and reused, || (2 
over and over. “ea, . 
It's a “NATURAL” for * AGIC 
Spring Cleaning — Saves a 
many times its cost each time J 
it’s used. Write for Dealer { S \ 
sy”) 
DOVER PRODUCTS CO — 
815 W. Arthinaton St.. Chi HI SCHWARTZ MFG. CO., Two Rivers, Wis. 
een Sn eee wn America’s No. 1 FILTER DISC LINE © Tops in profits! 


and Jobber prices. 




















Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading "What's New," which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE 100 East 42nd Street New York 17, N. T.5 
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od EXPANSIVE BIT 


FOR HARD OR SOFT WOOD FOR METAL, WOOD, PLASTICS 
Cuts easier — simplified design, no blade-slippage. Chrome One Clark omg 8 Hole — + age several fixed | 
. vanadii teel blades, all chromed body. Quick t ter cutters. High speed steel blade cuts clean, fast ~ 

pee ee = © Sena holes. Fits drill press, portable drill or hand brace. Easily 
adjustment; self-clearing lead screw. No. 250: %"-1%", set for any diameter. No. 100: 5s"-1'%". retails $2.95: No. 101: 
m retails $1.89; No. 251: %"-3", retails $2.19. Guaranteed. 1°-2%", retails $3.95. Guaranteed. 

NATIONALLY ADVERTISED © SEE YOUR JOBBER OR WRITE DEPT. HA-} 

ROBERT H. CLARK COMPANY, Beverly Hills, California * Manufacturers of Fine Precision Cutting Tools 








































































New "CAN. a0 " Coutking Gun | dilly 


Cuts Caulking SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
Time As Much WITHOUT NAILS OR BOLTS 
As 30 Percent 


2’ x 4” FOR LEGS 
Used like a pair of pliers, this new gun makes all caulking 
jobs easy. @ Uses cartridges or bulk compounds. @ Avail- 
able in 3 sizes—6¥2", 10” and 15”. @ Complete line of 
interchangeable nozzles. @ Simplifies caulking from scaf- 
folds and ladders. @ Feed rod doesn’t interfere with arm 
movement. 


LIST PRICES . . . 6/2" — $4.50; 10°° — $5.50; 15° — $7.00. 


WESTERN RESERVE MFG. CO. 2718 €. 92rd, cleveland 5, 0. 

















Saves time and storage space... for home use 
or by workmen in building trades. 
EACH PACKAGE A COLORFUL COUNTER DISPLAY 
Nationally advertised to builders 
and home mechanics. Order from 
your hardware jobber, or direct, if 
he cannot supply you. 
GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICHIGAN 
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tried 67 
Have an These handy house- 


Pes. Land “TEST hold size rolls of famous 
AP — Tru-Test gummed tape 


come in mighty 
TRU -TEST 
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HY-LO QUART & PINT VACUUM BOTTLES 
WORKMEN'S LUNCH KITS 


\ handy around a home. 
Maybe that’s why 

retailers are reporting 
brisk turnover . . . in 












XY GANTAM creasing demand. HOPALONG CASSIDY SCHOOL LUNCH 
HINGES Waal Packed 12 rolls toa KITS & HALF-PINT VACUUM BOTTLES 
1D BUTTS ie ROLLS display carton . . . 
ARAGE ae retail for 25c. WITH THE NEW ALADDIN SWEET 
YOR SETS Available in 1 to 3 
t HANGERS inch widths. SEAL Rubber Stopper 
iD RAILS Try it soon. 
oF AND ti ae BACKED BY 4-COLOR ADVERTISING 
se ieicinisli = A Good Housekeeping) YN LEADING NATIONAL MAGAZINES 
EEN AND eck wit 4 Noor as 

OR P fd.by TAPE Inc., sereense a 

srs hain ll direct. "Green Bay, Wis, ALADDIN INDUSTRIES, INC., 703 Murfreesboro Road, NASHVILLE, TENNESSEE * 1107 




















é Merchandise Mart, Chicago, Illinois * Pacific Coast: 105 E. Lexington Drive, Glendale California 
g, Illinois AS Le Pee ee ee ay 


auger bits | Midway’ Mirbrite Bits 
for every “fregerred by all 


$$$ 


New Members of the 
Rio Grande Family 
SWEET SUE 
































* For those who prefer to 
on g purpose eee uteo want the beat: serve sandwiches separately, 
; has 0 ae ee Rio Grande offer this 16” 
> the Lazy Susan of selected hard- 
ind! woods and sparkling ceramic 
BLE Standard auger bits dishes in chartreuse and dark green. Just enough edge to carry 

Auger bits for 17 sizes (4A 9” to 24/46") one of the famous original decorations that brought fame to the 
Ips” electric drills ggg ge ig Apt! co many other lines of Rio Grande handpainted woodenware. 
; je” to 12/;6” 
PLES. *Mircor Bright 
Tudwag Seles Office and Factory 2421 McKINNEY AVENUE 

; Wis. THE MIDWAY TOOL Melvin, Ohio | DALLAS 4, TEXAS 
in profits! 
Dn 

mer- 
VARE 

. Y. MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........ $5.00 
Each additionol word.......... 10 


Positions Wanted 


(Special Rate) set sotid, maximum, 
GP I sco.a.p' odd peentas ori alaaiep:ctate ee | 
Each additional word .......... 05 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportanities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, iiterature, 
catalogs, etc., will not be forwarded to box 
number advertisers uniess accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 

HARDWARE AGE is published every other 
Thursday. Classified forms close 165 days 
prior to publication date. 


Reutitense must accompany order in form 
of check or money order, not currency or 





stamps. 








Representatives Wanted 





Representatives Wanted 


Representatives Wanted 











NATIONALLY KNOWN 


BUILDERS HARDWARE 
MANUFACTURER 


SALES REPRESENTATIVES 

Experience in Builders Hardware 
preferred but not necessary. 

Real opportunity for advance- 
ment. 

Several territories open. 

Give full particulars in reply. 


Address Box A-398, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


MANUFACTURERS’ REPRESENTATIVES 
WANTED 


Salesmen now calling on hardware and 
paint stores or hardware, variety and 
general stores. We offer a good staple 
line of 19c, 39c and 79c paints and low 
priced gallon paints on a commission 
basis. This merchandise has mass mar- 
ket appeal. Every store selling paint is 
a good prospect. Write, advising age, 
territory covered, how often you cover it 
and lines now carried. Address Box 
A-414, care of HARDWARE AGE, 100 East 
42nd Street, New York 17, N. Y. 











Start the New Year Right 


by taking on a FAST MOVING volume line 
of plumbing goods to sell to the retail hard- 
ware trade, plumbers and lumber yards, for 
well known, long established firm. Many choice 
territories open. Send reply in detail. Side 
line—comnission. 
Address Box A-42i, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








REPRESENTATIVES WANTED BY PROGRESS!VE, WELL- 
ESTABLISHED MANUFACTURER of highest quality 
Builders Hardware Tubular Latch and Cylinder Lock 
Sets. Exceptional opportunity now being offered in 
five new, exclusive territories: (1) Louisiana, Mis- 
sissippi, Arkansas; (2) Southern Indiana, Southern 
Illinois, Kentucky; (3) Missouri, Kansas, Oklahoma; 
(4) Rocky Mountain Area, Colorado, Utah, Nebraska, 
Wyoming; (5) New Mexico and Arizona. Represen- 
tatives with past experience and developed clientele 
on door hardware only. Replies held in strict 
confidence. 


Address Box A-444, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











WANTED, SALESMEN TO SELL 6” pocket 
scale with clip that can be used as depth gauge. 
Retails 50 cents, 1 doz. on display card. Ex- 
clusive territories. Salesman earns 60¢ on each 
card he sells. Fiber board knife blades .025” 
thick, pack 100 to a box. $5.00 hundred. $40.00 
thousand. Sell retailers and jobbers. Mark Spe- 
cialty Company, 183 St, Paul Street, Rochester 4, 
New York. 








SALESMEN WANTED WITH ALLIED 
LINES to sell plumbing specialties to hardware 


stores for New York concern. All territories 
open except metropolitan New York and New 
Jersey. 6% commission. Forward references. 


AcE, 100 








Address Box A-438. care of Harnware 
East 42nd Street, New York 17, N. Y. 
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NATIONALLY KNOWN ESTABLISHED COMPANY 
HAS OPPORTUNITY 


for ambitious salesman, selling to wholesalers 
and mill supply distributors in New York City 
also traveling Middle Atlantic States. Write 
giving complete information in confidence to 
Box A-419, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








PLASTIC TOOL HANDLES 


Prominent handle manufacturer has open 
territories for successful sales producers. 
Prefer men now calling on hand tool manu- 
facturers with non-competitive lines (wood 
handles, steel, etc.) We are established 
in the field with quality product, competi- 
tively priced and expanding production 
facilities, backed by 35 years plastic fab- 
rication know how. Leads furnished. 


Address Box A-434, care of HARDWARE AGE 
100 East 42nd Street, New York i7, N. Y. 














SALESMEN WANTED. TO SELL MANU- 


FACTURERS’ LINE of plumbing and heating 
specialties. Will consider side-line men. Prefer 
a man now calling on Hardware Stores, Plumb- 
ing Contractors and Industrials. Liberal com- 
mission, Open territories available on a pro- 
tected basis. This is an excellent opportunity for 
immediate and large earnings. Address Box 
A-435, care of Harpware AGe, 100 East 42nd 


Street, New York 17, N. 








LOCKSET AND BUILDERS HARDWARE 
MANUFACTURER requires representation in 
Texas. Long established company. Willing to 
separate state in 3 territories. Give Builders 
Hardware experience in answering. Address 
Box A-420, care of Harpware Acz, 100 East 
42nd Street, New York 17, N. Y. 





REPRESENTATIVES WANTED IN TER- 
RITORY west of the Mississippi, Louisiana 
and Florida on authentic Colonial line of wrought 
iron hardware to be sold to hardware and lumber 
trade on a commission basis. Address Box A-396, 
care of Harpware Acz, 100 East 42nd Street, 
New York 17, N. Y. 





SALES REPRESENTATIVES — EXCLU- 
SIVE TERRITORIES OPEN for commission 
sales direct to dealers—Wisconsin, Iowa, Illinois, 
Indiana. Miller Tools and Handles—shovels, 
forks, hoes, rakes and repair handles—quality 
products backed by over 80 years of experience. 
If interested write full information (age, experi- 
ence, present lines) to Miller Mfg. Co., Hicksville, 
Ohio. 





SALESMEN & DISTRIBUTORS—TERRI- 
TORIES EAST OF MISSISSIPPI available for 
unusual but practical new tools. Sells to Hard- 


ware, Mill Supply, electrical supply, plumbing 
supply houses, lumber yards, etc. Excellent side- 
line. State territory covered, lines carried and 


types of accounts called on. Address Box A-437, 
care of Harpware Acer, 100 East 42nd Street, 


WHOLESALE DISTRIBUTORS OF 
PLUMBING SPECIALTIES and _ Supplies. 
Well established. Seek Sales Representatives. 
Side line basis satisfactory. We issue catalogue 
to the trade which includes lists of fittings and 
nipples. State territory, lines carrying and ex- 
perience (although experience not necessary). 
Good commission. Address Box A-433, care of 





Harpware AGE, 100 East 42nd Street, New 
York 17, N. Y. 
SALESMEN WANTED TO SELL WOOD 


OUTDOOR FURNITURE. Complete line includ- 
ing chairs, rockers, settees, swings, picnic tables 
and benches, Sturdy comfortable, durable furni- 
ture for porch, lawn, picnic area or social room. 
Splendid opportunity for year ‘round selling. 
Please give complete information on_ territory 
covered. Address Box A-428, care of HarpWaARt 
AGE, 100 East 42nd Street, New York 17, N. 


SALESMEN WANTED CALLING ON RE 
TAIL trade to handle as a side line on commission 
basis the tools advertised in the January issue of 
Popular Mechanics, page 474, profitable hobbies, 
page 60, popular homecraft, page 186. No jobber 
accounts desired. Best Tools, Inc., 2432 S. 61 
Ave., Chicago 50, Illinois. 





DISTRIBUTORS AND _REPRESENTA- 
TIVES WANTED FOR CHEVRONS, amazing 
new wood fastener now stocked by thousands 


of hardware and building materials dealers. 
se mag Soe packaged with model for point-of- 
in second year. A_ steady 


sale re. Now 

ationally advertised. Numerous choice 
Packard Co., Inc. 
New York 6, 


repeater. 
territories still open. E. 





New York 17, N. Y. 
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Business Opportunities 








ATTENTION— 
MANUFACTURERS 
WHO WANT ORDERS 


Well rated sales organization covering United 
States with thirty salesmen is seeking manufac- 
turers of products that can be sold to Florists, 
Department Stores, Furniture Stores and Gift 
Shops. We want exclusive sales rights. Can 
produce volume sales immediately. We carry 
the accounts and remit to manufacturer twice 
per month. If you make a good product and 
can use a top-notch sales organization with- 
out @ penny cost to you, write full details 
about your line to Box A-425. Hardware Age. 


Mr. Hardware Manufacturer 


If you are looking for Top Sales represen- 
tation in the Southeastern states (I per- 
sonally contact the trade quarterly) I am 
your man, provided that you now have or 
will be willing to establish a sales policy 
whereby you will merchandise your prod- 
ucts through established wholesalers only. 
I am now selling and have been selling 
the Wholesale Hardware Jobbers in this 
territory for years. 

My Headquarters after Feb. 1, 1952, will 
be in Charlotte, N I will not attempt 
to represent more than 3 Manufacturers. 
For further details etc., 


Write Box A-439, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















MANUFACTURERS 


are your Pacific Coast sales lagging? 


Aggressive SALES OGANIZATION with over 
a quarter century Pacific Coast selling ex- 
perience now seeking new additional lines of 
merit for 1952. 

Systematical coverage of Chains, Department 
Stores and all leading Jobbers. (Retailers de- 
tail promotional work if desired.) 

MERCHANDISE — Hardware, 
Electrical, Sporting Goods, Toys, 
Novelties, Gifts, Drug Sundries. 

Direct factory representation only. Straight 
commission basis. All inquiries held in con- 
fidence. 

P. O. Box 18607 Rimpau Station 
Los Angeles 19, California 


Houseware, 
Notions, 





ATTENTION MANUFACTURERS: WE 
CAN GIVE your new and old products complete 
coverage to the jobbers in New York and New 
Jersey and surrounding territory. Submit de- 
tails in confidence to Box A-440, care of Harp- 
warE AGE, 100 East 42nd Street, New York 17, 
i A 























MANUFACTURERS’ AGENT, COVERING 
METROPOLITAN NEW YORK, Long Island 
and northern New Jersey territory, who has long 
standing contacts with wholesale hardware, mill 
supply, chain store and department store outlets, 
seeks new accounts. Aggressive, competent and 
complete coverage assured. Address Box A-432, 
care of Harpware Acg, 100 East 42nd Street, 
New York 17, N. Y. 





MANUFACTURERS’ REPRESENTATIVE 
FOR PAINT BRUSHES in Michigan, calling 
on Paint, Hardware, Department Stores for past 
20 years, desires allied line representing manu- 
facturers only. Have 750 established accounts 
which are covered every 60 days. Address Box 
A-422, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 





ESTABLISHED MANUFACTURERS’ REP.- 
RESENTATIVE WILL RENDER any of the 
following services in New York State for manu- 
facturers of Hardware or garden supplies and 
equipment—sales, warehousing and _ shipping. 
Headquarters, Rochester. Commission basis. Ad- 
dress Box A-429, care Harpware Ack, 100 East 
42nd Street, New York 17, N. Y. 





SALESMEN FOR MIDDLEWEST—NOW 
SELLING home workshop lines, can add an in- 
teresting and profitable item. For data, com- 
mission and territory write Box A-436, care of 
oS AcE, 100 East 42nd Street, New York 


——__— 





WANTED: LINES FOR VIRGINIA, North 
and South Carolina, Georgia, Alabama, Mississippi 
and Louisiana. Am selling all Jobbers with pres- 
ent line for past many years with well known 

ajor Factory. | Personal attention to your line. 
A-l references including present Factory. P. R. 
fimbrough, 508 Angier Ave., E. Atlanta, 

ria, 
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DISTRIBUTOR AND MANUFACTURERS 
REPRESENTATIVE wants two or three lines 
on an exclusive basis for the Northeastern States. 
Address Box A-442, care of HArpware AGez, 100 
East 42 nd Street, New York 17, N. Y. 





Help Wanted 


JOBBERS, WHOLESALERS, RETAILERS 


LIMITED QUANTITY—Because of materials used 
in this product, there will not be a continued 
supply. 

Brass, Aluminum and Bronze Typhoon Lown 
Sprinklers. 

The He ma Lawn Sprinkler is made of Brass 
aed Aluminum with a bushings—material 





no longer availab or ¢ mer use. While 
they last— 
| gross.... : .$13.20 doz. 
CO aa eeerers $12.00 doz. 
i. eee L!hU 
 . Seat $ 9.60 doz 


F.O.B. Factory 


GORHAM’S Box 610 Springfield, Ilfinols 








5,000 to 10,000 
Bathroom Scales 





or other premium articles 
At attractive prices required for 
1952 delivery. 


NOVA INDUSTRIES REG'D 


1137 Union Ave., Montreal, Can. Or contact 
Mr. M. Haltrechd at Sheraton Hotel, Chicago 











MAN FOR SUPERVISOR OF HARDWARE 
DEPARTMENT after training. Experienced in 
sales, hardware and department stores preferred. 
Willing to travel or locate in mid-west territory. 
Excellent opportunity. State qualifications, salary 
expected, etc. Address Box A-443, care of Harp- 
ware Ace, 100 East 42nd Street, New York 17, 
i ol 


SALESMAN,  EXPERI- 
ENCED, AGGRESSIVE, FOLLOWING in 
architectural wood workers, builders and spe- 
cialty hardware. Salary and drawing com- 
mensurate with earnings. Address Box A-401, 
care of Harpware Acez, 100 East 42nd Street, 
New York 17, N. Y. 


HARDWARE 





FOR SALE 
Sacrifice 
HARDWARE STORE 
Excellent location Long Island City; 
part cash required 


Address Box A-431, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 





MERCHANDISE FOR SALE 
1600 inside door locks and latches of relia- 
le manufacture, bore-in type, wrought 
brass knobs and roses, no die-cast parts. 


About 1100 sets in polished brass, balance 
polished chromium. Priced for quick sale. 


Address Box A-430, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











Positions Wanted 





MAN WITH GENERAL BUSINESS BACK- 
GROUND, plus economic and legal training and 
experience, seeks challenging employment in busi- 
ness with long range opportunities. Paul L. 
Harris, 500 Maple Street, Shenandoah, Iowa. 





EXPERIENCED SALESMAN IN CALI- 
FORNIA DESIRES exclusive and permanent 
representation with reliable concern. Have con- 
tacts with hardware jobbers and dealers; also 
experienced selling to industrial and road con- 
tractors. Very conscientious, hard worker and 
strictly honest. Married, own home and car. 
Please address Box A-399, care of Harpware 
Ace, 100 East 42nd Street, New York 17, N. Y. 














WE BUY FOR CASH 


Job lots, surplus or overstocks of hand tools, 
files, pliers, drills and misc. items. Will con- 
sider any size lots. Send samples and informa- 
tion to 


LEIMAN HARDWARE CO. 
96 Warren Street New York 7, N. Y. 














FOR SALE: ONE COMPLETE SET ef 
modern store fixtures in Maple Finish consisting 
of display tables, wall displays, counters, etc. 
Suitable for retail hardware store. Used only 
theree years, All fixtures in perfect cordition. 
Will sell at half price, approximately $4,900. 
Located in Florida City. For information write 
Box A-441, care of Harpware Acer, 100 East 
42nd Street, New York 17, N. Y. 
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The Cleveland Chain & Mfx Co, 


Cleveland 5, Ohio 








( CHAIN FOR EVERY NEED 






























Selected, 


All Purpose | 
Nozzle Display 


10 Actual Nozzles 


Special, eye-catching outed of 10 interchangeable caulk- 
ing gun nozzles. Creates more interest-~MORE PROFIT! 


This colorful counter display shows actual Vital nozzles, 
including wide- _— and flat-tipped nozzles for special 
uses. Only $5. 


See Your Jobber or Write Direct 





co. 


Ohio 


MANUFACTURING 
Cleveland 4 


ee 


75300 Quincy Avenue 











WATCH this water system! 


It’s going places... and 
you Can get your extra prof- 
its by ordering today from 
your Goulds distributor. 


Watch, too, for the big 
news about a special pro- 
motion designed for you— 
on these pages next month! 




































Goulds Pumps Inc. 
Seneca Falls, N.Y. 


-_GOULDS Balanced- Flow JET | 
for Shallow Wells 


GOULDS Water Systems 








POWER MOWERS —Gas-Power & Electric, Reel-Type & Retary 
LAWN-EDGER, HEDGE-TRIMMER — Electric Combination Tool 
LOWER-PRICED, EXTRA VALUE, BETTER LEADERS, SELL FASTER 


Order from your jobber now, or ask us 
for name of Roberton jobber near you 


i fete] Ga ae) 
CHICAGO 14 


ROBERTON oivision rian. asmano ave 
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Mitsburgh Plate Glass Co., Brush 
66-67 


* oll ee 169 
Platt & Company, Arthur I....... 244 
Plymouth Rubber Co., Inc. ....... % 
Popeil Brothers ...........+-sse0ee 21 
Portable Electric Tools, Inc..... . 249 
Se a 165 
Power Products BN acts ais 225 
Premax Products Div., Chisholm- 

NN eo doa vices wsons 205 
Pretty Products Inc. .............. 27 


Moto Tools (Plomb Tool Co.).. 15 


Starrett Company, The, L. S..... . 87 


gee se 192 
errr ae 57 
Swift & Co., Vigoro Div. ...... . 214 
Swing-A-Way Mfg. Co. 24 
T 
RS. vansaaiiens —— 
Tate Company, E. H. ............. 211 
Taylor Instrument Companies..... 34 
Templeton, Kenly & Co. ........ 238 
Thomas Products Co. ............. 70 
Toastmaster Products Div., Mc- 
Graw Electric Co. .......... . 16-17 
Tober Baseball Mfg. Co. ...... .. 191 


Toledo Pipe Wsceing Modine 
Co. 183 





Puritan Lighting Fixtures Co. .... 114 


HARDWARE AGE, JANUARY 











Toro Mfg. Corp hocks ote 
U 

United States Plywood Corp. .... 60 
v 

Vital Products Mfg. Co. .......... 248 
Ww 

Warren Dado Sawing Washers Co. 203 

Western Home Products Co... ... 104 

Western Reserve Mfg. Co. .... .. 245 

ee rr 245 

Wilcox, Crittenden & Co., Inc..... 182 

PGND SS TEI svccccecssenses 192 

Wooster Rubber Co. ............ 112 

Wrought Washer Mfg. Co. ........ 182 
Y 

Yale & Towne Mfg. Co. .......... 73 





10, 1952 













For Extra Sales! . . . For Extra Profits! 
Mcjeso MAJESTIC 
as MIRROR POLISHED 

STAINLESS FLATWARE 


VISIT OUR BOOTH No. 924 


National Housewares Show 
NAVY PIER, CHICAGO, ILLINOIS 


Choice 
of Several 





Fancy and January 17-24th 
"Seaie MAJESTIC SILVER CO. 

— TABLE FLATWARE AND CUTLERY 
ILLUSTRATED NEW HAVEN, CONN. 

















ADJUSTABLE TO 
3 POSITIONS 


FITS ALL TUBS 


CAN'T SLIP 


List 


PRICE $495 
HOME ESSENTIALS CORP., 305 N. FRONT ST., COLUMBUS, OHIO 


a7 The ONLY Magnesium 


Level on the 
Magnelite 
Agvels 













LIGHTER 
than ALUMINUM 


© Profitable, Fast © Replaceable Vial 
Selling, Nationally Units 

Advertised 

@ Available in 10 © Beautifully Design- 
Sizes from 12 to 72 ed, Accurate, Depend- 
inc able 


OMAHA, NEBR. 





J. H. SCHARF MFG. CO., 





Portable Electric Drills 
Electric Drill Kits 
Portable Electric Saws 


Portable Paint Sprayers 
Portable Polishers & Sanders 
Fractional H.P. Motors 


See your jobber or write direct 
PORTABLE ELECTRIC TOOLS, 


Inc. 
332 West 83rd Street, Chicago 20, Ill 


bh Rd 


249 



























Marking Crayons 
Fill the Bill 


There’s a STAONAL for every marking 
and checking purpose. Waterproof or wash- 
able. Permanent, semi-permanent or fugitive. 
Black, white or colors. All laboratory checked 
for top performance. All absolutely gritless, 


CARPENTERS’ CHALK —for marking chalk lines, patterns, 
etc. White, red and blue, 4 to 72 pieces in sturdy box. 


RAILROAD CRAYON-—for railroad yard and machine shop 
operations. White and blue, 144—4 x 1 sticks. 

COMPOSITION METAL WORKERS’ CRAYON—“Pyrotalcal” 
Brand, heat-resistant, absolutely gritless. 4 sizes, 72 to 144 
per box. 


WHITE CHALK CRAYON— “Atlantic” Brand, 144 tapered sticks in 
strong cardboard box. 


LUMP CHALK (in cakes)—superior to the crude form. White only. 


Sinner & Sint [MY SEND TODAY 
For FREE catalog of 


industrial 
41 E. 42nd Street, New York 17, N. Y. eo 











SELF-SERVICE ISLAND 


New Low- 
Cost Store 
Fixture 





Add Sales Company is 
| introducing a new Self- 
Service Island called 
FLEXO-SPACE. This 
new self-service island 
‘displays all types of 
merchandise regardless 
4] of shape or size. FLEXO- 
| SPACE gives you Self- 
Service, Mass Display, 
More Selling Space, Fix- 
ture Flexibility, and 
many other time-saving and money-making features. 
Thousands of retail dealers have found Self-Service in- 
creased sales as much as 25% and more. FLEXO-SPACE 
displays 4 times more merchandise than the conventional flat- 
type counter, yet it takes only 12¥/2 Sq. Ft. of floor space. You 
sell more merchandise with FLEXO-SPACE because you can 
display more. Adjustable shelves make it easy for quick 
changes in display. Heavy steel tubular supports for rigidity. 
Neutral finish to match or blend with other fixtures. Immediate 
Delivery. Write for Free catalog page on FLEXO-SPACE— 
Today. 





a ieee ae 





ADD SALES COMPANY 


724 Commercial Street, Manitowoc, Wisconsin 











NEW! 42c6-/yze Leads 
BEAD CHAIN” 
Suwtling Tacky 


Two new leads — 4 oz. for SPINNING, 114 oz. for lake trolling and salt 


water fishing. They combine the advantages of a keel with multiple swiveling 
action of Bead Chain, prevent fun-spoiling kinks and twists. 

Order these and other rustproof Bead Chain Swivels, Leads, Spinners and 
leaders now — from your jobber, or write: Sales Agents ASHAWAY, INC., 
Ashaway, R. |. Product of THE BEAD CHAIN MFG. CO., 95 Mountain 
Grove St., Bridgeport 5, Conn. 








STYLED FOR BEAUTY © GUARANTEED FOR SERVICE 
Distributed exclusively through your jobber 


Made exclusively for 


AMERICAN IMPORT CO., San Francisco, Calif. 

















oricinat DOMES OF SILENCE 


One set on « Card. 
12 Cards in @ bex. 
SIZES 

1,” W%" he” 
Vv %” y” 





SELL ON SIGHT whenthese attention-compelling con- 


tainers, box or card are displayed on counters. Genuine DOMES 


OF SILENCE glide softly, silently, smoothly 
over all flooring; saves floors and furniture For 
years the favorite with houseowners and furniture 
manufacturers. 


Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
NEW YORK CITY 


35 PEARL STREET 
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